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Mona Hazard 
Big Puzzle In 
Automobile Risks 


“Boker,” ‘Real Estate,” ‘Man- 
ager,” “Housewife” Are Some 
Occupations Probed 


WATCH FOR BOOTLEGGERS 


Type of Questions Which Retail 
Credit Co. Asks in 
Blank 


The moral hazard feature of automo- 
bile underwriting is growing to a point 
where more information than ever before 
is being demanded of inspection com- 
panies which furnish the information 
that supplements the daily reports sent 
in by the agents. It is reported by the 
insurance companies that the agents are 
not paying so much attention to the 
“Know the Man” instructions as was 
formerly the case, while on the other 
hand the method which bootleggers and 
other undesirable risks are hiding their 
real vocation behind the occupation 
smoke screen they give to the agents is 
taking on new angles of ingenuity every 
day. 

One of: the leading automobile under- 
writers told The Eastern Underwriter 
this week that the following are some of 
the occupations which the Retail Credit 
Co. and the Hooper-Holmes Bureau are 
asked to investigate very closely: “Real 
estate,” “manager,” “broker,” “house- 
wife,” “clerk,” “salesman,” “retired,” “ho- 
tel proprietor,” “delicatessen,” “boarding 
house keeper,” “actor” and “pool hall.” 
Can’t Tell What a Broker Is Nowadays 

The occupation which seems to attract 
the most attention is that of broker. In 
the old days it meant somebody down- 
town in Wall Street. Then along came 
the insurance broker and the real estate 
broker. Nowadays there is a wide area 
embraced in that occupation, including 
hijacking and bootlegging. 

When a man who insures his automo- 
ile says he is “retired,” the companies 
through the inspection companies now 
want to know from what business he is 
retired. “Manager” also covers a multi- 
tude of activities. Not every delicatessen 
store now confines itself to delicatessen. 
The same is true of confectionery stores. 
When occupation reads “housewife” the 
company wants to know why insurance is 
taken out in her name. 

l\ayard Holmes of the Hooper-Holmes 
Bu-eau said this week that the moral 
havard in automobile insurance has 
grown tremendously since 1920. In the 
Po t-war period and in the prosperity 
‘ went with it, wages went up tre- 
mendously and all sorts of people bought 
Cars. Then wages went down and moral 
aard grew. A few years ago Mr. 
mes made a statement that the auto- 
mile was the bootleggers’ best friend, 
an he said this week that the situation 

(Continued on Page 46) 

















Assurance Company, Ltd. | 
of London 
150 William Street, New York 


PHOENIX | 


A corporation which has stood the test 
of time! 146 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 


Indemnity Company 
150 William Street, New York 

















FORGET MY LOOKS 
BUT 


REMEMBER 


Harry Everts Morrow 
Associate General Agent 


J. ELLIOTT HALL AGENCIES 
PENN MUTUAL LIFE INSURANCE CO. 
100 William Street, New York 


Phone Beekman 1718 
FOR 


Surplus Business 























Our Annual Servicing Period 


Penn Mutual representatives are having their annual concentration 
on Penn Mutual members from November 1 to December 31. 
They have been supplied with a complete and first class kit of tools. 
And they will be able to offer Non-medical during four of these 
eight weeks—the Penn Mutual once again lining up with advanced 
underwriting. . 

Home Office representatives, specialists in Field work, have made 
aoe Agency visits, supplying each General Agent and his 
arge number of Special Agents with face to face instructions in the 
use of new material. 

We have openings for men and women who are afire with en- 
thusiasm and desire to make life insurance their life’s work. 


Wm. A. LAW, President 
Wm. H. KINGSLEY, Vice-President HUGH D. HART, Vice-President 


The Penn Mutual Life Insurance Company 


Philadelphia Independence Square Pa 

















Founded 1847 


Insurance Society 


Of Morris Plan 
Is In 24 States 


Has 32 Agency Contracts With 
Managers Of Its Various 
Banks 


ADMITTED ASSETS, $1,150,000 
How Banks Are Compensated for 


Writing Policies Issued to 
Protect Loans 








The Morris Plan Insurance Society, in- 
corporated in 1917 (Henry H. Kohn, 
president), is in twenty-four states, ac- 
cording to the examination of the com- 
pany recently concluded by the New 
York Insurance Department, and at the 
end of the first nine months of this year 
had $25,164,025 insurance in force. Its 
admitted assets are $1,150,000. 


The Society has in force seventy-two 
agency contracts with managers of vari- 
ous Morris Plan Banks throughout the 
country. At present all insurance comes 
from either managers or officers of Mor- 
ris Plan Bank who are under contract to 
act as agents of the Society. All poli- 
cies are issued without medical examina- 
tion up to and including $1,000, on the 
one-year term plan and $1,500 on the 
one-year term monthly decreasing plans. 


Issues Seven Forms 


Seven forms of contracts are now be- 
ing issued as follows: 


One year term non-renewable, without 
medical examination up to $1,000 includ- 
ing disability provision. One year term, 
non-renewable, monthly decreasing, 
without medical examination up to $1,500, 
with or without disability. Five year 
term non-renewable, issued without med- 
ical examination up to age 40. Five year 
term—commercial in units of $1,000 up 
to $5,000, with medical Fifteen year 
term, yearly decreasing, with medical up 
to $10,000. This latter policy is issued 
to borrowers to cover unpaid balances on 
mortgages assumed by Morris Plan 
Homes Corporation. 

The agents’ contracts provide for a 
first year commission of 25% in all cases 
except one. In that case 40% is paid. 
Renewable commission at the rate of 
714% is paid on five year term contracts, 
while on the fifteen year term contracts 
a renewal commission at the rate of 
714% is paid for nine years. The only 
modification to the above commission 
rates is in the case of the five year term 
policies sold in connection with savings 
or investment contracts in which cases a 
first year commission of 20% is paid. 

The agent’s contract provides that “the 
agreement may be terminated by either 
party upon thirty days’ written notice 
each to the other.” 


Compensation for Banks 


In order to recompense the various 
Morris Plan Banks for the work neces- 


(Continued on Page 17) 
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New Official Family 
Of Union Central 


ALL STAND WELL WITH FIELD 





Chairman Williams Played Football 
While in College; Charles Hommeyer 
With Company 27 Years 





The reorganization of the official staff 
of the Union Central Life, made nec- 
essary by the recent death of John D. 
Sage, president, gave wide satisfaction 
in the field as all the men who figure in 





JESSE R: CLARK, JR. 


the changes are well known to the field 
force and highly regarded. 

George L. Williams, the new chairman 
of the board, was born in Delaware, the 
son of William J. Williams, professor of 
Greek in Ohio Wesleyan University. He 
was educated in the elementary schools 
there and entered Ohio Wesleyan, where 
he was graduated with the degree of 
bachelor of arts in 1898. During his 
undergraduate days Mr. Williams was a 
football player of some note, performing 





CHARLES HOMMEYER 


at center and guard. After graduation 
hi continued his studies at Wesleyan, 
'.aining the degree of master of arts. 
then entered the Cincinnati Law 
ool where he was given the degree 


6’ LL.B. in 1900. In 1904 he married 
Mss Elsie Burkham of Cincinnati. 

1 1906 he entered the employ of the 
Uvion Central Life as an attorney, and 
e¢ 


or of the company’s publications. In 





1907 he was made assistant secretary, in 
1913 he succeeded the late John D. Sage 
as secretary of the company_and was 
made a member of the board of directors. 
In 1916 he was appointed to the execu- 
tive committee of the Union Central. In 
1921 he succeeded Mr. Sage as first vice- 
president of the company when the lat- 
ter was made president. He is a mem- 
ber of the Cincinnati Country Club and 
the University Club of Cincinnati. 
The New President and Vice-President 
Jesse R. Clark. Jr., the new president, 
is 43 years old. He is the eldest son of 
the late Jesse R. Clark, who was presi- 
dent of the Union Central from 1906 until 
his death in 1921, and under whose su- 
pervision the company’s skyscraper at 
Fourth and Vine streets was erected. He 
was born in Cincinnati, and educated at 
Yale, where he graduated in 1906. He 
immediately entered the employ of the 





JEROME CLARK 


Union Central as a clerk in the financial 
department. He was elected second as- 
sistant treasurer in 1909. director in 1910, 
assistant treasurer in 1913 and became 
treasurer upon the death of his father 
in 1921. For the past seven years he 
has been in complete charge of the com- 
pany’s investments, covering morteage 
loans amounting to more than $260,000.- 
000. |t 

Charles Hommever, vice-president, has 
been identified with the Union Central 
for 27 years. He was elected second as- 





sistant superintendent of agencies in 
1911, assistant superintendent in 1913, su- 
perintendent in 1921 and director in 1927. 
For the past seven years he has been in 
charge of the company’s force of 3,000 
agents operating in forty-six states. 
Jerome Clark, the new superintendent 
of agencies, is the second son of the late 
President Clark. He was born in Cin- 
cinnati and educated at Yale. He saw 
service in the U. S. Army during the 
border trouble with Mexico, and during 
the World War was a captain of artil- 
lery serving in France. He entered the 
Union Central as a clerk in the agency 





ROBERT 


M. GREEN 


department in 1919, and became assistant 
sunerintendent of agencies in 1921. 

Robert M. Green the new treasurer, 
is a son of Tames Albert Green, chairman 
of the Cincinnati Library Board. He is 
a graduate of Princeton. and has been 
in the emplov of the Union Central for 
four vears. He was made assistant treas- 
urer in 1925. 

Richard S. Rust. director, has been 
connected with the Union Central for 16 
vears following his eraduation from Wee- 
levan College, Middletown, Conn. He 
was elected assistant secretary last April, 
following the death of his uncle, R. F. 
Rust, secretarv of the companv. 

The renreanization of the official staff 
of the Union Central adds one new vice- 
president to the roster. increasing the 
number from three to four. 








NEW YORK MANAGER WANTED 


A prominent life company that has been 
active in New York state for many years 
has a general agency open in Greater New 

York. This is a real opportunity for a man 
with the necessary life insurance background 


and organizing ability. 


A personal interview 


will be be arranged. Full information should 


be g ven in first letter. 


confidential. 


Box 1100 


THE EASTERN UNDERWRITER 
110 Fulton Street, New York City, N. Y. 


Correspondence 
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Mutual Benefit Makes 
Clay Hamlin Manager 


HEADQUARTERS AT 
Succeeds Johnston & Monser as General 
Agents There; Has Personally Paid 
For $10,000,000 a Year 


BUFFALO 





Clay Hamlin, one of the largest writers 
of life insurance in America, one of the 
most picturesque figures in the business, 
and leading agent of the Mutual Benefit, 
has been appointed general agent of the 
Mutual Benefit in a large Western New 
York territory, with headquarters in 
Buffalo which has been his home for 
years. Mr. Hamlin succeeds Johnston 
& Monser. 

There are few agents in the country 
who are better known than is Mr. Ham- 
lin nor few about whom more stories are 
written by the insurance newspapers. 
For some years he has been in demand 
as a Speaker and in that capacity has 
addressed many gatherings of life un- 
derwriters. At the convention of the 
Mutual Benefit field representatives at 
the new home office in Newark early this 
year he was the big star and especially 
attracted attention by holding two mid- 
night meetings in the home office which 
were attended by some of the most 
prominent of the Mutual Benefit’s field 
representatives, among whom Mr. Ham- 
lin is regarded as an oracle. His group 
meeting in the daytime was attended by 
the largest writers of the company. His 
specialty has been business insurance and 
he has emphasized the idea that insur- 
ance is property. 

Mr. Hamlin has been in the life 
surance business about eighteen years 
and his writings some years have been 
in the neighborhood of $10,000,000. His 
career has been unusually interesting as 
he was a failure at the start, but kept 
on trying until he made good. He early 


in- 


-learned how’to manage his time and to 


capitalize his resources. In interviews 
he has always given his wife credit for 
much of his success. 
A $12,000,000 Agency 
The firm of Johnston & Monser con- 
sists of Charles G. Monser and A. S. 
Tohnston. Mr. Monser is going to Cali- 
fornia. Mr. Johnston has an interest in 
the Detroit agency of the Mutual Bene- 
fit. At the present time it is what is 
known as a $12,000,000 agency. 
Mr:*“ Hamlin’s territory will include 
Rochester, Elmira and Binghamton as 


well as Buffalo. 





WORCESTER GENERAL AGENT 

The John Hancock Mutual Life has 
appointed as its general agent at Wor- 
cester, William E. Collins who has been 
connected with the Paul Clark Agency 
in Boston. Mr. Collins was for many 
years connected with the weekly pre- 
mium department and went to ordinary 
in 1923 Charles FE. Greene, former gen- 
eral agent at Worcester, will continue in 
personal production. 





NEWARK OFFICE FESTIVITIES 

At the Mutual Benefit and The Pru- 
dential home offices as well as in other 
insurance offices of Newark there will 
be special Christmas observances on 
Monday preceding Christmas. There 
will be carol singing at the Mutual Bene- 
fit and a chorus of seventy-five male 
voices under the direction of Fred H. 
Yoemans, assistant supervisor for The 
Prudential, will sing at the home office. 





LIFE UNDERWRITERS MEET 

The last meeting of the year of the 
Pittsburgh Life Underwriters Associa- 
tion was held on Wednesdav in the Fort 
Pitt Hotel. Milton L. Woodward. gen- 
eral agent of the Northwestern Mutual 
Life at Detroit, gave an interesting ad- 
dress on “Are You Selling Life Insur- 
ance or Selling Applications?” Another 
speaker was Dr. Charles J. Rockwell, for 
many years a member of the association, 
who gave a short address on “Telling the 
Life Insurance Story.” 
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HEN you place a Travelers Group or Wholesale policy, 
you are oiling the hinges of many doors leading to 
multiple-line prospects. 








The doors to the office of the president and other impor- | 
tant executives will open easily, allowing you to present 
business life, liability, compensation, boiler, burglary, fire, N 
windstorm and many other Travelers lines. ; 


It makes easier the interviewing of the employees, either e 4 
at their place of business or at their homes, giving you an 
almost unlimited list of prospects for personal lines. 


It helps the approach to attorneys, bankers and other 
professional men doing business with the company or serving fe 
on its board of directors. lip 





The sale of Travelers Group or Wholesale insurance fis 
enhances your reputation as an insurance expert, making it Pg 
easier for you to interview everyone in your whole comunity. 


im 


Cog 


coe ts ors 


THE TRAVELERS INSURANCE COMPANY Tue TRAVELERS INDEMNITY COMPANY si 


THE TRAVELERS Fire INSURANCE COMPANY : 
HARTFORD, aA CONNECTICUT j t 


The largest multiple-line insurance organization in the world I 
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Manhattan Life 
Adds Salary Saving's 


ADVANTAGES OF THIS PLAN 





Company Points Out to Agency Force 
Uses to Which New Form May 
Be Put 





The Manhattan Life is now writing 
salary savings insurance and the com- 
pany points out the following advantages 
in presenting this line of protection. 


“Salary savings insurance has its place 
n the life insurance business, and prop- 
erly used can be of great help to sales- 
men in whose territory there are firms or 
-orporations employing ten or more peo- 
ple. Salary savings insurances should be 
a great help for the following reasons: 

“It gives the opportunity to call upon 
an employer on a matter of business in- 
‘terest. On this basis it is easier to 
start the actual interview than would be 
the case if the call were being made for 
he soliciting of personal insurance. 

_ “The salary savings plan enables you 

o present life insurance to prospects on 
. monthly premium basis. Millions of 
men and women are buying different 
commodities on a monthly payment ba- 
sis. Being used to the idea it is a sim- 
ple matter for them to fall in with the 
idea of buying life insurance on a month- 
ly basis. 

‘Salary savings insurance means that 
the buyer automatically makes his pre- 
iiium payments by deduction from the 
monthly payroll. These automatic pay- 
ments are not missed nearly as much as 
would be the case if premiums were paid 
on a semi-annual or annual basis. 

“Salary savings insurance gives you the 
‘ opportunity of building up a large clien- 
tele in that, when you secure the em- 
ployer’s consent you have a goodly num- 
ber of prospects to work on. Salary 
savings insurance provides you with 
prospects on a wholesale plan. 

“Properly utilized the salary savings 
plan is a conserver of your time in that, 
after you have secured the employer’s 
approval of the plan all of your activities 
are within the building in which the 
business is located, or at least within 
a restricted area. 

“It is nearly always possible to se- 
cure an application on the life of the 
employer to start off the plan; this con- 
tact properly handled should lead to the 
: placing of additional personal insurance 
for specific needs, or for the benefit of 
the business. 

“Under the salary savings plan the 

value of the service rendered by the 
M anhattan Life in the event of a claim 
is particularly noticeable in the place of 

employment of the insured. The benefits 
a life insurance are particularly appre- 
ciated upon the death of a fellow em- 
ploye. 

“If you have the privilege of writing 
non-medical insurance the handling of 
the salary savings plan is simple and 
you have a splendid talking point to help 
you close. 

‘The salary savings plan provides you 
th an opportunity to enlist the co-op- 
ition of prominent policyholders who 
vn, direct or hold positions of authority 
business organizations.” 





TRACK COACH WITH HOME LIFE 


om Keane, famous track coach and 
e champion professional sprinter of 
world, has joined the Home Life as 
cinl representative at Syracuse, N. Y. 
v Barbuti, the only American to win 
track race in the recent Olympic 
nes, was among the stars that he 
eloped in his twenty-one vears at 
‘acuse University. Chet Bowman, 
‘n Woodring and Charlev Reidpath 
also products of his coaching. Bow- 
n has also turned to insurance and is 
senior partner in the agency of the 


tford Accident & Indemnity in Sea- 
bright, N. J. 
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The Mutual Benefit Life Insurance Co. 


Newark, New Jersey 


Organized 1845 





WILL BUILD ONE BUILDING 





Aetna Life Drops Idea of Group Units 
For Farmington Avenue 
Site 
The Aetna Life is getting ready to 
build its new home in Farmington ave- 
nue, Hartford, some blocks to the West 
of the main business center of the city. 
The company at one time planned to 
use the group unit idea in building, but 
just one structure will be erected, a large 
and commodious one. 


SECURITY — 


When the Mutual Benefit was organized in 
1845 there were only a few Life Insurance 
Companies in the United States. Through 
the Wars, Panics and Epidemics of all these 
years, it has always stood safe and secure as 
a foremost disciple of Pure Life Insurance. 








THE FLU EPIDEMIC 





Companies Worried At Spread Of Dis- 
ease Towards Eastern States; Many 
Schools Extend Vacation Period 


Influenza, which has had some oot 
of the West in its grip, especially Cal- 
ifornia, has been gradually spreading 
East and the life insurance companies 
are worried about it. So are the uni- 
versities and schools. Some of the lat- 
ter are extending the holiday vacation 
for a week or so. 











i right away. 


can make 1t so. 


225 West 34th St. 





- On Christmas Morning - 


"Way down at the toe of your 
Christmas stocking, you ll find 
a funny little package. 


If you cant wait, we ll tell you 
now what'sinside: Our kindest 
holiday greetings and a special 
wish for 1929 which will be 


some year for you if our help 


THE DEWEY MASON AGENCY 
JETNA LIFE INSURANCE COMPANY 


Life, Accident. Group Insurance 


CHICKERING 1481-2-3 


Open 


Suite 2118 
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Fraleigh Retires From 
The United States Life 


WITH CO. FIFTY-EIGHT YEARS 





Executive to ‘Enjoy Outdoor Pursuits in 
Mellowing Years of His Life; 
In Eighty-First Year 





Charles Philip Fraleigh, vice-president 
of the United States Life. who is in his 
eighty-first year, is retiring from active 


work after fifty-eight years with the 
company. 
Mr. Fraleigh entered the employ of 


the company in 1870 when the United 
States Life was in its youth as a clerk 
in the correspondence department. The 
company was only two years old at the 
time. He had got his first tutelage in 
life insurance as assistant to a success- 
ful general agent of the Phoenix Mutual 
Life. There was opportunity for an am- 
bitious youth in the growing company 
and not very long after Mr. Fraleigh 
entered the United States Life he was 
appointed assistant secretary. In 1875 
he was appointed secretary and in 1898 
he was elected a vice-president. 

He has seen many changes take place 
during all this long period. Executives 
have passed to their last rest and new 
faces have appeared in their places. And 
now another change comes for Mr. Fra- 
leigh as he leaves the company where 
he has labored so long and so diligently, 
with the good wishes of his associates 
for health, happiness and increased lon- 
gevity in the mellowing years of his life. 
Mr. Fraleigh was born in Hudson, N. Y., 
in 1848. His early education was re- 
ceived in the public schools of Jersey 
City where his parents moved in his 
childhood. 





NEW LIFE ASSOCIATION 





Fitchburg Underwriters Hold Meeting 
and Form Organization; Will Be 
Branch of Worcester Ass’n 


More than seventy-five life underwrit- 
ers of Fitchburg attended a meeting held 
last Thursday in the Raymond Hotel, for 
the purpose of forming a branch life un- 
derwriters’ association in that city. The 
meeting was in charge of Kenneth L. 
Morse, chairman of the Massachusetts 
Association of Life Underwriters. The 
organization will become a local branch 
of the Worcester association until such 
time that a permanent association can be 
formed in Fitchburg. 

Clay Brock, president of the Mas- 
sachusetts Association, gave an interest- 
ing talk as to what the National Asso- 
ciation is doing and also spoke on con- 
ditions in California. Other speakers in- 
cluded George H. Spillane of the Lowell 
Association and Christopher Scaife, 
president of the Worcester Association. 





WATCHING DISTRICT ETHICS 





Field Practices Committee Gets After 
All Cases of Irregularities 
Reported 
G. L. Stabler, chairman of the field 
practices committee of the District of 
Columbia Life Underwriters’ Association, 
says that his committee is following up 
every case in the territory of the asso- 
ciation in which violation of ethical prac- 
tices is involved. He cites among recent 
instances that of one agent who was not 
properly handling a case and was 
promptly called before the insurance 
commissioner; another agent left the city 
when his actions were investigated; a 
prominent life underwriter retracted a 
statement and apologized to a prospect 
for misstatements made during a sale. 





MERVIN LANE AGENCY MOVES 


The Mervin L. Lane Agency of the 
Equitable Life Assurance Society is now 
located at 245 Fifth Avenue, corner of 
Twenty-eighth street, in larger quarters 
with greater facilities. 
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ditor Finley’s Talk 
At N. Y. Life Dinner 


TIMES” MAN DELIVERS CLASSIC 











daley Fiske, Cass Gilbert and Paul Star- 


rett Also Address Distinguished As- 
semblage; Diana Statue for 
Mr. Kingsley 





The presidents of the life insurance 
mpanies who were guests of the build- 
ig committee of the New York Life at 
he dinner formally opening the new 
uilding of the company in Madison 


Square are of the opinion that the af- 


‘ir was a most enjoyable and interesting 
scasion. 
In addition to the officers and other 
representatives of the New York Life 
the insurance men present were these: 


Superintendent Beha, N. Y. Department; Mor- 
n B. Brainard, Aetna Life; William Brosmith, 





Photo by P. & A. 


J. J. Parker (r) presenting statue of 
Diana to D. P. Kingsley 


Travelers; 


Chandler Bullock, State Mutual; 
Walton L. Crocker, John Hancock; Haley 
Fiske and F, H. Ecker, Metropolitan; John R. 
Hardin, Mutual Benefit; Carl Heye, Guard’an; 


Fred A. Howland, National of Vermont; R. W. 
Huntington, Connecticut General; Alfred Hur- 
rell, The Prudential; James Lee Loomis, Con- 
necticut Mutual. 

Also, E. I. Low, Home Life; Henry Moir, 
U. S. Efe: T: ¥. Parkinson, Equitable Society; 
Rhodes, Berkshire; W. L. Talbot, Fi- 
delity Mutual; A. A. Welch, Phoenix Mutual; 
A. S. Wing, Provident. 


The members of the building commit- 
tee were among the guests. This com- 
mittee follows: 


_D. P. Kingsley, chairman; Alfred L. Aiken, 
vice-chairman; Frank Presbrey, Perey H. John- 
ston, John G. Milburn, Lawrence F. Abbott, 
Jot I. Pulleyn, Nicholas Murray Butler, 


George B. Cortelyou, Thomas A. 
W. P. Kingsley. 

l'resident Kingsley’s radio address was 
exceptionally well delivered and the 
ier speakers matched up with the spirit 
an’ significance of the occasion. An 
ext-a sentimental replica of the famous 
Ssta‘ie of Diana, the Huntress, which for 


Buckner and 


So any years topped the tower of the 
old Madison Square Garden, was pre- 
scn'cd to President Kingsley on behalf of 
the field force by the veteran John J. 
Parker of Cleveland. The statue will 


ado n Mr. Kingsley’s office. 
was the opinion of both Cass Gil- 
be: _the architect, and Paul Starrett, 
the builder, that they had never sur- 
passed their N. Y. Life effort. The Star- 
tt concern has built dozens of build- 
“. in this town and when Paul Starrett 
sau’ that the New York Life Building 

he last word in beauty and utility 
‘vords carried weight. Incidentally, 
Mr. Starrett and Darwin P. Kings- 
ley save a lot of credit to Andrew js 
vice-president of Starrett Broth- 
ne. as a genius in his line, a man 
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iends of the Company everywhere. 


Massachusetts Mutual 











FRIENDS EVERYWHERE 


Long established and consistently progressive, providing perfect protection at a 
net cost which is notably low, and rendering prompt and efficient service, the 
Massachusetts Mutual stands out as an ideal company to represent. 
of square dealing are back of every one of our agents. 


Life Insurance 
Springfield, Massachusetts 
Organized 1851 


Half 


Many years 
They find enthusiastic 


Company 


f Insurance in Force 











who “carries everything in his head and 
can answer any building question with- 
out referring to notes.” At the request 
of Dr. John H. Finley of the New York 
“Times” and Karl A. Bickel of the 
United Press Association he arose mod- 
estly and took a bow. 

Haley Fiske told of the close relations 
between the New York Life and Metro- 
politan; of the exceedingly friendly feel- 
ing each has for the other; and of the 
pleasure it gave the Metropolitan when 
the New York Life came up to Madison 
Square as a neighbor. Mr. Fiske said 
he did not need to be much of a prophet 
to look ten years ahead and see the 
Metropolitan and New York Life across 
the street from each other. The Metro- 
politan is already up to Twenty-fifth 
Street. When that time came he of- 
fered the happy thought that the Metro- 
politan would ask permission from the 
city to have a bridge erected connecting 





Thrift Week. 


the Thrift Idea, 
Sheet. 


postage. 


197 Claredon Street 





JOHN HANCOCK SERIES 


BRINGING HOME the 
LESSON of THRIFT 


T HE thrift idea comes forward with special 
emphasis during January, from the 17th to 
the 23rd—a period nationally designated as 


the two buildings so that 
could be further cemented. 
Dr. Finley’s Talk 

The address of Dr. John H. Finley, one 
of the editors of the New York “Times,” 
follows: 

Life, which it is your high function 
to insure, has been variously described 
in the practicality of prose and in the 
imagination of poetry. It is “an empty 
dream,” “a jest,” and “a breath of God”; 
“a shuttle,” “a tapestry,” “a wheel” and 
“a chain of many deaths”; “a short sum- 
mer,” “a peevish April day” and “a dark 
and stormy night”; “a crowded hour of 
glorious ills,” “a galling load,” “a long 
lesson in humility”; an inn 

“where takes his one night’s rest, 
A traveler to the realm of death 
addrest”; 
“an abundant feast” and “a fellowship”; 
“a battle,” “a sequestered vale,” and “a 
walking shadow”; an “apprenticeship to 


friendships 





Five years ago the John Hancock Mutual Life 
Insurance Company, as part of its contribution 
to the Thrift movement and to aid in implanting 
introduced a Home Budget 


The wide distribution of this sheet, in fostering 
a more intelligent division of income, has been an 


important factor in bringing home the lesson of 
Thrift. 


Your copy will be sent free on request—2c. for 


LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


Boston, Mass. 


Thrift is the result of a well organized plan. 
The budget is the plan. 


OVER SIXTY-FIVE YEARS IN BUSINESS ~ 
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a progressive renunciation”; “a harp of 
a thousand strings,’ “a suburb ot the 
life elysian’; “a vapor,” “a variorum,” “a 
vigil” and “a verb’ that we conjugate 
in its many moods and tenses. 

But insurance has given it a definition 
it never had before. Lite is a premium 
which one pays tor the privilege of living 
on the earth atter one 1s dead. For in- 
surance is thinking ever of the life of 


tomorrow. Its mood is one which my 
Greek grammar called the first pe- 
riphrastic, which is always concerned 


“about” the about to be. It does not 

impair in any degree the celestial im- 

mortality of those who have gone be- 

yond, but it exalts and extends their 

post-terrestrial mortality by “o’erleaping 

the barrier of disability and death.” 
What Cymbeline Said 

Medical science has done much to 
lengthen the average mortal life of man, 
though it has not greatly, if at all, in- 
creased the maximum span. We do not 
come much nearer Methuselah’s age than 
we did before the days of modern medi- 
cine (and Methuselah did not die a natu- 
ral death, tor the circumstantial evidence 
is that he was drowned). As Cymbeline 
said : 

“py medicine life may be prolonged, 

yet death 

Will seize the. doctor too.” 
But life-insuring companies, 
immortal, put all their patrons beyond 
the economic seizure ot that ghasidy 
visitor whom Holbein has famously pic- 
tured in “The Dance ot Death. 

Lucan the Latin poet said before the 
age of insurance 

“Were all deluded, 
ways 

To make us happy by the length of 
days. 

And he surmised that 

“The Gods, concealed the happiness 
of Death 

To thus induce 
breath.” 

It must be admitted that one of the 
most urgent reasons tor protracting our 
breath has been removed by insurance. 
On the other hand it has made earth 
itself an infinitely happier place. 

Wendell Phillips once said of the 
newspaper that it is “parent, school, col- 
lege, pulpit, theatre, example, chancel- 
lor, all in one,” but it is not an insur- 
ance company, except as mere informa- 
tion or advice insures against individual 
ignorance and collective error. Beyond 
this is helps individuals to live the thou- 
sand years that Mr. Kingsley says man 
may yet come to live in the usual span 
ot lite. 

Without any special instruction, and 
with some embarrassment in the pres- 
ence of the distinguished representatives 
of the press—and only by intuition—l 
give you the greetings and good wrtshes 
of the newspaper fraternity on the reali- 
zation of your dream. If John, the di- 
vine reporter who on the Isle of Patmos 
beheld the house of many mansions let 
down from the sky could see this little 
city ablaze tonight under one roof, he 
would think that his vision of the 
Heavenly City, had been fulfilled in real- 
ity, and that the Kingdom of God had 
indeed come in the earth. It is seldom 
that the press is unanimous about any 
one thing, but it must be about this ma- 
jestic cathedral of insurance. We say, 
as the Queen of Sheba said, of Solo- 
mon’s Temple: “The half has not bees 
told.” | offer you our benediction in 
these improvised lines: 

To The New York Life 
Long life to you who longer make 
The lives of millions for the sake 
Of those they love but may not stay 
To travel with them all the way. 


themselves 


vainly searching 


us to protract our 





Long life to you who now can view 
Your own apocalypse come true: 
A mansion in the skies let down 
Into the heart of this vast town, 


To soften life’s scerbities 

To sweeten its adversities— 

A proof that iove of child and wife 
Is greater than the love of life. 
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Through its many millions invested in Elec- 
tric Companies the Equitable helps to bring 
light and power into countless communi- 
ties and homes. As electricity has bright- 
ened human lives EQUITABLECHECKS 
brighten families when policies become 
claims, and to many hundreds of homes 
served by the light companies come 
Equitable checks to pay not only the light 
bills but bills for food, 

rent and other cur- iH 
rent charges. 4 


THE EQUITABLE , 
| 


LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 


Tuomas I. Parkinson, President 


























THE EQUITABLE HAS OVER 130 MILLIONS INVESTED IN PUBLIC UTILITIES 
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Unwise Clauses Problem 
Of Settlement Options 


LEGAL SIDE OF QUESTION 





L. E. Thompson, Connecticut Mutual 
Life, Discusses Subject Before 


Life Counsel 





Speaking before the Association of 
Life Insurance Counsel last week, L. E. 
Thompson, attorney for the Connecticut 
\iutual Life, said that in connection with 
the use of optional settlements the com- 
pany need not be afraid of settlements 
because they are long but rather because 
they are unreasonable. Much depends on 
the character of the particular agree- 
ments which may happen to come before 
the courts, in the cases which will be- 
come precedents and the basis of the law 
which will undoubtedly grow up with re- 
gard to the construction of deferred set- 
tlement agreements. We should there- 
fore be careful to avoid issuing agree- 
ments that are patently unwise, or which 
contain inconsistencies likely to challenge 
the beneficiary’s lawyer examining them 
for defects. 

Among the inconsistencies which are 
particularly dangerous from a_ legal 
standpoint, said Mr. Thompson. is the 
incorporation of withdrawal privileges in 
an agreement containing so-called 
“spendthrift provisions.” In some cases, 
departures have been made from the 
principle recommended in the report of 
the committee of the association on 
“Modes of Settlement under Policy Op- 
tions” in 1923: that “It should be borne 
in mind that provisions permitting with- 
drawal are plainly inconsistent with 
spendthrift trust provisions.” Whether 
or not the statutes under which the com- 
panies are operating are broad enough to 
cover this mismated combination. public 
policy is not likely to look with favor 
upon it. If such an agreement were be- 
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fore a court the restraining clauses would 
probably have to go, and a precedent 
might be established which would lead 
to a general holding that all such clauses 
were ineffective in the jurisdiction. 

Continuing, Mr. Thompson said: “It 
may possibly be thought that a departure 
from the recommendations is involved in 
a so-called ‘educational arrangement’ in 
which the payments from the principal 
are made dependent upon the benefici- 
ary’s entering a college. The deferred 
settlement to provide funds for the edu- 
cation of the insured’s children is one 
of the most popular. Perhaps a quarter 
of the outstanding optional settlements 
have been taken with this purpose in 
mind. Of course, the amount of insur- 
ance covered in a given case is not usual- 
ly large since the policy is taken in an 
amount which the insured feels will pro- 
vide the beneficiary with adequate funds 
for a college course. 

“The usual arrangement is to provide 
either an accumulation of interest or 
payments thereof to some named person 
until a certain date, at which time the 
payments are increased from the princi- 
pal or the plan may be changed to eight 
semi-annual instalments. Most of these 
agreements provide that the increased 
payments will start at the selected date 
regardless of the actual circumstances in 
which the beneficiary may find himself. 
Policyholders have not found the agree- 
ment entirely satisfactory for that rea- 
son. 

“There is no certainty in the mind of 
the policyholder that his children will 
go to college at all, or if he does believe 
that they will go he does not know when 
they are going to be ready. He would, 
therefore, like to introduce some flex- 
ibility into the deferred settlement in or- 
der to make the payments of principal 
coincide with the college period. He re- 
sents being forced to select an arbitrary 
date in advance. A few of the compa- 
nies are attempting to meet his demand 
for flexibility.” 





Clark Paints Glowing 
Vision Of Future 


ITS 





ALSO RESPONSIBILITIES 





National Association President 
Local Underwriters of Big 
Growth Ahead 


Tells 





Speaking before the Life Underwriters’ 
Association of New York at its Decem- 
ber dinner-meeting last week, Paul F. 
Clark of Boston, president of the Na- 
tional Association of Life Underwriters, 
predicted many developments in life in- 
surance during the next decade and said 
that there would be an annual volume 
written of $35,000,000,000, and that the 
insurance in force would reach $250.000,- 
000,000 by 1938. He also ventured the 
prediction that the assets of the Ameri- 
can companies by that time would 
amount to more than the market value 
of all the stocks now listed on the New 
York Stock Exchange. It was also en- 
tirely possible, he said, that the volume 
of business written, then under group. 
wholesale and salary savings. would equal 
the total volume now written on all 
forms. Mr. Clark also thought that 
these enormous totals would be rolled up 
with little or no increase in the number 
of agents. He predicted that the great- 
est development in the future would be 
in the realm of business insurance and 
that there would be greater co-operation 


with trust companies, lawyers, invest- 
ment bankers and other lines. 
Continuing, Mr. Clark said: “As we 


swing into these tremendous figures, in 
spite of the innumerable friends through- 
out the country which they will indicate, 
and in spite of the fact that through our 
combined assets could finanee govern- 
ment, state or city, we shall be so large 
that both the company and the agent 
will be the mark for many attacks un- 
less we can improve in quality at least 
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as rapidly as we build up the quantity 
of our business. In fact, I predict that 
the quality of our life underwriting, and 
the improvement therein during the next 
decade, may very easily determine 
whether life insurance will continue as 
one of the greatest enterprises in glori- 
ous America. 


Tia wl 


his is only to say that we must con- 
tinue in the immediate future the im- 
provement in our merchandise and serv- 
ice which have marked the recent past. 
Our country will continue to grow in 
population, wealth and the use of modern 
conveniences, but all of these conven- 
iences must also continue to improve in 
quality, and this is at least as true of 
life insurance as any other benefits we 
will enjoy. Our progress may not be so 
revolutionary as that in the field of 
transportation, for example, but that is 
the greater reason why the quality of 
our service should make even greater 
progress. 

“Our part in the improvement which 
must take place during the next decade 
all centers in a better quality of life un- 
derwriter, in his better business and fi- 
nancial training, in better self-manage- 
ment, and most of all, his ability to bet- 
ter analyze and handle the life insur- 
ance needs of our increasing population, 
and I predict that the great gains in vol- 
ume will be accomplished with little or 
no increase in the number of agents. 

“Looking back ten years we will find 
that no convention of the National As- 
sociation had ever covered such ques- 
tions as programming, selling according 
to needs, business. life insurance in its 
present scope, inheritance tax life insur- 
ance, or life insurance trusts. 

“Inheritance tax life insurance was 
first spoken of at the Pittsburgh Conven- 
tion in 1921. The first life insurance 
trust program was put on at Kansas City 
in 1925. All of these important features 
have been, for the most part, improve- 
ments originating with the men in the 
field. 
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LEXANDER EDWARD RUSSELL was successful for many 


years in commercial pursuits before taking up the profession 
of life insurance counselor. 


Mr. Russell is one of many on our staff who has won substantial 
places for themselves in the business world, but who have recognized 
the broader field offered by life insurance. 
in business and corporation insurance. 


J. ELLIOTT HALL AGENCY 


THE PENN MUTUAL LIFE INSURANCE CO. 
~50 Church Street, New York 


What Mr. Russell has accomplished under our 
training, men of similar qualities can accomplish. 


For 18 years he was associated with 
Wilkinson, Gaddis & Co. (groceries) in Newark and for 10 years 
General Manager of Long Dock Mills, Jersey City. 
a member of the New York Produce Exchange for 10 years and 
entered life insurance work in December 1921. 


Mr. Russell was 


Mr. Russell specializes 


See our advertisement in the New York 
Evening Post next Tuesday and Thursday. 





ALEXANDER EDWARD RUSSELL 
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Health Shows Trends 


SAVINGS IN YOUNGER AGES 
Gerard S. Nollen, President, Bankers 
Life of Des Moines, Gives Results 
For Year 








Through the co-operation of fifty-two 
leading life insurance companies the As- 
sociation of Life Insurance Presidents 
gathered statistics on mortality conditions 
which were presented to the association 
meeting last week and commented on by 
Gerard S. Nollen, president of the Bank- 
ers Life of Des Moines. These records 
are based upon actual data for the first 
ten months of the year, adjusted to a 
yearly basis, and converted to death rates 
per 100,000 persons. 

This survey shows a death rate among 
life insurance policyholders of 856.6 per 





GERARD S. NOLLEN 


100,000 for 1928, as contrasted with 822.5 
for 1927. This experience covers 299,509 
deaths among 42,430,000 ordinary and in- 
dustrial policyholders scattered through- 
out the entire United States, and indi- 
cates that out of every 100,000 persons, 
death will this year claim thirty-six more 
persons than it did in 1927. Applying 
this rate to the etire population, it is 
found that 43,320 more persons will die 
in the United States during 1928 as a 
result of this increase in the death rate 
over that of 1927. It is fair to state, 
however, that 1927 was one of the health- 
iest years ever experienced in this coun- 
try. Combining the experience for the 
two years, 1927 and 1928 showed the 
average death rate to be 840.9 per 100,- 
000 as contrasted with the average death 
rate for 1924 to 1928, inclusive, of 849.2 
per 100,000. 
Death Rate Revealed As High 

While the average for the past two 
years compares favorably with the five- 
year average, it should be remembered, 
Mr. Nollen pointed out, that the death 
rate for this year is, with the excep- 
tion of 1926, when it was 878.1 per 100,- 
000, the highest death rate among life 
insurance policyholders, as revealed by 
the association surveys, since 1923. These 
are aggregate déath rates including both 
infant and adult lives. 


Continuing, Mr. Nollen said: “When 
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perity and Gealth. 


A Merry Christmas 


As we look forward with Gope and 
Conftdence to the New Year we do so 
with grateful hearts. We are especially 
appreciative of the #aith and Loyalty 
of those whose friendly good-will we 
have enjoyed. May the true spirit of 
Christmas dwell with you, and may the 
New Year hold an abundance of Piros- 


i Roy Robbins and Russell M. Simons 
General Agents 
HOME LIFE INSURANCE COMPANY 
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we separate the causes of death into 
those peculiar to childhood and contrast 
them with the death rate representing 
mainly adult diseases, we find a striking 
contrast in favor of the children. Very 
substantial progress has been made in 
reducing the death rate from children’s 
diseases, which, in 1928, was only 33.4 
per 100,000 as contrasted with 44.2 in 
1924 and an average for the five-year 
period, including 1924 and 1928, of 38.6 
per 100,000. On the contrary, the death 
rate from adult diseases was 825.2 in 
1928 as compared with 806.5 per 100,000 
in 1924 and an average for the period 
of 810.6. In only two of the past five 
years has the adult death rate been low- 
er than it was at the beginning of the 
period. In each of the past four years 
the death rate from children’s disease 
has been lower than at the beginning of 
the five-year period, and in only two 
of the five years has there been an in- 
crease, as compared with the previous 
year, in the death rate from children’s 
diseases. In other words, this five-year 
period shows further substantial progress 
in reducing the death rate from chil- 
dren’s diseases, an improvement unques- 
tionably due to the effectiveness of the 
campaign which has been carried on to 
save the lives of children. 

“Taking into consideration the increase 
of population during 1928, it is estimated 
that the automobile will probably be the 
cause of the death of 25,800 persons dur- 
ing this year. This includes not only 
accidents involving only automobiles on 


the highway, but deaths resulting from 
collisions with trains and street cars. 
During the five years from 1924 to 1928 
inclusive, 115,600 persons will have met 
their deaths as a result of automobile 
accidents. 

“Organic diseases of the heart are re- 
sponsible for more deaths than any other 
specific cause, and that the predomi- 
nance is marked. Eleven more people 
out of every 100,000 died from this cause 
during 1928 than during 1927, an increase 
of 20.6 deaths in 1928 over 1924. Applied 
to the total population of the country, 
20.6 deaths per 100,000 represents a to- 
tal of 24,720 deaths. 

“Considered from the standpoint of 
the death rate, heart disease takes its 
toll mainly after middle life. Roughly 
speaking, of each 100 dying during the 
year from heart disease twenty-five will 
be under fifty-five years of age and sev- 
enty-five will be age fifty-five or older. 
An analysis of the age distribution of the 
annual increase in the heart disease death 
rate shows that practically the entire 
burden of that increase falls upon the 
age group from forty-five up, the most 
pronounced period of increse beginning 
at age sixty-five. In fact, there has been 
an improvement in the death rate among 
young children from this cause and the 
record for the intervening period be- 
tween childhood and middle life is 
changed but little.” 

Mr. Nollen said that the great need 
was for education of the public on mat- 
ters of health. 


Meee Benefit Makes 
Several Field Changs 

IN THREE SOUTHERN STAT®#S 

Alabama, Tennessee and Mississ’ »pi 


Formerly Handled As One Have 


Separate Agencies 





The Mutual Benefit Life has mad a 
number of changes in handling the fi-ld 
organization in Alabama, Mississippi «nd 
Tennessee. L. D. Drewry and W. G. 
Oehmig have resigned as general ag: its 
at Chattanooga which included the st: tes 
of Tennessee, Alabama and Mississi: pi. 
To fill these vacancies the company has 
made the following appointments: 

J. Furniss Lee has been appointed gen- 
eral agent for Alabama with headquart- 
ers at Birmingham. Mr. Lee has been 
with the company since 1916, started in 
the Atlanta agency and has for some 
years been active in supervisory work in 
Georgia. 

FE. H. Hix has been made. general 
agent for Mississippi with headquarters 
at Jackson. Mr. Hix has been working 
in that territory for the company since 
1920 in production and supervisory work. 

L. W. Cherry: will be the new general 
agent for Tennessee, making his head 
office at Nashville instead of Chatta- 
nooga. Mr. Cherry started with the 
company at the Asheville, N. C., agency 
in 1922 and later was brought to the 
home office where he acted as field ser- 
vice manager. 


The changes do not affect L. D. Drew- 
ry’s connection with the Cincinnati 
agency. 





D. F. APPEL’S BROTHER DIES 





Was Head of Large Insurance Agency 
in Indianapolis; In Business A 
Long Time 
John J. Appel, sixty-nine years old, 
head of one of the largest insurance 
agencies in Indianapolis, died recently 
following a week’s illness with influenza. 
He came to Indianapolis when nineteen 
years old from Cumberland, Md., and en- 
tered the employ of Cleveland & (Co, 
insurance brokers. The firm of Gregory 
& Appel was formed as a partnership 
between Mr. Appel and Fred A. Greg 
ory in 1884. It was incorporated in 1909 
and in 1916 Mr. Appel and his son, Fred 
G. Appel, acquired full control, doing a 
complete insurance brokerage business. 
He is survived by the widow and one 
son. His brother, Daniel F. Appel, 1 
president of the New England Mutual 

Life. 





J. R. CLARK, JR., ON COMMITTEE 





Life Presidents’ Association Elects New 
Union Central President to 
Executive Body 
At the executive session of the Asso- 
ciation of Life Insurance Presidents |ast 
week, Jesse R. Clark, Jr. the newly 
elected president of the Union Centr al 
Life of Cincinnati, was elected to the 
place on the exectitive committee made 

vacant by the death of John D. Sag: 

The association passed memorial reso- 
lutions on the death of William \W. 
McClench, late chairman of the board 01 
the Massachusetts Mutual Life, and John 
D. Sage, late president of the Union 
Central Life. 
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No New Laws Needed 
To Protect Public 


INTERNATIONAL CASE CITED 





Commissioner C. R. Detrick Makes Only 
Passing Reference To St. Louis 
Reinsurance 





One of the speakers before the mect- 
ng of the Life Presidents Association 
tst week was Commissioner Charles R. 
Detrick, of California, and his address 
as awaited by many with special inter- 
++ in view of his part in the events 
eceding the reinsurance of the Inter- 
tional Life of St. Louis in the Missouri 
But his only reference to that 


siate. 





CHARLES R. DETRICK 


dramatic situation that turned out hap- 
pily for life insurance was to cite the 
case as showing that no new laws were 
needed to protect the policyholders in 
cases of mismanagement. 


Reference To International 


“As a test of the present strength of 
life companies,” said Commissioner Det- 
rick, “let us glance for a moment at a 
recent case a thousand miles from New 
York. For about fifteen years this com- 
pany grew and absorbed an average of 
one weak company every year. The hold- 
ing company was then sold for about 
$700,000 in 1924, and to a new owner 
for $3,100,000 in 1927. Notwithstanding 
this last owner has removed $3,500,000 
of the assets and had issued an unknown 
amount of spurious stock certificates of 
both the life company and the holding 
company, a committee representing ten 
states was able to effect a reinsurance 
which protected the policyholders and 
beneficiaries 100% and will net the stock- 
holders way above the price the stock 
ever sold for on the market. The total 
cost of the committee of ten states and 
their examiners was $18,000. 

“As I see it, no new laws are required 
to prevent such failures.” 


No New Laws Needed To Protect 
Public 


Commissioner Detrick reviewed the 
history of supervision in this country and 
teferring to the only period of company 
failures during the general panic of 1873, 
said: “Thirty-one solvent companies do- 
ing business in New York weathered 
these terrific storms because they had 
able and honest management. Their ad- 
mitted assets then averaged only ten mil- 
lion dollars per company; and all com- 
panies and insurance departments also 
suffered from lack of experience. Since 
that time no important company doing 
business in New York has failed and 
these companies have grown into the 
largest, strongest and most ably-man- 


(Continued on Page 46) 





Coolidge Story Termed “Fantasy” 


The story printed in the Newark 

“News” that President Coolidge would 
become president of the National Life 
of Vermont soon after retiring from the 
White House seemed to be taken serious- 
ly by the Washington correspondents at 
the Gridiron dinner in Washington re- 
cently as the president was kidded at 
the dinner and asked why he intended 
going into the life insurance business. 
_ Among those who attended the meet- 
ings of the Association of Life Insurance 
Presidents at the Hotel Astor last week 
were a couple of officers of the National 
Life of Vermont. 

When asked by friends as to the truth 
of the rumor they replied that the story 
was regarded at National Life headquar- 
ters as fantastic. The statement was par- 
ticularly denied that President Howland 
had informed the company that he in- 
tended retiring. 

The daily papers continue to print ru- 
mors about the future of the president. 
One story which appeared Monday inti- 
mated that he had been offered the 
chairmanship of the board of the Amer- 
ican Telegraph & Telephone Co. An- 
other statement made was that he had 
received flattering offers to write for 


magazines. The New York “Times” on 
Monday said: 

“According to an intimate friend, he 
will not return to law practice, and his 
inclination is to devote himself to some- 
thing along the line of public service. 
Whatever he chooses will not be selected 
because of its emoluments. 

“To one of his friends he has said 
that he would like to do something as 
a private citizen which might benefit 
his native state and if no occupation of 
that sort was open he hoped to find a 
place in a corporation that had intimate 
relationships with the public.” 





TWO LICENSES REVOKED 


Max Feder, of 342 Madison avenue, 
New York City, a life agent, recently 
had his license revoked in connection 
with Section 50 of the Insurance Law, 
on the ground that he aided in the pro- 
curement of an insurance policy from 
an insurer not authorized to transact 
business in New York state. Walter 
J. Bostwick, of 169 West 13lst street, 
New York City, had his license as a 
broker revoked under Section 143 of the 
Insurance Law for failure to account for 
premiums collected. 














LIMITS INCREASED 


In keeping with its plans of 
expansion, the Manhattan Life 
announces the following im- 
portant changes in  under- 
writing practices: 


1. Limit on one life, $100,000 
2. Disability Benefits on $25,000 
3. $50,000 on one examination 


The Manhattan Life Ins. Co. 


Madison Ave. at 60th Street | 
New York City | 


Organized 1850 


THOMAS E. LOVEJOY 


President 


























BILL ROPER SPEAKER 
W. W. (Bill) Roper, Princeton foot- 
ball coach and manager for The Pruden- 
tial, will address the Philadelphia Life 
Managers at the next meeting at the 
Bellevue-Stratford. 








It Takes 


them. 


line. 


LIFE ~- - 





Most men know that Life Insurance 
offers the one best and surest solu- 
tion of their problem—but they do 
not “buy”—they have to be “sold.” 
And it takes a real salesman to sell 


Selling life insurance is not merely 
laying a policy before a man and 
asking for his signature on the dotted 
Life Insurance Selling is a 
profession. It requires careful prep- 


ACCIDENT - - 





A Real Salesman 
To Sell Them - - » 


VERY real, red-blooded man is interested in the future 
welfare and protection of his family. 
have all the comforts of life with which he can surround 
them. He would like to feel assured that whatever happens to 
him they will be taken care of. 


This Company is greatly interested 
in this type of salesmanship. We 
credit a large part of our splendid 
success and rapid growth to the 
constantly increasing number of real 
salesmen in our field organization. 
We have need for more such men. 


Operating in 40 States — Branch Offices and General Agencies 


in practically all important centers 


IT nk JORTON 


Missouri State Life Insurance Company 
HILLSMAN TAYLOR, President 


He wants them to 


aration, a thorough knowledge of 
the business, a keen understanding 
of human nature and an ability to 
quickly analyze human needs. 


HOME OFFICE: 
HEALTH ~- - 


St. Louis 


GROUP 
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Companies Win Ohio 
Premium Tax Case 


WILL RECOVER 1927 .TAX PAID 








Presidents’ Association Brought Suit on 
Behalf of All Companies 
Affected 





The companies have won a favorable 
decision in the Ohio Supreme Court in 
the case of Safford vs. Metropolitan, 
holding invalid the one-half of one per 
cent. increase in the Ohio insurance pre- 
mium tax enacted by the Ohio legisla- 
ture in 1927 as applying to the increased 
tax payable in 1927 on 1926 premiums. 
The taxes paid under the retroactive in- 
terpretation of the law will be refunded 
to the companies. 

This suit was authorized in October, 
1927, by the Association of Life Insur- 
ance Presidents, and brought in the 
name of the Metropolitan Life for the 
benefit of all insurance companies simi- 
larly situated (life, fire and casualty). 
The purpose was to contest the validity 
of the attempt to collect in 1927 the one- 
half of one per cent. increase in the 
Ohio premium tax based on premiums 
received during the year 1926, on the 
ground that the attempt so to apply the 
law constituted a violation of the pro- 
vision of the Ohio Constitution prohibit- 
ing retroactive laws. Under a court or- 
der issued November 1, 1927, all com- 
panies desiring to take advantage of the 
suit were ordered to pay the premium 
tax at the old rate of 214% to the Treas- 
urer of State as usual, and in addition, 
pay the disputed one-half of one per 
cent. increase to a Columbus bank, as 
trustee, to await the outcome of the suit. 
Decision favorable to the companies was 
rendered by Judge Scarlett of the Court 
of Common Pleas of Franklin County, 
Ohio, July 27, 1928. This decision was 
affirmed by the Court of Appeals of 
Franklin County, October 15, 1928. Fol- 
lowing an appeal to the Supreme Court 
of Ohio, the present decision affirming 
the two lower court decisions was ren- 
dered. 

Arthur I. Vorys, of the firm of Vorys, 
Sater, Seymour & Pease, of Columbus, 
represented the companies in this suit. 
The state officials were represented by 
Edward C. Turner, attorney-general, and 
C. S. Younger, special counsel. 

A second suit contesting the one-half 
of one per cent. tax attempted to be 
collected in November this year, based 
upon premiums received during the year 
1927, on the same vrround as the first 
suit—violation of the retroactive pro- 
hibition of the Ohio Constitution—was 
instituted October 29, 1928. This suit is 
now pending in the Court of Common 
Pleas of Franklin County. 





W. J. SHEPARD DEAD 


After an illness of only a week’s dura- 
tion, Walter J. Shepard, associate gen- 
eral agent of the Massachusetts Mutual 
Life Insurance Co., at Buffalo, died Sat- 
urday, December 15, at the uge of sev- 
enty-six years. He was at one time city 
assessor and then city treasurer. Later 
he was elected as secretary of the Buf- 
falo Chamber of Commerce and served 
in that capacity for several years prior 
to taking up insurance work. In honor 
of his keen interest in the organization 
and conduct of the affairs of the Buffalo 
Life Underwriters Association he was 
designated as its honorary president dur- 
ing his life time. 





EPIGRAM BY FISKE 


Haley Fiske, president of the Metro- 
politan Life, taiking at the New York 
Life dinner, said: 

“Some people have said that life in- 
"surance is a gamble. If it is a gamble 
then the policyholders have won all the 
bets.” 










NYLIC INCENTIVES and AIDS TO SUCCESS 


Nylic Friends 


q National advertising grows because retail 
merchants have learned that it is much easier 
to sell goods that are well known to the public. 
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q Nylic Agents do not find it necessary to 
“introduce” their Company, which now has 
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Policyholders and to beneficiaries over 2 
4 Billion 600 Million Dollars. — It is now distribut- 


S| ing over 50 Millions a year in dividends. 
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2 Two Million Policyholders insured for nearly 7 |S 
S| Billion Dollars. 
5 
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Through 84 years of investing, New York Life 
has been of incalculable service to the nation, 
|| to business and to individuals. Today its assets 
| of over | Billion 400 Million Dollars are largely 
used to finance public works, railroads, public 
utilities, business buildings, homes and farms. 
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So, wherever the Nylic agent 
goes, he finds Nylic friends 
—policyholders, benefici- 
aries and borrowers 
—-who are grateful 
to the Company 
for its service 
to them. 
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NEW YORK 
LIFE INSURANCE 
COMPANY 


MADISON SQUARE, NEW YORK 


DARWIN P. KINGSLEY 
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Goes With Prudential 
In Group Department 


C. E. ELLIOTT, JR. APPOINTED 





B. K. Look Succeeds Him As Group 
Manager for Johnson & Higgins 
in New York 





Charles E. Elliott, Jr., who has becn 
manager of the group department «/ 
Johnson & Higgins will go to the home 
office of The Prudential on the first of 
the year to take charge of contributory 
group insurance. Johnson & Higgins are 
general agents of The Prudential. 

B. K. Look, who was for five years 
from 1922 to 1927 manager of the group 
department of the Aetna Life in the New 
York office, has been appointed manager 
of the Johnson & Higgins group depart- 
ment succeeding Mr. Elliott. 

Mr. Elliott is a graduate of Rice In- 
stitute, Houston, ard entered the group 
training school of the Aetna Life in 1924. 
He returned to Texas for the Aetna Life 
and in 1927 was transferred to Baltimore 
and joined Johnson Higgins in March 
this vear. Mr. Look was one of the 
early group students at the home office 
of the Aetna and then went into the 
field where he was a successful producer. 
Recently he has been in the paper busi- 
ness, 





AGENTS COMPLETE 200 WEEKS 

I. L. Close of the Pittsburgh agency, 
A. W. Dahlquist of the Seattle agency 
and C. E. Neal of the W. F. Crawford 
agency, Chicago, of the Equitable Life 
of Iowa, completed two hundred weeks 
or four years of consecutive production 
in the One-a-Week Club during the 
month of November. A large framed 
certificate was awarded to them in rec- 
ognition of the splendid achievement. 
Thirty-one other awards were given dur- 
ing the month of November to those 
agents in the One-a-Week Club who 
have completed a necessary number of 
weeks for the various awards of the club. 





U. S. LIFE $100,000 CLUB 

Keen competition has existed among 
the agents of the United States Life to 
become members of the $100,000 club of 
the company which was organized the 
early part of this year. So far Paul C. 
Boyd, F. A. Elam, Hyman Rabinowitz, 
and Morris Wallman have qualified and 
received the club pin, an insignia of solid 
gold with blue enamel. It is hoped by 
the company that others may qualify be- 
fore the close of the year. 





RELIANCE CONVENTIONS 


In planning the regional conventions 
of the Reliance Life for next Summer, 
the company decided that the agency 
departments producing the largest vol- 
ume would have the privilege of select- 
ing the place for the regional convention 
in that section. There are to be four 
conventions in July and August. Each 
convention will continue for three days 
and will have special educational and en- 
tertainment features. 





SHERWOOD SUCCEEDS HOAG 

Murray Sherwood, who has_ been 
agent for the Metropolitan at Caledonia, 
N. Y., has been transferred to Akron, 
N. Y., to succeed H. S. Hoag as its agent 
there, the latter having resigned. 





EDITOR K. H. MATHUS MARRIES 

Kenilworth H. Mathus, associate eii- 
tor of the agency publication of the Con- 
necticut Mutual Life, recently married 
Miss Ila Marie Lackey, daughter of !)r. 
ri Mrs. John Newton Lackey of Hart- 
ord. 





James Hazen Hyde, now living in 
Paris, and former vice-president of thie 
Equitable Life Assurance Society, his 
been awarded the Grand Cross of thie 
Legion ot Honor. 
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Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 


In its current issue 


The the New York Life 
Average Sulletin_ prints 
Writer a eharacter- 

istic, straight from 
the shoulder sales talk, written for the 
man best qualified to write average sized 
policies but who will not concentrate in 
channels where he is qualified to navi- 
gate most successfully. It says: 

Don’t waste too much time trying for 
great big applications. It doesn’t pay, 
when you can do better. Don’t sit in 
your chair with your feet on the desk, 
wondering where to go, discussing with 
others the possibility of war in Bolivia, 
affairs in Mexico, or local politics. Go 
out in the city or country and find the 
people of moderate means, the tradesmen, 
the clerks in the cities, and everyone on 
a salary. They’re not affected by the fall 
in the price of stocks. They’re the ones 
that often have ready money. They have 
saved a little as they went along, and 
probably don’t know how to invest it. 
Show them the strength of the Old Re- 
liable. So strone, think of it! that peo- 
ple willingly contract with us to pay in- 
comes to their loved ones, looking into 
the future fifty years or more. And as 
a place in which to save money, tell 
your people that at the close of 1927 our 
policyholders had to their credit ap- 
proximately forty-four million dollars in 
dividends, left with the company on de- 
posit at interest—a vast savings and 
thrift fund. Oh, a lot of business is to 
be had these days if only you get out 
of the old rut you’ve been traveling in, 
and get into a new one. You mustn't 
expect to pick up the applications as 








Wells & Connell 


General Agents 


Provident Mutual Life 


33 Liberty Street 
New York City 


wish you 


A Merry Christmas 














easily as you would an order for some 
trivial or inconsequential thing. Nor 
would you have it that way. Everyone 
has to scratch with both feet, to make 
money and get ahead. That is always 
the case. Look at the bankers, mer- 
chants, and shopkeepers all around you. 
What are they doing? You'll find them 
working in the noonday sun and burning 
the midnight oil, trying to make a suc- 
cess of their business affairs. How did 
the agents spoken of in this Bulletin or 
in the Tenamonth enclosed, who have 
written ten, fifteen, twenty, thirty, forty 
or more applications in a month, do it? 
They didn’t bother with the fifty thou- 
sand dollar men. They talked all the 
way from two thousand up, and worked 
like nailers from early morn till dewy 
eve on the average run of business. 


* * x 
In a recent mes- 
“When In sage to his field men, 
Doubt Vice-President Wal- 
Attack” ter T. Shepard, of 


the Lincoln National 
Life of Fort Wayne, Ind., presented the 
problem of taking the initiative in sell- 
ing in a very striking manner. He said 
in part: 
“Many a battle has been won by even 
a weaker army with smarter generalship. 
Many a prize fight has enabled a quick 
thinking, quick acting aggressive chap 
with a lesser avoirdupois to win the 
count over his larger opponent. Many a 
salesman with initiative and resourceful- 





HAlcHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS 


Omaha Kansas City 














PARTICIPATING INSURANCE 
ON ALL FORMS 


First year dividends (con- 
tingent on payment of second 
year premium.) 


Low Net Cost 
For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 


H. W. JONES, Mer. 
110 William Street 
New York City 
Beekman 5058—6691 
































Gerard S. Nollen, President 








Forty-four Per Cent on Policy. Holders 


The Bankers Life Company established two records in 
October, 1928, “Policy Holders’ Month.” 

The paid-for production of $17,708,649 was the greatest 
October total, and the second greatest total for any 
month, in the Company’s history. 

More than 44 per cent. of the October production was 


written on Bankers Life policy holders—another 
Onward March record. 


Pratt HtNgal® 


BANKERS LIFE COMPANY 


THE ONWARD MARCH COMPANY 


DES MOINES, IOWA 


Established 1879 








ness has taken the business from strong 
competition. 

“A famous general said: ‘When in 
doubt attack.” Another said: ‘A strong 
offense is the best defense.’ Still an- 
other advises: ‘To carry the battle into 
the other fellow’s territory.’ 

“It is mighty good strategy to jump 
on the other fellow and make him fol- 
low your lead. Taking the initiative is 
the red blooded man’s strategy. He 
knows the advantage of forcing the is- 
sue, pushing forward, attacking rather 
than pursuing weak, waiting, defensive 
tactics. 

“see man who takes the offensive forces 
his opponent to follow his lead—the lead 
that he has thought out in advance. The 
salesman who takes the offensive keeps 
his competitor guessing. The agent who 
takes the initiative has every advantage; 
his story is newer, his points are more 
vivid, his personality registers deeper, his 
program is more interesting. 

“The agent who follows has a double 
burden of proof; he is in a much weaker 
strategic position. 

“The agent who is aggressive not only 
in his bearing and attitude, but in his 
thinking and strategy, creates confidence 
in himself by himself and in him on 
the part of his prospects.” 


C. E. Way, of the 


Presenting Lincoln National Life 
Retirement in the Ohio depart- 
Income ment, recently gave 


some pointers on pre- 
senting retirement income insurance. He 
declared that up to about age twenty- 
five is one period of dependency in a 
man’s or woman’s life, and that beyond 
age sixty is the second period of depen- 
dency. Between the ages twenty-five and 
sixty there is a probable period of de- 
pendency due to disability. During the 
period below twenty-five a man’s de- 
pendency is assumed by his parents, but 
inasmuch as fifty-four of each hundred 
at age twenty-five are dependent at age 
sixty-five, these people have one of five 
ways to be taken care of; namely, 
through a fraternal home, a church home, 
relatives, a country home, or a retire- 
ment income policy. 





SUPERVISOR IN OREGON 

R. C. O’Connor, formerly agency or- 
ganizer of the northern California de- 
partment of the Reliance Life of Pitts- 
burgh, has been appointed as supervisor 
of the Oregon department, with head- 
quarters in Portland. He succeeds G. 
C. Gilbert, whose illness since last Au- 
gust has incapacitated him. 











in America then and there. 





are invited to apply to 


DAVID F. HOUSTON 
President 


34 Nassau Street 





Years of Life Insur- 
ance Ideals and Service e 


N IDEAL became a reality when, on February lst, 1848, 
“The Mutual Life of New York” issued its first policy. 
The business of life insurance on the mutual plan started 


Priority in its field is not the Company’s claim to greatness 
—age in itself is no great distinction. 
with high ideals of business conduct, which still prevail. It aims 
at quality and to be highly honorable in all its dealings. 


In its relations with policyholders and their representatives 
The Mutual Life has an outstanding record. 


Those who contemplate life insurance soliciting as a career 


The Mutual Life Insurance Company 
of New York 


2nd Vice President and Manager of Agencies 













The Mutual Life began 


GEORGE K. SARGENT 


New York, N. Y. 

















Economic prea 
Make Group Popular 


EMPLOYER THE REAL AGENT 








James E. Kavanagh Says Principles Of 
Merchandising Have Made Vast 
Growth Possible 





One of the chief reasons for the rapid 
spread of group insurance in America 
is because of its economic advantages, 
said James E. Kavanagh, second .vice- 
president of the Metropolitan Life, in 
discussing social welfare through group 
insurance before the life presidents last 
week. 

Mr. Kavanagh said: 

The insurance companies have, in ef- 
fect, ap plied the principles of production 
engineering to the merchandising of their 
goods. ‘They have sought to reach the 
ultimate consumer by the most direct 
method. They have eliminated every un- 
necessary movement and sought to cut 
out every item of unnecessary expense. 
The medical examination is not need- 
ed because of the fair average risk. The 
direct solicitation is unnecessary. The 
constant reminders of premiums due and 
the expense involved in collections and 
clerical work are all done away with. 
The machine works automatically once 
it is started. This explains to a very 
large extent why so few group policies 
are cancelled, the lapse ratio of the busi- 
ness being somewhere in the neighbor- 
hood of 2% of the annual issue, and 
most of these lapses are unavoidable. 
They are brought about, for the most 
part, through dissolutions or mergers of 
the firms involved, and only rarely (if 
ever) through dissatisfaction on the part 
of the employer or employes. 

Employer Becomes The Agent 

Continuing, Mr. Kavanagh said: “The 
employer, without realizing it, has be- 
come an insurance representative in dis- 
guise, and he alone in nearly every case 
has been ‘sold the idea.’ The insurance 
company has simply enabled the employ- 
ers to understand just what he can do 
in the way of helping his employes to 
help themselves. When the employer 
sees that thoroughly, he is, in the lan- 
guage of the day, ‘sold... He recognizes 
the advantages of the plan not only to 
his employes but to himself and his cor- 
poration as well. Once he is in sym- 
pathy with the program sufficiently to 
make an announcement or offer to his 
employes, the rest becomes almost me- 
chanical. Practically all the employes 
immediately avail themselves of the op- 
portunity offered to them, the protec- 
tion is provided at once, and in a noise- 
less, frictionless manner the insurance 
ease begins to operate to the advan- 
tage of all concerned. 

“Tt is interesting to note—and it is re- 
peated—that group insurance is for the 
most part bought, not sold, very little 
direct solicitation and persuasion being 
necessary. The employer has, in a way, 
become the general agent, or the branch 
office, of the insurance company. No 
commission is paid him. No rents are 
paid him. No traveling expenses are in- 
volved. Much of the employe’s insur- 
ance eduction is done by the employer, 
and the solicitation is very largely done 
by the employer. At first, the employer 
bought the group insurance outright and 
gave it to his employes. The new meth- 
od is the co-operative plan. 

“The direct contact of life insurance 
companies with the machinery of ‘Big 
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Business’ through group insurance ac- 
tivities, has undoubtedly taught life in- 
surance officers and their representatives 
much which has been advantageous in 
merchandising their goods. Many im- 
provements in the payment of claims 
have worked out until in some few of 
the very large corporations much of the 
clerical work involved in the preparation 
of certificates, the making up of claims 





JAMES E. KAVANAGH 


and the payment of claims, is handled 
directly at the headquarters of the cor- 
porations providing the insurance bene- 
fits to the employes. Many of the pres- 
ent practices have resulted from direct 
suggestions made to insurance companies 
by keen-minded business men with whom 
they have placed group insurance con- 
tracts.” 


Field Not Limited To This Country 


Mr. Kavanagh said that the possibili- 
ties of group went beyond national. boun- 
daries, saying: “Tt must be remembered 
that American ‘Big Business’ has not 
confined itself to the United States. It 
is in Europe today; in South America; 
in Asia—stretching out to every part of 
the world. The American dollar has be- 
come a wonderful power. Its popularity 
has increased wonderfully since’ the 
World War. The American tourist, the 
American banker, the American manu- 
facturer, is introducing the American 
dollar everywhere. If American group 
insurance is to keep pace with big busi- 
ness, it may be that it will have to fol- 
low big business in its world travels. 
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Underwriting Methods 


that are 


Sound—Liberal— Moder?: 


New England Mutual Life Insurance Co. 


87 Milk Street, Boston 








If it does, it is just possible that the 
influence of group insurance, which has 
had such an important social influence 
here in the United States, may become 
similarly effective in other countries of 
the world. Foreign bankers and officials 
of other institutions are asking the Am- 
erican companies to come in and teach 
them how to enjoy the American privi- 


leges. The European is looking at the 
American tourist and asking, “Why ?” 
‘Why?’ The returned American immi- 


grant is telling his people ‘Why.’ The 
returned American immigrant knows 
about insurance, whether secured person- 
ally or through the medium of group in- 
surance. It may therefore be that group 
insurance will play its part in helping 
to bring to the nations of the world the 
methods and influences which have been 
so effective in helping to bring about our 
American prosperity.” 

Summing up, he said that group insur- 


ance, from a social aspect, seems to aid 
in producing the following: 

First: Greater co-operation between 
employer and employe. 

Second: Reduction in labor turnover, 

Third: Increased protection for the 
employes against the hazards of death, 
sickness, accident and old age. 

Fourth: Increased co-operative drive 
for better health and better working con- 
ditions. 

Sixth: More intelligent effort to keep 
well. 

Package Programs 


_ We must no longer think of group 
insurance as applying only to life risks, 
said the speaker. Today it may, in ad- 
dition, cover’ other kinds of hazards. 
Group insurance contracts are now be- 
ing written so that one policy provides 
life insurance, weekly sickness and ac- 


(Continued on Page 17) i 
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1929 AGENCY PLANS 


"THE Continental Life Insurance Company, St. Louis, Mo., is now 

making its agency plans for the New Year and has openings in key 
cities of highly productive territory for high-class Life Insurance sales- 
men —men who can produce business. 


If open for a new contract you are invited to join our successful organ- 
ization, now entering upon the biggest drive in Continental history. 


Mike your arrangements now for 1929, or start to work at once, as 
Write today to the 
CONTINENTAL LIFE INSURANCE CO. 


Continental Life Building 
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Gants of THE LINCOLN RATIONAL LIFE 
INSURANCE COMPANY of Port. 


























1851 


agent. 


happiness of its representatives. 
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PittsGeld, Massachusetts 


BERKSHIRE LIFE INSURANCE COMPANY 


In establishing connections with a life insurance company, the personal 
equation of its official family is of paramount importance to the prospective 
The Berkshire Life Insurance Company of Pittsfield, Massachusetts, 
has a well-earned reputation for a co-operative spirit between the Home 
Office and the Field Force that is of inestimable value to the success and 


sk any Berkshire Agent” 
BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 


1928 


FRED. H. RHODES, President 











George T. Smith, Vice-President 
Chas. F. Nettleship, 2nd Vice-President 








The Colonial Life Insurance Company of America 


Insurance in Force 


Over ONE HUNDRED MILLION DOLLARS 


A strong and progressive Company, affording agents unusual money-making 
opportunities through a wide variety of Industrial and Ordinary policies adapted 
to the insurance needs of the whole family. 


OFFICERS 
E. J. Heppenheimer, President 


Home Office—Jersey City, N. J. 


S. R. Brown, Secretary 
E. C. Wise, Treasurer 
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Thrift in Limelight 
As Leaders Meet in N. Y. 


{NFORMAL DINNER DISCUSSION 





National Thrift Committee Getting En- 
couraging Responses From Companies; 
Nationwide Drive Planned 





National Thrift Week to be celebrated 
anuary 17 to 23 received considerable 
upetus during the Life Presidents’ 
seeting in New York last week. Not 
nly was the thrift idea in life insurance 
iressed in various addresses that were 
resented, but a group of company ex- 
cutives interested in the movement met 
1 dinner at an uptown club upon the 
nvitation of Adolph Lewisohn, chairman 
{ the National Thrift Committee, to 
Uk over informally their activity in the 
srthcoming national observance of thrift 


week, 

This affair brought together some of 
he leaders of the business, including 
james E. Kavanagh, second vice-presi- 
‘ent, Metropolitan Life; Isaac Miller 
ifamilton, president, and L. V. Cavanagh, 
vice-president, Federal Life of Chicago; 
john Way, vice-president, Provident Mu- 
iual Life, and Rk. J. Merrill, vice-presi- 
dent, United Life & Accident, together 
with John A. Goodell, executive secre- 
tary, and J. Robert Stout, vice-chairman 
of the National Thrift Committee. Gra- 
ham C. Wells, past chairman of the life 
insurance end of the thrift movement 
two years ago, was also present. In the 
absence of Chairman Lewisohn, Mr. 
Stout presided. 

Big Life Insurance Participation 

The interest with which the plans for 
National Thrift Week were greeted by 
those present gave the encouraging in- 
dication to the leaders that a healthy 
life insurance participation could be ex- 
pected when the week gets under way. 
And still more important it points to 
en even greater participation by life in- 
surance companies and underwriters in 
the years to come. 

President Hamilton of the Federal Life 
spoke with the authority of many years 
of experience in thrift work. He told 
the group that even before the thrift 
week started eleven years ago he had 
scen to it that the Federal Life’s field 
force was supplied with educational ma- 
terial of a thrift nature. He said he 
was impressed with the great possibili- 
tics of the campaign, bringing the life 
underwriter into close contact with other 
influential groups of men in his com- 
munity. One constructive suggestion he 
made was that.the life insurance compa- 
nics might group themselves together ac- 
cording to size with key men at the 
head of each group to conduct the thrift 
activities of all the companies represent- 
ed in the particular group. 

Mr. Wells stressed the value of the 
publicity that’ had been given to Nation- 
al Thrift Week in previous years, prais- 
ine the co-operation so generously ex- 
tcnded by the insurance trade p pers. 
\nother valuable contact, he said, was 
the willingness of editors of house or- 
eins in large manufacturing and indus- 
trial plants to run thrift messages in 
their January editions. Two years ago, 
for example, some six hundred of such 
company papers had been sent a sug- 

sted thrift story prepared from the 
lif insurance viewpoint. 

‘ollowing the dinner the party came 
to a pleasant close at the Will Rogers 
an! Dorothy Stone show, “Three cheers.” 

Hurrell’s Estimate of Thrift 

he next day at the Life President’s 

ting Alfred Hurrell, vice-president 
ai | general counsel, The Prudential, 
gc a fine boost to the thrift idea by 
dcclaring life insurance to be one of the 
la:vest single agencies which is devoting 
lis entire force to converting people to 
hibits of thrift and guarding the con- 
\crts carefully thereafter. 

‘rudential agents, it is learned, are to 
be supplied with posters for window dis- 








Pennsylvania 





Provident Mutual 


Life Insurance Company of Philadelphia 





Since premiums were much reduced January 1, 
1927, the average premium per policy has been 
iucreased owing to a larger average polic 


The new dividend scale, in effect January 1, 1928, 
shows on the average a greatly reduced cost to the 
policyholder, which should enable the Provident 
agent still further to increase his production and 
the size of the policy sold. 
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play during the thrift week as well as 
a series of cartoons, sent weekly, which 
graphically illustrate thrift in its vari- 
ous phases as applied to life insurance. 
And in anticipation of the nation-wide 
interest in the drive, editors of about 
twenty-five life insurance company 
house organs are planning to run spe- 
cial thrift’ stories containing all kinds of 
suggestions for their agents. 





ON COLLEGE COUNCIL 

A. C. Larson of Madison, Wis.. state 
manager for Central Life of Des Moines, 
has been appointed to the advisory 
council of the American College of Life 
Underwriters. Mr. Larson has induced 
the University of Wisconsin to hold ex- 
aminations for ail applicants for the col- 
lege life underwriters’ degree. Univer- 
sity of Wisconsin is one of nearly a 
score of such institutions that have 
agreed to hold.such examinations. 


OHIO UNDERWRITERS MEET 

At the monthly meeting of the 
Youngstown Association of Life Under- 
writers held last week in the Y. M. C. A. 
Arthur C. Louett, manager of agencies 
of the Peoples State Life, spoke on the 
service that agents must give their cli- 
ents. At the close of the meeting, W. E. 
Cox, chairman of the program commit- 
tee, announced that among the speakers 
for the season of 1929 would be C. J. 
Rockwell of the Rockwell School; Man- 
sur B. Oakes of the R. & R. Service; 


Dr. S. S. Huebner of the Wharton 
School of Finance, and the Rev. Dr. 
Frank G. Sayer of the First Baptist 
Temple of Youngstown. A membership 
drive has been started by the association 
and it is expected that the membership 
will be increased to 150 before the end 
of January. 
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THE FINAL TEST 


of a good company is more than the 


tangible assets as represented by dollars 


Satisfied, well served policy-holders 
and a happy, efficient, progressive field force go to make 


up the intangible assets which do not appear in the 


While the Equitable Life Insurance Company of 
Iowa is proud of its financial standing, the company 
takes unusual pride in its happy, satisfied family of 
policyholders and field representatives. 
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Pointers On Dealing 
With Departments 

TIPS FROM EX-COMMISSIONER 

F. R. Stoddard Tells Life Counsel 


Friendly Criticism and Friendly 
Suits Are Welcome 











When an insurance company finds it- 
self in disagreement with some action 
or decision of the State Insurance De- 
partment, the company more often than 
not accepts the situation and makes the 
best of it for fear of antagonizing the 
department but this attitude is neither 
necessary nor advisable, said Francis R. 
Stoddard, former superintendent of in- 
surance of New York, speaking before 
the meeting last week of the Associa- 
tion of Life Insurance Counsel. As to 
what the company should do when an 
insurance commissioner makes a ruling 
that the company believes is unfair, Mr. 
Stoddard said that the first step is to 
place all the facts before the depart- 
ment. It is easier to guide the commis- 
sioner in his ruling than to get him to 
change it after it is made. But gen- 
erally a commissioner is willing to be 
shown that he is wrong. Mr. Stoddard 
said that the company’s counsel should 
not hesitate to go to the commissioner, 
the deputy, or even the examiners, on 
questions of difference of opinion. 

Continuing Mr. Stoddard said: “I have 
frequently wondered why counsel of in- 
surance companies have not more often 
taken friendly appeals from the rulings 
of insurance commissioners. I have read 
rulings which I have believed are wrong, 
and yet the company involved has made 
no appeal because it does not wish to 
antagonize the insurance department. 
The friendly appeal should never an- 
tagonize any insurance department. The 
fact that the insurance company involved 
is anxious to have the appeal a friendly 
one is generally appreciated by the de- 
partment and the latter respects a com- 
pany that stands up for its rights. Re- 
cently a ruling was made by the New 
York Insurance Department which dif- 
fered radically with an interpretation of 
the law made by one of the larger com- 
panies. A _ friendly appeal is being 
taken and nothing but the friendliest 
relations exist between the respective 
litigants and their counsel. Speaking of 
friendly appeals, I have often known of 
the New York Insurance Department 
assisting a company under such circum- 
stances in order that it might more fully 
explain its position to the court in its 
appeal. 

“When I was chairman of the execu- 
tive committee of the Insurance Com- 
missioners’ Convention, I was surprised 
that the companies did not take more 
advantage of the assistance which might 
be rendered by that organization in 
bringing about uniformity and in cor- 
recting other abuses.” 





EDUCATIONAL CONFERENCE 
Indiana Agents of Equitable Society At- 
tend Two Day Meet of Company 
At Indianapolis 
Approximately 125 agents of the Equi- 
table Society attended the Indiana edu- 
cational conference of the company which 
was held last Friday and Saturday in 
Indianapolis. Albert B. Borden, vice- 
president of the company, spoke at a 
luncheon in conjunction with the regular 
monthly meeting of the Indianapolis As- 
sociation of Life Underwriters. Borden 
spoke on “Financial Service to Bene- 

ficiaries.” 

Co-operation of the different branches 
and agencies of the company was dis- 
cussed at the Thursday afternoon ses- 
sion. Delegates and their wives were 
taken on a tour of inspection of the In- 
dianapolis office of the company. Mr. 
Borden spoke again at a dinner-dance 
given the first night by Homer L. Rogers, 
Indiana manager for the company. Busi- 
ness policies and educational talks fea- 
tured the program the closing day. 
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“You surely deserve release 
from work and care. We 
owe our success to you and 
other men who always gave : 
us the best they had. Pay 

days will be provided for ( 
you, as en as you live, 
out of the Cooperative 
Retirement Fund which Me he 
you helped to build. You \ wee f 
have earned the right to \\ '& 
take it easy. Good luck!” 
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in ease and comfort has been congratulated, 

the wise president and board of directors who 
thus show their appreciation of faithful service also 
deserve congratulations. Such appreciation inspires 
new courage in all hearts. The interests of capital 
and labor are inseparably linked. Through co-opera- 
tive efforts their most difficult problems are being 
solved. 
Many of the biggest employers of labor are 
themselves employees and do not own the com- 
panies they manage. These men have learned 
that officers as well as men in the ranks do 
better work if they know that years of loyal 
service will be amply rewarded. 


A FTER the man who has won the right to retire 


Stockholders expect dividends. Employees 
expect good wages. In wise management there 
is a fair and just division of earnings which 








Business has welcomed the development of modern pension 
plans which have made possible retirement with a fixed 
income. While, in the past, many privately owned busi- 
nesses have provided quietly for the needs of retired 
employees, scientific pension systems are a comparatively new 
development. 


Some of the earlier plans, dictated more by good inten- 
tions than by sound financing, are so hopelessly involved 


METROPOLITAN LIFE INSURANCE COMPANY » 


Biggest in the World, More Assets, More Policyholders, More Insurance in force, More new Insurance each year 





must be preserved in a delicate balance. Not all of 
the yearly earnings may safely be paid out in 
dividends and pay checks. 

Long-headed business men lay aside money for new 
and more effective equipment when old machines 
shall be worn out. In the same way they make 
plans that permit the honorable retirement of 
veterans and the filling of their places by 
younger men. 


Big business recognizes that it is good business 
‘ to establish the independence of faithful work- 
ers in their later years. By planning together 


= 
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aS for their mutual advantage, employers and em- 
i me 


) ployees can build a sound Retirement Plan 
based on earnings and savings that will pro- 
vide a regular, definite income for life. 


No man of spirit wants charity but he does 
want an opportunity to become independent. 








that they will have to be revised or abandoned. 
The Metropolitan Life Insurance Company has made a 
comprehensive study of more than 350 different pension 
plans in operation today. To employees and employers 
interested in a sound solution of pension problems, the 
Metropolitan will be glad to mail without charge, Booklet 
:{7 12-E-U-8, “Sound Retirement Plans and What They Should 
* Provide.” HALEY FISKE, President. 
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THE HOME LIFE INSURANCE COMPANY OF AMERICA 


INCORPORATED 1899 


PROTECTS THE ENTIRE FAMILY 
Home Life Agents have a whole family of potential policyholders 
Policies are issued on both the ordinary 
and industrial plans from birth to sixty years next birthday. 
“THERE IS NO PLACE LIKE THE HOME” 
THERE IS NO COMPANY LIKE THE HOME 
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29 YEARS OLD 





German Society for Insurance Science 
Issues Quarterly Journal of News 
In 16 Countries 


The German Society for Insurance Sci- 
ence which this month held its annual 
meeting in Berlin, is now twenty-nine 
years old and its quarterly journal 
reaches all countries of the world, and 
in addition to reviewing currently insur- 
ance conditions in Germany, presents in- 
ernational insurance news as gathered 
from sixteen countries by its enterpris- 
ing general manager, Dr. Alfred Manes. 

Dr. Hanns Dorn of Munich is general 
chairman of the society. He paid a 
brief visit to the United States in 
August 1928, and called on a number of 
his New York friends at that time. The 
society has more than 450 corporate and 
about 1,200 individual members in thirty- 
six countries. 


J. E. Kavanagh’s Talk 


(Continued from Page 14) 


cident insurance. accidental death and 
dismemberment benefits, together with 
old age and disability annuities or pen- 
sions. These are known as package pro- 
erams. <A _ saving is effected through 
handling the business in this way by 
simplifying the clerical work and cutting 
down many items of overhead. 

Mr. Kavanagh pointed out that group 
insurance to an amount estimated at 
more than seven and a half billions of 
dollars is now in force in American and 
Canadian insurance companies. In_ ll. 
there are fifty-seven companies, ten of 
which are in Canada, that have up-to- 
date issued this kind of insurance. The 
total number of lives covered is approxi- 
mately five million, which represents 
about one-eight of the total number of 
people gainfully occupied in the United 
States. The average coverage per life 
is a little less than $1,500, hardly equal 
to two-thirds the average annual in- 
come of the American wage-earner. If 
one were to consider capitalized value 
rather than the annual income of the 
American worker, the proportion of life 
value covered by group insurance on em- 
ployes in America is still pathetically 
small. 

There has been paid to the beneficiaries 
of group life insurance certificates some- 
thing like a quarter of a billion dollars 
in upwards of two hundred thousand 
homes. It is estimated that in round 
numbers one million five hundred thou- 
sand lives are covered by group sickness 
and accident insurance for weekly bene- 
fits running to about fifteen millions of 
dollars. This kind of insurance is now 
being written by eight of the companies 
that write group life insurance. 

In addition to this, approximately one- 
third of a million lives are covered for 
group accidental death and dismember- 
inent insurance, under the terms of which 
employes are provided with very exten- 
sive protection covering those hazards. 
Theré are six companies writing this 
kind of insurance. 








MENINGITIS ATTACK FATAL 

Miss Ruth Grady, daughter of Leon E. 
Grady, district manager in Binghamton, 
\. Y., for the Muti] Benefit, died re- 
cently in a hocpital in that citv after an 
wttack of cerebro spinal meningitis. 


OBSERVES 20TH ANNIVERSARY 





Prudential Sup’t. \. ho Started As Agent 
in 1908 Admitted to “Old Guard”; 
Other News 


Charles R. O’Brien, superintendent of 
the Chicago No. 11 district, recently en- 
tered Class “D” of The Prudential Old 
Guard, when he observed the twentieth 
anniversary of his service with The Pru- 
dential. 

Superintendent O’Brien started with 
the company as an agent in Peoria, Ill, 
on November 14, 1908. In May, 1909, he 
was promoted to be an assistant super- 
intendent in the same district. He acted 
in this capacity until 1913, when his pro- 
motion to superintendent at Saginaw, 
Mich.. followed. He was transferred to 
the Springfield, Ill, district in June, 
1914, and then in November, 1915, re- 
turned to his former associates, as super- 
intendent at Peoria. In 1917 he took 
charge of the New York No. 1 district 
and remained there until 1922 when he 
was transferred to Chicago No. 2. In 
1924 he assumed charge of the Chicago 
No. 11 district. 

Patrick J. Meaney, of the Wheeling, 
W. Va., district, was appointed an agent 
in 1928, and has been operating in his 
present location since September 17. He 
has been successful in eliminating arrears 
and his advance payments are impres- 
sive. He also has written considerable 
new business. On November 5. 1928, 
Agent E. L. Cassidy of Bridgeport, 
Conn.. was promoted to be an assistant 
superintendent in the same district. 





J. YATES MAKES CHANGE 


John Yates has resigned as_ special 
agent of the Northwestern Mutual at 
Harrisburg to take a similar position 
with the Bankers Life of Iowa in the 
same city. 





Morris Plan 
(Continued from Page 1) 


sarv to collect and remit the premiums 
on life insurance written by agents and 
also to adjust death losses and to pro- 
vide for any expense incurred bv the 
bank whose quarters are occupied by the 
ascent, the Society pays compensation to 
the various ban's on the following basis, 
which is in addition to the commissions 
paid to the agent: 

No compensation to the bank when the 
ratio of policies issued to loans made is 
less than 30%. 

5% to the bank, for the premiums col- 
lected by the agent, during the previous 
month, when the ratio of policies issued 
to loans made is 30%. 

10% to the bank of the premiums col- 
lected bv the agent during the previous 
month when the ratio of policies issued 
to loans made is 40%. 

15% to the bank, of the premiums col- 
lected by the agent, during the previous 
month, when the ratio of policies issued 
to loans made is 50%. 

Little Direct Contact With Policvholders 

The Society rarely has direct contact 
and dealings with policvholders and 
heneficiaries. The various Morris Plan 
Ranks collect all premiums, deliver noli- 
cies and in the event of the death of the 
insured attend to details for the settle- 
ment of the claim. 








back of every door bell. 


Independence Square 














Interested in Replies from Pennsylvania and Delaware. 








Philadelphia, Penna. 








FARMERS NAT’L. REINSURES 

Policyholders of the Farmers National 
Life, at a meeting in Huntington, Ind., 
recently approved the contract with the 
Federal Reserve Life. Kansas City, Kan., 
for reinsuring all business of the Indiana 
corporation in the Kansas company. 
Liquidation of the stock of the Farmers 
Life will be started soon under a com- 
mittee composed of Adolph Ackerman, 
of Huntington, representing the minority 
stockholders, and John J. Kalausck, of 
Chicago, representing the majority stock- 
holders, and a third to be named by 
the Indiana insurance commissioner. 





NEW AGENCY IN OLEAN 

Olean Insuring Agency has_ been 
formed in Olean, N. Y., with offices in 
the Exchange National Bank Building, 
to act as general agent in its territory 
for the John Hancock Mutual, the Met- 
ropolitan Casualty and the St. Paul Fire 
& Marine. William FE. Lennon and 
Charles R. Mitchell, both insurance vet- 
erans of Olean, are the partners in the 
new agency. 
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SCIENTISTS TO MEET 


The American Association for the Ad- 
vancement of Science and Associated So- 
cieties will meet in New York City De- 
cember 27 to January 2. More than two 
thousand papers will be read. Edwin W. 
Kopf, assistant statistician of the Metro- 
politan Life, will read a paper before 
the social and ‘economic science division 
of the Society on “The Development of 
Mutual Assurance in the United States 
during the Nineteenth Century.” 

Dr. A. J. Lotka, of the statistical de- 
partment of the same company, will give 
an address on the subject of “O:phan- 
hood in Relation to Democratic Factors” 
before the social and economic science 
division, and will also read a paper on 
“Some Social Consequences of the Hu- 
man Life Cycle and Its Variations” at a 
symposium on the Life Cycle of Or- 
ganisms. 





F. H. DAVIS RECUPERATING 
Frank H. Davis, who has been ill with 
influenza, is recovering. 








proposition. 
Address, 








PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent ccnnection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 


PERMANENT, 
Care of The Eastern Underwriter, 110 Fulton Street, New York City 




















“IT’S A GOOD POLICY” 
MORE NEW POLICIES 


Retirement Income Policies 
(income to the insured) 


LOW COST PREFERRED RISK POLICY 
NEW OWNERSHIP, BENEFICIARY and 
ASSIGNMENT PROVISIONS 


arly define contractual rights of all parties intereste 
COMPLETELY REVISED PLAIN ENGLISH POLICY FORMS 


that will particularly appeal to the conscientious life underwriter. 
WRITE FOR INFORMATION 


Philadelphia Life Insurance Co. 
111 North Broad Street, Philadelphia 


























With the— 


—STEADINESS and STURDINESS 
of New England, coupled with age and 
conservation. 


UNION MUTUAL LIFE 
INSURANCE COMPANY 
PORTLAND, MAINE 





Such is the 





























AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 
Old Line Legal Reserve 
Established 1899 
HERBERT M. WOOLLEN, President 
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THE LATE HARRY A. SMITH 
A real leader in fire insurance 
Harry A. Smith, president of the 
tional Fire of Hartford, who died 
week. “One of 
insurance 


was 
Na- 
this 
the wisest of the fire 
way he was 


men” was the 


sized up by other executives. Busy with 
his own affairs as head of a big chain 
of fire insurance companies, nevertheless 
he did not dodge added responsibility 
and those responsibilities included some 
of the most important positions in fire 
the best 
did was with associations. 


insurance. Some of work he 
He shone as 
chairman of the executive committee and 
later as president of the National Board; 
and his work with the United States 
Chamber of Commerce as chairman of 
the insurance division could hardly have 
been surpassed. He gave his best to 
the Factory Insurance Association, to 
the American companies writing business 
abroad and to an 
of organization matters. The other in- 
surance chiefs never hesitated to give 
him a task to do and he appreciated and 
made good with the trust. 

Personally, he was companionable and 
likeable although not much given to gen- 
eral discussion of his affairs or his fu- 
ture plans. Unusually enterprising, he 
could also see a long way ahead. He 
had no use for quitters, grouches or 
calamity while 
found him unsympathetic. Naturally, a 
man who had once been a football. coach 
is a hard fighter, so combat had no ter- 
rors for Mr. Smith. In his own organi- 
zation he was held in high admiration, 
even with affection. His knowledge of 
the business was amazing, both concern- 
ing this country and Europe, and that 
included knowing about the people in it 
and their careers. How he kept so well 
posted has always been something of a 
mystery, but the general opinion is that 
when once a biographical career ap- 
peared in print it was never lost in the 
office of the National Fire. Incidentally, 
Mr. Smith was one of the few college 
men at the head: of great fire fleets. His 
college was Amherst. 


almost endless list 


howlers incompetence 


Following the publication in this paper 
last week of sharp comments on the fleet 
idea made by J. F. Guinness, vice-presi- 
dent of the National Union, executives 
of other fire companies asked sarcastically 
whether control of the Birmingham Fire 
of Pittsburgh and the American Found- 
ers of Milwaukee (the latter taken over 


by the National Union 
not put the National 
author in rather a hole. 


week) did 
Union 


last 
officer- 
In other words, 
was not the National Union attacking 
fleet ownership while at the same time 
it has under its control several compa 
nies. “When is a fleet not a fleet?” was 
the substance of the reaction to the 
article. 

The Eastern Underwriter asked Vice- 
President Guinness if he desired to dis- 
cuss this allegation of inconsistency. His 
answer to the letter follows: 

I have your letter and wish to point 
out that the Birmingham Fire Insurance 
Co. cannot by any stretch of imagination 
be considered a member of the National 
Union “fleet,” nor can the other com- 
pany recently purchased. 

These companies were merely taken 
over for local agency reasons and are 
not operated as a member of a “fleet” 
in the proper meaning of the word. 

You may rest assured that if the Na- 
tional Union decided to operate on the 
“fleet” basis, it would do so on the prop- 
er scale, and not by acquiring a few small 
companies which were taken over, as 
above indicated, for purely local agency 
reasons. 





BROSSEAU AND “DING” SPEAK 





Famous Cartoonist and U. S. Chamber 
Vice-President Heard by Presidents 
On Last Day 
Jay N. Darling, the cartoonist, better 
known as “Ding,” proved an interesting 
speaker on the subject of interpreting 
the nation to itself before the Life Presi- 
dents last week. He said that since the 
beginning of time a certain portion of 
the human family has been engaged in 
the engrossing business of helping the 
rest to “make up its mind,” to think as 
they think. The cartoonist was one of 
these. Some few men know the real 
reasons back of our national issues and 
the rest are moved by emotional intoxi- 

cation. 

Alfred J. Brosseau, vice-president of 
the Chamber of Commerce of the U. S., 
discussed the national viewpoint in busi- 
ness on the last day of the meeting. 
“Because of its extensive operations,” he 
said, “insurance is in a peculiarly fortu- 
nate position to contribute to the devel- 
opment of this all-inclusive national 
viewpoint in business. Thus we are get- 
ting a broader vision of business team- 
work and we are more and more realiz- 
ing that to meet the issues of this new 
day we must not only work together 
within our various group organizations— 
our associations of manufacturers, and 
bankers, and insurance executives and 
distributors—but we must unite in a 
broader co-operation in which each and 
every group and every industry will de- 
liberately relate its expansion and de- 
velopment to the growth, stabilization 
and prosperity of the nation as a whole.” 


ar 
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CHARLES M. 


SCHWAB 


Charles M. Schwab, president of the 
American Iron and Steel Institute and 
chairman of the board of the Bethlehem 
Steel Corp., made a hit at the Life Presi- 
dents’ meeting last week with an extem- 
poraneous talk devoted to personalities, 
anecdote and whimsey. His formal ad- 
dress on “By-Products of Business En- 
terprise” was occasionally brought out 
of an inside pocket and referred to as 
an excellent speech and worthy of peru- 
sal when his hearers had the time. 

x ee 

Josephine C. McCormack, wife of F. 
J. McCormack, general agent of the 
Minnesota Mutual in Memphis, and a 
popular figure at insurance conventions, 
has published a book of informal verses 
under the name of “Fragments” which 
she has sent to her friends as a holiday 
greeting. One of the poems captioned 
“Friendship” follows: 


“T pray you, wear my friendship like 
a jewel 

Set deep within the recess of your 
heart, 

I would not have it flash in time of 
noon-day 

When Fortune’s brightest smiles set 
you apart. 

But if a time of sorrow comes upon 


you 

And shadows gather, sinister and 
drear, 

T pray you, wear it then upon your 
finger 


To guide the hand that wipes away 
your tear.” 
x ok * 


Dr. William R. Ward, medical director 
of the Mutual Benefit Life, addressed 
the Young People’s Society of the Ar- 
lington Avenue Presbyterian Church. 
East Orange, last Sunday. on “Moral and 
Religious Conditions in Russia.” 

* ok Ok 

Walter Whalen, former member of the 
United States Olympic team and cham- 
pion high jumper, is another prominent 
college athlete who is making good as a 
life insurance agent. After graduating 
from Harvard, Mr. Whalen joined the 
C. A. Wooster agency of the Lincoln 
National Life at Philadelphia. E 

* ok x 

Miss Jean Whipple, daughter of C. G. 
Whipple, associate manager Improved 
Risk Mutuals. N. Y., was married yes- 
terday to William R. Ward of Benton, 
Ill, who is with the Federal Reserve 
Bank in Chicago. The ceremony was 
performed in Ridgewood, N. J. After a 
short honeymoon the couple will locate 
in. Chicago. 


_inches. 


H. B. Harmon, who has been made st 
perintendent of the fire and casual: 
operating department of the Retail Cre: 
it Co., is an A.B. graduate of the Un 
versity of Georgia. He taught sch 
for two years after he was graduated. | 
then entered the army, advancing to t! > 
rank of captain. After his military s: 
vice he gained four years training a: | 
experience in office management bef: 
eniecring our employ. He came with t! 
Retail Credit Co. November 1, 1922, «5s 
a student for the training school. Aft r 
completion of the course in the scho | 
he was made assistant to the manag:r 
in Dallas and handled several relief a-- 
signments before he was made manag: r 
of the Atlanta branch office in October, 
1923. He later served as head of tlic 
review division until he was made su- 
pervisor of the southern division in 1926. 

* *  « 


Franklin D. Roosevelt, Governor-Elect 
of New York, and a vice-president of 
the Fidelity & Deposit, will be one of 
the speakers at the annual dinner of the 
Woodrow Wilson Foundation in com- 
memoration of Woodrow Wilson’s birth- 
day which will be held at the Hotel 
Astor, New York, on the evening of 
December 28. The other speakers will 
be Roland S. Morris, former ambassador 
to Japan. Henry Morgenthau, vice- 
president of the Foundation, will act as 
chairman. This will be the first public 
address made by Mr. Roosevelt since his 
recent election. 

x ok x 


H. M. Holderness, superintendent of 
agencies of the Connecticut Mutual Life, 
is being congratulated on the completion 
of ten years’ service with the company, 
the last five of which have been in active 
agency supervision in the home office. 
Mr. Holderness had a long and varied 
experience in life insurance field and 
home office work before going with the 
Connecticut Mutual Life in 1918. He was 
born in California and educated at Rug- 
by and King Williams College, England. 
Twenty-five years ago he was policy reg- 
istrar for the old Provident Savings Life 
of New York, which position he gave up 
after a few years to take up personal 
production. He gradually took up agency 
supervision and was superintendent of 
agencies for the George Washington Life 
of West Virginia and for the Guarantee 
Life of Texas, before coming to the Con- 
necticut Mutual. 

“Tack” Holderness has an enviable list 
of friends all over the country as the re- 
sult of his many connections and varied 
activities in the business. 

+ . & 


Samuel H. Butler, special agent of the 
Hartford Fire and Hartford A..& | 
Oakland, Cal., was intercollegiate pole 
vault champion of the United States 
from 1921 to 1923. His highest jump 
at that time was twelve feet, nine inches 
The world’s record was then twelve 
feet, two and one-quarter inches. He 
also holds the pole vault record for th 
annual Stanford, California, Freshma» 
Meet with a jump of twelve feet, four 
Besides being intercollegiate po! 
vault champion, Mr. Norris is the youn 
est Justice of the Peace in the state «' 
California, and when first elected wi 
only twenty-four years old. 
*k ok x 


John R. Hardin, president of the Mt 
tual Life, was tendered a dinner la: 
Friday evening at the Baltusrol Go 
Club, Baltusrol, N. J., by the Ess« 
County Park Commission in honor < 
Mr. Hardin’s completion of twenty-fiv 
years’ service with the commission. 

* * * 

Mrs. William H. Brown, wife of th 
second vice-president and secretary « 
the Columbian National Life, left Sa‘ 
urday for a trip around the world. 
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Lloyd’s May Have Art Gallery of 
Chairmen Painted 


An extraordinary general meeting of 
the members of Lloyd’s, will be held in 
London in accordance with a requisition 
signed by a number of members, for 
the purpose of considering a proposal, 
“That the committee be desired and au- 
thorized to arrange for portraits to be 
painted of Sir Percy Mackinnon and Ar- 
thur L. Sturge, such portraits to be 
placed in the library panels on either 
side of the Angerstein portrait, replicas 
being presented to each gentleman.” 


It is very fitting that the portraits of 
the two chairmen who have been so 
closely associated with the new building 
should hang alongside that of John Ju- 
lius Angerstein, who was himself largely 

e responsible for the previous removal of 
Lloyd’s from Lombard street to the 
Royal Exchange. The portrait of him 
to which reference is made is a copy of 
the one by Sir Thomas Lawrence in the 
National Portrait Gallery. 


- oe 
Mr. Hurrell’s Speech Defending Our 


Democracy 

When Alfred Hurrell, vice-president 
of The Prudential, makes a set speech 
I always make it a point to hear it, if in 
the vicinity, and the talk which Mr. Hur- 
rell made before the Life Presidents last 
week in a glorification of democracy and 
a thundering denunciation of its critics 
was one of his masterpieces. At first I 
thought that he was severe on critics as 
critics. I wondered if he were not de- 
nouncing the very idea of criticism. He 
designated the critics of our democracy 
as suffering from “a species of human 
astigmatism,” unable to sense the real 
purpose of that institution they decry; 
as persons who were dealing in theories, 
not actualities, and he dubbed them “the 
dilletantes who fuss around the fringe of 
7 without ever plunging into the thick 
or tt.” 

When I heard him as he stood chal- 
lengingly on the rostrum I thought he 
Was reviving the old war between the 
critic and the creator, taking always the 
side of the latter. To me the idea of 
creai'on does not always carry with it 
nobil ty or worth-while achievement; nor 
shou'd the creator be above criticism. 
Crea‘ors are people who do things and 
they are great when what they are do- 
ng constitutes progress in the right di- 
recti n. They are opposite when what 
they create is destructive of something 
that ‘eserves preservation. To illustrate: 
Thos _who created Bolshevism certainly 
thou ht up something new; they added 
‘0 th map of striking and original gov- 
‘tin -ntal ideas, but here is a place 
wher. real critics could have helped man- 
kind lore than the “creators” did. They 
mgh have written so powerfully and so 
ge: ously against this new form of 
- iment that Bolshevism would have 
Deen ‘mashed before it got possession of 
— i the biggest of the nations. But 

*y were not powerful or influential 






























enough. 
as critics. 

Upon getting a copy of Mr. Hurrell’s 
address, however, and putting it under a 
very close scrutiny I note that he was 
not rapping critics as critics but was 
paying his respects to critics of Ameri- 
can democracy for whom he has only 
disgust. In that he was on firm ground 
and his raps had force and intelligence. 

The best part of his talk in my opin- 
ion was his defense of mediocrity when 
it meant extending benefits to the mass 
of the people, the triumph of our insti- 
tutions rather than sacrificing the many 
to building up of a few brilliant careers. 
One paragraph of the speech illustrating 
his point follows: 

“Democracy is interested in the mass 
of individuals rather than one individual, 
and if it provides a living or social con- 
dition wherein an opportunity is guaran- 
teed to every one in the mass that he 
can move to the front under the power 
of his own ability, then credit to democ- 
racy the triumphs achieved by the many 
sons of Main Street in the fields of 
science, letters, business, philanthropy 
and statesmanship. But for it they 
would have lacked the time or the 
chance to explore with microscope or ex- 
periment with retort or to compete with 
the ‘superior’ classes in literature and 
politics.” 


They fell down on their jobs 


* * * 
Insurance Building in the Bronx 


The Areco Building in the Bronx 
might be called the insurance “hub” of 
that borough for it is filled with insur- 
ance offices and houses some of the larg- 
est writers. Among the oldest offices in 
that part of the city is that of Fred W. 
Herbertz, who has been thirty-five years 
in business in the Bronx. He started 
when it was small scattered settlements. 

Another old-timer is Joseph Leitner. 
Donohue & Brady have also been doing 
business there for more than fifteen 
years. Mr. Brady was for a number of 
years connected with the New York Fire 
Insurance Exchange downtown. 

* «€ *# 


Hasn’t Missed In 55 Years 


In the actuarial division of the Aetna 
Life at Hartford is Charles O. Winter, 
fifty-five years with the company. Ex- 
cept for regular annual vacations Mr. 
Winter has not been missing a single day 
from his desk in all that time. 

* * * 
Average Size of Michigan Forest Fires 
Is 339 Acres 

In discussing forest fires in Michigan, 
Paul A. Herbert, whose views on “Forest 
Insurance” were printed in The Eastern 
Underwriter last week, gives some inter- 
esting information about areas burned. 
He says in part: 

“Michigan compares favorably in many 
respects with the other Lake states in 
the handling of its fire problem. The 
total average fire damage reported in 
Michigan is only $58,500 and the average 
size of the fires over the last ten-year 
period was 339 acres. The last five years 


has seen a material reduction in the 
number of acres per fire; the average 
fire for 1919-23 burned over 100 acres 
less than the fires of the previous five 
years. Approximately 73% of the fires 
in Michigan every year burn over more 
than 10 acres. The total area burned 
annually averages 256,680 acres or ap- 
proximately 114% of the forest area of 
Michigan estimated to require fire pro- 
tection. These figures show that Mich- 
igan’s forests are exposed to a very seri- 
ous fire hazard and that much must still 
be done, both in the matter of expendi- 
tures and efficiency, to lower the hazard 
to a reasonable level. , 
“At the present time, the fire rotation 
is shorter than the average tree rotation 
which is incompatible with the practice 
of forestry. If the timber land burns 
over faster than the timber grows, the 
forester’s efforts are futile. Other states 
have successfully coped with excessive 
fire loss, and Michigan can do likewise.” 


Blames the Auto Driver For Grade 
Crossing Accidents 

Richard Palmer, a student in the law 
department of the Denver University 
and who won first prize in a national 
competition conducted by the Phi Delta 
Phi legal fraternity, the subject: “Stop, 
Look, Listen,” wrote: “There was a 
time when liability for grade crossing ac- 
cidents rested almost entirely on the 
railroads, and the courts imposed heavy 
damages on them when a train struck a 
carriage or one of the early one-lunged 
‘gas buggies.’ With the development of 
the automobile, especially with regard to 
ease of handling, it became apparent 
that to arbitrarily blame the railroad was 
not just. Gradually the judicial view of 
such accidents has changed and the trend 
of the recent decisions is to hold the 
motorist accountable for his own mis- 
hap.” 
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We Write All Forms of Fidelity and Surety Bonds 


Sample of Unique R. B. Jones & Sons Advertising In Daily Papers 


One of the largest agencies in the country, R. B. Jones & Sons, Kansas City, 
is getting away from the routine type of advertising in its advertising copy. The 
accompanying cut is a fac-simile of one of the advertisements recently run by the 


Kansas City agency. 


R. B. Jones & Sons write all kinds of insurance. 


At the 


start it was a fire insurance agency; then it took on casualty lines; and some 
time ago it added life insurance, becoming general agent of the Travelers. 
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Nat’l Auto Conference 
To Hold Special Meeting 


COMMISSION RAISE ON AGENDA 





Session Held Today Expected to Act 
On Proposals for Meeting Non- 
Conference Competition 





The National Automobile Underwriters 
Conference will hold a special meeting 
today in New York to consider the report 
of the executive committee of the East- 
ern Automobile 
vision of 


the re- 
and possible 
changes of fire, theft and collision rates 
Along William 
that the Eastern 

increase in the 
basic commission to local agents from 20 


25% 
to 2/7, 


Conference on 
commissions 


in the new 1929 manual. 
street it is believed 
Conference desires an 
with similar increases to agents 
in the excepted cities. 

The executive 
committee met last Thursday and Friday 
in New York and a sub-committee there- 
of met Saturday in Hartford to con- 
sider the whole commission problem as 
it affects the business of the Conference 
companies. Although there has been no 
previous official action taken on com- 
missions it is known that some Confer- 
ence companies have been paying 25% to 
their agents without official sanction be- 
cause of the inroads made upon their 
business by high-commission non-confer- 
ence insurers. 

At the present time the East and the 
South are the only two sections of the 
country still paying 20% automobile com- 
missions tc policy writirig agents. The 
Western and Pacific Coast Conferences 
raised their levels some time ago to meet 
competitive conditions. In the South the 
situation is far less complicated because 
control of automobile commissions is in 
the hands of the South Eastern Under- 
writers’ Association and that body has 
a firm hold upon underwriting practices. 
Through a comparative paucity of agen- 
cies in the South the automobile under- 
writing companies that are non-confer- 
ence, and possibly non-E. U. A., in the 
North, hesitate to get off the reserva- 
tion in the South. They would find it as 
difficult to secure representation there if 
they did withdraw from the S. E. U. A. 
as some of the new fire insurance com- 
panies operating non-board, are experi- 
encing it today. 

Many automobile underwriters say the 
automobile conference regulations are in 
need of modernization and that upward 
revisions in commissions and downward 
changes in rates in the East will greatly 
help to stabilize conditions and remove 
the friction now existing between com- 
panies. These alterations should not 
evoke unfavorable criticism from the in- 
suring public for it will benefit by rate 
reductions. The increases in acquisitions 
costs, if they are made, can be absorbed 
without undue hardship to the companies 
themseives for the reason that the loss 
ratio on automobile risks these last two 
or three years has been probably more 
favorable than hoped for. 


Eastern Conference 





WILLIAM H. TAYLOR DIES 

William H. Taylor, state agent of the 
American Central and chairman of the 
executive committee of the Underwriters’ 
Association of New York State, died at 
his home in Utica early last week. He 
joined the Underwriters’ Association at 
Utica about thirty years ago and in 1905 
became special agent of the Fireman’s 
Fund. He later resigned to go with the 
American Central, 


Firemen’s Acquires 
Milwaukee Mechanies 


YUNKER FO REMAIN PRESIDENT 





Bassett Says Fire Group System Is Only 
Successful Way to Manage Compa- 
nies; 9 Units in Group 
The Firemen’s of Newark has added 
the Milwaukee Mechanics to its group of 
fire insurance companies, making a total 
now of eight fire insurance companies 
and one casualty company. Control of 
the Milwaukee was secured last Thurs- 
day when the directors of that company 
approved an offer of President Neal Bas- 
sett of the Firemen’s to effect change of 
ownership through an exchange of stock. 
The Firemen’s proposes to exchange ten 
shares of its stock for nine 
Milwaukee Mechanics stock. 
The formed in 1852 
as a mutual fire company and incorpor- 
ated in 1885 with $200,000 capital paid 
in. At the end of last year it had a 
total capital of $2,000,000, net surplus of 
$3,171,544 and total assets of $12,754,328. 
It is ably managed and has made ex- 
cellent progress within recent years. 
Charles H. Yunker, one of the leading 
fire executives of the West, is president. 
Under the deal with the Firemen’s Mr. 
Bassett states that “it is needless to say 
the capital structure and corporate iden- 
tity of the Milwaukee Mechanics will 

undergo no change.” 
Huge Assets of Group 

With the acquisition of the Milwaukee 
Mechanics the Firemen’s of Newar 
group will have close to $112,000,000 in 
assets. Based upon the figures of the 
nine companies as of January 1, 1928, 
and not allowing for the sizeable ex- 
pansion this year, the assets were over 
$94.000,000. 

Speaking of the transaction President 
Bassett said in part in a statement: 

“The exchanging stockholders benefit 
so materially that there can be no ques 
tion as to the wisdom of their exchang- 
ing their stock. The modern system of 
grouping companies is recognized today 
as being the only successful way to man- 
age fire insurance companies. 

“This can be seen when one considers 
that more than 80% of the total pre- 
miums of United States in 1927 were 
transacted by twenty-five groups of fire 
insurance companies. The Firemen’s 
group was and is one of the leeding 
groups in the twenty-five. The Fire- 
men’s has been continuously paving di- 
vidends at the rate of not less than 22% 
per annum on par since 1913 and there 
is every reason to believe it will con- 
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tinue to do so. It has long followed the 
benefit practice of paying its dividends 
out of its earnings from investments 
without reference to underwriting re- 
sults. 

“A more conservative policy than this 
cannot well be imagined. The Fire- 
men’s has stockholders in practically all 
the states of the Union and in number 
it has approximately 8,000 and with the 
Milwaukee Mechanics stockholders it 
will have a list of about 10,000. This is 
probably by far the largest fire insur- 
ance company stockholders’ list of the 
United States. 

“The group of companies as now con- 
stituted has over 30,000 agents. The head 
office of Milwaukee Mechanics continues 
in Milwaukee and Charles Yunker, presi- 
dent, continues in charge of the com- 
panies’ interests. This will be very 
gratifying to the friends, stockholders 
and patrons of the company.” 

Company Must Leave the E. U. A. 

The Milwaukee Mechanics is a mem- 
ber of the Eastern Underwriters Asso- 
ciation and the action of the Firemen’s 
in buying control of the company means 
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that it will have to resign from the E. 
U. A. in due course. This move is not 
expected to cause any great upheaval in 
Eastern agency circles as the resigna- 
tion of the Firemen’s group did because 
the Milwaukee Mechanics writes the 
bulk of its business in the Middle West 
and does comparatively little in this part 
of the country. The Milwaukee is non- 
conference in automobile insurance and 
in the West is a member of the Western 
Insurance Bureau, which affiliation will 
be maintained undoubtedly. ; 

Some of the minority stockholders of 
the Milwaukee Mechanics were peeved 
to learn that control of their company 
had been sold to the Firemen’s. The 
Milwaukee has always been regarded as 
a conservative company with its securi- 
ties liable to slow but steady fluctuation. 
While the Firemen’s has been one o! the 
most progressive fire companies in the 
business and has made remarkable 
strides in the last few years, the very 
rapidity of the moves made and the in- 
dependence exercised by the officials do 
not jibe with the ideas of certain types 
of investors. 





SOUTHERN SURETY FIRE MATE 

The fire running mate of the South- 
ern Surety Co. of New York is t» be 
the Southern Surety Fire Insurance: Co. 


It will be launched immediately «fter 
the beginning of the new year with 
$1,000,000 capital and $2,000,000 surplus. 
The Southern Surety Co. is now can- 
vassing its agents to learn approxin: tely 


what amount of stock in the new fire 
company they desire to subscribe | 





R. W. MARTIN’S NEW POS? 

Robert W. Martin. special age: 
Philadelphia and Philadelphia subu:ban 
territory for the automobile depar’ ient 
of the Alliance, has resigned as of /an- 
uary 1 to go with the America ‘ore 
group as automobile special agent | the 
same territory. 
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H. A. Smith, President 
Of National, Is Dead 


SUCCUMBS TO HEART TROUBLE 





Forceful Executive and Organization 
Man Was Only 59 Years Old; On 
Many Company Boards 


liarry A. Smith, president of the Na- 
tior al Fire of Hartford, and one of the 
mo: outstanding and forceful of pres- 
ent day fire insurance executives, died 
of ieart trouble Monday afternoon at 
his »ome in Hartford. He was fifty-nine 
yer s of age and at the height of his 
carver. His death after an illness last- 
ing about a week, came as a_ sudden 
and distinct shock to the insurance fra- 
tern ty, which had generally associated 
goo | health with the vigorous personal- 
ity which Mr. Smith possessed. Not only 
in ‘ne insurance business but in many 
other lines of business endeavor is Mr. 
Smith’s passing mourned deeply for his 





HARRY 


A SMITH 


connections and associations were far- 
reaching and his friends and admirers 
legion. 

At the time of his death Mr. Smith 
was president not only of the National 
of Hartford but also of its affiliated com- 
aol the Franklin National of New 
York, the Mechanics & Traders of New 
Orleans, and the Transcontinental of 
New York, and president of the Colonial 
Security Co. of Hartford and the Na- 
tional Board of Fire Underwriters’ 
Building Corporation. 

Director of Many Companies 

recognized ability and his qualities 
leader brought Mr. Smith many 
opportunities to serve on the boards vf 
directors of corporations. In addition to 


His 


as 


bein; a director of the insurance organi- 
Zaulons already mentioned he was a di- 
rector of Alabama, Tennessee & North- 
ern Kailroad, of which he was also vice- 
— ent; the Bush Terminal Co., the 
ent: 


entral National Bank of New York, the 
Fire Reassurance Co. of America, the 
rirst Reinsurance of Hartford, the Ros- 
sla: America, the Lincoln Fire of New 


York. the Phoenix State Bank & Trust 
Co. Hartford and the National Casual- 
y C.. of Detroit, Mich 

Mr. Smith acquired much favorable 
Tecovnition over a long period of years 
by Viiue of his participation in the work 
 orsanizations both within and with- 
Sut the fire insurance business. He was 
a dir ctor of the Chamber of Commerce 
ot the United States, to which office he 
Was «lected in 1923, serving as chairman 
HW the chamber’s insurance department. 
ile was also president of the United 
og Fire Companies Conference and 

{ 


airman of the executive committee 











of the American Foreign Insurance As- 
sociation. He was a former president of 
the National Board of Fire Underwriters, 
the Eastern Union and the Factory In- 
surance Association. 

Representatives of other insurance 
companies said this about Mr. Smith a 
1ew years ago: 

“He does not duck responsibility. He 
is perfectly willing to assume a burden 
if convinced that the cause should enlist 
his interest as a representative of fire in- 
surance. Once unbuckling his shield, 
however, he is 100% interested. Not only 
that, he gets right down to the bottom 
of the proposition and keeps following it 
to its logical conclusion. His ability to 
grasp big situations has not made him 
lose sight of small ones, and his compre- 
hension covers a sweeping vision. There 
are many men who are temporarily or 
superficially interested in insurance 
problems, but Mr. Smith can watch a 
situation develop and keep abreast of it.” 

Tribute of Fellow Executive 


Officers of the National Fire were one 
in expressing their regret at Mr. Smith’s 
death. Sydney TT. Maxwell, vice-presi- 
dent, voiced his associates’ feelings by 
picturing Mr. Smith as “a leader in all 
progressive movements in the fire insur- 
ance business.” 

“He was not only an outstanding au- 
thority among fire insurance men in Am- 
erica but was recognized as such also 
in Europe, where he was as well known 
as in his native country. He had the 
respect and confidence of his associates 
and of his competitors, all of whom rec- 
ognized his extraordinary powers of 
analysis, his remarkable foresight, his 
clear judgment and his determination to 
follow his convictions when he was con- 
vinced that he was right. He held the 
highest honors of all the major fire in- 
surance organizations in the country and 
his death will cause a loss that will not 
be easily replaced.” 

Mr. Smith was born May 24, 1869, in 
Springfield, Mass. Since his graduaticn 
from Amherst College in 1890 Mr. Smith 
had been associated with the National 
Fire. He entered a local agency in 
Rochester, N. Y., immediately upon his 
graduation from college and a year later 
was made special agent of the National 
in New York State. In 1900 he was ap- 
pointed assistant secretary of the com- 
pany, holding that office until 1907 when 
he rose to vice-president. In February, 
1915, he became president. 

Growth of Company Under H. A. Smith 

When he became the chief executive 
of the National the company had a sur- 
plus’ over capital and liabilities of $3,500,- 
000. Its total assets were $16,000,000. At 
the end of 1922 the surplus had climbed 
to $8,350,000 and the assets were in ex- 
cess of $30,000,000. The last annual state- 
ment of the National, that of December 
31, 1927, showed a net surplus of $14,- 
535,817 and total admitted assets of }4,- 
075,000. During the current year these 
assets have increased still further. 

As is the case with all forceful, color- 
ful personalities, some people liked H. A. 
Smith more than others did, but among 
his warmest admirers were many officers 
of other companies. Even those who ran 
counter to him on internal insurance re- 
lationships admitted his fairness, re- 
markable ability and mastery of detail. 
Personally he was likable in manner and 
quick to win friends. His chief recrea- 
tion was outdoor sport and he was often 
on the links. Golf kept him in fine phys- 
icp] condition for many years and that, 
with his early training, in part explains 
the activity and vitality which enabled 
him to work so many hours day and 
night on the problems of the organiza- 
tions with which he was connected, and 
his own company. His will was on more 
work, but his heart failed to keep pace 
with the demands placed upon it. 

After he left Amherst where he played 
football, Mr. Smith represented the 
alumni on the athletic board of Amherst 
College from 1901 to 1906. During most 
of this period he acted as supervisory 
coach of football although living at Hart. 


(Continued on Page 24) 
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Agents Seek Local 
Board Recognition 


CONFER WITH EXECUTIVES 





Say Agents Are Losing Their Fire 
Business and Companies Can Help 
To Conserve These Lines 





The Conference Committee of the Na- 
tional Association of Insurance Agents 
presented to President Bulkley of the 
National Board of Fire Underwriters and 
other fire company executives at a meet- 
ing in New York last week a proposition 
that where members of a local board, 
recognized by a state association of 
agents writing approximately 80% of the 
business written by affiliated companies 
in the territory of its jurisdiction, and 
provides a rule of agency limitation ap- 
proved by approximately 80% of the affil- 
iated companies writing business in that 
territory, then such rule shall be ob- 
served by all affiliated companies trans- 
acting business in the territory over 
which the local board has jurisdiction. 

This action was explained in a state- 
ment of the agents, prepared by Presi- 
dent R. P. DeVan of the agents’ associa- 
tion, Executive Committee Chairman C. 
B. Smith, W. E. Harrington, E. J. Cole, 
Frank L. Gardner, George D. Markham 
and J. W. Rose, in which it was stated 
that for a number of clearly defined rea- 
sons local agents are losing hold of their 
fire insurance business. One of principal 
causes of this the agents claim to be 
the existence of multiple agencies. 

Fire Insurance Replaced 

“The past several years has witnessed 
the displacement of the business of fire 
insurance from its long established posi- 
tion of first place in the more progres- 
sive agencies of the country,” says the 
agents’ statement. “This is a situation 
warranting a thorough analysis, by those 
interested in this branch of the business, 
as to the causes which have brought it 
about. 

“Many conditions have contributed to 
this result. 

“First, we have witnessed the displace- 
ment of the local merchant, who former- 
ly carried his insurance with the local 
agent, by a chain store system that pur- 
chases its insurance at a distant point 
through a form of cover in which the lo- 
cal agent does not participate. There- 
fore, hundreds of thousands of dollars in 
premiums have been taken almost over- 
night from the books of the local agents 
through an economic change over which 
they have no control. Whether this 
business can be partially restored 
through more flexible forms of cover 
written by agency companies under a 
plan whereby the local agent may par- 
ticipate, is certainly worthy of study. 

“Second. the local agent has witnessed 
a loss of the bulk of the local automo- 
bile fire and theft premiums through the 
writing of this business by national fi- 
nance concerns. 

“Third, in the desire for business, com- 
panies have indiscriminately appointed 
loan agents who write no insurance other 
than on the properties on which they 
loan money, dwellings and mercantile 
buildings, which used to flow to the 
books of the legitimate local agent. 

Single Agency System Gone 

“Fourth, through the virtual abandon- 
ment of the single agency system there 
has grown up a multiplicity of agents in 
every community the great majority of 
whom do not constructively serve either 
the business of insurance or the public. 
While the volume thus written in an in- 
dividual case is inconsequential, the same 
volume multiplied many times by the 
many appointments, means a loss of a 
substantial volume of premium income 
to the full time agent and marks the 
difference between profit and loss in the 
operation of his business. 

“Fifth, in the loss of mercantile stocks, 
Cwelling houses, and mercantile build- 


ings on which loans are carried, and 
automobile fire and theft insurance, it 
leaves the agent with the limited field 
from which to produce fire business of 
special hazards, household furniture in- 
surance and other relatively small lines. 
It is a recognized fact that the handling 
of househcld furniture fire insurance on 
the present scale of commission is at a 
loss when the many endorsements and 
removal permits are considered. 

“Sixth, the agent with a properly or: 
ganized insurance office has been con- 
fronted with an ever increasing ratio of 
expense with a decreasing average rate 
which, coupled with the loss of the busi- 
ness above stated, presents a situation 
ultimately promising actual loss in his 
fire business. ; 

Special Hazard Limes 

“Seventh, even now he finds the spe- 
cial hazard lines threatened through the 
merger of industry, with insurance 
placed at some one central point, closely 
patterned after the chain store method. 

“An analysis of these and other con- 
ditions which have contributed to the 
first result, produces a problem the so- 
lution of which is not within the control 


of the agent so far as the business of fire 
insurance is concerned. 


“He, therefore, naturally turns his en- 
ergies to lines of insurance which have 
not been so seriously affected by those 
conditions and which offer him a greater 
monetary reward for his investment of 
capital and labor. As a result of this 
the business of casualty and surety in- 
surance has rapidly leaped to first place 
in many agencies. 

“Fire insurance is deserving of at least 
equal opportunity with other lines and 
will receive it at the hands of the agent 
when it sets its house in order to make 
it a line of equal profit. 

“Unless the fire insurance executives 
frankly recognize this situation which 
threatens perhaps more seriously the fu- 
ture of the business than some of them 
now seem to realize, the next decade will 
witness a serious revolution in that busi- 
ness. Aside from this, those fire com- 
panies which ‘have long and faithfully 
served the agents and the public are con- 
fronted with the entry into the field of 
a vast number of new companies which 
are bound by no allegiance or ties to any 
regulatory company organization, and 









come. 
bring more business. 


And so we say— 





An Open Letter to 
Harmonia Agents — > \ 
me 'Digging Up the “ 

Christmas Spirit 
As a matter of fact, the Christmas spirit 
doesn’t have to be dug up. 
of us, bubbling over in our every action. 


Everything is happiness with a great, big- 
hearted feeling of goodwill towards our 
fellow men. That’s Christmas! 


Then comes the New Year. 
there’s that feeling of starting fresh. New 
worlds to conquer. New progress to make. 
And that is as it should be. 


Christmas and New Years are no doubt 
the merriest times of the year. 
spirit of these days throughout the year to 
It will help you enjoy life and even 
For everyone likes to 
do more business with a cheerful man. 


It rises in all 





With it. 


Carry the 





A Merry CuHrisTMAS 


and many, many Happy New Years. 


HARMONIA 


Fire Insurance Company 


NEW YORK OFFICE 
59 MAIDEN LANE 








December 2! 1929 
which are forced to secure busi: un 
der one method or another. : 

“Agents country-wide are } of- 
fered more attractive contracts hese 
companies, and the agents hav. ony 
sider the very practical pri of 
whether they shall continue t: rat 
their fire insurance business - ine 
under the above stated changed ike 
conditions, or whether they sha least 
attempt to produce a profit | : i 
creased plan of compensatio: ther 
through an increase in basic imis- 
sions or contingent contracts h of- 
fer a greater promise of rewar more 
careful underwriting. Therefor: re in. 
surance executives not only hai e first 
stated conditions to consider, even 
perhaps the more serious one ©*  hether 
they will continue to hold the ‘giance 
of agents in competition with \° ‘ir new 


competitors in the field.” 





PUBLIC FIRE IN NORF)DLK 

The National of Hartford is with- 
drawn from the Thomson-Eth-ridge & 
Co. agency at Norfolk, Va., as a result 
of this agency recently takin: on the 
Public Fire which pays commissions in 
excess of regular board companies and 
has planted with another Norfolk agen- 
cy. According to Daniel L. Coulbourn 
Virginia state agent for the National, this 
is one of the oldest agencies in Vir- 
ginia, having been established in 1869, 
Withdrawal of the National from the 
Thomson-Etheridge & Co. agency leaves 
only the Public Fire in the office writ- 
ing fire business. Four other companies 
were resigned by the agency when it 
took on the Public Fire. These were 
the American Central, Automobile, Royal 
Exchange and the Eagle Fire. 





REACTION ON PHILA. SCALE 


The action of the Eastern Under- 
writers Association, at its annual meet- 
ing in New York last week, in adopting 
the old commission scale of 20, 25 and 
35%, with 714% contingent, for the 
Philadelphia territory, effective January 
1, has not as yet helped to clarify the 
present disagreement between the agents 
and the E. U. A. The agents in re- 
jecting the proposed agreement recently, 
voiced their opposition to the clause 
which would permit the agent from re- 
ceiving commissions from any company 
at a higher scale than that. set forth in 
the agreement. The companies will not 
recede from their position of demanding 
the insertion of this clause in the agency 
agreement. 





F. A. COWARD IN JERSEY FIELD 


. A. Coward is appointed by the 
Glens Falls as the new special agent for 
northern New Jersey with headquarters 
at 84 William street, New York City, to 
succeed C. F. Woodcock, whose resigna- 
tion goes into effect December 31. Mr. 
Coward has had several years’ field ex: 
perience for this company in West Vir- 
ginia and Ohio. A. L. Loew, Glens Fall’ 
special agent for eastern New York, wil 
assist in covering northern New Jersey 
temporarily and caring for the work in 
cident to the closing of the year’s bus- 
ness. 





NOVEMBER LOSSES DOWN 50% 

New York City fire losses in Novem 
ber decreased more than 50% compared 
with the same month last year, accort 
ing to figures of the committee on losses 
and adjustments of the New Yor! Boatl 
of Fire Underwriters. The total ‘ss for 
November of this year was $99'.%5 % 
against $1,941,560 in the same mov th last 
year. For the first eleven month 
year the city’s losses are 25% un \ 
figures for the corresponding pc"! 
1927, although the number of cla‘ns hi 
been reduced only slightly mo: > tha 
1%. The loss figures for 1928 «re 
946,861, while last year they weve $i 
253,827. These figures constitut: abot! 
two-thirds of all the losses in te “ll: 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 





NEAL BASSETT, President JOHN KAY, Vice-President and Treasurer 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President 
JANUARY 1ST, 1928, STATEMENTS 





ORGANIZED 1855 
FIREMEN’S INSURANCE COMPANY 


OF NEWARK, NEW JERSEY 


ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 
$40,000,136.83 $19,459,279.01 $7,500,000.00 $13,040,857.82 $20,540,857.82 





ORGANIZED 1853 


THE GIRARD F. & M. INSURANCE COMPANY 
OF PHILADELPHIA, PA. 
$6,000,966.28 $2,930,594.84 $1,000,000.00 $2,070,371.44 $3,070,371.44 





ORGANIZED 1854 


MECHANICS INSURANCE CO. 
OF PHILADELPHIA, PA. 
$4,828,245.29 $2,820,808.68 $600,000.00 $1,407,436.61 $2,007,436.61 





ORGANIZED 1866 


NATIONAL-BEN FRANKLIN FIRE INS. CO. 
OF PITTSBURGH, PA. 
$4,907,721.63 $2,557,216.60 $1,000,000.00 $1,350,505.03 $2,350,505.03 





ORGANIZED 1871 


SUPERIOR FIRE INSURANCE CO. 
OF PITTSBURGH, PA. 
$4,835,369.35 $2,520,317.56 $1,000,000.00 $1,315,051.79 $2,315,051.79 





~ ORGANIZED 1870 


CONCORDIA FIRE INSURANCE CO. 
OF MILWAUKEE, WIS. 
$5,250,424.26 $2,567,447.92 $1,000,000.00 $1,682,976.34 $2,682,976.34 





ORGANIZED 1886 


CAPITAL FIRE INSURANCE CO. 
OF CONCORD, N. 


$760,298.04 $375.00 $300,000.00 $459,923.04 $759,923.04 





TOTAL PREMIUM RESERVE TOTAL NET PREMIUMS 


$27,594,166.15  EASTERNDEPARTMENT — $95, 684 405,78 


10 Park Place 
WESTERN DEPARTMENT Newark, New Jersey 
844 Rush Street 
Chicago, Illinois 





PACIFIC DEPARTMENT 
CANADIAN DEPARTMENT 60 Sansome Street 


461-467 Bay Street 


H. A. CLARK, Manager Fenuaten: Ceiandbe San Francisco, California 
reefer MASSIE. & RENWICK, Limited, W. W. & E. G. POTTER, 


JAMES SMITH JOHN R. COONEY Managers Managers 


LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
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Conference Agreement 
Fails At First Test 


COMPANY AUTHORITY LACKING 








National Ass’n. of Insurance Agents 
Committee Finds No Similar Body 
of the National Board 





The National Association of Insurance 
Agents discovered last week with some- 
what tragic suddenness that the ma- 
chinery provided in the conference 
agreement effected with the National 
Board of Fire Underwriters to reach a 
final conclusion on facts when an agency 
appointment is challenged as a_ bank 
agency, appears not to function as ex- 
pected. A committee of the National 
Board headed by President George G. 
Bulkley, met a committee of the agents’ 
association in New York last week to 
thrash out difficulties arising out of al- 
leged bank agency appointments at 
Ponca City, Okla. but when the two 
groups met the National Board spokes- 
man said he and his associates had been 
given no authority to act for the Na- 
tional Board companies. 

The conference was called at the re- 
quest cf some of the companies involved 
in the Ponca City Board’s complaint that 
a bank agency had been set up’ in vio- 
lation of the conference agreement. Last 
April, when it developed that the Ponca 
City agents were on the point of bul- 
letining the companies as unfair, some 
of the companies involved appealed to 
the National Association to come to the 
rescue in warding off precipitate action 
until the matter could be brought up in 
an orderly manner before a conference 
of the National Board and the National 
Association. 

First Test of Agreement 

This is the first time since the agree- 
ment was signed that its co-operating 
clause has been tested, and the fact that 
no machinery is provided by the Na- 
tional Board creates a situation not con- 
templated in the beginning. It seems 
most unfortunate to the agents that no 
tribunal can be created on the part of 
the companies, through which organiza- 
tions of companies and agents can con- 
fer or meet on common ground with ref- 
erence to the fundamentals of company- 
agency relationships. Company opinion 
is that the conference agreement is too 
important a document to be allowed to 
fail to function. 

When the committee of the National 
Association, consisting of President R. 
P. DeVan, Executive Committee Chair- 
man Clyde B. Smith, Past Presidents 
Frank L. Gardner and W. E. Harring- 
ton and J. W. Rose and E. J. Cole of 
the executive committee appeared at the 
appointed time and place, they were met 
with the statement that the National 
Board had no committee authorized to 
act in matters of this kind. 

Originally the complaint of the Ponca 
City Board was against the Commercial 
Union, the Fire Association, the Great 
American, the Niagara, the Pennsylvania 
Fire and the Trinity Fire Insurance 
companies. Since the complaint was 
first filed, the Great American has with- 
drawn from the agency, to quote Vice- 
President Chas. R. Street, “in the in- 
terest of peace and harmony.” The Ni- 
agara is not a signatory company to the 
Conference Agreement, and the Penn- 
sylvania Fire made no commitment as 
to the Agreement until July 1, 1926. 

Action Is Stopped 

On the date fixed for the hearing 
(December 12), some of the companies 
appeared prepared to file briefs and de- 
fend the charges. The action of the 
National Board foreclosed them from 
this procedure under the conference 
agreement. It is understood that Vice- 
President J. M. Thomas of the Fire As- 
sociation appeared for his company, and 
upon learning that no committee had 
been provided by the National Board, 
formally requested that such a commit- 


tee be provided. 
vain. 

President Bulkley requested delay of 
one day, in order that he might sub- 
mit the matter to the National Board’s 
Executive Committee, with the end in 
view that a committee might be author- 
ized to hold a conference the follow- 
ing day. However the Executive Com- 
mittee held that no committee would be 
provided, and the only proviso which 
might affect this general position would 
be if all the companies against which 
complaint had been made petitioned for 
appointment of a conference committee. 
This information was given to the com- 
mittee of the National Association the 
following day by President G. G. Bulk- 
ley. 


His request was in 





H. A. Smith Dead 


(Continued from Page 21) 


ford. In 1902, 1903 and 1904 Amherst de- 
feated some of the most important foot- 
ball teams in the country, including Har- 
vard, Dartmouth, Holy Cross and Colum- 
bia. For many vears Mr. Smith attend- 
ed the big football games. He was also 
fond of good boxing and _ wrestling 
matches. 


Team Work in His Company 


One of the fundamental truths which 
Mr. Smith learned on the football field 
which proved of tremendous strength to 
him and his company in later years, was 
that a team acting in perfect harmony 
and correlation can accomplish more 
than an individual no matter how bril- 
liant. Better a perfect working machine 
than a collection of individual stars. This 
is one reason the home office organiza- 
tion of the National of Hartford is so 
highly regarded throughout the insur- 
ance world. The best men have been 
placed in tactical positions and the team 
work has been splendid. Members of in- 
surance associations and insurance com- 


mittees have frequently been amazed 
when they called up the National in 
Hartford to find the number of men at 
the head office who were completely 
posted on the developments of the busi- 
ness and who could give important and 
valuable information when asked to do 
so. 
His Work for National Board 


As a conscientious and intelligent com- 
mitteeman of the National Board Mr. 
Smith picked up a lot of information 
which is of inestimable value to the busi- 
ness. In 1910-11 he was on the finance 
committee; the following twelve months 
he was on the committee of lighting and 
heating and patents; in 1915 he had his 
first experience on the executive commit- 
tee, serving at the same time on the fire 
prevention committee. He first became a 
member of the committee on laws in 
1913; and in 1915 went on the Actuarial 
Bureau Committee. He did remarkably 
fine work as chairman of the construc- 
tion of buildings committee from 1916 to 
1918 and in 1918 became chairman of the 
committee on laws. He went on the pub- 
lic relations committee in 1918 serving 
three years; on the uniform accounting 
committee in 1919; on the executive com- 
mittee again in 1920; on the law com- 
mittee the same year; and a year later 
became chairman of the executive com- 
mittee. Following that he was elected 
president. 

Besides his wife, Mrs. Helen Nicholas 
Smith, Mr. Smith leaves his mother, 
Mrs. Charlotte Elizabeth Smith of Hart- 
ford; a daughter, Mrs. Wilbur Wyatt 
Walker of Hartford; two sons, James 
Nichols Smith and Malcolm H. Smith, 
both of New York City; and three grand- 
children, Wilbur Walker, Patricia Wal- 
ker and Barbara Smith of New York 
City. 

At the time of his death Mr. Smith 
was a member of the Hartford Club, the 
Hartford Golf Club, the Farmington 
Country Club, the Wampanoag Country 
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Choose 


Company 


INCORPORATED - 1872 


Insurance Company - 
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Choose 


Company 


STATEMENT JANUARY 1, 1928 


$12,500,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


23.422,85 


5.2 1 


NET SURPLUS 


2 1.066,1 19.35 
56.982.974.56 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$33,560,119.35 


LOSSES PAID POLICY HOLDERS 


‘$194,691,909.09 


HOME OFFICE 
ONE LIBERTY STREET, NEW YORK CITY 


WESTERN DEPARTMENT 

310 South Michigan Avenue, Chicago, IIl. 
CG. R. STREET, Vice-President 
PACIFIG DEPARTMENT 

233 Sansome Street, San Francisco, Cal. 
CLIFFORD CONLY, Manager. 
MARINE DEPARTMENT 


NEW YORK—Ww. H. McGee & Co., General Agents, 11 So. William Street 
SAN FRANCISCO—George L. West, Manager, 233 Sansome Street 
CHICAGO—Ww. H. McGee & Co., Gen’! Agts., Insurance Exchange Bld¢. 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 


eat ay a SE 


Club, the University Club ; feck 
Club of New York City. ee 
Funeral Held Yesterday 

Funeral services were held yesterda 
afternoon at 2:30 p. m. from the famil 
home in Hartford. President George G 
Bulkley, of the National Board of [°\.. 
Underwriters, named the following co: 
mittee to represent that organization 
the funeral: R. M. Bissell, presiden: 
the Hartford Fire; Wilfred Kurth vi 
president of the Home; J. W. Cochra 
president of the Fire Association: C | 
Shallcross, United States manager of | 
North British & Mercantile, and Willi, 
R. Hedge, president of the Bost. 
Thomas M. Marson, secretary of 
United States Fire Companies Confer 
ence, will represent that organizatic 
and the American Foreign Insurance 
sociation was represented by Harry Au 
tin, its general manager. 

The honorary pallbearers were as {ol- 
lows: Colonel Francis T. Maxwell 
George H. Burt, Frederick F. Small, Ed. 
win Y. Judd, John H. Buck, Governor 
Marcus H. Holcomb, Arthur G. Woolley 
J. Henry Roraback, Sidney Z. Mitcheil 
Carl F. Sturhahn, Bertram N. Car- 
valho, Frank D: Layton, Sidney T. Max- 
well, Fred B. Seymour. : 


The active pallbearers were the sey- 
eral secretaries and assistant secretaries 
of the National Fire, as follows: C. B 
Roulet, G. F. Cowee, R. M. Anderson, 
C. L. Miller, C. C. Hewitt, R. C. Alton’ 
L. C. Breed, H. B. Collamore, V. |. G 
Petersen. As a mark of respect, the 
offices of the company in Hartford, New 
York and Chicago were closed. 


S- 





NEW PENNA LOCAL BOARD 


A new local board of casualty and 
fire insurance agents was organized re- 
cently in Venango County, Pa., known 
as the Venango County Association of 
Insurance Agents. This association has 
two branches, consisting of Oil City and 
Franklin. The following officers were 
elected: President, George Fry, of 
George B. Fry & Co. Franklin; vice- 
president, J. E. Burns, of the J. R. Gates 

Sons Company, Oil City; secretary- 
treasurer pro tem, Esther Nelson, of the 
Nelson Insurance Agency, Oil City; as- 
sistant secretary, Mary Dwyer, of the 
Dwyer Agency, Oil City. The Frank- 
lin and Oil City branches will hold sep- 
arate branch meetings once a month, 
and the entire County Association will 
hold its regular meetings; quarterly. 





PITTSBURGH CLUB ELECTS 

_ The Insurance Club of Pittsburgh held 
its annual election on December 11 and 
chose the following officers and direc- 
tors: John C. McCarthy, president; C. C. 
Kohne, Jr., vice-president ; J. W. Arrott, 
vice-president; Chas. H. Bokman, sec- 
retary-treasurer; H. M. Freund, assis- 
tant secretary; directors: E. E. Cole, 
Jr., chairman; J. W. Arrott, H. S. Bep- 
ler, M. B. Cohill, F. S. Guthrie, A. E. 
McCloskey, J. J. O’Donnell, C. A. Reid, 

I. S. Reviere. The annual reception and 
dinner is to be held in January, 1929. _ 





MOFFATT’S SON DIES 


John Day Moffatt, nineteen-year-old- 
sophomore at Princeton University, died 
Wednesday at the home of his parents, 
Mr. and Mrs. Thomas C. Moffatt of East 
Orange. Moffatt left Princeton Satur- 
day for his home, feeling ill. The fu- 
neral services will ‘be conducted at the 
home this afternoon at 2 o’clock by Rev. 
George H. Donovan, pastor of the Trin- 
ity Reformed Church. 





R. A. LEERET SPECIAL AGENT 

Robert A. Leeret, of Glens Falls, New 
York, has been appointed special agent 
for the inland marine department o: the 
Glens Falls, with headquarters at the 
home office. For many years Mr. Leeret 
has been in charge of the tourist »ag- 
gage, registered mail, parcel post an 
truck transit lines at that office. 


Dec 
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INSURANCE 
IN 
INDUSTRY 


EW MODELS for 1929, now show- 

ing at the Automobile Shows, mark 

the phenomenal progress of automobile 

manufacturing in just a few decades to 

where it ranks as one of our most impor- 
tant industries. 


Millions of new cars will soon speed 


with the millions of old ones along the 


nation’s highways. While most of the 
owners of these cars will carry automobile 
insurance, the wise ones will see to it that 
their policies are in companies of tested 
strength like the American Eagle Fire 


Insurance Company. 


“AMERICA FORE" 


AMERICAN EAGLE 


FIRE INSURANCE COMPANY 
EIGHTY MAIDEN LANE, NEW YORK.N.Y. 


ERNEST STURM, Crainman oF tne Boano, 
PAUL L.HAID, Presioenrt. 


CASH CAPITAL—ONE MILLION DOLLARS 


Chicago San Francisco 
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In Fire Rate Making 


ACTUARY OF "NATIONAL BOARD 





Choice of Successor to Robb as Manager 
of N. Y. Exchange Meets With 
Approval in the City 


Harold M. Hess, actuary of the Na- 
tional Board of Fire Underwriters, whose 
appointment as manager of the New 
York Fire Insurance Exchange was an- 
nounced in these columns last week, will 
take over the duties of his new office 
within a short time, the exact date be- 
ing dependent somewhat upon the in- 
vestigation into fire insurance rates now 
being conducted in Virginia. Two weeks 
ago Mr. Hess was on the stand down 
there for two days defending the present 
methods of fire rate-making, and he was 
in Richmond yesterday when the inves- 
tigation was resumed. 

The manager of the New York Fire 
Insurance Exchange holds one of the 
most important. posts in the fire insur- 
ance business in this section of the 
country. Willis O. Robb, who resigned 
last summer as manager, fulfilled hts du- 
ties in a most capable manner and won 
a host of friends. The contacts he made 
through his position here were tremen- 
dous. Mr. Hess becomes manager after 
years of rating and company executive 
experience and the choice of the Ex- 
change meets with wide approval. He 
has been with the National Board for 
two years in New York and has satisfied 
the insurance fraternity in this city that 
he is one who can successfully head the 
New York Fire Insurance Exchange. 

Quiet, Modest Worker 

Last week Mr. Hess was present at 
several sessions of the insurance com- 
missioners and other insurance bodies at 
the Hotel Astor, but as his appointment 
was not made public until Thursday, 
many of his out-of-town friends did not 
have the chance to congratulate him. His 
experience in the West for many years 
gained him _a_ wide acquaintanceship 
there. Mr. Hess is a quiet, modest man 
who has kept out of the limelight largely 
but has gone along, nevertheless, and 
done fine work. 

A graduate of Dartmouth College in 
1903, Mr. Hess went into insurance with 
the Illinois Inspection Bureau. In ,1906 
he joined the Western Actuarial Bureau 
of the (Western) Union and personally 
supervised the fire rating of five of the 
large Western cities, namely, St. Paul, 
Minneapolis, Milwaukee, St. Louis and 
Cincinnati. He left that Bureau in 1911 
to become manager of the Missouri In- 
spection Bureau. In the field he had two 
big cities under his direction—St. Louis 
and Kansas City—so that he got ample 
practice in the rating of important mu- 
nicipalities. 

In 1919 Mr. Hess was elected secre- 
tary of the American Central, which con- 
nection he retained for seven years. Dur- 
ing this period he gained valuable expe- 
rience in the underwriting end of fire 
insurance to add to the knowledge he 
already had of rate-making. It was this 
combination of assets that made him a 
valuable man for the National Board and 


led to his appointment as actuary in 
1926. 








WILSON SUCCEEDS CONGDON 

Clinton J. Wilson, special agent of the 
Liverpool & London & Globe in New 
York, has resigned to become state agent 
in New York for the Fire Association 
of Philadelphia and its affiliated compa- 
nies, effective January 1. Mr. Wilson 
succeeds George E. Congdon, of Jack- 
sonville, N. Y., who is retiring after 
thirty-two years as state agent of the 
Fire Association. Mr. Wilson will have 
his headquarters in the Gurney building, 
in Syracuse. 





INDEPENDENCE DIVIDENDS 
The Independence Fire of Philadelphia 
has declared a 3% dividend, payable De- 
cember 31, to stockholders of record De- 
cember 15. 
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FORM THREE LOCAL BOARDS 





Insurance Association of Allentown, Eas- 
ton and Bethlehem Organized By 
Pennsylvania Agents 

Recently a meeting of the fire and 
casualty local agents of the lower Lehigh 
Valley was held at Bethlehem, Pa., for 
the purpose of organizing local agents’ 
associations in Bethlehem, Allentown and 
Easton. The attendance was excellent 
and represented a majority of the better 
class agents in the three cities. As a re- 
sult of this meeting the following three 
new local boards in Pennsylvania were 
formed: 

Insurance Association of Allentown 
and Vicinity: President, Ray S. Brown, 
of Brown & Koch; vice-president, Paul 
Miers, of Miers Insurance Agency; sec- 
retary, James W. Wood; treasurer, Nim- 
son Eckert, of Eckert & Son. These of- 
ficers constitute a temporary executive 
committee. 

Insurance Association of Bethlehem 
and Vicinity: President, Warren R. Rob- 
erts, of the Woodring-Roberts Corpora- 
tion; vice-president, Const. Collins, of 
Const. Collins & Son; secretary-treasur- 
er, Edward L. Myers. The executive 
committee of this association consists of 
the officers, John Shonk, W. H. Stahl- 
necker and Walter C. Ruthhart. 


Insurance Association of Easton and 
Vicinity: President, Henry McKeen & 


Son; vice-president, Chas. G. Brunner, 
of Brunner & Brunner; secretary, George 
N. Biesel; treasurer, William H. Linde- 
man, of Bangor, Membership in_ all 
three of these associations is co-exten- 
sive with the Pennsylvania Association 
of Insurance Agents and the National 
Association of Insurance Agents. 





ON LEGISLATIVE COMMITTEES 


The following have been appointed 
members of the legislative committee of 
the Pennsylvania Association of Insur- 
ance Agents; H. E. McKelvey, chairman, 
Pittsburgh; Ray S. Brown, Allentown; 
Kenneth H. Bair, Greensburg, and G. W. 
Mattson, Harrisburg. 


~Dakota, has been 


STATISTICAL BUREAU MOVES 





Rap’d Increase in Volume of Business 
Renders Necessary Change of 
Quarters to 75 Maiden Lane 

The Recording & Statistical Bureau, 

Inc., which has been located at 76 Will- 

iam street in New York, moved last week 

to /» Maiden lane. This change is ne- 
cessiiated by the rapid growth of the 

statistical service of the bureau. R. G. 

Clarke is president of the organization 

=. Fletcher is vice-president and 

I. E. L. Taylor secretary. Branch of- 

fices are operated in Boston, Chicago, 

Metroit, Montreal and Toronto. In the 

insurance business the Bureau handles 

t tistics of classification, reserves, cur- 

rent outstanding loss data, unearned 

premiums, agency distributions, current 
and annual reports. 





HOBOKEN COMPANY FINANCED 


The Fire Assurance Corporation of 
New Jersey, with home office in Ho- 
boken, has completed its financing, 
creating $200,000 capital and $30,000 sur- 
plus and expects to begin writing early 
next year. The officers are: Chairman 
of the board, M. Edward Verdi; presi- 
dent, Louis S. DuFour; vice-presidents, 
William S. Guillan and John Viacaza; 
treasurer, C. L. Edinger; secretary, Ed- 
ward Johnson, and general counsel, 
William Stuhr. Mr. DuFour, who was 
formerly with the old Manufacturers 
Fire of Red Bank, N. J., will have gen- 
eral charge of the underwriting of the 
new company. 





TIPPERY SUCCEEDS THOMAS 


W. J. Tippery, state agent of the 
Aetna (Fire) in Minnesota and North 
appointed assistant 
manager of the Western department at 
Chicago, as’ of January 1, to succeed 
Charles F. Thomas. who goes with the 
Western Union. Mr. Tippery started 
with the Aetna in 1891 as a clerk in the 
department at Omaha. 
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DESIRABLE 


FLOORS anv OFFIC! § 
TO RENT — 


Beautiful Fireproof 
LEHIGH BUILDING | 


In the Heart of the Insurance Disi. ct. 


106-108 S. 4th St., Philadelphia, °a. | 
Day a: d Night Elevators, Excellent Ja: ‘or 
Service, Ownership anagement, Lo» «st 
Rental in Philadelphia. | 
$1.50 Per Square Foot | 


Fourth Floor has 1500 Square Ft. Alter: to 
Suit Te ant—Entire First and Second £! 
Availabl -—Rent Sent on Application—} 
Floor has 1294 Ft.—Second Floor has 12753 ¢t, | 
(Not Including Private Vault) | 
First and Second Floors Have Private S ‘air. | 
ways, Also Private Toilet and Storage Room. | 
GEO. S. CUMMINGS 
60 Park Place - 





Newark, N. 

















U. & O. LOSS QUERY 





Interpretation of Lines 38 to 42 in Stand. 
ard Fire Insurance Policy Discussed 
By General Manager 

The Eastern Underwriter has been 
asked as to how a use and occupancy 
loss can be covered under a standard 
fire policy in view of lines 38 to 42, which 
provide that the company shall not be 
liable for loss occasioned by interrup- 
tion of business or manufacturing pro- 
cesses. From a well-known general ad- 
juster The Eastern Underwriter has re- 
ceived the following answer: 

“T recognize this provision as applying 


‘to the old New York Standard Fire In- 


surance Policy, but practically the same 
provision is contained in the present New 
York Standard Form. 

The standard policies or those adopted 
for use in a number of other states do 
not contain that provision, but liability 
is, of course, assumed for direct rather 
than consequential loss. 

“While it is true that under most 
forms of policies liability is excluded 
by their terms for loss occasioned by 
interruption of business or manufactur- 
ing processes, it would no doubt be re- 
garded that the assumption of use and 
cecupancy liability by a special rider 
vould be a good, valid and binding con- 
tract as between the company and the 
assured, on the ground that the more 
liberal conditions of the form attached 
would override the less liberal terms of 
the policy. 

“It may be pointed out that the laws 
of some states provide that in addition 
to the risk of direct loss or damage by 
fire, appropriate forms of supplemental 
contracts may be approved by the su- 
perintendent of insurance and their use 
in connection with the standard fire in- 
surace policy may be authorized by him, 
and no doubt the companies file with in- 
surance departments such supplemental 
forms as they may desire to use on the 
different classes of hazards, such as use 
and occupancy.”: 





KENTUCKY MEETING 


The Kentucky State Department ot 
Fire Prevention and Rates has arran ed 
a series of meetings to advance org.n- 
ized co-operation among fire and casial- 
ty insurance agents of Kentucky, ‘he 
first meeting was Thursday night | 1s 
week at Winchester. The Kentucky \s- 
sociation of Insurance Agents is co- \p- 
erating end the meetings are expe: od 
to have a fine influence and excellent e- 
sults. 





NEW ALABAMA COMPANY 
The Bankers’ Fire & Marine is be 15 
formed in Birmingham, Ala., with for °* 
Insurance Superintendent Frank N.  u- 
lian of Alabama as president. The ! w 


company will have a capital of $300, 0 


and a like surplus at the outset. It \ ll 
operate solely in Alabama and will | -- 
gin operations in February or March. 


Deee 
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Making Service Mean Something 


You can shout “Service” like a newsboy ballyhooing an extra, but if you 
don’t back it up by action it’s a hollow cry. 

We give our agents actual, tangible, helpful service. Part of it is our company 
magazine, The ACCELERATOR. This magazine, packed with information, 
sales-helps, constructive criticism, new ideas, and other interesting wallops 
pertaining to insurance, goes to our agents every month. 

Another part of our backed-up service is our Advertising Department itself. 
The details of our agents’ advertising, if they desire, are taken care of by this 
department. We handle these details with all the thought and experience that 
would be accorded a national account in an advertising agency. Our Adver- 
tising Department is ready, on request, to supply copy for newspaper advertise- 
ments, circulars, booklets, sales letters and even speeches. It enables our agents 
to build up their business through the medium of advertising and advanced 
sales methods and frees them from the trouble, time, and expense that are in- 
volved if agents give their own time to this work. 

Wouldn’t you like to see some specimens of this special work of our Adver- 


tising Department? And wouldn’t you like to have us mail you a copy of The 
ACCELERATOR? 


BOSTON INSURANCE COMPANY 


OLD COLONY INSURANCE COMPANY 
87 KILBY STREET, BOSTON, MASSACHUSETTS 








Selling Fire Side Lines 
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Paul K. Garver of Logue Bros. & Co., Inc., Pitts- 
burgh, Cites Some Essential Prerequisites 
to the Successful Development 
of These Covers 


Paul K. Garver, manager of the local 
department of Logue Bros. & Co., Inc¢., 
of Pittsburgh, well-known wmsurance 
agency there, is an authority on the de- 
velopment of .the side-lines of fire insur- 
ance. He knows how to develop and sell 
this important branch of the fire imsur- 
ance business and the selling points which 
he gives herewith are worthwhile the 
study of any local agent. On the subject 
of side line salesmanship Mr. Garver 
says: 

Does it take salesmanship to sell side 
line insurance? The ambition of each 
and everyone of us is to produce, and 
thereby reach the goal of success. To 
accomplish this you must be sure of 
yourself, have faith in what you offer, 
know your article, your company, apply 
yourself and always“be alert. Call this 
salesmanship if you wish, but these, in 
my opinion, are the essential qualifica- 
tion’, eliminating, however, the so-called 
“high pressure art.” 

One of the best possibilities an agent 
has for increasing his premium income is 
through the medium of tourist floater 
fur, jewelry, fine arts, rent or leasehold, 
aircraft, explosion, or any of the other 
side line policies, and there is an im- 
mense volume of these premiums lying 
everywhere untouched, which could be 
yours for the soliciting, and your most 
valuable prospects are the clients you 
have on your books at the present time. 
The public is becoming more educated 
every day to the fact that insurance can 
be had to cover them against almost ev- 
ery hazard, and the agent that ap- 
proaches them first gets the business. 

I believe that “knowing your policy” 
is the greatest essential to success. There 
is nothing that will queer the sale of the 
side line policy so quickly as to have a 
prospect discover that you are not sure 
of what you are talking about. Be sure 
of the hazards covered, the exclusions 
and all other conditions of the contract, 
including the rate and premium, also 
have a good knowledge of the company 
you are offering, and be sure the pros- 
pective client is advised clearly. Most 
important of all be positive the risk will 
be acceptable to your company, as a fail- 
ure of this nature would have a serious 
reaction on the possibilities of selling 
your prospect future insurance. 

Circularize Prospect in Advance 


There is a decided advantage in cir- 
cularizing your prospect prior to making 
a personal call, and from experience I 
have found that the best advertising ma- 
terial that an agent can use are the 
pamphlets which the company are dis- 


tributing for every side line of insurance 
written today, accompanied by a personal 
letter calling attention to the pamphlet. 

Side line insurance, besides being a 
premium booster, is the greatest open- 
ing wedge a man has to the opportunity 
of securing the bulk or all of ah indi- 
vidual or firm’s insurance business, for, 
as the old saying goes, “It is the little 
things that mean a lot.” 

The man who already has his prop- 
erty, personal effects, furnishings, auto- 





PAUL K. GARVER 


mobile, etc., insured against fire appre- 
ciates the value of protection and by 
simply explaining the additional protec- 
tion that can be obtained by any of 
these side line policies, your prospect will 
also appreciate the value, satisfaction, 
and peace of mind that he can secure 
through these various coverages. 
Looking at the side line insurance from 
an angle other than the increased pre- 
mium income, it is your duty to explain 
to your clientele the additional cover- 
ages which are now available through 
side line policies as your policyholders 
are relying on you to see that they are 
fully and properly protected. If they 
accept one of these policies and suffer 
a loss, you will be given credit, but, 
should they refuse a certain coverage, 
your obligation has been fulfilled in 
bringing the coverage to his attention. 








INSURING FINANCED PLANES 





Commercial Credit Co. One of Large 
Finance Companies Starting in 
This Form of Business 

Insurance is playing its part in the sale 
of airplanes on the deferred payment 
plan, just as it has assumed such a large 
role in automobile financing. Several of 
the large national credit organizations 
are now backing such sales of airplanes 
and the Commercia! Credit Co. of Balti- 
more is the latest to announce its plans, 
which include an insurance tie-up, al- 
though the name of insurance company 
or underwriters’ organization is not an- 
nounced yet. Two. twelve-passenger 
planes have already been delivered on 
the partial payment plan and are en- 
gaged in commercial-passenger work in 


the Middle West. 


Organization of a special airplane di- 
vision of Commercial Credit Companies, 
headed by C. W. Mitchell, Jr., former 
navy aviator, came after more than a 
year of investigation and study on the 
parts of financing and insurance experts. 
financing and insurance experts. 

Time buyers of airplanes make a 
minimum down payment of 33 1-3% plus 
the standard finance charges, about the 
same‘as the rates prevailing in the auto- 
mobile trade. The insurance coverage is 
inclusive, repaying for losses by fire, 
theft, winds, crashes, public liability, 
property damage and passenger hazards 
if passengers are carried for hire. In 
case of a plane costing $21,000, the pres- 
ent insurance rates against all hazards 
is estimated at $3,750, more or less, de- 
pending upon three main factors: Type 
of plane, pilot’s record, type of service. 


LONDON JAUNT 





Colorado Commissioner Would Have 
Committee Study Strange Forms 
of British Insurance 
Commissioner Jackson Cochrane of 
Colorado caused considerable amusement 
with a resolution he brought to New 
York which asks for the appointment of 
a committee of commissioners to go to 
England for the purpose of studying 
forms of unique insurance coverage 
about which little is known in this coun- 
try. The last paragraph of the resolu- 

tion reads as follows: 

““Be it Resolved, That the National 
Convention appoint a committee to ar- 
range a visit to the city of London by 
such members of this convention as may 
chose to attend, at such time as may be 
determined, for the purpose of making an 
investigation into the English system of 
insurance, especially such lines as have 
not been developed in this country, and 
that sufficient time be taken in the situa- 
tion for a proper study of the question, 
and that each attendant report to the 
convention as soon thereafter as conven- 
ient.” : 

Sounds attractive, but who would pay 
the committee’s expenses? 





INAUGURATE AIRPLANE PATROL 

Airplane forest fire patrol has been 
inaugurated in four Virginia counties— 
airtax, Fauquier, Prince William and 
Stafford, according to announcement by 
Chapin Jones, state forester. Accord- 
ing to the plan which has been worked 
out between officers of the United States 
Marine Corps at Quantico and W. H. 
Stoneburner, district forester of the Vir- 
ginia Forest Service, a pilot and an 
observer will leave Quantico twice daily 
during the Spring and Fall forest fire 
seasons to locate fires. Large V mark- 
ers of white boards are being placed 
at the forest wardens’ homes. When the 
observer sights a fire, the exact location 
wil be noted and a message will be 
dropped into the yard of the nearest 
forest warden. Detection of forest fires 
by aeroplane patrol has been used for 
several years in far western states and 
to a certain extent in Maine, but the 
project in Fairfax and adjacent counties 
marks the first attempt to meet Vir- 
ginia’s forest problems by this method. 
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ADJUSTER 
for STATE of CONNECTICUT 


Wide Experience Prompt Service 
Moderate Charges 
Tel. 221-4 Washington 
Warren, Conn. Cornwall Bridge P. O. 
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Public Fire Now Has 600 Agents 





Net Premium Volume of Two and a Half Millions Written Since July 1; $5,000,000 Cash Was Raised Without 
Commitments; Has Not Adopted a Non-Affiliated Platform; Careers of Chairman Vanderbilt, 
President Dargan and Other Officers 


America is the richest country in the 
world. Such material resources as it 
possesses have never before been ap- 
proached in history. One of the under- 
lying factors in this unparalleled pros- 
perity is the business of fire insurance, 
which is a concomitant protecting wealth 
already created and keeping in step with 
recurrent development of the nation’s 
visible property. The companies which 
furnish the protection have grown re- 
markably strong, so powerful that it is 
only natural that the financial world has 
been paying more attention than ever 
to this great sea of business. Because 
the fire insurance ship is riding the 
business waves so easily and because that 
ship is growing so powerful and so large 
it is only natural that there has been 
a demand for stock ownership in this 
craft. As the financiers came aboard the 
investment plank so has a considerable 
part of the investing public which here- 
tofore had shown neglect or lack of 
knowledge. 


Companies of Many Types 

The natural development in this situa- 
tion has been the organization from 
coast to coast of a number of new com- 
panies announcing in their papers of in- 
corporation their intent to write fire in- 
surance. In this section of the nation 
the new company trend has been strong. 
These companies are running a wide 
gamut of classification. There are com- 
panies which are believed to be little 
more than investment trusts, merely fur- 
nishing an opportunity to earn a mod- 
est dividend return on a large outlay of 
large capital and surplus. There are 
companies which have been organized as 
an expansion of a chain adding another 
link of some kind or another which 
may permit of the writing of larger lines 
ot help in agency plant establishment. 
There are companies which furnish a 
suspicion that the promoters are inter- 
ested principally in selling the stock and 
collecting the commissions on such sales. 
There are companies which have almost 
died a-bornin’, or at least will never be 
heard of again after the first flash of 
publicity. And there 


are companies 
which mean business, which buttressed 
with impregnable financial resource, 


strong personnel and background of long 
fire insurance experience of executives, 
are out to plant agencies on a big scale 
and become a factor in the great fire 
insurance machine. 

Raising Millions for the Public Fire 
Probably the company of the last 
named type which has attracted the most 
attention from executives of other com- 
panies is the Public Fire of Newark. Be- 
fore it wrote a dollar of premium it was 
ready for the fray with “a strong box” 
f millions, an executive personnel con- 
‘isting of experienced and skilful fire in- 
urance men, extensive head office quar- 
ters in one of the most important sky- 
crapers in Newark, the friendly co- 
‘peration of some of the leading agents 
in the country, positive and definite ideas 
ff what it planned to do and last, but 
not least, a board of directors which 
chowed decided confidence in the com- 
pany’s future. Much of the confidence 
‘rew out of faith in the personalities of 
he company’s two leaders: Arthur T. 
Vanderbilt, chairman of the board; and 
‘ames T. Dargan, Jr., president of the 
company. 

Of Mr. Vanderbilt, who is a Newark 


lawyer, it has been said in that city that 
he has been successful in everything 
with which he has been connected since 
school daysand is a natural born leader. 
His contacts in Northern New Jersey 
with people of influence are remarkable. 

Mr. Dargan has been in the fire in- 
surance atmosphere from boyhood. He 
is a member of a distinguished fire in- 
surance family. His father was for years 
one of the most prominent fire insur- 
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ance executives in the South. His cousin 
was one of the South’s leading fire in- 
surance men for some decades. 


Oversubscription 

The financing of the Public Fire is 
generally regarded in the business as a 
remarkable achievement. It was decided 
by the organizers of the Public Fire that 
the financial and business world has 
been readjusting its viewpoint as to what 
constitutes strength in preliminary fi- 
nancing of an insurance company; that 
the days when a million or two made 
much of an impression when it came to 
a capital and surplus item had been out- 
moded. Hence, the decision was to 
raise $5,000,000 

Messrs. Vanderbilt and Dargan started 
out with that goal in mind. In the main, 
Dargan took the New York and Van- 
derbilt the New Jersey side. The re- 
sult was amazing. Not only was the 
$5,000,000 raised without difficulty but 
there was an oversubscription of 65%. 
Incidentally there was no expenditure 
for promotion expenses. 

“To understand the situation,” said 
Chairman Vanderbilt to The Eastern 
Underwriter in a recent interview, “one 
must know something about the tremen- 
dous wealth with which Northern New 
Jersey is endowed; the marvelous finan- 
cial resources of our section of the state; 
the number of unusually intelligent and 
powerful men who are at the helm of our 
finance, business and industry; of the ex- 
isting courage necessary to embark upon 
new enterprises; and above all of the 


wonderful prestige of insurance itself in 
our community where are located some 
of the largest and most successful of 





the insurance companies. The feeling of 
confidence in insurance in New Jersey is 
extraordinary. How could it be other- 
wise when the insurance record there 
has been so brilliant ?” 

One of the remarkable things about 
the financing of the company was that 
Mr. Vanderbilt did not tell anybody what 
anybody else’s commitments were. His 
talk was something on this order: 

“We are getting up a fire insurance 
company and expect to have a board of 
directors of such and such men. Are 
you willing to travel along with us and 
with them? Here is the list of directors 
who will probably be on the board.” 

With his acquaintance Mr. Vanderbilt 
kn°w whom to see. 

One glance at the board generally did 
the trick. It was the old story of con- 
fidence in names. Thus it was that the 
Public Fire was able to start with 
$1.000,000 capital and $4,000.000 surplus 
and a $200,000 equipment fund. A de- 
posit for $5,200.000 was made in the 
Fidelity Union Trust Co. 

A Talk with the Superintendent of 

. Y. Department 


When James T. Dargan saw Superin- 
tendent Beha in order to arrange for the 


entrance of the company in this state 
the superintendent asked a little fa- 
cetiously, “Why do you want to be a 


New Jersey company instead of a New 
York company?” Mr. Dargan quickly 
retorted that in his opinion there was 
as much prestige in having head offices 
in Newark and explained why, much as 
Mr. Vanderbilt has in a preceding para- 
graph of this story. 

In addition to his work in the New 
York end of the financing Mr. Dargan 
had been working for months on the 
personnel and other features of the or- 
ganization. The Public Fire is not one 
of the companies which got the money 
first and then started looking for the 
underwriters and mapping out the plan 
of the campaign. This was mostlv done 
in advance. Men available for different 
operating cogs in the machine had been 
most carefully lined up and when the 
Public Fire got ready to shoot its gun 
was well loaded. The reaction of the 
fraternitv to the announcements of the 
personnel were characteristic of the five 
insurance community. It was admitted 
that the executives were unusually good 
men, but the comment was that the out- 
fit for a new companv was not one which 
had been employed from the standpoint 
of economy. 

“As to whether a new company should 
outfit its head offices with a measuring 
rod of lower salaries than we are paving 
all depends upon what the company ex- 
pects to accomplish,” said Mr. Dargan. 
“We had no piker ideas from the start 
as to the amount of business which we 
intended to write, and we 


wanted men 

fit and able to handle that volume of 
business.” 

The target at which the Public Fire 


expected to shoot for the first twelve 
months of actual operation was $3.000.- 
000. The company really started the first 
week in May and the first agency ap- 
pointment was that of Hooner & Me- 
Daniel. By July 1 the Public Fire was 
writing in a number of places. The net 
premiums so far written are about $2.- 
500.000. The assets have grown to 
$6,400,000. The chances are that for the 
company’s first year of actual operation 
the net premium volume will hit a point 





some place between $4,000,000 and #,- 
500,000. 
In Thirty-one States 

At the present time the Public Fire 
is in thirty-one states. It has 600 agents. 
Some of the best agents in the country 
have the company’s representation. The 
planting of the company was accompa- 
nied by many interesting incidents. Prob- 
ably the situation in New Jersey itself 
was the most unusual as leading mem- 
bers of the New Jersey Association of 
Underwriters (the New Jersey end of 
the National Association of Insurance 
Agents) came forward and said that they 
would help the company get agents. 
Representatives of the agents’ associa- 
tion met executives of the company and 
traveled with them about the state see- 
ing that they were planted. Three of 
the most prominent of the Public Fire’s 
agents in New Jersey are Thomas C. 
Moffatt, Newark; Boynton Bros. & Co., 
Perth Amboy; and Harry L. Godshall, 
Atlantic City. Mr. Moffatt was presi- 
dent of the National Association; so was 
Fred J. Cox of Boynton Bros. & Co. Mr. 
Godshall was president of the New Jer- 
sev Association of Insurance Agents. 

Back of the co-operation of the New 
Jersey association was sympathy of its 
members with the Public Fire’s stand on 
commissions. The Public Fire is not a 
member of the Eastern Underwriters’ 
Association. Its officers regarded the 
commission situation in New Jersey as 
unsatisfactory and in some places as dis- 
criminating, and it took the bull by the 
horns and made public a scale of com- 
missions of its own. It was larger than 
some companies were paying although 
its officers maintained that it did not top 
some commissions being secretly paid by 
certain companies, and the result was a 
fire insurance sensation. The move was 
sensational because the Eastern Under- 
writers’ Association had announced its 
scale of commissions for New Jersey. 
Later, one of the older companies added 
to the excitement in New Jersey by also 
acting independently in the matter of 
commissions and announcing its new 
scale. 

Discusses Application and Rates 

While the Public Fire’s commissions 
made a hit with the agents it naturallv 
did not: contribute to its popularity with 
other companies. But what interested 
the fraternity was what the Public Fire 
intended to do next. Was it to continue 
to strav from the flock or in the future 
would it move along with it? Asked 
about this President Dargan said to The 
Eastern Underwriter: 

“Naturally we have our own views and 
our own plan of operation, but I can 
tell you that we have not adopted any 
platform of non-affiliation. We have no 
lone sheep slogan.” 

“What about rates?” he was asked. 

“We are not rate-cutters,” he said 
positively. 

During a recent visit to the head office 
of the Public Fire this reporter noticed 
several innovations. One of them is the 
large amount of time that certain ex- 
ecutives of the company spend in the 
field. These executives go out to see 
the situation at first hand, and have con- 
siderable to do with the agency ap- 
pointments. 

Another thing that interested the vis- 
itor was the lavout of the offices, which 
are so arranged that the head of a di- 
vision has a large pane of glass in his 
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office through which he can gaze over 
his entire department. One department 
leads into another, the room of the chief 
executive always being at one end of the 
department. This is in contrast to the 
situation in most of the company build- 
ings where the offices of the officers are 
located next to each other. 

The company also has an operating 
committee of an advisory nature which 
handles important questions as_ they 
come up from day to day. 

Tie-up With Securities Insurance Co. 
of Maryland 

Not the least interesting thing learned 
during the visit ‘to the Public Fire was 
the tie-up it has with the State Securi- 
ties Insurance Co. of Maryland owned 
by the Mortgage Security Co. of Amer- 
ica. The Public Fire has with this com- 
pany a long term operating contract. 
The security company has 300 mortgage 
loan agents located in thirty states and 
has more than $50,000,000 loaned on 
mortgages. The agents of the mort- 
gage company are also agents of the 
States Securities Insurance Co. The in- 
surance protects the property on which 
loans are made. A majority of the 300 
loan agents are representative fire insur- 
ance agents. 

The following is a list of officers of 
the Public Fire, together with 
thing about their careers: 

Arthur T. Vanderbilt, chairman of the 
board; J. T. Dargan, Jr., president; 
Fred A. Rye, vice-president; David Neal 
Iverson, vice-president; Ulric S. Atkin- 
son, secretary; Paul Kennedy, secretarv 
of the brokerage division; Hugh W. 
Allen, secretary of the automobile de- 
partment. 


Career of Mr. Vanderbilt 


Arthur T. Vanderbilt’s flair for being 
at the head of things developed when he 
entered the freshman class of the old 
high school in Newark, where he was 
born in 1888. He went to the front and 
became president of his class. He held 
the office through the four years of 
schooling. Later, he became president of 
the senior class of Wesleyan University, 
from which institution he graduated in 
1905. He was also president of the col- 
lege student body and, _ incidentally, 
helped mould campus opinion as editor 
of the college newspaper. 

Mr. Vanderbilt did not have much op- 
portunity to take part in college activi- 
ties while studying law at Columbia. He 
was working his way through. He did 
have to be at the head of somethine, 
though, so he taught in the Newark 
Evening High School and, at least was 
the titular head of his classes. Those 
teaching hours took time and it is told 
of Mr. Vanderbilt that he did his study- 
ing of Blackstone between the hours of 
10 p. m. and 3 a.m. Even here he led 
in being the last to retire in his home. 

That teaching job appealed to Mr. 
Vanderbilt even after he had hung out 
his shingle as a full-fledged practitioner. 
He obtained a position as instructor of 
law at New York University Law School 
about fifteen years ago. Soon he was 
made a professor and he still makes his 
many 
hours for telling the boys in the law 
school just how it should be done. 

Mr. Vanderbilt was admitted to the 
New Jersey bar as an attorney in 1913 
and in 1916 was made a counselor. Early 
in his life as a lawyer he began spe- 
cializing in banking and insurance mat- 
ters and soon developed into an author- 
ity in each branch whose counsel w~s 
sought by his confreres and whose opin- 
ions were valued by a fast 
clientele. 

He was at the forefront in the or- 
ganization of several companies doing 
business of a financial nature. Of these 
his participation in the formation of the 
Public Fire was the largest. It was ac- 
complished with a quietness and ease 
such as is best described as just. slip- 
ping into being. So easily did Mr. Van- 
derbilt go about the job that some of 
his very best friends knew nothing of the 


some- 


growing 


other engagements fit into his, 





formation of the company, one of the 
largest of its kind, until The Eastern 
Underwriter broke the news to them. 
Famous Legal Case 
Recognition by the Federal courts of 
Mr. Vanderbilt’s ability was shown in his 
selection as receiver for the Southern 
Cotton Oil Co., a subsidiary of the Vir- 
ginia-Carolina Chemical Corporation. His 
fee in this case was $100,000, one of the 
largest ever paid in New Jersey. The 
excellence of his work led to appoint- 





ARTHUR T. VANDERBILT 


ment of the parent company a couple of 
years tater. As receiver for the Virginia- 
Carolina Chemical Corporation, and for 
his work in its reorganization, he again 
was awarded a very large fee, reported 
as $75,000. An outstanding feature of 
the two receiverships was that Mr. Van- 
derbilt, in about two years made $8,000,- 
000 for the companies that had been op- 
erating in red ink deficits for five years. 

During this time Mr. Vanderbilt be- 
came attracted to politics. With others 
dissatisfied with the conduct of the lead- 
ers of the regular Republican party in 
Newark and Essex counties wherein it 
is situated, Mr. Vanderbilt, about ten 
years ago, organized the Essex County 
Republican League. Of course, he be- 
came president almost immediately and 
under his leadership the movement 
tickled the sensibilities of the regulars 
until they almost cried out loud. They 
did weep some more or less silent tears 
but Mr. Vanderbilt turned a stony heart 
and continued his way political and re- 
mains, with the League, a factor in the 
political situation, not only of the city 
and county but of the state as well. 

One of the League’s early achieve- 
ments was his election of a Board of 
Freeholders for the county which rivals 
in neither Republican nor Democratic 
parties have been able to unseat. Mr. 
Vanderbilt guides the Freeholders in 
matters of law as County Counsel, to 
which office he was appointed six years 
ago. 

President Dargan’s Career 

President Dargan is forty-four years 
old; was born in Atlanta and was edu- 
cated in the grammar and high schools 
there, also at the Georgia School of 
Technology and the Armour Institute of 
Technology. Before going into fire in- 
surance where he was eventuallv led by 
real inclination and family tradition he 
had some experience with Swift & Co., 
the packers. He remained with that cer- 
poration for about a year. His first 
fire insurance position was with the At- 
lanta-Birmingham Fre as a clerk. Then 
he came to New York where his first 
work was with the Dwight Surety & 
Protection Bureau as an_ inspector. 
About a year later he returned to the 
insurance business in Atlanta. Next he 


went with the Continental as field man 
in Alabama and, subsequently, with the 
Home where he built up a fine reputa- 
tion in the business as a member of the 
adjusting division at the head office. In 
that connection he had the opportunity 
to work on country-wide losses, picking 
up that knowledge of business conditions 
which is so valuable to an executive. He 
resigned from the Home to become a 
member of Windle, Burlingame & Dar- 
gan, a leading firm of adjusters in New 
York. 
Careers of Some Other Officers 

Vice-President Fred A. Rye’s early 
connection with the fire insurance busi- 
ness was in 1896, when he entered the 
employ of the Western Department in 
Chicago of the Great American where 
he continued in various office capacities 
until 1903. Following this, he was em- 
ployed by the Western Union 4s a rater 
in the Middle West and later was ap- 
pointed special agent for the Western 
Factory Insurance Association, making 
inspections and soliciting business, trav- 
eling the entire Western Union field. In 
1912 he became manager of the West- 
ern Sprinklered Risk Association (a 
syndicate of Bureau companies), in 
which capacity he functioned until 1921, 
leaving a splendid record to his credit. 
In 1921, Mr. Rye became identified with 
the Commercial Union as Superinten- 
dent of Improved Risk Department, later 
being appointed Manager of the Western 
Department at Chicago, which position he 
held until he became vice-president of 
the Public Fire. 

Vice-President D. N. Iverson was 
born in Atlanta and began his insurance 
career in the engineering department of 
the Continental in 1910, subsequently 
becoming identified with field work. This 
was followed by his appointment as spe- 
cial agent for northern New Jersey of 
the Fidelity-Phenix, later being made 
New Jersey state agent for the National 
Union, from which he was transferred to 
New York state as state agent. He 
entered the service of the Liverpool & 
London & Globe in 1920 and in Janu- 
ary, 1925, became assistant manager of 
thet company. 

Secretary Ulric S. Atkinson’s insurance 
career began with the Insurance Co. of 
North America in Atlanta in 1887. In 
1903 he became assistant manager of the 
Royal’s Southern Department and was 
given a similar position with the Newar' 
Fire, the Royal’s running mate, in 1917. 
Mr. Atkinson left this connection, how- 
ever, in 1922 to become Assistant 
United States Manager of the Union In- 
surance Society of Canton under Marsh 
& McLennan, United States Managers, 
Chicago. The Union of Canton, how- 
ever, reinsured its outstanding fire lia- 
bility with the United States Fire in 
1927 and ceased to write fire business in 
this country, except on the Pacific Coast. 
After the details of this transaction were 
completed, Mr. Atkinson resigned, being 
given a liberal retiring allowance. 

Paul Kennedy, secretarv of the broker- 
age department of the Public Fire, was 
born in St. Paul, Minn.; was educated in 
the public schools of that citv and St. 
Thomas College, also in St. Paul: and 
studied law at the University of Minne- 
sota and the Catholic University in 
Washington, D. C., from which institu- 
tion he received the degree of Bachelor 
of Law in 1917, shortly thereafter enter- 
ing the service of the United States dur- 
ing the World War. After leaving the 
service, he associated himself with 
Marsh & McLennan of New York. 

Hugh W. Allen, secretary of the auto- 
mobile department, was born in Browns- 
ville, Tenn., and was educated at Smith 
Academy and Washington University, St. 


Louis. He entered the insurance agency ‘ 


business in St. Louis in 1909 and in 
1912 joined the American Automobile In- 
surance Co. of St. Louis, with whom he 
held various responsible positions, in- 
cluding that of Southern Department 
manager at Dallas, Texas., from which 
he resigned to take charge of the auto- 
mobile department for the Corroon com- 


panies. Mr. Allen subsequently be: ne 
connected with the North Britis), & 
Mercantile fleet in San Francisco nd 
Los Angeles, and later with the Fire 
sociation Group, being secretary nd 
manager of the Automobile Depart: nt 
of the Fire Association and manag: of 
the Automobile Department of the 
stitution Indemnity Co. 


State and Special Agents 


The Public Fire has built up a st iy 
organization of state and special ag 
A list of these field men with their or 
ritories follows: 

W. A. Bartlett: Minnesota and Wisco: 

R. M. Hall: Kentucky and Tennessee. 

C. F. Tharp: Ohio. 

R. G. Bachman: Florida, Georgia and 
Southeastern states. 

James E. Betley: Southern New J: cy, 
Eastern Pennsylvania, Maryland, Delaware and 
District of Columbia. 

Fred P. Stoddard: State of New York. . ith 
exception of metropolitan district and sub: 
territory. 

John P. McGuinness: New York suburba 

E. A. Chavanne: Louisiana, Mississippi, Ar- 
kansas and Alabama. 

L. W. Cottrell: Eastern Massachusetts and 
Rhode Island. 

Paul R. Benson: Western Massachusetts and 
Connecticut. 

Louis T. Miller: Virginia, North and South 


Carolina. 
Warrent E. Drake: 


Arkansas and Alabama. 
Leon Dargan: Texas. 
L. G. Allan: Michigan and Indiana. 

A. B. Kilburg: Middle western states. 
Lester C. Thompson: New England states 


The Casualty Company 

The latest news of the Public Fire or- 
ganization is its launching of a casualty 
running mate, the full details of which 
will soon be announced. A. L. Johnston, 
formerly first vice-president of the In- 
dependence Indemnity, has become asso- 
ciated with the Public in connection with 
the new casualty company. 


Louisiana, Miss ssippi, 





ALBANY FIELD CLUB ELECTS 





James R. Ryan of the New Hampshire 
Made President; John W. Summers 
of the Home Vice-President 


The Albany Field Club met December 
14 and elected new officers. An enthu- 
Siastic meeting was had and the retir- 
ing president, L. T. Brown spoke in 
favor of the club continuing the splendid 
work. The newly elected officers fol- 
low: James R. Ryan, president, New 
Hampshire; John W. Summers, vice- 
president, Home; John L. Mosher, treas- 
urer, Commercial Union, and John A. 
Wallberg, secretary, Niagara. The exec- 
utive committee consists of L. T. Brown, 
E. Greenhalgh and James E. Kelly. 

Appropriate recognition by the mem- 
bers was taken in the death of William 
Taylor before the business meeting, he 
having traveled in the territory for years 
and being the retiring chairman of the 
executive committee of the Underwriters’ 
Association. 





AGENTS’ COMMITTEE HEADS 

The executive officers of the National 
Association of Insurance Agents have 
appointed the members of the various 
standing committees for 1929. The chair- 
men of these committees follow: Confer- 
ence, R. P. DeVan, Charleston, W. Va.; 
Finance, Wm. B. Calhoun, Milwaukec; 
Membership, E. M. Sparlin, Rochest«: 
N. Y.; Legislative, Fred M. Burton, Ge!- 
veston, Texas; Grievance, Frank ‘. 
Priest, Wichita, Kan.: Fire Prevention 
and Conservation, J. W. Stickney. Inc i- 
anapolis;. Public Relations and Educ: - 
tion, Earl E. Fisk, Green Bay, Wis.: Ca-- 
ualty and Surety, E. J. Cole, Fall Riv: 
Mass.; Better Business Methods, 
Stewart Pearce, Tulsa, Okla. 





JENNINGS WITH PUBLIC FIRE 

Horace B. Jennings has been appoint «| 
special agent in eastern Pennsvlvai 
and Maryland for the Public Fire 
Newark, with headquarters in Philad 
phia. He was formerly a special f 


ten vears with the Insurance Co. 
North America and for four years w 
with one of the rating offices of t! 
Middle Department Association. He is 
former president of the Pennsylvan 


Field Club. 





forme 
the A 
enbri1 
direct 


I 
An 
suran 
India 
the s 
Janu: 
Elbe 
the | 
eral 
even 
the 
with 
It is 
gres 
Day- 















December Z1, 1928 





NYS ARSE RT PRR, 


© Rie sat es 


ite 
SHES ORIEN EE 





THE EASTERN 
K—_ UNDERWRITER A 





— 





— 


BUYS AMERICAN FOUNDERS 





National Union Gets Control of Milwau- 
kee Company; E. E. Cole Becomes 
Pyesident of New Acquisition 
Tho National Union Fire of Pittsburgh 
has bought the entire capital stock of 
the .merican Founders Fire of Milwau- 
kee. The latter company will continue 
to ovcrate as a separate unit _and the 
Nati nal Union will open a service office 
in ) ilwaukee in conjunction with the 
hom. office of the American Founders. 
This company has a capital of $100,000 
and it the end of last year had total 
asse’: Of $223,179. Its net surplus was 
$109 55. The company started business 
in - ugust, 1925, with Rupert F. Fry, 
pres ‘ent of the Old Line Life of Amer- 
ica, 2S president. It does business in 

isc msin only. : 
We E. Cole, ‘president of the National 
Uni», becomes president of the Ameri- 
can “ounders also. J. A. Fleckenstein 
cont nues as vice-president and secretary 
of ‘ne American Founders. W. A. 
Strouss, assistant treasurer of the Na- 
tion! Union, becomes vice-president and 
treasurer of the American Founders. Mr. 
Fleckenstein will be manager of the Am- 
ericon Founders and of the National 


with the American Founders. 

The directors of the American Foun- 
ders are Messrs. Cole, Fleckenstein and 
Strouss. E. Ellsworth Cole, second vice- 
president of the National Union; F. J. 
Breen, secretary of the National Union; 
Rupert F. Fry, president of the Old Line 
Life Insurance Co. and former president 
of the American Founders; T. N. Moore, 
former vice-president and treasurer of 
the American Founders, and E. A. Piep- 
enbrinck and John I. Mayer, who were 
directors before the change in control. 


INDIANA INSURANCE DAY 


An Indiana home-coming for every in- 
surance man who ever saw service in 
Indiana will be field in conjunction with 
the sixth annual Indiana Insurance Day, 
January 22, it has been announced by 
Elbert Storer, state agency manager of 
the Bankers’ Life of Iowa, who is gen- 
eral chairman for the meeting. The 
event will be under the sponsorship of 
the Insurance Federation of Indiana, 
with its seven affiliated organizations. 
It is planned to hold two sales con- 
gresses in the forenoon of Insurance 
Day—one for life men and the other for 
fire and casualty agents. 


INSPECTION BUREAU MEETS 


The Eastern Underwriters Inspection 
Bureau held its annual meeting late last 
week and elected the following as mem- 
bers of the governing committee: Guy 
E. Beardsley, Gayle T. Forbush, Charles 
C. Hannah, C. W. Pierce, John O. Platt, 
0. E. Schaefer and James Wyper. Man- 
ager Belden Sly in his report said that 
in the first four months since the con- 
solidation of the bureaus there had been 
sufficient progress to warrant co-opera- 
tion. 











BRANCH OFFICE STATUS 


Because it operates through a branch 
offic: the local manager of the Travel- 
ers ‘ire at Charlotte, N. C., has been 
tefused admission to the Charlotte In- 
suraice Exchange, Inc., the local board 
thers The secretary of the local board 
says that its membership is composed 
100° of local agents and that it opposes 
the 'ranch office system as detrimental 
to tve American agency system. 





m, NIVERSAL AUTO CAPITAL 

|. Universal Automobile Insurance 
_ | Dallas, Texas, has increased its 
‘ap: | from $400,000 to $500,000 and its 
Surp. is to over $400,000. The company, 
whic has written full coverage automo- 
licies, including protection against 
fire ond casualty hazards, has had its 
char r amended so that it may write 
arcr ft risks. However, this change is 
lor ‘\e distant future only, and for the 
Pres it the Universal has no intention 
of en ering the aviation field. 
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The Profits : 
Keep Rolling In 


dens are two things that neither fire, ex: 
plosion nor windstorm need destroy. 

One is the ability of an established concern 
to continue to pay dividends in the event of 
such disaster and the other its faith in the in- 
surance agent who provided Use & Occupancy 


Insurance, 


With that coverage, the profits that would 
have been earned, had no casualty occurred, caa 
be kept rolling in, essential salarics continued, 
and credit maintained, thus protecting Stock- 
holders and demonstrating the sound business 
judgment of the executive. 

No other form of insurance affords greater 
opportunity to render valuable service to your 
clients, and the sale of Business Interruption: 
Insurance will create confidence and establish 
business friendships that will tend to keep the 
profits rolling into your office. 


“| IVERPOOL, 
wo | ONDON 


80th 


Year in the 
United States 


“ GLOBE, 


Imsuramnce Co rrp 
Executive Offices: 1 Pershing Square 
Park Ave. at 42nd St., New York, N. Y. 


Pacific Coast Dept., San Francisco, Calif. 





THE NATIONAL INSTITUTION WITH A WORLD WIDE BACKGROUND 






































Henry E. Hess, Former 
Exchange Manager, Dies 


ONE OF LEADING RATE EXPERTS 





Retired in 1924 at 73 Years of Age as 
Manager of New York Suburban 
Insurance Exchange 





Henry E. Hess, former manager of the 
New York Fire Insurance Exchange and 
the Suburban Fire Insurance Exchange, 
and one of the prominent fire rating ex- 
perts in this country, died last Saturday 
at his home in Patchogue, L. I. at the 
age of seventy-seven years. Death was 
the result of a breakdown due to old age. 
Funeral services were held on Monday 
at the former home of Mr. Hess in 
Patchogue. This Mr. Hess is no rela- 
tion to Harold M. Hess, just appointed 
manager of the New York Fire Insur- 
ance Exchange, although the two had 
met one another in fire rating work. 

Many of the uniform schedules used 
in this state and in the New York sub- 
urban territory are the work of Henry 
E. Hess. His vast knowledge of the 
business of fire rating made him a natu- 
ral leader in schedule work during the 
twelve years he was manager of the Sub- 
urban Fire Insurance Exchange from 
1912 until 1924. On June 1, 1924, Mr. 
Hess retired from all active work and 
devoted the remainder of his years to 
improving fire protection and local edu- 
cation in Patchogue. 


A Michigan Man 


Born in Detroit on November 13, 1851, 
Mr. Hess entered fire insurance in an In- 
dianapolis office in 1867. Later he was 
an independent adjuster at Scranton, Pa., 
during which time he had studied law 
and been admitted to the bar. In 1881 
he became special agent of the old Mer- 
chants of Newark in the middle depart- 
ment and the following year joined the 
Roval, Insurance Co. of North America 
and the Pennsylvania as special agent. 
In 1884 Mr. Hess transferred to Boston 
as special agent of the Connecticut Fire 
and from that time on took an active 
interest in field organizations. He was 
president of the New England Insurance 
Exchange and aided in the formation of 
the Insurance Library Association of 
Boston. 

The New York Fire Insurance Ex- 
change was organized in 1899 and Mr. 
Hess was selected as the first manager. 
He retained this post for ten years, re- 
signing to become vice-president of the 
Fidelity-Phenix. He left that company 
within a few months and in 1912 was 
elected manager of the Suburban Ex- 
change. Mr. Hess enjoyed rating work 
thoroughly and was a splendid executive 
during the period of nearly a quarter of 
a century that he was connected with 
the two rating exchanges in the New 
York City area. 





KENTUCKY RECODIFICATION 


Recodification of the insurance laws of 
Kentucky to bring them into harmony 
with the statutes wof other progressive 
states is recommended by Insurance 
Commissioner S. M. Saufley in the an- 
nual report of the Insurance Department 
which is being issued. The suggestion is 
made that the next General Assembly 
should appoint a commission to study in- 
surance legislation and recodify the Ken- 
tucky insurance statutes before the meet- 
ing of the succeeding legislature when 
the fruit of its study and investigation 
should be enacted into statute law. Com- 
missioner Saufley points out that Ken- 
tucky is behind a number of her sister 
states in the matter of up-to-date insur- 
ance legislation. 


RENEW SCHOOL FIRE LINE 
A renewal of $360,000 insurance on the 
three schools in Boonton, N. J., has been 
made by the Board of Education of that 
place.. The business is divided between 


ten local agents who receive approxi- 
mately $36,000 each. 
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Aviation Risks pon 
How They Are Rated 


ADDRESS 





AT “AIR CONFERENCE 


Mayor E. L. end: Underuviear, Says 
There Are Fewer Property Damage 
Claims Than Expected 
A general survey of the various kinds of 
aviation insurance offered and the rates 
charged for them was presented last week 
before the International Civil Aeronautics 
Conference in Il ‘ashington by Major G. 
L. Lloyd of Barber & Baldwin, Inc., avia- 
tion underwriters for a large group of 
fire, casualty and life insurance companies 
handling airplane risks. Major Lloyd said 
that the great difficulty of aviation insur- 
ance was to underwrite it properly and for 
that reason he thought that a presenta- 
tion of the problems of the underwriter 
was timely. In this connection he said in 

part: 

The form of protection needed by an 
operator who seeks adequate insurance 
is a comprehensive one, embracing the 
risks to which the aircraft itself is ex- 
posed, of fire, accidental damage, torna- 
do, theft, and then the risks of liability 
to others, classified as public liability, 
passeng er liability, property damage and 
workmen’s compensation. In addition 
other interests making use of aircraft 
require personal accident and life insur- 
ance and also cargo insurance. 

Fire 

The form of cover usually needed in 
respect to this risk is against the risk of 
fire and lightning under all circumstances 
including the risk of transportation when 
the aircraft is disassembled and being 
transported. The contents fire rate of 
the hangar in which the machine is 
usually kept has to be taken into ac- 
count, and in this respect the aviation 
underwriter receives valuable assistance 
from the fire rating boards throughout 
the country who, after inspection and an 
appraisal of the physical hazards of a 
hangar, promulgated a rate which serves 
as a valuable guide in estimating the 
premium for the risk. The next feature 
to be considered is the risk at other han- 
gars at which the aircraft may be kept 
while in operation, e. g. Machines used 
on a regular service will be hangared in 
two or more hangars which may or may 
not benefit the risk, depending on the 
construction, physical hazard, ete, at 
each. Then again the risk of fire when 
filling the aircraft with gasoline and dur- 
ing the starting and running of engines 
before flying commences, has to be in- 
cluded. In the air, fires are known to 
occur (due more often than not to de- 
fective insulation) and frequently on the 
occurrence of a serious accident the 
gasoline tanks are burst and the highly 
combustible gas then released, ignited by 
hot exhaust pipes, sets fire to the undam- 
aged parts of the aircraft or its cargo. 
These are the various outstanding fea- 
tures presented by the fire risk and it is 
for the underwriter to take all into ac- 
count and then with his knowledge of 
the particular machine, its construction 
(which has a very Acfinite bearing on 
the flying portion of the fire risk) the 
hangars, the operational management, 
and the housekeeping, to fix an equitable 
rate which may vary from 2% to as high 
as 7%. 

Accidental Damage 

This cover, as must be obvious to ev- 
erybody with even the slightest knowl- 
edge of aeronautics, is the most hazard- 
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ous of any, and accordingly carries the 
highest rate and needs the most careful 
underwriting. The factors which have to 
be considered by the underwriter and 
which have a bearing, not only on the 
rate, but on the acceptability or other- 
wise of the risk are many. The most 
important single factor is the pilot. The 
rates vary from 9% up to 20% and the 
insured is required to carry a first part 
of each loss depending on the value of 
the aircraft insured. This form of cover 
is also quoted for on a constructive to- 
tal loss basis, i. e., the company only to 
pay if damages sustained by the aircraft 
exceeds 75% or 85% of its value. 
Tornado, Cyclone and Windstorm 
This risk varies according to the time 


of the year in which the policy is in 
force and according to the part of the 
country in which the machine insured is 
usually located. In order to prevent small 
claims for damaged wing tips, etc., from 
bulking up the loss cost and as a con- 
sequence, the premium. the first part of 
all claims are excluded from the policy 
cover. Rates are from %4% to 2%. 
Public Liability Excluding Passengers 
The prospect of an airplane injuring 
persons other than those in it is more 
apparent than real. The number of acci- 
dents of this kind is very small and most 
of them have occurred while the aircraft 
has been on the ground and have been 
caused by propellers injuring careless by- 
standers. In the case of three motored 


— 


machines this is a distinctly addc 


ard and the careful operator doc; re” 
to have a man specially on hand t. varn 
passengers and others against \ jkin 
into the fast whirling propellers, Par 
miums vary from $95 per aircraft , $176 


for limits of $5,000 any one pers.:: and 


$10,000 any one accident. 


Liability to Passengers 

This section of the aviation in rance 
policy presents the most difficul: orob- 
lem of any to the underwriter. A: py, 


ent the exact responsibility of ; i ome 
ator to his passengers is very cult 
to: determine owing to the lack legal 
authority on the point. If neg! ence 
can clearly be established, of couro the 


usual common law doctrine apples, but 
it is usually very doubtful to wh 


it ex- 
tent negligence on the part of the op- 
erator was the cause of the accident, the 


degree of responsibility of the operator 
has to be weighed and it is her: that 
there is so much diversity of inion, 

The method of rating this risk js to 
take the amount of indemnity required 
per passenger, multiply this by the max- 
imum number of individuals carried at 
any one time and then assess the pre- 
mium on the total liability any one ac- 
cident. The reason for this is that cases 
are not wanting where all the passengers 
have been killed in one accident and as 
the aircraft passenger is, more often than 
not, a substantial member of the com- 
munity a full loss is a definite possibil- 
ity. From the premium arrived at in this 
manner a deduction has to be made as 
the aircraft does not always carry its full 
load of passengers and then a varying 
percentage deduction is made according 
to the degree of responsibility of the in- 
sured to his passengers. 

Property Damage 

As in the case of the public liability 
risk there are fewer claims of this kind 
than one would expect. The bulk of them 
come from farmers whose crops are dam- 
aged by airplanes making forced land- 
ings, but that these claims can be more 
serious is instanced by the case of an 
abandoned airplane which fell through 
the roof of a stable at Westbury, Long 
Island, killing two valuable polo ponies. 
The risk from an underwriting stand- 
point is viewed in much the same way 
as that of the Public Liability risk with 
the exception that three motored aircraft 
are not rated up and the increasing dan- 
ger of collision with other aircraft while 
landing and taxiing at crowded aero- 
dromes has to be remembered. Rates 
vary from $72 to $108 per aircraft for a 
limit of indemnity of $1,000 any one ac- 
cident. 

Personal Accident 

This is the cover which is asked for 
more by the general public than by those 
actually engaged in operating aircraft 
and in practice it is the most awkward 
to handle. Not that the underwriting of 
the risk is any more difficult than that 
of accidental damage insurance, but the 
insured very rarely can give the needed 
specific particulars of the pilots or ma- 
chines in which the flights may be made. 
The business man who may fly in any 
aircraft available when he needed it can 
at present only obtain personal accident 
insurance by taking the cover for each 
specific flight and that involves separate 
notification to the underwriter eac!i time 
a flight is made giving whatever p:rticu- 
lars are required regarding the flight. 
Rates vary from 75c to $1.50 per $1,000 
per flying day for a special flight and for 
an annual policy from $15 to $°') per 
$1,000, the benefit being payable in the 
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Brownsville Brokers 
Hold Annual Dinner 


KEEP UP WITH FAST GROWTH 





Judge Bayes, President Brooklyn Na- 
tional Life, and A. K. Landon Prin- 
cipal Speakers 





The Brownsville and East New York 
Insurance Brokers Association held their 
third annual dinner on Wednesday 
evening, December 12, at De Luxe Pal- 
ace, East New York. There was a large 
attendance and some of Brooklyn's 
proiuinent citizens were present, includ- 
ing ‘he Hon. William R. Bayes, president 
of the Brooklyn National Life, who was 
also one of the speakers. The other 
speakers were K. A. Landon, vice-presi- 
den. of the Equitable Casualty and 
Surety and Arthur Arnow, president- 
elect of the General Insurance Brokers’ 
Association. S. S. Wolfson, president of 
the association, was toastmaster. 

The invited guests, in addition to the 
speakers, were the following : John A. 
Griffin, vice-president of the Fidelity & 
Deposit; Benjamin Edgerton, president 
of the General Insurance Brokers Asso- 
ciation; C. Robert Rikel, president, 
Brooklyn Brokers Association; E. Wes- 
ton Roberts, mewspaperman; Harry 
Cooper, president of the Pitkin Avenue 
Merchants Association and Professor S. 
B. Ackerman. 

Judge Bayes referred to the great 
growth of the Borough of Brooklyn in 
recent years and said that the insurance 
business was keeping pace with it. He 
said the Brooklyn brokers are decidedly 
an asset to the business and that its 
future will depend to a large extent upon 
their attitude to it and their determina- 
tion to help solve some of the problems 
which press for solution. He declared 
that what was needed most in the insur- 
ance business was a higher degree of in- 
telligence which he called the “great 
alloy” that tends to fuse all the discor- 
dant elements and insures the success 
of any association movement or business 
enterprise. 

Landon Speaks 


Vice-President Landon said he was 
proud of the fact that he had at one 
time been a broker and that he still 
cherished his brokerage license. He said 
the combined strength of the brokers of 
Greater New York was astounding and 
that, while they had accomplished much 
in the past, they would be able to 
achieve still bigger things by sinking 
whatever little petty jealousies that ex- 
ist in their ranks. 

He referred to the fact that nine new 
casualty companies had entered the field 
during the past year and that these in- 
stitutions would need the support of 
every broker and agent; that their suc- 
cess or failure would depend in a large 
measure upon the response of the brok- 
ers to their efforts. He also spoke of 
what he termed the “evil” of time pay- 
ments in the insurance business with 
special reference to automobiles and 
said that like so many other evils, it 
must be tolerated. Statistics showed, he 
said, that there are 7,000,000 automo- 
biles in the United States and that only 
about 3,000,000 cars are insured. Here 
was $540,000,000 of insurance premiums 
awaiting insurance agents and brokers 
and that all that was needed was initia- 
tive, said Mr. Landon. He also pointed 
out that the intelligent application of the 
time payment idea might help matters 
along somewhat. He said much of the 
so-called prosperity we are enjoying in 
this country today has been the result 
of the partial payment plan. 

Written Exams Successful 


Arthur Arnow spoke briefly about the 
accomplishments of the different brokers’ 
associations and declared that the thing 
Jor which they have striven so many 
years, namely, the written examination 
for brokers, had already produced ex- 
cellent results. He cited statistics show- 
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ing that last year 649 applicants were 
admitted by the Insurance Department 
as against 253 this year, less than 40%. 
Two hundred and forty persons who took 
the examination failed to pass. Mr. 
Arnow said that while he did not glory 
in the fact that this meant less brokers, 
it was gratifying to know that the side 
liner was being kept out. 

Following the ‘dinner there was an en- 
tertainment consisting of songs and 
dancing and vaudeville skits. The music 
was furnished by Zip’s Orchestra of 
3rooklyn. Dancing concluded the eve- 
ning’s festivities. 


WIN OHIO TAX SUIT 





Companies Get Refund Of $1,000.000 On 
Increased Taxes Paid Last Year 
On 1926 Business 
The Ohio Supreme Court late last 
week declared unconstitutional the law 
enacted in 1927 increasing taxes on in- 
surance premiums from 2%4 to 3% in- 
sofar as it affects the tax on premiums 
collected in 1926, which was payable in 
November, 1927. This decision affirms 
that of two lower courts. The compa- 
nies paid their Ohio taxes in 1927 on the 
basis of 3%, but under a court order one- 
half of 1% was paid to a Columbus bank 
to be held there pending the outcome of 
the litigation. This amount of about 
$1,000,000 will now be refunded to the 

insurance companies with interest. 

A second suit is before the Ohio courts 
attacking the law as it affects the taxes 
on 1927 premiums, the claim being that 
the law was not enacted until May, 1927, 
and therefore premiums collected before 
that date should not be made _ subject 
to increased taxation. 





JOIN NATIONAL BOARD 

The Rochester American of New York 
and the Pacific American Fire of Los 
Angeles were last week elected members 
of the National Board of Fire Under- 
writers by the executive committee. 


. + . a 
Rating Aviation Risks 
(Continued from Page 32) 
event of death only. Proportionate in- 
creases are made if dismemberment*ben- 
efits or weekly disability benefits are re- 

quired. 





Cargo 

The risk of cargo sent by air, strange- 
ly enough is a less risk than damage to 
the same cargo while in transit, but not 
being flown and very favorable rates 
obtain, varying from 1/16% to 1%. The 
kind of merchandise value per consign- 
ment, aggregate liability, route over 
which it wiil be flown, the pilots, air- 
craft, etc., have all to be considered in 
the rating or these risks and the cover 
is effective usually from the time the 
cargo is placed in the aircraft up to the 
time it is removed at its destination 

Life 

More perhaps has been written on this 
subject in relation to flying than on any 
other branch of insurance for aviato.s 
znd it is only necessary to state here 
that rates are charged in addition to the 
usual life premium according to the un- 
derwriters appraisal of the flying hazard. 
The rates vary from $5 to $25 per $1,000 
according to such appraisal. <A special 
declaration form is compieted giving in- 
formation regarding the proposer’s past 
experience as a pilot and his proposed 
future flying activities and then an ad- 
ditional rate is quoted for the flying haz- 
ard, this additional rate bein subject to 
review each year in the light of then 
existing circumstances. 

It may be said that the prrticularity 
with which this insurance is underwritten 
is probably unnecessary, but it must be 
borne in mind that the rates at which 
the risks can be written with results suf- 
ficiently satisfactory to insurance compa- 
nies, are very high and it is of the first 
importance that those concerns who have 
the best pilots, aircraft, operating man- 
agement, etc., should benefit in their in- 
surance premiums. 
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HE hotel has become a 

distinct factor in promoting 
contacts and facilitating business 
transaction. The increasing use of 
capital and credit resulting from 
the present ease of negotiation 
brings insurance ever into greater 
significance. 


The Royal Shield on an in 
surance policy gives confidence 
that business, so covered, is being 
conducted on safe ground. 
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MARINE & AUTOMOBILE DEPARTMENT 








German Reinsurance 
Results of Last Year 


DIRECT WRITERS LOST MORE 





Throxgh Better Selection the Reinsurers 
Fared Less Badly Which Is Not 
Always the Case 





The general business trend in any one 
branch is supposed to be reflected in the 
resulis Shown by the reinsurers for that 
particular line. If, however, one applies 
this rule to German marine insurance 
business striking results are found. 

For 1927 direct marine business showed 
an uuderwriting loss of 9,300,000 renten- 
marks, whereas the accounts of the re- 
insurers show only a loss of 1,064,000 
rentenmarks for marine. The corre- 
sponding figures for 1926 are a loss of 
8,200,000 rentenmarks for direct business 
and a profit of rentenmarks 179,000 for 
the reinsurers. This in spite of the fact 
that the marine business is heavily rein- 
sured. 

These results should not be interpreted 
that marine reinsurance is not a risky 
business, but seems to show that Ger- 
man reinsurers on account of conditions 
have been cautious with their accept- 
ances. As the percentages for the re- 
insurers are much better than those of 
the direct insurers it has to be assumed 
that foreign reinsurers: have gotten the 
worst of it and that in addition to this 
factor the foreign marine business writ- 
ten by German reinsurers must have fur- 
ther contributed to their comparatively 
much better showing. 





ARNOW HEADS BROKERS ASS’N. 


Arthur Arnow has been elected presi- 

dent of the General Brokers’ Associa- 
tion of the Metropolitan District, Inc., 
for 1929, succeeding B. M. Edgerton. 
Mr. Arnow has been prominent in the 
work of the association since its organi- 
zation and his election is in recognition 
of his fine work. Other officers elected 
were: George W. Cornell, first vice-pres- 
ident; Harry Broadman, second vice- 
president; George A. Kuhirt, third vice- 
president; Bernard FE. Frank, fourth 
vice-president; Julius Margolias, fifth 
vice-president; Joseph Wank, secretary 
and Miss Phoebe R. Marks, treasurer. 
The following became members of the 
executive committee: William J. Mc- 
Laren, S. Nicoll Schwartz, Charles A. 
Rogers, Paul Simon, A. Prusoff and 
Louis Keepnews. 





NEW TAXES IN BRAZIL 


Recent advices from Rio are to the 
effect that it is now obligatory to regis- 
ter all marine policies of insurance with 
notaries public, who collect in each case 
a fixed fee of two milreis and a pro- 
portional tax of 400 reis per conto of 
Tels insured. This has been a disagree- 
able surprise alike to the insurance com- 
panies and to commercial firms who see 
in this not only an additional vexatious 
tax, but also a cause of fresh trouble and 
delay in transactions requiring rapid 
handling. The registration is useless and 
unnecessary because a complete regis- 
tration is maintained by the Inspectorate 
of Insurances. It is stated that a mil- 
lion policies annually will be affected. 
Strong efforts are being made to have 
the subject reconsidered. 





VIRGINIA AGENCY CHANGE 
_The Commercial Union and the Na- 
tional of Hartford have withdrawn from 
the S. J. Harwood & Son agency in 
Newport News, Va. 





The American Employers Indemnity is 
now represented by Collier & Hardwicke 
in Richmond. 





HENRY A. WARDEN ADVANCED 





Succeeds E. C. Carrier as Inland Marine 
Underwriter in New York for 
the Aetna (Fire) 

Appointment of Henry A. Warden as 
inland marine underwriter in its New 
York office succeeding Edward C. Car- 
rier, was announced yesterday by the 
Aetna of the Aetna (Fire) Group. Mr. 
Carrier is being transferred to the home 
office to resume his work in the field 
as marine special agent. 

Mr. Warden, who is a graduate of 
New York University, began his insur- 
ance career in the casualty field, first 
with the Globe Indemnity and later with 
the Hartford Accident & Indemnity. In 
1916 he was attracted to marine insur- 
ance, whereupon he joined the staff of 
Chubb & Son in New York, with whom 
he remained until 1919. He then be- 
came associated with the New York of- 
fice of the Automobile, where he served 
for nearly nine years. Just previous to 
joining the home office staff of the Aetna 
Fire, he was with William H. McGee 
& Co., Inc. 





RIO DE JANEIRO CONGESTION 





Traffic Conditions Reported as Bad and 
Steamers Take Days in Getting 
Their Cargoes Unloaded 
Traffic conditions in Rio de Janeiro 
harbor have lately taken a turn to the 
worse. The port seems to be _ badly 
blocked. Warehouses are over filled 
and there is scarcity of railroad cars for 
the transportation of arriving goods to 

the interior of the country. 

Consequently the discharging of steam- 
ers is considerably retarded and it takes 
days till the average freight steamer 
gets*to the quai. This means not only 
a prolonged risk but also an increased 
hazard for the insurers of American ex- 
port goods to Rio de Janeiro and the 
provinces of the interior served by that 
harbor. 





NEW GENERAL COVER POOL 


With ten companies in the organiza- 
tion, the group to handle general cover 
contracts will begin business shortly. 
The associated companies are the Agri- 
cultural, American of Newark, Automo- 
bile of Hartford, Boston, Glens Falls, 
Great American, Hanover, Phoenix of 
Hartford, Security and Springfield Fire 
& Marine. Each will take one tenth 
of all accepted business. Robert G. 
Clarke, who has been a broker and for- 







FORM NEW AVIATION POOL 





Thirteen Companies From Chubb & Son 
And Marine Office Of America 
Are Involved 


Thirteen fire and marine insurance 
companies in two of the large marine 
offices in New York, the Marine Office 


of America and Chubb & Son, are form- 
ing a new aviation insurance pool to be 
known as the Associated Aviation Un- 
derwriters. The members will write all 
classes of aviation including fire, theft, 
property damage and liability. The Ma- 
rine Office companies are the American 
Eagle, American of Newark, Continental, 
Fidelity-Phenix, Firemen’s of Newark, 
Glens Falls and Hanover. The Chubb 
& Son companies will be the Federal, 
Sea of England, the Marine, London As- 
surance, Alliance Assurance and the 
Hartford. 

Alvin W. Smith, formerly with the air- 
ways division of the United States Cham- 
ber of Commerce, will be in charge of 
the aviation underwriting. He has flown 
for over ten years and knows aeronau- 
tics thoroughly. He will make his head- 
quarters at Chubb’s office when the pool 
begins underwriting, early in the new 
year. Casualty covers will be handled 
by the Glens Falls Indemnity and per- 
haps one or more indemnity companies. 





EXPORT CREDIT GROWING 





List of Destinations on Which Guaran- 
tees Were Given im Third Quar- 
er of Year Is Extensive 


The continued widespread use of the 
British export credit insurance scheme 


is indicated by the list of destinations 
of the sales for which guarantees were 
given during the third quarter of this 
year ending September 30. Bills of ex- 
change thus guaranteed in this period 
were in connection with shipments to 
the following countries or regions: 

Argentine, Australia, Austria, Bel- 
gium, Bolivia, Brazil, East Africa, Brit- 
ish West Africa, British Honduras, Brit- 
ish East Indies, British West Indies, 
Bulgaria, Canada, Chile, Colombia, Costa 
Rica, Cuba, Czechoslovakia, Danzig, 
Denmark, Dominican Republic, Ecuador, 
Egypt, Estonia, Federated Malay States, 
Finland, France, French colonies, Ger- 
many, Greece, Guatemala, Haiti, Hun- 
gary, Iceland, India, Italy, Japan, Lat- 
via Lithuania, Mauritius, Mesopotamia, 
Mexico, Morocco, the Netherlands, 
Netherlands colonies, Newfoundland, 
New Zealand, Nicaragua, Norway, Paci- 
fic Islands, Panama, Paraguay, Persia, 
Peru, Poland, Rumania, Shanghai South 
Africa, Spain, Spanish colonies, Straits 
Settlements, Sweden, Switzerland, Tur- 
key, United States, Uruguay, Venezuela, 
and Yugoslavia. 





PORTER AGAIN COMMISSIONER 


George P. Porter, Montana state audi- 











merly with the Glens Falls, is in charge tor and insurance commission for ten 
of the association and will act for all years, has been re-elected for another 
the companies. term. 


APPLETON 


8 South William Street, New York 


& COX, Inc. 





AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co., New York 
Admited Assets, $6,034,982.98 
Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $9,771,118.88 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,363,929.39 








WRITE FOR OUR AGENCY PROPOSITION 
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Seek Uniform Methods 
Of Tracing Stolen Cars 


CO-ORDINATION LACKING NOW 





Finance Company Association Wants 
Either Motor Or Serial Number Used 
But Not Both As Now 





The National Association of Finance 
Companies at its recent New York con- 
vention passed a resolution empowering 
the management to negotiate with or- 
ganizations of automobile manufacturers, 
dealers, finance companies, insurance or- 
ganizations, state registration, municipal 
police and federal departments with a 
view of co-ordinating the use of identi- 
fication marks and their indexing. The 
association claims that most auto manu-. 
facturers use two identification marks, 
namely, motor numbers and serial num- 
bers and that through lack of co-ordi- 
nation it is difficult to trace stolen cars 
and cars seized in violation of the pro- 
hibition laws. 

Nearly all state motor vehicle registra- 
tion departments, city police departments 
and federal prohibition departments use 
motor numbers almost exclusively for 
identification purposes while the manu- 
facturers, dealers and finance companies 
employ the serial numbers for the same 
purpose. In presenting the resolution, 
C. C. Hanch, of the National Associa- 
tion of Finance Companies, gave this ex- 
planation of the confusion that exists 
in tracing stolen cars: 

States Neglect Serial Numbers 


“The situation presented by this res- 
olution has come to our attention quite 
recently. We sent an inquiry to the 
registration departments of all of the 
states of the Union. We were greatly 
surprised to learn that only a few of the 
states pay any attention whatever to the 
serial number of an automobile. All of 
them index by motor number. A good 
many index by certificate of title number. 
And practically all of them keep the 
name of the car. But if you go to them 
with a serial number which is the iden- 
tification mark that finance companies 
have been using they can’t help you. 

“The same thing is true as to all po- 
lice departments in the United States. 
When they pick up an abandoned car 
on the street which may have been stolen 
or a car is seized for violation of law, 
put in storage and eventually advertised, 
it is advertised by the motor number. 
Finance companies very likely are inter- 
ested in a great number of these cars. 
There is no way to trace them. The 
same thing is true of the United States 
Government. There is a great number 
of automobiles seized for violation of 
the liquor laws. Their records are al- 
most entirely by motor number. They 
know very little about serial numbers. 
They don’t keep them. It is a ques- 


tion of which is right and _ which 
is the better. Maybe the serial num- 
ber is the better identification, but 


if nobody uses serial numbers for iden- 
tification, there is certainly a lost chance 
for identification. What we want to do 
under this resolution is to take up the 
subject with all concerned and try to 
agree on what is the proper and best 
identification mark, and get everybody 
to adopt that instead of part of them 
one thing and part of them another. 
So long as two identification numbers 
are used there will be confusion and in- 
efficiency.” 





LLOYD’S AGENT DIES 


John A. Weisbeck, Lloyd’s representa- 
tive at Buffalo for the past twelve years, 
died in his home there at the age of 68 
years. He had been sick for the past 
year. Mr. Weisbeck had been associ- 
ated with the lake industry in various 
capacities for more than thirty-five years 
and was one of the largest marine un- 
derwriters in the Great Lakes region. He 
belonged to the Elks, Eagles, Orioles, 
Moose, Marine Scalpers and numerous 
other organizations. 
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Companies Planning 
Joint Adv. Campaign 


TO USE MID-WESTERN STATES 





Sub-Committee of Executives’ Ass’n. 
Mapping Out Details With Advertis- 
ing Agencies; Holland Chairman 

Plans are now in the making for the 
launching of a joint advertising campaign 
of an educational nature by the member 
companies of the Surety Association of 
America. This campaign, which is a pre- 
liminary one to test out the advisability 
f such advertising by surety companies 
is the outcome of a survey conducted 
several months ago by a special commit- 
tee on “national publicity campaign,” ap- 
pointed by the Surety Association, of 
which Harvey Badgerow, vice-president, 
Continental Casualty, was the chairman. 
It will be recalled that Mr. Badgerow 
submitted to the association the results 
§ his research work, which showed that 
out of the thirty-six leading executives 
quizzed, twenty-nine responded and sev- 
enteen were definitely favorable to some 
plan of organized collective publicity. 

\t the next meeting of the Surety As- 
sociation approval was given to the idea, 
the special committee was discharged, 
and the entire subject was referred to 
the Association of Casualty & Surety 
Executives as the organization best fit- 
ted to map out the program. This or- 
ganization in turn appointed a sub-com- 
mittee, headed by C. H. Holland, presi- 
dent, Independence Companies, and com- 
posed of Edward M. Allen, executive 
vice-president, National Surety; Charles 
Kk. Miller, president, Fidelity & Deposit; 
J. Arthur Nelson, president, New Am- 
sterdam Casualty, and C. F. Frizzell, 
vice-president and general manager, In- 
demnity Insurance Co. of North America. 

The work of the sub-committee has 
so far progressed that it has been decid- 
ed, subject to the approval of the As- 
sociation of Casualty & Surety Execu- 
tives and the Surety Association, to lim- 
it the first advertising done to the states 
of Pennsylvania, Ohio, Michigan, Indi- 
ana and Illinois. Newspapers and farm 
journals will probably be used. The ap- 
propriation contemplated is $100,000. 

Several advertising agencies of prom- 
inence are now working out the details 
with the sub-committee and it is expect- 
ed that the salient features of the cam- 
paign will be to point out the dangers 
of personal suretyship as well as the 
necessity for fidelity bonds and private 
construction contracts. 


C. A. MORLOCK RESIGNS 

Charles A. Morlock, compensation and 
liability manager in the New York 
branch office of the Metropolitan Casuai- 
ty, has resigned. His future plans are 
vot yet announced. Mr. Morlock had 
previously been with the Bankers Indem- 
nity and Maryland Casualty. 


TO TAKE OVER TWO COMPANIES 

The General Surety, subsidiary of the 
National American Co., N. Y., 1s to in- 
crease its capital from 100,000 shares of 
$25 par to 160,000 shares of $25 par. The 


purpose of this step is to be able to 


take over control of two companies, as 
vet unidentified, which will result in the 
General Surety gaining a capitalization 
of $12,500,000. 


Public Fire Directors 
Act on Casualty Mate 


SPECIAL COMMITTEE APPOINTED 


Dargan Its President; Johnston V.-P. 
and General Manager; N. J. Charter 
Secured; Capital Undecided 


At the board of directors meeting of 
the Public Fire early this week it was 
decided to appoint a special committee to 
confer with Andrew L. Johnston, newly 
elected vice-president and general man- 
ager of the contemplated casualty run- 
ning mate of the Public Fire, so as to 
set up a definite program in connection 
with the launching of the new company. 
This committee in conjunction with Mr. 
Johnston has already made considerable 
headway. 

Although the plans of the company are 
still more or less embryonic, it is under- 
stood that it has 
charter from the New Jersey insurance 


already secured its 
Its board of directors will 
be practically the same as that of the 
Its financial structure, 
underwriting personnel and scope of op- 


department. 
fire company. 


erations are still to be announced. James 
T. Dargan, head of the Public Fire, will 
also be its president. 

Holland’s Tribute to Johnston 


Last week when Mr. Johnston made 
known his retirement from the Inde- 
pendence Indemnity, a splendid tribute 
was paid to him by C. H. Holland, presi- 
dent of the organization, which went out 
as a personal note to the entire field 
force. Mr. Holland had the following 
to say in part: 

“Our sincere congratulations are of- 
fered to Andrew L. Johnston. His train- 
ing and long experience in the business, 
his insurance instinct, and his inborn 
ability qualify him fully for the position 
he is to occupy. 

“His many years insurance-wise have 
brought him into contact with every as- 
pect of the casualty and surety business; 
he has in his time inspected risks, ad- 
justed claims, solved underwriting prob- 
lems, managed an important branch of- 
fice, and successfully filled the position 
of an active executive officer. That he 
will capably carry the still more onerous 
responsibilities of his new office is not 
to be doubted. 

“The Independence thus loses, with 
deep regret, a hichly efficient vice-presi- 
dent; but the business of insurance re- 
tains his ability and his influence. 

“To myself it is a personal loss. 
‘Andy’ Johnston was the first ‘casualty 
man’ I met when I arrived in the United 
States nearly twenty years ago. He has 
been associated with me ever since; and 
our business association has developed 
into a close and lasting friendship. 

“His personal qualities are no_ less 
notable than his business qualities. He 
is loyalty personified. 

“We rejoice with him unstintedly in the 
promotion that has so deservedly come 
to him; and we wish for him, with a full 
heart, outstanding success and happiness 
and_ prosperity.” 
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Essex Fidelity Will 
Write Surety Bonds 


TO COVER B. & L. OFFICERS 


Charter to Be Amended to Permit Ex- 
pansion of Business; Fidelity & De- 
posit Will Share Risk 


The proposal to expand the Essex Fi- 
delity & Plate Glass Company’s business 
to embrace the issuance of co-surety 
building and loan association bonds in 
conjunction with the Fidelity & Deposit, 
was approved by the stockholders at a 
meeting held in the home office of the 
company in Newark on Monday. 

The company has written only plate 
glass since its inception last May as it 
was felt that the company did not have 
sufficient capital’ to-engage in the surety 
business. 

Arrangements have been made where- 
by the Essex Fidelity and the Fidelity & 
Deposit, will share the risk of bonding 
building and loan officers. An amend- 
ment to the company’s charter will be 
necessary to permit the expansion. 

The Essex Fidelity & Plate Glass has 
been doing a good business since its or- 
ganization. It is one of Lippman & 
Lowy’s group. Frank Bock, postmaster 
of Newark, is president. The Fidelity 
& Deposit has been in business for the 
past thirty-eight years, fifteen years of 
which it has done business in New Jer- 
sey. Its assets are close on to $27,- 
000,000. 





DENIES CHICAGO RUMORS 


President Bland of United States F. & G. 

Emphasizes That W. O. Schilling 

Is Still Manager There 

R. Howard Bland, president, United 
States IF. & G., has set at rest certain 
rumors and reports current in Chicago 
concerning a change in the company’s 
branch office there by declaring that 
such rumors are entirely without foun- 
dation. He emphasizes that W. O. 
Schilling, appointed manager upon the 
death of the late George E. Brennan, is 
still in that capacity with M. P. Fisher 
as assistant manager and E. J. Ptacek 
as assistant to the managers. 

Mr. Bland’s statement corrects the 
impression prevalent recently that Mar- 
tin J. O’Brien, former chief clerk in the 
Chicago Sanitary District, had been 


John L. Mee Resigns 
National Surety Post 


WITH COMPANY ELEVEN YEARS 


Has Gained Prominence As Its Produc- 
tion Vice-President; Future Plans 
to Be Announced Soon 


Mee, one of the best liked 
executives in the business and 
nationally known as vice-president and 
superintendent of agents of the National 
Surety, has resigned this post effective 
January 1, 1929. Mr. Mee'’s future plans 
are not quite ready for announcement 
but will be made known within the next 
week. 

Mr. Mee is not only known as a keen 
surety man but as an author and con- 
vincing speaker on topics of the busi- 
ness. He has also made a name for him- 
self in banking and financial circles be- 
cause of his frequent appearances before 
state bankers’ associations and _ financial 
groups. 

His service with the National Surety 
dates back to 1917 when he. entered its 
home office as assistant secretary. He 
won promotion the following year to su- 
perintendent of agents and in 1921 his 
good work in this capacity justified his 
admittance to the official family of the 
National as vice-president. 

Mr. Mee has seen about twenty years 
in the business, having started his career 
after graduation from Pennsylvania State 
College with a local agency at Sayre, Pa. 
He then joined the field force of the 
Hartford Steam Boiler Inspection & In- 
surance Co., becoming its branch man- 
ager for Kentucky, Tennessee and south- 
ern Indiana. He was executive special 
agent of the Royal Indemnity before en- 
tering the National Surety. 


John L. 


surety 





HEN INSURED FOR $2,000 
Frankfort, Ky—The most highly in- 
sured hen in the world is Ladv_ \fexia 
IV, Insurance Commissioner S. M. Sauf- 
ley of this city has learned. She be- 
longs to J. W. Radley of Mexia, Tex, 
and is insured for $2,000. Her eggs are 


worth $5 each. I% 


elected vice-president of the United 
States F. & G., succeeding the late Mr. 
Brennan to be in charge of the Chicago 
branch. 
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Revised Edition Of 
Mackall’s Book Out Soon 
CONTAINS MANY NEW CHAPTERS 
Contents Include Careful Outline of 
Twenty Major Groups of Surety 


Bonds and Hundreds of Classes 


Mackall, the author, 


Luther E. is again 
qseitig himseit within the next month 
or so by the publication in the fourth 
edition of his well known book, “The 
Frinc ples of Surety Underwriting,” en- 
tirely rewritten. This book first came out 


in 1914 but the scope of the surety busi- 
ness has so substantially enlarged since 
that time with new policies and changes 
in enderuiiie policies and _ practices, 


that \ir. Mackall has found complete re- 
yision necessary. At the same time he 
savs that his own views have become 
clearer and his knowledge of underwrit- 


ing problems more complete. 

The book has been written from the 
point of view of the underwriter though 
it is designed primarily for the use of 
agents: as a source of information re- 
earding bonds of various classes and in 
the hope that they may glean from-it a 


clearer understanding of underwriting 
problems. Furthermore, that they may, 
with that knowledge, not only make 
more effective solicitations but also 
make more comprehensive and satisfac- 
tory submissions to the home office and 


thereby obtain better results for them- 
selves and their clients. 

Mr. Mackall also points out that the 
book is intended for students of the 
business, particularly the young men 
who are or may be employed at the 
home offices or at branch offices and 
agencies, as well as undérwriters who will 
fnd it occasionally useful as a reference. 

His Prediction for Next Decade 


In his introduction the author speaks 
of the progress of suretyship since 1880) 
when the Fidelity & Casualty was the 
first to write employes’ fidelity bonds 
“There was very little activity in this 
line,” he says, “until the last decade of 
the century when several of the compa- 
nies now prominent in the business were 
formed. The progress since that time, 
however, has been rapid, the premium in- 
come having grown to nearly $100,000,000 
annually. The volume in the established 
classes is rapidly incre asing and the 
scope of the business is constantly being 
broadened by the addition of new types 
or classes of bonds and guarantees.” 

Mr. Mackall predicts that the growth 
during the next decade will be as great 
as during the past twenty-five years. 

In speaking about the contents of the 
revised edition, he says that the now 
twenty major groups of surety bonds and 
hundreds of classes are carefully out- 
lined with respect to each class, the na- 
ture and extent of the obligation to be 
assumed, the risks to which the surety 
will be subject, and the factors which 
are to be considered in the underwriting. 
He then has outlined as far as prac- 
ticable, the qualification which, under the 
standard or accepted practice, an appli- 
cant should have to warrant the accept- 
ance of his application. 

Frequently Mr. Mackall has found it 


necessary to make a statement or ex- 
Press an opinion as to the obligations 
of the principal and the liabilities and 
tights of the surety under bonds of va- 
tious classes. And while this may lead 
into the realm of the law, he empha- 
sizes that the book is not intended to 
a law book and care will be taken to 
avoid controversial matters and_ limit 
tach statement to an outline of the gen- 
tral principle of law, as to which there 
shoul! be no real controversy. 

Some New Chapters 
An ng the new chapters in the book 
are the following: blanket fidelity bonds; 
bankers blanket bonds; federal official 
bonds; bid bonds, on construction con- 
tracts; maintenance bonds; miscella- 
Reous contract bonds; mortgagors’ 











SVE _ 
THE EASTERN -—= 


[ean ats] ean 
=a UNDERWRITER 

















[Ee — = — 








Georgia Casualty Company 
Atlanta, Georgia 
HARRY C. MITCHELL, President 
COMPLETE CASUALTY INSURANCE SERVICE 
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completion bonds; lessees’ completion 
bonds; instalment note guarantees; real 
estate mortgage guarantees; the greater 
part of the chapter on federal permit 


RASQUIN WITH CONSOLIDATED 





Former Nat'l. Surety Attorney To Be 
Vice-President And Counsel Of New 


bonds and state and municipal license $20,000,000 Carriér 
and permit bonds. All the other chap- The Consolidated Indemnity, the $20,- 
ters have been rewritten. F 


000,000 casualty and surety company now 
organizing, appointed Rolland R. 
Rasquin, formerly with the National Su- 
rety 





has 


WRITING PERSONAL HOLD-UP 


The Union Indemnity and the North- 


western Casualty & Surety have entered as its vice-president and general 


the personal hold-up field and will ac- counsel effective January 1, 1929. 
cept this class of business without in- Mr. Rasquin, a graduate of the New 
sisting ieee hee erat a ; 


on concurrent residence burglary 
and theft coverage 
well. 


York law admitted to the 
bar in 1904 and has been engaged in the 
practice New York City from 
that time until he became a general at- 
torney of the National Surety. He is a 
nephew of United States Commissioner 
Henry S. Rasquin and of William Ras- 


from the assured as school, was 
of law in 
CAR OWNERS’ RECEIVERS 
Donald FE. Mayberry and Frederick G. 
Katzmann have been appointed by the 
Massachusetts Supreme Court as receiv- 


ers for the insolvent Car Owners’ Mu-  quin, former justice of the Municipal 
tual of Boston. Each of the receivers Court. He is a member of the Associa- 
has furnished a bond in the sum of tion of the Bar of New York City. 
$650,000. He is the first appointment made by 
— the Consolidated Indemnity since John 
DR. WINTER IN NEW COMPANY FF. Gilchrist, former state transit com- 
Dr. D. T. Winter, the former presi- missioner, was elected its president. 
dent of the Manufacturers Liability of The keenest of interest is being shown 
Jersey City, is now interested in the in subsequent appointments due to the 
New Jersey Accident of Newark, in the favorable financial auspices under which 


process of organization. the company will start. 








YOU, TOO, 
CAN 
PROFIT 





By Standard’s Advertising Service 


When Johnson became an agent for the Standard he found that he had 
available, at no cost, the specialized services of one of the largest and best 
equipped advertising departments in the Insurance business. 


He is now able to give all of his time to personal solicitation. And his 
stenographer does not have to be “twins” in order to do all her regular 
work and get out Johnson’s advertising folders and sales letters besides. 


Standard’s Advertising Department does everything for him and he has 
found that its many sales helps and services have been a big factor in 
building his business to an unprecedented volume. 


Agents of the Standard everywhere are constant users of this Free and 
Unusual Service. They will tell you of its extreme importance as a time 


saver and business getter. You, too, can profit by Standard’s advertising 
service. 


This is one of a series of advertise- Copies of the preceding ads will be 
ments demonstrating the facilities 


furnished upon request- 
of Standard’s big Advertising De- 


Write to 


the Advertising Department of the 


STANDARD 
ACCIDENT INSURANCE CO. 


Home Office: Detroit 





partment. 
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ROOSEVELT’S BOOK ON AL SMITH 


Intimate Study of New York Governor 
by the Man Who Placed Him in 
Nomination at Houston 
Franklin D. Roosevelt, governor-elect 
of New York, and a general vice-presi- 
dent of the Fidelity & Deposit, has writ- 
ten a book about ‘Alfred E. Smith. It is 
a living portrait by one who is perhaps 
closer to New York’s governor than any 
other man. The book, which is pub- 
lished by Houghton, Mifflin Co., ap- 
peared towards the end of the Presiden- 

tial campaign. 


Mr. Roosevelt explains in a foreword 
that he has tried to analyze fairly some 
of the causes that have made Alfred E. 
Smith Mean of the most interesting 


Americans of this generation.” He goes 
on to say that this intimate study of his 
friend is partly the result of the deluge 
of letters which have come to him from 
men and women in almost every walk 
of life, asking every sort of question 
about Governor Smith. 

“When the mental growth of a 
in public life ceases,” 
Roosevelt, “he ought, for 
the community, to retire. Most of our 
mediocre or unsuccessful Presidents 
were slipping downhill mentally before 
they took office. Lincoln, Cleveland, 
Wilson, and Coolidge broadened as the 
years went by. By the same_ token, 
some men, unused to politics, become 
mere politicians when clevated to high 
office, while other men, brought up in the 
game of politics, rise superior to their 
environment.” 

This, says Mr. 
with Al Smith. He, above the 
level of the machine politician and 
turned the attention of the entire nation 
to his career and achievements. 

The book includes the speech which 
Mr. Roosevelt made at Houston, Texas, 
last summer nominating Governor Smith 
for President. 


man 
observes Mr. 
the sake of 


Roosevelt, was the case 


too, rose 


F. & D. ON $5,000,000 BOND 

Its Los Angeles Office Handles Details 

of Covering San Gabriel Dam; Pre- 

mium Is $250,000 

The Los Angeles office of the Fidelity 
& Deposit has just completed a $5,000,- 
000 bond covering the San Gabriel flood 
control dam, to be erected in the Los 
Angeles flood control district so as to 
reduce the hazard to that city. This 
bond, said to be one of the largest ever 
written, carries a premium of $250,000. 
It was written in two parts, one bond 
of $2,500,000 being for “faithful per- 
formance” of the contract and another 
of similar amount to guarantee payment 


by the contractors for materials used in 
erecting the dam. 
With the Fidelity & Deposit as the 


originating company, participation in the 
bond was had by twenty-two other com- 
panies, four besides the F. & D., being 
co-sureties and eighteen as_ reinsuring 
carriers. Among the co-sureties were 
the National Surety, United States I. & 
G., Hartford Accident and Pacific In- 
demnity. It is understood that each of 
these companies will retain 10% of the 
bond and reinsure the balance. It may 
be said therefore that 50% of the entire 
bond will be reinsured and in the fol- 
lowing companies: Maryland Casualty, 
Great American Indemnity, American 
Surety, Massachusetts Bonding, Union 
Indemnity, London & Lancashire Indem- 
nity, Southern Surety, Indemnity Insur- 
ance Co. of North America, New Am- 
sterdam Casualty, Royal Indemnity, New 


York Indemnity, Detroit Fidelity & 
Surety, Standard Accident, Commercial 
Casualty, Globe Indemnity, Columbia 


Casualty, American Bonding and Fidelity 
& Casualty. 


DEMPSEY JOINS ALLIANCE 

Vincent A. Dempsey, formerly bur- 
glary manager in the Brooklyn office of 
the National Surety, has joined the Al- 
liance Casualty as burglary and plate 
glass manager in its New York office. 
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ees Insurance Threat 
In Legislative Power 


TURNER’S DETROIT ADDRESS 





Casualty Information Clearing House 
Official Deplores Tampering With Our 
Busimess by the Ignorant 





Asserting that excessive legislation af- 
fecting the conduct of insurance compa- 
nies, compulsory automobile liability leg- 
islation for example, is “even more dan- 
gerous than that of a purely regulatory 
nature because it takes insurance out of 
the natural field of its operations and en- 
tails the building up of a new body of 
regulatory law,” G. E. Turner, counsel 
for Casualty Information Clearing 
House, in a recent address before the 
convention of the Insurance Federation 
of Michigan at Detroit, warned his hear- 
ers that the powers wielded by the leg- 
islators of the forty-eight states men- 
aces the present and future stability of 
the insurance business in this country. 

Mr. Turner was of the opinion that 
the institution of life insurance has suf- 
fered less from this source than have 
the fire and casualty insurance businesses 
for the reason that it has built up its 
own defensive works with the vast army 
of its policyholders. He said in part: 

“A legislature had as well attempt to 
legalize the invasion of men’s homes as 
to attempt a recognized invasion of their 
life insurance. However, it does not fol- 
low that life insurance may rest on its 
present accomplishments or that it is 
bevond the reach of blighting legisla- 
tion. There are teachers of false doc- 
trines at work and policyholders may be 
deceived. The defensive position gained 
today must be consolidated in successive 
generations and to that end the life in- 
surance business must ever be alert and 
astir. Legislative sentry duty must be 
maintained at a high state of efficiency 
and skirmish lines kept effective to meet 
the trench raids which do not assume the 
proportions of major engagements. 

Legislative Tampering 

“As to other branches of the business 
a different situation prevails. Whereas 
in life insurance vital legislative tamper- 
ing is plague to the policyholders, in 
automobile insurance it is but prickly 
heat. The result is that where, in the 
case a mighty ally is at hand, in the 
other, insurance is left to rely upon its 
own defenses. So long as the business 
is conducted in such a manner as to 
retain in the minds of men the con- 
sciousne ss that the institution of insur- 
inexhaustible 


ance is an reservoir 
from which to draw courage for new 
venture, strength for new enterprise 


new venture, strength for new enterprise 
and security for success, so long will it 
be secure in its fundamental aspects 
from all the legislative attacks which 
man can devise. So far as that con- 
sciousness is spread to new dimensions, 
so far will it continue to grow and so 
far as that consciousness is tuned to the 
practical processes of its administration, 
so far will insurance sweep aside the 
legislative obstacles set for its path.” 
Present Period Dangerous One 
“Just at this time we are entering upon 
a period charged with a legislative dan- 
ger to the business which is not wholly 
regulatory in its nature and which we 
have not heretofore known,” continued 
Mr. Turner. “It comes as a natural con- 
sequence of the highest type of success 
to which we may aspire. As men see 
the greatness to which insurance has 
grown, and as their faith in and knowl- 
edge of it are increased, there comes 
the temptation to thrust ‘upon it for so- 
lution social and economic problems en- 
tirely without the range of its proper 
functionings. Wide spread public confi- 
dence thus, at one and the same time, 


becomes not only our safeguard against 
destructive regulatory legislation, but a 
fertile field for the reformer who would 
recommend its use as a cure for all sorts 
of social and economic ills. The tendency 
in that direction is much more pro- 
nounced in Europe than in America. 
However, just now we see the experi- 
ment of insurance being dragged un- 
willingly forward as the sacrificial goat 
to appease the wrath of the contingently 
compensated attorneys for the victims of 
impecunious motor car operators. Re- 
spect for the procedure is induced by 
emphasizing the fact that the victim him- 
self is entitled to some consideration. 
“Whatever may be the outcome of this 
well defined effort to have compulsory 
automobile liability insurance establishd 
throughout the land as a matter of law, 
it will not be the last attempt to legis- 
late insurance into the stop gap against 
the raiders df our established social and 
economic order. Such legislation is even 
more dangerous than that of a purely 
regulatory nature because it takes insur- 
ance out of the natural field of its op- 
erations and entails the building up of a 
new body of regulatory law applicable 
only to the forced requirements.” 
Insurance Carelessly Dissected 


“Within the last twenty years insur- 


ance in some degree has been within the’ 


grasp of more than four hundred sep- 
arate legislative assemblies. Its vast ac- 
cumulation of assets has stood out before 
their eyes. Its vitals have been open 
to dissection by careless and unclean 
hands. Its delicate mechanisms have in- 
vited the tamperings of the curious and 
adjustments by the ignorant. It has 
stood exposed to the experimentation of 
legislative quacks and been compelled to 
submit to the treatment of the tyro. 
When we pause to consider these facts 
in the light of common knowledge as to 
the methods of politics, the ways of poli- 
ticians and the processes of legislation, 
we can come to no other conclusion than 
that this business has been the benefi- 
ciary of some major influence, some pow- 
erful force, which has decreed that it 
shall not utterly be destroyed. 

“T am not deprecating the efforts now 
being put forth, nor am I criticising the 
machinery set up by any branch of the 
business to meet this particular legisla- 
tive problems. I would not discourage 
those who feel that safety lies only in 
the more extensive participation of in- 
surance men in practical politics, but it 
may be well for them to recall that while 
Napoleon was something of a nolitician, 
he went to St. Helena and his empire 
went to pot. 

“In 1788 Washington wrote to La Fay- 
ette saying: ‘Virginia in the very last 
session was about to pass some of the 
most extravagant and preposterous edicts 
that ever stained the pages of a legisla- 
tive code.’ Doubtless the proceedings of 
which Washington complained were col- 
ored by prejudice, ignorance, temper and 
selfish interests. All are factors in leg- 
islation of today. The man who feels 
that insurance is safe from blighting or 
killing legislation merely because of the 
merit of its case does not know legisla- 
tors or legislative processes.” 





PLANNING BURGLARY CAMPAIGN 

The Fidelity & Casualty is lining up 
its field force for an intensified drive 
for burglary insurance during January 
and February, in which more than 8,000 
agents will participate. The company, 
in an effort to help its agents with sales 
helps, has prepared seven attention-get- 
ting folders and two posters. And to 
make the campaign doubly interesting, 
souvenirs are offered for all those who 
qualify during the drive. 

The December issue of the company’s 
“Service Bulletin” is full of timely ar- 
guments for residence burglary, robbery 
and theft insurance. 





NEW AJAX CASUALTY 


The Ajax Casualty has been formed 


at Decatur, Ill, to write accident and 
health. 


N. J. Safety Council 
Plans Active Season 


WILL LOCALIZE 


ACTIVITIES 





Hudson County Organization Adds 
Health and Auto Drivers’ Course; 
Insurance Officials to Aid 





A new procedure has been inaugurat- 
ed this year by the Hudson County 
Safety Council, Jersey City, in its work 
of accident prevention. Heretofore the 
council has conducted its work on a 
county-wide basis and has met with a 
degree of success in the actual reduc- 
tion of accidents, especially on the 
streets. It has been felt, however, that 
the work could be made still more ef- 
fective by localizing the activities in the 
four principal communities and adapting 
the program of work to the peculiar need 
of each locality. 

The plan, which has the sanction of 
the casualty companies, provides for the 
sectionalizing of Bayonne, Jersey City, 
Hoboken and North Hudson. This 
method of operation has already gotten 
under way in the two main divisions of 
the council now functioning, the Public 
Safety and Industrial divisions. There 
is also in state of organization a wom- 
an’s division which will look after the 
home accidents. 

To Hold Health Course 


A new departure is in prospect this 
year in the council’s industrial program 
in the nature of a health course, which 
is believed to be the first of its kind 
ever held by a local council. It will be 
in charge of Bernard S. Coleman, exec- 
utive secretary of the Hudson County 
Tuberculosis League and who will be as- 
sisted by life insurance physicians. Also 
on the program is a first aid course. 

The council has also decided to con- 
duct a continuous industrial “no-accident 
campaign” at the conclusion of the 





REMOVAL NOTICE 





FRANK G. TURNER 
i Councellor at Law 


Formerly of Jersey City, N. J, 


(Specializing in casualty, ne«|i- 
gence and_ general insura:ce 
litigation) will be located a‘ier 
December 1, 1928, at 
Federal Trust Bldg. (7th Floor) 
20 Clinton St. Newark, N. J. 


Tel. 3146 Market 


state-wide campaign on December 16, 
This will be a year-round campaicn and 
awards will be made periodically to the 
plants showing the best records. There 
is also a course for automobile ‘rivers 
which will be under the supervision of a 
committee headed by L. Edward Herr. 
mann, who is conducting a special cam- 
paign against the drunken driver, 

The council has also announced that it 
distributed some fifty thousand copies of 
a folder giving the salient features of 
the N. J. Motor Vehicle Act, recently 
passed, to the motorists of the county, 
The folder is also being used in the pub- 
lic schools as a text card in safety. It 
is also planned during the season of 
1928-1929 to have insurance officials of 
casualty companies give talks in public 
schools, industrial plants and to the gen- 
eral public. 

















Cc. F. HARDWICKE INJURED 
Charles F. Hardwicke, of W. W. Hard- 
wicke, Walford Co., local agency at 
Richmond, was severely hurt about the 


_ head and also had his collar bone broken 


in a recent automobile accident. He is 
now on the road to recovery and hopes 
to be back at his office soon. He isa 
son of the late W. W. Hardwicke, found- 
er of the agency. 
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a SERVICE. 


Alert Agents, desiring to 
take a timely advantage of 
opportunity, will find our 


IN Friendly Service to be a 
FORTY-TWO Business Builder beyond 
STATES compare. 


CENTRAL SURETY 


~ CORPORATION. 


Kansas City, Missouri 
Fred W. Fleming 


President 


SURANCE 


Dennis Hudsor 
V.-P. and Mer. of Agencies 
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THE EMPLOYERS’ GROUP 


Prattically every kind #! I nsurance except Life Insurance 
110 MILK STREET BOSTON, MASS. 





AMERICAN 


EMPLOYERS’ 


INSURANCE COMPANY 


THE 


EMPLOYERS’ 


FIRE INSURANCE COMPANY 





THE 
EMPLOYERS’ 


LIABILITY ASSURANCE CORPORATION, LTD. 
Write for our Booklet —" What Is It and What of It” 











5HE above advertisement is a facsimile of that appearing in current issues of the Aélantic 
“, Monthly, Harper’ 5, Review of Reviews, Scribner's, World’s Work, and the Golden Book—yes, 
Tur Emptoyers’ Group believes in the American Agency system. We believe that such 
advertising will benefit the insurance business. We believe that it will benefit waemee the 
representatives of THE EmpLoyers’ Group. 


We are proud of the growth of our agency force. We are proud of the large number of loyal agents 
who have been associated with us for many, many years. At the same time we are glad to say 
that some agency connections are still available for the competent insurance man. 
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Armored Car Coverage 
Runs Into Big Figures 


NAT’L SURETY ON THE BOND 





Protects Fleet of Cars on U. S. Trucking 
Corporation; Frecautions Taken 
Against Hold-Up 
The United States Trucking Corpora- 
tion, Armored Car Department, consid- 
ered by many the largest armored car 
corporation in the worid, came into ihe 
limelight recently when it moved without 
the loss of a dollar $675,000,0U0 of assets, 
as well as securities and other valuable 
documents, for the New Yoik Life into 
its new building on the site of Madison 

Square Garden. 

fhe National Surety is the bonding 
company for all the armored cars which 
compose the United States Trucking 
Corporation fleet, and it was learned this 


weck that cach car is bonded running 
into the thousands on both the driver 
and each of the four guards. 


This type of risk is not taken by the 
National Surety without full knowledge 
of the care with which the United States 
Trucking Corporation protects its cars 
and drivers from mishaps or hold-ups. 
According to Harry N. Taylor, president 
of the corporation, each armored car is 
enclosed in a quarter-inch of chrome 
steel, proof against bullets. The driver's 
seat is protected by an enclosure of bul- 
let-proof glass, seven-cighths of an inch 
thick. Port holes have a trick steel de- 
vice which will send a bullet back, on 
a recoil, to an outside marksman, try- 
ing to shoot through them, with a force 
almost equal to that of its original im- 
pulsion. Upper port holes provide out- 
lets for the muzzle of a machine gun. 

“A precaution always taken,” empha- 
sized Mr. Taylor, “is to scramble the 
crews so that no member of a crew on 
any trip knows who his associates are to 
be. And in case the chauffeur of the 
car should be overcome, a small lever on 
the inside of the steel cage is thrown 
by the men on the inside to put the car 
out of business. Each man carries a .45 
automatic revolver with plenty of extra 
loaded clips. There are also sawed-off 
pump guns in the car, shooting large 
buckshot, which scatters freely and can 
be made literally to spray the surround- 
ings with lead. These weapons with the 
machine gun are sufficient to repel an 
army. Not even a bomb would wreck 
the chrome steel fortress.” 

The men who fortify the armored cars 
are carefully selected with regard to 
their special qualifications. Some have 
seen army service and others have been 
police officers. 








A Critic of Travelers Plan 














To the Editor of 
Underwriter: 


The Eastern 

Relative to the action of a large cas- 
ualty company which recently announced 
that it will issue automobile liability poli- 
cies, collecting premiums monthly or 
quarterly there appears to be a strong 
resentment on the part of the brokers 
and agents against this method of han- 
dling this type of insurance, and if adopt- 
ed by other companies to meet the com- 
petition of this company it will open the 
gates to instalment payments on 
line outside of life. 

Should this occur it will prove very 
disastrous to the companies as the ex- 
pense of operation and collection of pre- 


every 


miums would be increased from 10 to 
15% and there would be a very great 
loss in busriness due to lapses. Aside 


from this the company would lose one of 
the strongest factors they have for finan- 
cial success and that is the investment 
feature as in quite a few instances com- 
undérwriting 


panies do not show an 


profit but they do show an investment 
profit due to the fact that they are re- 
ceiving moneys in advance upon which 
they receive the interest earnings. If 
this casualty company contemplates 
charging a larger premium it naturally 
will lose business. To my mind the 
whole scheme is one that is fraught 
with danger to the insurance world. 
Sees No Analogy 

It is quite true that the monthly pay- 
ment plan has been used very extensive- 
ly by sales concerns that handle auto- 
mobiles, phonographs, radios, vacuum 
cleaners, etc., but they have educated the 
public to this method of buying and they 
have no loss in interest on investment 
as that has been taken care of in their 
service charge in the form of a bonus 
charge. 

The situation relative to monthly pay- 
ment for insurance is far different and 
in my opinion it will prove disastrous 
to any company that attempts to han- 
dle premiums on this basis. ‘We believe 
that our plan of financing the assured 
through licensed agents and brokers is 
very practicable and that inasmuch as we 
guarantee to the insurance companies an 
earned premium on every policy that 
may be issued by them under this plan 
will be of tremendous help to the com- 
panies. Tt will also alleviate the finan- 
cial stress of the agent and broker try- 
ing to advance accounts which have very 
attractive commissions upon which they 
are not willing to permit cancellation and 
very often advance a part of the pre- 
mium, if not all of it, to secure such 
commissions. 

Will Be Too Costly 

After a careful survey of the field 
for the payment of premiums on the 
monthly plan, we believe that we have 
struck what will be a very fair method 
for the insured, agent and broker and 
the insurance companies. It works no 
hardship upon either, other than the in- 
sured who, in view of the fact that he 
cannot pay cash for his insurance pre- 


miums is permitted to take advantage of 
our plan and he pays the service charge. 

Conditions indicate that there is an 
enormous field for this class of business 
and in consequence our anticipated over- 
head can be very materially reduced, 
therefore, we have made a reduction of 
our service charge from 8% to 6% which 
will undoubtedly prove very attractive to 
the agent and broker as a talking point 
and furthermore as a distinct saving of 
2% to the insured. 

I have no desire to criticize the com- 
pany issuing policies on the monthly 
or quarterly plan but my experience rela- 
tive to instalment payments leads me to 
believe that they will find it too costly 
to handle and, furthermore, if they wish 
the co-operation of the brokers and 
agents they cannot rely too much upon 
them, because the broker or agent has 
plenty to do, to handle and collect pre- 
miums on the annual basis and cannot 
be bothered to collect four or five or a 
dozen times upon the same policy during 
a one year term. 

Edward W. Ernst, President, 
Premium Adjustment Corporation, 
New York City. 


TO HEAR PLEADINGS DEC. 28 

Assistant Attorney General Roger 
Clapp, of Boston, appeared before Judge 
Pierce of the Massachusetts Supreme 
Court this week and moved that in the 
compulsory automobile liability cases 
pending against Acting Insurance Com- 
missioner Arthur FE. Linnell, the plead- 
ings be completed on or before Decem- 
ber 28, and the cases be heard on that 
day. Judge Pierce granted the motion. 








The Michigan insurance department 
has been informed by officials of the 
Saltimore Butterine Co., makers of Nut- 
All, a brand of oleomargarine, that a 
coupon insurance arrangement with the 
Employers’ Indemnity, now the Employ- 
ers’ Reinsurance, of Kansas City, has 
been discontinued. 
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CONSIDER YOUR OWN FUTURE? 

Are you entirely satisfied with your in- 
come today? How much further along the 
road of success do you think you will be in 
19382 It takes more than liberal policies, 
efficient underwriting and large resources to 
sell insurance. 


The Agent who will make the biggest 
success is the agent who represents a company 
that supplies him with the tools that make 
selling easy. The company that backs him 
up with the extra measure of service and co- 
operation in addition to its routine support. 


Northwestern Casualty 
& Surety Company 
Bankers & Merchants Fire 
Insurance Company 

















Union Invemniry Company 


Exec. Offices: Union Indemnity Bldg., New Orleans 














The Agcnt who makes a connection with 

the Union Indemnity Company immediately 
becomes a representative of a fast growing 
aggressive company. 
In less than a decade 
Union Indemnity Com- 
pany has become one of 
the largest and strongest 
casualty and sur*ty com- 
panies in America. 

YOU are looking forward to a connection 
that will help you grow with a growing com- 


pany. Write us about. We will be glad to 
go into details. 





Eastern Dept:100 Maiden Lane, N. Y. 

La Salle Fire Insurance 
Company 

Union Title Guarantee 

















Company, Inc. 

















if I were secking anew 
Surety comnection 


ON A_ DIFFICULT CASE 
COMPANY SHOWS METTLE 


* * 


Gilbert T. Amsden, for Thirty Years 
General Agent, Tells Why He 
Prefers National Surety Co. 

Eo * * 

By 


G. T. AMSDEN, 
General Agent, Rochester, N. Y. 
* * * 

I have represented the National 
Surety Company thirty years and 
in the last analysis on a really diff- 
cult case, that Company is there to 
help the agent. 


For example, I had a particularly 
hard case not long ago that 
seemed impossible to underwrite 
but upon bringing all the facts to 
the Home Office of the National, 
their underwriting staff, with much 
patience and tact, was able to 
promptly whip the entire proposi- 
tion into shape so that the bond 
could be underwritten. It was 
underwritten and no losses sus- 
tained. 


That is the way the National 
Surety Company has served its 
agents thoroughly and well during 
all these years. 


I have had many such incidents 
during my agent years with the 
National Surety Company and I 
can say without any question that 
their continued recognition of the 
agents’ point of view has been most 
worth while. 

Y © ee 

If you’d like to know more about 
National Surety Company service 
and would like to find out if we 
have an opening in your town, clip 
this ad, attach it to your letterhead 
and send to 


NATIONAL SURETY 
COMPANY 
World’s Largest Surety 
Company 
115 Broadway 
New York 
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Revamped Claim Dep’t. 
For Century Indemnity 


POND CASUALTY CLAIM MGR. 





Fluty. Crane, Jarvis Supervisors; Hol- 
brook Bond Claim Attorney; Tribou 
Law Department Head 





Th Century Indemnity has revamped 
its c: im department and promoted Wal- 
ter (. Pond to be in charge of casualty 
clain. with supervision over the activi- 
ties © Holly W. Fluty, T. Spencer Crane 
and Charles B. Jarvis, the three 
super visors. 


claim 


The balance of the claim work has 
been divided into two groups, first a 
bon: claim department of which George 
T. Holbrook is attorney, and a law de- 
partinent with William H. Trigou in 
charwze. 

M~. Pond has been with the company 
sinc. its organization in 1926, and has 
take an active part in constructing its 
present claim organization both in the 
home office and field. A graduate of Yale 
law school, he practiced law in Connecti- 
cut ior a time and then spent six years 
in the claim department of the Hartford 
Accident; later he was with the General 
Accident. He has been assistant casualty 
claim: manager in the Century up to this 
time. 

Mr. Fluty, a graduate of the Univer- 
sity of Kentucky, also practiced law and 
connected with the Maryland Casualty 
as special claims attorney. He was with 
the Central West Casualty before joining 
the Century. His present capacity is su- 


pervisor of automobile and _ liability 
claims. 

Mr. Crane, appointed supervisor of 
compensation claims, was with the 


Georgia Casualty for twelve years in 
charge of compensation claims. He is a 





aryl 


graduate of St. John’s College and the 
University of Maryland law department. 

Mr. Jarvis, new supervisor of burglary 
and accident and health claims, has spent 
most of his business life in financial and 
insurance circles in New York City. 

Careers of Holbrook and Tribou 

Mr. Holbrook, bond claim attorney, 
joined the Century last March, having 
spent two years with another company 
in a similar capacity. He is a graduate 
of Washington and Lee University and 
was instructor in the law school there. 

Mr. Tribou, in charge of the law de- 
partment, is a graduate of the University 
of Maine and Boston University law 
school. After spending a year in the 
law office of Granville-Macfarland of 
Boston, and two years in the legal de- 
partment of the Maryland Casualty’s 
Boston office, he was transferred by the 
Maryland to its Portland, Me., office as 
claims manager. 





TAXICAB BOND RULING 

Bonds covering the operation of taxi- 
cabs must be written from midnight of 
December 31, 1928 to midnight of De- 
cember 31, 1929, according to Commis- 
sioner of Motor Vehicles Charles A. 
Harnett of New York state. 

Some of the companies have already 
sent in bonds written to cover the period 
beginning at midnight of January 1, 
1929. Bonds so dated, says the commis- 
sioner, will not be honored in the is- 
suance of omnibus licenses as obviously 
they do not cover operation on New 
Year’s Day. 





MAKE THREE APPOINTMENTS 

Three appointments have been made 
by the New York Indemnity recently as 
follows: Thomas W. Adickes to be gen- 
eral agent for casualty and surety at 
Raleigh, N. C.; Lieb Insurance Agency 
to be general agents for these lines at 
Pottsville, Pa. and the Burrell Cox 
Agency, Inc., to ,be general agents at 
Akron, Ohio. 


SURETY HISTORY RECALLED 





Detrick in Life Presidents Talk Tells 
Part Played by Button and Joyce in 
Forming Surety Association 

Some important surety history was 
brought out by Charles R. Detrick, 
president, National Convention of In- 
surance Commissioners, in his talk last 
week before the Association of Life In- 
surance Presidents at the Hotel Astor, 
New York. It had to do with: the ac- 
tion taken toward the formation of a 
special fidelity and surety committee at 
the commissioners’ convention of 1908, 
in which William B. Joyce, then presi- 
dent of the National Surety, had 
brought existing conditions into the 
limelight by telling the commissioners 
that “surety conditions at present justify 
investigation and intervention on the 
part of the various state authorities.” 

Following the lead of Colonel Button 
of Virginia, a committee of other com- 
missioners went down the line examin- 
ing and straightening out all the com- 
panies. As the final result the compa- 
nies formed the Surety Association of 
America, characterized as “the greatest 
step that was ever taken and the be- 
ginning of the wonderful prosperity that 
has continued almost ever since.” 





CHRISTMAS CAROL POSTER 

Elberte Hendry, who is employed in 
the office of Warren Hilleary of the 
Royal Indemnity at 150 William street, 
New York City, has designed an attrac- 
tive Christmas poster for the Carol 
Singers. Rehearsals for the sinving of 
the Christmas carols outside 80 Maiden 
Lane, during the holiday season, are now 
in progress. 





A recent bulletin sent out to the public 
by the Post Office Department stressed 
the insurance of parcel post packages. 
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DIFFICULT JOB FOR BROWN 





New Massachusetts Commissioner Has 
Immediate Task of Adjusting Bay 
State Auto Situation 


Merton L. Brown, newly appointed in- 
surance commissioners of Massachusetts, 
is taking office at one of the most criti- 
cal times in the insurance history of the 
Both companies and agents in the 
casualty field are in a turmoil over the 


state. 


rates and commissions governing auto- 
mobile liability insurance under the com- 
pulsory law. It will be the difficult task 
confronting the commissioner to restore 
order out of the present chaos. 

The new state official has had no in- 
surance experience, having been city so- 
licitor of Malden, Massachusetts, and an 
attorney in Boston. He has served in 
both branches of the Malden city gov- 
ernment and as city solicitor he was 
active in leading the protest of Malden 
and other cities before the public utili- 
ties department of the state against a 
proposed increase in rates of the Malden 
Electric Co. He is a graduate of the 
Boston University law school. 





COMPULSORY REQUISITES 

Speaking before a Kiwanis club re- 
cently, Commissioner C. D. Livingston of 
Michigan said that if a compulsory auto- 
mobile liability law is to be passed in 
his state several other laws must be 
placed on the statute books or else the 
compulsory law will prove not only use- 
less to correct the evils at which it was 
aimed but actually a menace to the peo- 
ple’s interests. 

Standards for the licensing of all auto- 
mobile writing carriers would have to be 
tightened, he said, and a law would have 
to be passed making it mandatory upon 
the companies to accept all risks offered. 
He also thought that rate powers would 
have to be placed completely in the 
hands of the state government. 
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Travelers Engineer For 
Study of All Accidents 


MINOR AS WELL AS SERIOUS 


H. W. Heinrich in Safety Talk Declares 
That Industrial Accident Work To- 
day Is Misdirected Effort 


H. W. Heinrich, assistant superinten- 
dent of the inspection and engineering 
division of the Travelers, declared that 
present day industrial accident preven- 
tion is misdirected, in a talk recently 
before the twelfth annual New York 
State Industrial Safety Congress at Syr- 
acuse. It is misdirected, he said, chiefly 
because it is based almost altogether 
upon an analysis of the causes of acci- 
dents which result in serious injuries. 

Mr. Heinrich pointed out that recent 
investigations conducted by ‘Travelers 
engineers have made possible a new basis 
for guidance in accident prevention. This 
shows that all accidents must be studied 
and that action must be predicated upon 
those mishaps which cause no injuries 
as well as upon those that do result in 
injuries. He referred to an analysis of 
75,000 accidents, made some time ago, 
which enabled the company engineers 
to establish the conservative ratio of 29 
to 1 between minor and major and 
showed that from present available data 
concerning the frequency of potential or 
no-injury accidents, it is estimated that 
there is a ratio of 10 to 1 between po- 
tential-injury accidents and those causing 
injuries. 

“The importance of any individual ac- 
cident in prevention work lies in its po- 
tential power to create injury, and not 
in the fact that it actually does or does 
not so result,” he declared. “When we, 
therefore, arbitrarily select lost-time or 
so called major accidents as the basis 
for our analysis and for guidance in pre- 
vention, we are seriously misled in re- 
gard to corrective action.” 

Defines An Accident 

Mr. Heinrich attributed a part of the 
misdirection of efforts to a misunder- 
standing of terminology. In this connec- 


ticn he asserted that an accident is any 
event that occurs without one’s fore- 
sight, and that it need not’ necessarily 


produce an injury. 

The speaker thought that by 
trating on the prevention of 
through recognition of the fact 
accident is too insignificant to 
consideration, there is hope of 
fully attacking a problem that has be- 
come one of the hem serious confront- 
ing the heads of industry. No-injury ac- 
cidents, Mr. Heinrich said, not only 
eventually endanger an individual, but 
frequently lead to explosions, fires, 
wrecks and other catastrophes that cause 
tremendous loss of lives. 


concen- 
accidents 
that no 
receive 
success- 





HEALTH INSURANCE BILL 


National Measure Introduced in Austra- 
lian House; Not Preventive for 
Accidents or Old Age 
The National Insurance Bill 
troduced into the Australian House of 
Representatives, September 4, 1928, by 
Dr. Earle C. G. Page, Commonwealth 
Treasurer. Dr. Page took pains to ex- 
plain that this was an insurance bill and 
not a measure for the prevention of ill- 
ness, accident or old age. No medical 
benefit was intended. A compensation 
of twenty-six shillings, sixpence, weekly 
was proposed. The administration of the 
benefits was to be in the hands of two 
classes of Friendly Societies,—ordinary 
approved societies, and general approved 
societies to be brought into existence and 
controlled by the National Insurance 
Board. The latter societies were to re- 
ceive the flotsam and jetsam ineligible or 
expelied from the regular societies. The 
bill has proceeded to a second reading, 
debate under which has been adjourned. 
The bill may be again read and referred 
to committee. 
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BUSINESS-BUILDERS 


Fidelity and Surety Bonds, 
Compensation, Automobile, Accident, Health, 
Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 
Massachusetts Bonding and Insurance Company 


BOSTON T. J. FALVEY, President 
Capital Policyholders Surplus Assets 
$4,000,000 $8,900,376.30 $17,503,865.43 


Write For Territory 


DEVELOPING 
Liability Workmen’s 








STANDARD ACCIDENT CHANGES 


H. C. Meyer Advanced To Indianapolis 
Managership; Everett Welch Put In 
Charge Of Cleveland Office 


The Standard Accident has promoted 
H. C. Meyer to be of its In- 
dianapolis branch Everett 
Welch to office. 
These a series of 


manager 
and 
its Cleveland 


office 
manage 
appointments follow 
recent changes designed to give greater 
strength to the 
vice facilities 

Mr. Meyer, 
has 


company’s agency ser- 
in various sections. 

for the past three years, 
located at the 


first as 


Indianapolis 
manager and 
more recently as associate manager. He 
has been a member of the Standard since 
1923 and before that time received ex- 
perience in branch office management, 
special agent from home office and in the 
field, and home office executive. During 
his association with the Indianapolis 
branch, he has established an unusually 
wide acquaintanceship with insurance 
agents of this state. 

Under Mr. Meyer’s leadership the In- 
dianapolis branch will undergo a pro- 
¢ressive and strenuous program of ex- 
pansion during the coming year. 

Mr. Welch has previously been assis- 
tant manager of the Standard’s Philadel- 
phia branch. He joined the company in 
1922 and received special instruction in 
nearly every home office department be- 
fore going out into the field. He has 
been successful in special agency work 
and this success is reflected in his rapid 
advancement to the managership of the 
Cleveland office. 

New Southeastern Office 

Another appointment made_ recently 
by the Standard Accident is that of C. 
L. Rk. Nichol to be southern manager 
for the company. This is a newly creat- 
ed position and reflects the expansion 


been 


branch, assistant 


of the Standard Accident into southern 
territory. Mr. Nichol will have charge 
ot all states south of the Mason and 
Dixon line and east of the Mississippi, 
excluding Maryland and Virginia and 
including New Orleans. He will make 
his headquarters in the company’s al- 
ready established southeastern depart- 
ment at Atlanta, which will be in a sense 
a miniature home office. 

Mr. Nichol became connected with the 
Standard in 1917 as an underwriting 
assistant to Captain F. S. Brown, now 
vice-president. Immediately upon his 
discharge from the army in 1919 he re- 
ceived special training in all departments 
of the company. He was then placed 
in the field as a special agent, devoting 
most of his time to the development of 
the Standard’s business in the south. 
He was so successful in that work that 
in 1923 he was called to the home office 
and appointed is the position of agency 
supervisor. In August, 1928, his ability 
was further recognized in his appoint- 
ment as ——— of agencies. 

F. M. Garrett, manager of the south- 
eastern department, will remain in ac- 
tive charge of that office but will be 
given the benefit of close contact with 
the Standard’s home office through Mr. 
Nichol’s knowledge of home office rou- 
tine. The new arrangement will enable 
Mr. Garrett to devote more attention 
to the bonding end of the business with 
which he is thoroughly familiar. 





QUARTERLY DIVIDEND 
The Insurance Securities Co., Inc., of 
New Orleans, has declared its regular 
quarterly dividend of 344%, payable Jan- 
uary 2 to stockholders of record Decem- 
ber 8. 





ST. LOUIS CONFERENCE 
A business conference of the ‘Maryland 
Casualty was held in St. Louis December 
6. R. H. Thompson and R. F. Proctor 
came from the home office. 








FINANCIAL strength and years of j 

experience—both necessary for the 
successful writing of casualty insur- 
ance and surety bonds. 


ROYAL INDEMNITY COMPANY 


150 WILLIAM STREET 


NEW 


YORK 
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Federation’s Activit: 
In Educational ‘ielg 


REPORTED ON BY J. L. MADDEN 
Seeks Proper Method of Finan 


ng In. 
surance Courses; Would Give Vlore 

Attention to Home Office Mat-rial 

James L. Madden, third vice-;. osiden: 
of the Metropolitan Life, who © chair. 
man of the committee on insura:-¢ edy. 
cation of the Insurance Feder: ‘ion oj 
America, addressed the annual -eeting 
of the Federation at the Hotci Astor 
last week on the activities of the com. 
mittee with special reference jo the 
problem of providing the means 3f edy- 
cating young men and women who are 
unable to attend the regular college 
courses in insurance. 

He pointed to the good work that has 
been done by the American Bankers As- 
sociation in providing what is known as 
a scholarship loan in the amount of $500) 
to pay the expenses of students who de- 
sire to take a course in insurance but 


are prevented from doing so on account 
of a lack of funds. After a boy gradu- 
ates he is given a year of grace in which 
to pay back what he has borrowed. 

Mr. Madden said that in order to find 
out just what the problems are with re- 
gard to the education of the youth of 
the country the federation was about to 
try an experiment in three states and that 
a committee would be appointed to deal 
with educational work in these states to 
try to determine, among other things, 
the proper me ‘thod of financing insurance 
ccurses. The main difficulty, he said, 
seemed to be that of getting students. 

He stg such institutions as the 
American College of Life Underwriters 
and the Insurance Institute of America, 
which give the student not only the fun- 
damentals of insurance, but also provide 
an excellent insurance background. He 
said there was a great deal of misunder- 
standing among college students as to 
the true purpose and function of insur- 
ance. 

Another problem was that of finding 
suitable home office material. He said 
they had been unable to find that any- 
thing constructive had been done thus 
far to stimulate an interest among those 
concerned in insurance education in home 
office technique and training. He de- 
clared if this phase of the committee's 
work were found to be practicable they 
would endeavor to widen the scope of 
their activities. 





McKELL ON PROSPERITY 
Based On Sound Agricultural And In- 


dustrial Conditions, American Surety 
Vice-President Says 

Prosperity in the western United 
States and Canada is founded on basic- 
ally sound agricultural and industrial 
conditions, says W. E. McKell, vice- 
president of the American Surety, who 
has just returned from a trip through 
these sections. 

Industry was active, Mr. McKell found. 
Flour milling, during the month of Sep- 
tember, ran about 10% higher thar dur- 
ing the same month of 1927. Fiel: and 
grain crops, with a few exceptions, were 
in good condtion. Potatoes, it was pre- 
dicted, while falling somewhat short of 
last year’s large yield, would excecd the 
five year average by about 11, 190,000 
bushels, or more than 25%. ) 

That these various healthy conditions 
should show their effect of the Dusl- 
ness done by stores, was only n:ttiral, 
according to Mr. McKell. Sma’! but 
gratifying increases in net sales were 
shown by a number of establish:ents 
reporting to the federal reserve ank 
Department store sales for the firs’ nine 
months of the year exceeded the same 
period of 1927 by 2.2%. Comparitive 
figures for September of both . ears 
showed a 1.4% increase in 1928. Aj; arel 
stores’ sales in September were AG 


above the same month a year ag 
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In the, 
Spirit of the Times 


As never before Christmas Day, 1928, finds new 
influences writing change on the records of life. 
The airplane, speeding straightway through the 
sky, perhaps is reuniting families long-scattered; 
the radio spreading its message of good cheer 
brings, it may well be, thousands of listeners, 


back to old-home-town celebrations. 








In the spirit of the times—voicing satisfaction 
with the past and confidence in the future—the 
Independence Companies of Philadelphia wish 
the great insurance fraternity, the whole world 


over 


The Merriest Christmas 
~ Eber and a New Year of 
GAnoprecedented Prosperity 





The INDEPENDENCE COMPANIES 


Home Offices — PHILADELPHIA 
CHARLES H. HOLLAND, President 












Casualty Insurance * Surety Bonds 
Fire Insurance 


oai( These Companies maintain Human Relations with their Agents, Brokers and Policyholders ) 
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Rating Board Explains 
Scope of Amendment 


REFERRING TO COMPENSATION 





Advises Companies That Subdivision 4 
of Section 54 Will Not Change 
Underwriting Practice 





The Compensation Inspection Rating 
3oard of New York has had a number 
of inquiries from companies as to any 
possible change in the underw riting prac- 
tice occasioned by the amended subdi- 
vision 4 of section 54 of the New York 
workmen’s compensation law. 

This statement, which reads as fol- 
lows, was passed at the 1928 session of 


the New York legislature: 

“Every such contract or agreement of insur- 
ance issued by an insurance carrier covering 
the liability of an employer for the payment 


of the compensation provided by this chapter 
shall be deemed to include all employes of the 
employer employed at or in connection with the 
business of the employer carried on, maintained, 
or operated at the: location or locations, set 
forth in such contract or agreement, unless any 
such employe or employes, or class of employes, 
shall by the terms of such contract or agree- 
ment be expressly excluded therefrom.’ 


The Board’s Opinion 

It is because of the implied privilege 
in the amendment to exclude any one 
employe or class of employes from_the 
operations of the policy that the Com- 
pensation Inspection Rating Board, 
through its manager, Leon S. Senior, has 
given the following opinion: 

“We do not believe that the amend- 
ment requires any change in the under- 
writing practice since, in our judgment, 
it is not designed to confer authority up- 
on the employer or the insurance carrier 
to exclude from the operations of the 
policy any employe or class of employes 
who may be entitled to the benefits pro- 
vided by the New York workmen’s com- 
pensation law. 

“Section 50 entitled ‘Security for Pay- 
ment of Compensation’ requires an em- 
ployer to secure compensation to his em- 
ployes by insuring in the state fund, or 
with any stock corporation, or mutual 
association, or by self-insurance—after 
furnishing satisfactory proof to the state 
of his financial ability. Section 50 does 
not permit the exclusion of any employe 
or class of employes from the benefits 
of insurance. The insurance carrier, in 
issuing a workmen’s compensation policy, 
must conform with the rules of the New 
York compensation manual as approved 
by the superintendent of insurance, 
which provide among other things that— 

‘Compensation Insurance rates shall be applied 
by classification as prescribed by this manual 


to the entire payroll, as hereinbefore defined, 
of all employes of the assured except as spe- 
cifically provided hereafter. Compensation In- 


surance policies shall not be written except up- 


on the basis of the entire payroll of the as- 
sured which is the subject of insurance. Under 
no circumstances shall a compensation insur- 


ance policy be written covering any part of a 
specific location of a given risk leaving an- 
other part of the same location uninsured. The 
operations of any employer at a specific loca- 
tion shall not be covered by more than one 
carrier.’ 

“Right to Insure” Defined 

“Tt follows that the employer being 
bound by section 50 to insure all of his 
employes, and the insurance carrier be- 
ing bound by the rules of the manual to 
cover all of the employes represented by 
the entire payroll of the assured at the 
- specific location described in the policy, 
no valid agreement can be made which 
would permit the exclusion of any one 
employe or any class of employes en- 
gaged in the operations carried on by 
the assured at the specific locations de- 
scribed in the policy contract. 

“In so far as we are able to interpret 
the amended subdivision 4 of section 54, 
consistent- with the general tenor and 
purpose of the law, it has the sole effect 
of permitting an employer and an insur- 
ance carrier to enter into a contract lim- 
iting the insurance cover to operations 
conducted at a certain specific location, 
subject to the proviso that if the em- 
ployer carries on other operations, he 
must also insure the employes engaged 
in such other operations under one of 
the forms prescribed by section 50. In 
other words, the right conferred under 
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Beha’s Rules to Restore 
Order in Taxi Business 


PROMULGATED IN OPEN LETTER 





Commissioner Says Greed of Few Brok- 
ers for Excessive Commissions Re- 
sponsible for Chaotic Conditions 





Superintendent of Insurance James A. 
Beha last week took prompt action to 
maintain order and sanity in the ranks 
of the taxicab insurance business which 
is again threatening to get into a state of 
eruption. He says that the greed of a 
few brokers for excessive remuneration 
and the greed of a few companies for ad- 
ditional business are the cause of this 
situation. These brokers attempt to 
switch the business confided to them by 
taxicab owners to the company offering 
them the biggest inducements. It may 
be said that Superintendent Beha’s ac- 
tion restores to the taxicab owner his 
independence, permitting him to choose 
the companies in which he desires cov- 
erage. 

In the interest of the public, the in- 
surance companies and the taxicab own- 
ers, Superintendent Beha has promul- 
gated additional rules covering the writ- 


ing of insurance of public motor vehicles 
in a letter which he addressed on De- 
cember 15 to all companies writing this 


type of business. They follow: 
Eight Changes Made 
1. The rates heretofore established 


for insurance of such vehicles are to re- 
main in full force and effect excepting 
for the modification indicated in the fol- 
lowing paragraphs: 

2. A reduction of $2 is to be allowed 
from the monthly rates charged if the 
business is written at one of the com- 
panies’ bona fide branch offices, provided 
no brokerage in any form is paid. 

3. Not more than three branch offices 
or writing offices in Greater New York 
are to be permitted to any one company. 
Such offices must be bona fide company 
offices, not merely writing policies, but 
performing branch office functions such 
as inspecting of risks, receiving accident 
reports, investigating and adjusting 
claims, ete. 

Where there is an existing cover- 
age, policies for the 1929 coverage will 
be recognized only when issued by the 
present carrier and if accompanied by 
the company’s copy of the December 
sticker orders. 
5. License plates for taxicabs for 
which there is no existing coverage will 
be issued as heretofore. 

6. Arrangements will be made to per- 
mit bona fide transfers of taxicab cov- 
erage from one company to another 
where the owner desires such transfer, 
and provided that the change in carrying 
company has been made within the rules 
and regulations issued by this depart- 
ment and not as the result of manipula- 
tion between brokers, branch office man- 
agers, solicitors or other third parties. 
Every such transfer will be considered on 
its merits, and before made must have 
the approval of this department. 

7. Companies are strictly limited to 
the quotas heretofore established, and 
the ratios of fleets to individual cabs 
existing at the time the quotas were 
originally established must be maintained 
as nearly as possible. 

8. All existing rules and regulations 
not conflicting with the above are to re- 
main in full force and effect. 








subdivision 4 is the right to insure under 
more than one policy and in more than 
one of the forms stated in section 50 
provided the operations of the employer 
are separately insurable in accordance 
with the rule contained in the New 
York compensation manual.” 


PRISON COMPENSATION URGED 





Michigan May Extend Workmen’s Act 
To Cover Involuntary Labor; Mea- 
sure Now Being Drawn 
Convicts employed in prison industries 
will be protected by workmen’s compen- 
sation laws in the same fashion as oth- 
er laborers if a measure now being draft- 
ed by Wilber M. Brucker, attorney gen- 
eral, is passed by the Michigan legis- 

lature. 

The attorney general recently ruled, 
when a claim was presented by relatives 
of a prisoner who was killed in a grade 
crossing accident while driving a truck 
for one of the industries, that the pres- 
ent law does not include involuntary 
laborers such as those impressed into 
service during their period of incarcera- 
tion. It was agreed at that time by 
administration leaders, however, that it 
was unfair to any, possible dependents 
cf a convict not to allow them the usu- 
al compensation benefits in case at: oc- 
cupational accident should prove fatal 
and deprive them of any future support 
from the wage-earner perhaps only tem- 
porarily behind prison walls. 

In at least one case, it is reported, the 
state administrative board allowed com- 
pensation in such a case and several 
ciaoms rave since been fi'ed. Such ac- 
tion, of course, was of dubious legality 
but amendment of the compensation act, 
as now scught, wili make it possible to 
pay all such claims in regular manner. 
The department of labor and industry 
which has jurisdicticn over administra- 
tion of law as it affects private indus- 
try would be granted s:milar powers 
with relation to deciding the merits o1 
claims based on accidetits befalling p11s- 
oners. 





MEDICAL MEN COMPENSATION 





Paris Hospital Internes and Doctors 
Will Benefit Under New Provision 
Proposed to Municipal Council 
The internes of the hospitals and mu- 
nicipal hostels of Paris are now to have 
a system of compensation protection in 
case of disease, accidents or wounds. A 
new measure has been submitted for the 
approval of the Municipal Council of 
Paris, proposing that compensation re- 
wards be extended so as to include all 
members of the medical personnel in in- 
stitutions under the control of the De- 
partment of Assistance Publique de 

Paris. 

The Paris correspondent of the “Jour- 
nal of the American Medical Associa- 
tion, in commenting on this proposal, 
says: 

“Whenever there is a doubt as to the 
origin of the disability the liability is 
shared between the hospital administra- 
tion and the patient or victim. The com- 
pensation that can, under certain cir- 
cumstances, be accorded the physicians 
and midwives connected with the de- 
partment of domiciliary medical assist- 
ance and the approved midwives of the 
hospitals has been fixed at 25% of the 
amount of compensation that would be 
allowed in case of disability contracted 
in line of duty. The question of tem- 
porary incapacity was also inquired into. 

“A special commission composed of ex- 
perts will decide on the justification of 
the claim, and, if allowed, on the amount 
of compensation. 





21 COMPANIES IN ONE BUILDING 

Twenty-one insurance companies are 
now housed in the Military Park build- 
ing, Newark. They are the Aetna, Ajax, 
Century Indemnity, Detroit Fidelity & 
Surety, Essex Fidelity & Plate Glass, 
Equitable Life of Iowa, Equitable So- 
ciety, Fidelity & Casualty, Fidelity De- 
posit, Guardian Life, Metropolitan Casu- 
alty, Missouri State Life, National Sure- 
ty, New York Casualty, Royal Indem- 
nity, Seaboard Surety, Sussex Fire, Trav- 
elers, Zurich, Essex Fire, and Mutual 
Life. The Compensation Rating Bureau 


is also in the building. 


MASSACHUSETTS ACCIDEN' 
« BOSTON, MASS. 











Established 1883 


OUR ‘SPECIALTY : 
NON - CANCELLABLE DISABILITY COVERAGE 
Renewable to Age 60 
TOTAL DISABILITY INDEMNITY 
Unlimited 
4 PARTIAL DISABILITY INDEMNITY § 
| Unlimited or 12 Month Limit ¢ 


WAITING PERIODS 
14-30-60 or 90 Days 





L 





CHESTER W. McNEILL 
President 


V. R. WEsToN 
Mgr. Commercial Dept. 








INDEMNIFIERS FOR OVER FORTY YEARS 








deas That Mean 
More Business 


ANY MEN have writ- 

ten the rules for success 
in business. Simple rules that 
it would seem anyone could 
follow. But the real secret 
lies in individual application 
of the general rules. 


The home office of the 
United States Fidelity and 
Guaranty Company cooper: 





ates with its agents to ineet 
the problems that result ‘om 
ever growing competition. 
UNITED STATES FIDE) !TY 
AND GUARANTY 
COMPANY 
Home Office: 
BALTIMORE MARY!.AND 
FIDELITY SURETY CASUALTY BUR: i ARY 
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WHY NOT PROFIT BY IT? 


THE GROWTH OF SURETY— Premiums of over $100,000,000.00 a year are being 


written by some fifty surety companies. 








_ This represents one hundred times as much in Fidel- 
ity and Surety premiums as was written fifty years 
ago. 


Surety today is an essential service in our modern 
business life. 


Financial guarantees are required in almost all busi- 
ness agreements. 


THE SCOPE OF SURETY— FIDELITY BONDS—Individual, Schedule, Posi- 
tion, New Schedule Blanket Position, Fidelity Blank- 
et, Banker’s and Broker’s Blanket Bonds, Public 
Official, Federal Official, Notary Public Bonds. 


CONTRACT BONDS—Bid Bonds, Construction 
Contracts, Supply Contracts, Maintenance Contracts, 
Indemnity Bonds, Lenders or Lessors, Sub-Division 
Bonds, U. S. Main Contracts, (all), Lien, Patent In- 
fringement. 


MISCELLANEOUS BONDS —Freight Charge, 
Lost Security, Warehouse, Blue Sky Law, Commis- 
sion Merchants, License & Permit for States, Coun- 
ties, Cities, Towns, Villages and other Municipalities. 


COURT BONDS—Bankruptcy, Administrators, Ex- 
ecutors, Guardians, Appeal, Replevin, Receivers, 
Conservators, Assignees, Cost. 





FEDERAL BONDS —Internal Revenue, Income 
Tax, National Prohibition, Immigrants Bonds, Cus- 
tom House. 


DEPOSITORY BONDS— 


OUR POSITION— The New York Indemnity Company in association 
with the National Surety Company has a larger qual- 
ifying power than any other company writing 
Fidelity and Surety lines; has at its command unex- 
celled underwriting facilities, experience and infor- 
mation; has a Fidelity and Surety Claim Organiza- 

1 tion which extends throughout the country. 


If you are interested in establishing a 

real surety connection for the develop- 
» > ment of SURETY business on a profita- 
Y ble basis, write 


|| New York Indemnity Company 


115 BROADWAY, NEW YORK CITY 
Mittram B. Joyce, Chairman | Spencer WELTON, President 
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Dauring the holiday period, 
when thoughts are kind and 
the heart speaks, 


—when memories cluster 
around us of the days that 
are gone 


—and we go back over the 
years that have been so 
generous of rewards, 


—we realize that we owe to 
all of those who have been 
our friends for so long a 


period 


—a gratitude and an appreciation 
of their loyalty and _ their 
support. 


—So today we send you greetings, 
and we voice a prayer that your 

lives may be rich with happiness 

and crowned with success. 


The Keane-Patterson Agency 
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Look For $25,000,000 
1929 Chicago Agencies 


GOAL OF MORE THAN ONE OFFICE 





Mutual Life Agency Did $22,000,000 in 
1928; Darby A. Day, $19,000,000; 
Berls Agency, Equitable, $18,000,000 





Unless business depression descends 
upon the country or life insurance hits 
the toboggan for some reason or other 
the ycar 1929 will see at least three 
agencics in Chicago possibly four, some- 
what disappointed if they do not do be- 
tween $20,000,000 and $25,000,000. It was 
not so long ago that Darby A. Day, 
then 1 anager of the Mutual Life, sur- 
prised the country and was a sensational 
subject of conversation among general 
agents in the big towns because his 
agency was doing a consistent million 
dollar a month or better business. <A 
number of agencies have now passed the 
million a month mark. 

A representative of The Eastern 
Underwriter talked to several of the 
leading agencies in Chicago on Monday 
of this week, asking for estimates of 


paid business for the year. The Equit- 
able Life Assurance Society is leading 
the town with about $85,000,000 of pro- 
duction for 1928. The Harry F. Berls 
agency of the Equitable is close to 
$18,000,000. The New York Life is pay- 
ing for approximately $77,000,000 in Chi- 
cago. 

The agency leader of the town for 1928 


is the H. C. Hintzpeter office of the 
Mutual Life, $22,000,000. The Mutual 
has other agencies there as well. Darby 


A. Day, Union Central, will hit in the 
neighborhood of $19,000,000. The Bokum 
& Dingle agency of the Massachusetts 
Mutual is close to $17,000,000. 

There are several Penn Mutual offices, 
most interest centering about Frank H. 
Davis, the former vice-president of the 
Equitable Life Assurance Society, who 
took over the A. E. Patterson agency of 
the Penn. The F. H. Davis office wrote 
$2,300,000 in December up to December 
2. Its paid in November was large 
enough to roll up a 350% increase over 
the November of 1927. Mr. Davis has 
recovered from his attack of influenza. 
The S. T. Whatley agency, Aetna Life, 
paid for about $16,000,000 exclusive of 


group. 





LOUIS LANE HONORED 





Agency Force Tender Him Luncheon; 
Present Apps Totaling $2,350,000; 
Also Inscribed Volume 
Testimonial luncheons are frequently 
given, but the one tendered to Louis 
Lane, head of the Lane Agency, Equit- 
able Society, by the agency force in 
New York on December 21 at the Hotel 

Astor, was a bit different. 

First, he was presented with applica- 
tions totaling $2,350,000, the result of a 
10% drive from December 5 to 21, but 
the presentation of a handsomely in- 
scribed volume with the names of all his 
agents, was the climax of the afternoon. 
This memento is one that he will look 
upon as a visible evidence of the esteem 
in which he is held by his entire per- 
sonnel. Mr. and Mrs. Lane were warmly 
congratulated by Vice-President Albert 
Borden and Agency Supervisor W. G. 
Fitting who were present. 





NAMED PUBLICITY DIRECTOR 





Illinois Life Appoints D. J. Wellenkamp 
To Have Charge of Publicity 
And Advertising 


wor \llinois Life has appointed 1). J. 


Wellenka mp, as director of public rela- 
ons, a Wellenkamp will handle the 
ompany’s publicity and advertising. He 
Was for: ony on the editorial staff of the 
“a of an international service 








hace Sieeun ‘iivearnnn 
For Eastman Kodak Co. 


$6,500,000 INITIAL 


PAYMENT 





Metropolitan Life Works Out Plan for 
Life, Disability and Retirement 
Annuity 





The Metropolitan Life has worked out 
a plan for complete group life, disability 
and retirement annuity covering the 20,- 
000 employes of the Eastman Kodak Co. 
here and abroad. The plan is contribu- 
tory and involves an initial payment of 
$6,500,000 which will be made jointly by 
the company and the employes associa- 
tion. 

The plan has been approved by the 
directors of the Eastman company and 
by the employes’ association and will be 
presented in complete form to the stock- 
holders at the annual meeting in April. 
The group life and disability goes into 
effect immediately. 

The insurance protection plan will not 
interfere with the wage dividend system 
in use since 1912, by which the company 
has made annual cash disbursements to 


employes. These payments amounted 
last year to $3,250,000. Neither will the 
insurance program interfere with the 


other activities of the employes’ associa- 
tion such as that of lending money on 
second mortgage on employes’ homes. 
The program is said to be one of: the 
most comprehensive ever undertaken by 
any corporation. The retirement an- 
nuity, which forms the basis of the scale 
for the death and disability benefits, will 
become effective January 1. Annuities 
will begin at the age of sixty-five for 
men and at sixty for women. The rate 
will be at 1% of the salary for 1928 
multiplied by the number of years of 
service prior to January 1, 1928, plus 2% 
of the total salary earned after that date. 





ADVISED TO RETAIN POLICIES 

The Newark branch of the Association 
for the Advancement of Colored People 
have advised the negro policyholders of 
the Metropolitan Life to comply with the 
recent request to pay their premiums at 
the company’s office in Newark and re- 
tain their policies. After an investiga- 
tion, the association has determined that 
a change in the company’s plan to elimi- 
nate home collections is not aimed only 
at colored people but applies to all pol- 
icyholders. Also, that the office where 
premiums are received is for white peo- 
ple as well as colored and the company 
has not made any attempt at segregation. 


State Mata! Sets 
New Maximum Limits 


WRITES § $225,000 AGES 25 TO 50 





Worcester Company Also Revises Its 
Disability Schedules Effective 


January 1 





The State Mutual Life 
has sect 


of Worcester 
new limits of risk and revised 
disability premiums effective at the close 
of the year. The new limits of risk by 


five year periods follow: 
Life and Endowment 
Age Males Females 
1 baa $20,000 $15,000 
7.) ee 65,000 30,000 
23to Se... 225,000 15,000 
Sb beets 160,000 75,000 
| ere 95,000 60,000 
iS ean eee 30,000 15,000 
1929 Disability Premiums 
—O. L——- ——L-20-— 
Age WDA W. WDA W. 
21 3.31 54 4.00 45 
25 3.58 59 4.21 48 
30 3.99 68 4.46 Bas 
35 4.51 &2 4.74 66 
40 5.22 1.02 5.08 87 
45 6.20 1.34 6.18 1.31 
50 7.65 1.87 7.70 1.93 
55 9.94 2.82 10.04 2.92 


ISSUES RETIREMENT ANNUITY 





Atlantic Life Puts Out Its First Contract 
Of This Kind; Summary 
Of Features 

The Atlantic Life is putting out a new 
policy which it calls the guaranteed re- 
tirement income contract. The policy 
guarantees at the age of retirement 
either a monthly income for the life of 
the annuitant, or a cash endowment, or 
a fully paid up life insurance contract. 
Prior to retirement age, it provides for 
a cash refund at the end of any year 
after. three deposits have been made, if 
the annuitant wishes to surrender the 
contract, and for the refund of all de- 
posits at the annuitant’s death. 

In addition, there is an income disabil- 
ity provision which will not only permit 
the waiver of all deposits during total 
and permanent disability occurring prior 
to age sixty, but secure at once the 
monthly income to be paid while the an- 
nuitant is totally and permanently dis- 
abled until the age of retirement. This 
is the first annuity contract to be put 








confidential. 














NEW YORK MANAGER WANTED 


A prominent life company that has been 
active in New York state for many years 
has a general agency open in Greater New 
York. This is a real opportunity for a man 
with the necessary life insurance background 
and organizing ability. 
will be be arranged. Full information should 
be given in first letter. 


Box 1100 


THE EASTERN UNDERWRITER 
110 Fulton Street, New York City, N. Y. 


out by the Atlantic Life. 


A personal interview 





Correspondence 



































Neeson ue Pay 
37 Millions in 1929 


ON INDUSTRIAL 


POLICIES 





Biggest Industrial Disbursement; Also 
Gives Double Indemnity Death 
Benefit 





The Metropolitan Life has declared the 
largest industrial dividend ever distrib- 
uted to policyholders which will be cred- 
ited in 1929. President Haley Fiske an- 
nounced that the amount would be about 
$37,000,000 which compares with $33,400,- 
000 for 1928. All industrial policies is- 
sued prior to 1925 will share in the ap- 
portionment. 

President Fiske also announced that a 
double indemnity death benefit will be 
granted to industrial policyholders with- 
out extra premium. It is estimated that 
this will cost the company $4,000,000 an- 
nually in increased death benefits. 

While policvholders will receive the 
bulk of the dividend declaration in the 
form of premium credits—ranging from 
seven up to twenty-six wecks—a feature 
of the current schedule is the continu- 
ance of equalization mortuary and ma- 
turity dividends which were declared for 
the first time a year ago. By means of 
these special dividends, the present-day 
benefits of industrial policies are made 
retroactive to include policies of similar 
class but issued under earlier tables that 
provided lesser benefits, which become 
death claims or mature as endowments 
in 1929. In certain instances of policies 
of long duration, these equalization divi- 
dends, together with the premium credits 
and regular mortuary dividends under 
the present declaration, will afford ap- 
proximately twice the original benefit for 
one-half the original premium. About 
$3,000,000 of the declaration was applied 
to permanently increase the benefits un- 
der certain of the older tables, this be- 
ing a step toward a general permanent 
equalization of the company’s tables. 

The double indemnity death benefit, 
which in the case of ordinary policies is 
issued only for an extra premium, pro- 
vides that in case of accidental death of 
industrial policyholders between the ages 
of 15 and 70 years a death benefit of 
twice the amount called for in the policy, 
except in certain occupationé il fatalities, 
when the added benefit is but one-half 
the face of the policy. 

Including the 1929 dividend declaration, 
the Metropolitan will have paid or cred- 
ited to Industrial policyholders more 
than $230,000,000 in dividends and_ bo- 
nuses in thirty-three years. 


MUTUAL LIFE DIVIDENDS 





Preliminary Figures Issued for 

Showing Five Year Periods at 
Ages 25, 35, 45, 55 

The preliminary statement of the an- 

nual dividends, per $1,000, for 1929 for 

ordinary life, 20 payment life and 20- year 


1929 


endowments with age of issue at five 

year periods, of the Mutual Life, is 

shown in the following table: 

Ordinary Life 

Issued Age at Issue————— 

in Year 25 35 45 55 
1928.... $6.88 $8.06 $10.08 $14.37 
[5 ee 7.80 9.31 12.04 16.94 
1918.... 8.62 10.52 13.98 19.23 
13) 5 ee JF 12.02 15.85 21.29 
1908 10.65 13.68 17.65 23.16 

20 Payment Life 
1928.... $8.08 $9.26 $11.14 $15.06 
Lys 9.71 11.20 13.68 17.98 
3916.55. U1.357 13.22 16.28 20.71 
1919S... 33.22 15.68 18.96 23.36 
20 Year Endowment 

1928.... $9.25 $10.15 $11.68 $15.29 
1h < ee 12.15 13.03 14.78 18.44 
1918 15.32 16.19 18.04 21.45 
1913.... 19.09 19.95 21.52 24.48 


NEW BANKERS ‘TRUST BOOKLET 


G. L. Lewis, trust officer of the Bank- 
ers Trust Co. of New York, is sending 
out to the insurance fraternity a new 


booklet dis~ussing the advantages of the 
life insurance trust. It is a comprehen- 
sive little folder of the kind that may 
be effectively handed to clients. 
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Many a Prospect Wonders— 


—what kind of life insurance he should buy. 

In Travelers Guaranteed Low-Cost Life insurance you 
provide fifteen to twenty per cent more initial protection 
for the same amount of money. 

Thus you add more protection to your client's holdings 
(per dollar invested) and build a sound foundation for 
substantial future growth. 


THE TRAVELERS 


THE TRAVELERS INSURANCE COMPANY 
THE TRAVELERS INDEMNITY COMPANY 
THE TRAVELERS FIRE INSURANCE COMPANY 


HARTFORD, CONNECTICUT 


THE LARGEST MULTIPLE-LINE INSURANCE ORGANIZATION IN THE WORLD 

















December 28, 1928 






















THE EASTERN — 
UNDERWRITER 











[+—Lixe—- 











Page 5 








Alfonso Decorates 
Mrs. Lowry of Tampa 


sHE GETS ORDER OF ISABELLA 





f Organizer, Victory National 
=. a Chairman Gulf Life; Hus- 
‘ band An Insurance Man 





Insurance men and women are inter- 
ested in the fact that His Majesty, King 
Alphonso of Spain, has conferred upon 
Mrs. Sumter L. Lowry, of Tampa, Fila., 
the decoration of the Royal American 
Order of Isabella the Catholic. 

This decoration was given as a reward 
for the organization of a celebration 
commemorating the arrival on the Flor- 
ida coast of Pamfilio de Navarez four 





MRS. S. L. LOWRY 


hundred years ago. The celebration was 
held in Tampa during the week of April 
15, 1928, the anniversary date of the 
explorer’s arrival, and had a program for 
each day and night that carried high 
lights of Spanish history and Spanish 
life. It was called a festival of beauty 
and included the christening of the de 
Navarez Causeway and bridge, named in 
honor of this, West Florida’s white call- 
et. The pageant closing the series of 
events had more than six hundred par- 
ticipants. 

Mrs. Lowry is the second woman to 
have received this honor, and only one 
other, S. F. B. Morse, inventor of the 
telegraph, has been so decorated in this 
country. It gives entre in Spain to all 
toyal functions, and the highest recog- 
tition in Spanish court circles. 

Insurance Connection Of Husband 

And Father 

Mrs. Lowry is the wife of Dr. Sumter 
L. Lowry, Sr., of Tampa, and the mother 
of Dr. Sumter L. Lowry, Jr., who or- 
ganized the Victory National Life, of 
Tampa, and is now chairman of the board 
of the new Gulf Life, of Jacksonville and 
Tampa, created a short while ago by the 
merger of the two companies. The senior 
lowry has long been prominent among 
southern insurance leaders, and for many 
years as general agent for south Flor- 
ila, one of the largest producers of the 
Reliance Life, of Pittsburgh. He is a 
tharter member of the Florida local un- 
etwriters’ association and has missed 
only one of the twenty-four annual meet- 
igs held since its organization. His 
popularity is attested in the fact that he 
8 the immediate past president of the 

nited Sons of Confederate Veterans, 
and served for several years as a mem- 
ft of the city commission of Tampa. 

Mrs. Lowry’s interest in this matter 
tame about through her work on the re- 
starch committee of the Colonial Dames 
ot America, of which she is chairman. 
She found that while Pamfilio landed in 
What is now Florida on April 15, 1528, 








history had, in a way, soft-pedaled his 
achievement. Ponce de Leon, the only 
other Spaniard and the only white man 
to precede him in this fair land, had 
spent a couple of weeks looking for the 
fountain of youth on the east coast, and 
then departed. Navarez, who landed on 
the west coast, lengthened his stay to 
five months and gave his life to the 
venture. He was in command of 400 
men and equipped to establish a Chris- 
tian colony, but he and his followers 
fell victims to the Indians and the hard- 
ships, and only four of the number got 
back to Spain. He had a commission 
as governor from the King of Spain and 
his arrival ante-dated the Jamestown set- 
tlement by seventy-nine years and he was 
ninety-two years ahead of the landing of 
the Mayflower. 


History of the Order 


The Royal Order of Isabella the Catho- 
lic was founded March 24, 1815, original- 
ly for loyalty and defense of the Am- 
erican possessions of the Crown. It is 
of three classes, and confers personal 
nobility and the title “Excellency.” The 
badge is a gold bordered Maltese cross 
indented at the extremities with gold 
rays issuing from the angles of the cross. 

In the Smithsonion building, just be- 
hind Col. Lindbergh’s plane, is the dec- 
oration which was conferred upon S. F. 
B. Morse in 1903. This is a replica of 
the one conferred on Mrs. Lowry, who 
is shown in the accompanying picture, 
wearing the decoration. 





BINGHAMTON UNDERWRITERS 


Robert F. Wright, Syracuse general 
agent of the Massachusetts Mutual Life 
was speaker at the iast dinner meeting 
of the Binghamton Life Underwriters As- 
sociation at the Arlington Hotel. The 
Binghamton agents of the Massachusetts 
Mutual were hosts. Dr. S. S. Huebner 
will be the speaker at the February 14 
meeting. 


W. H. KEE LUNCHEON 





E. O. Agency 50% Ahead of Last Year; 
Perkins, Welsh, Edgerton and Miss 
Gill Speakers 
A fine turnout was on hand at the an- 
nual luncheon meeting of the W. H. Kee 
Agency of the Mutual Life at East Or- 
ange last week. The affair was held at 
the Hotel Suburban, of that city, and 
the guest speaker was H. Douglas Davis, 
treasurer and trust officer of the Plain- 
field Trust Co., who featured the value 
of a life insurance trust in keeping a 
man’s estate from suffering shrinkage 
from taxes, debts, settlement of unfilled 
contracts and forced sales to realize 
cash. Mr. Davis assured the agency of 
his co-operation in and about Plainfield. 
William H. Kee, district manager, in 
speaking of the progress of the organi- 
zation during 1928, said that the volume 
of business was 50% greater than last 
year. At the same time the agency force 
has been doubled to take care of in- 
creased business and its offices enlarged. 
Mr. Kee then presented George C. Perk- 
ins, manager of the Newark agency of 
the Mutual Life, who spoke optimistical- 
ly of the opportunities for production in 

Newark and suburban cities. 

The star producer for the year, James 
T. Wesh, told how he makes the $250,- 
000 field club, his conviction being that 
it is by keeping on the job everlasting- 
ly and picking the right kind of pros- 
pects. Another speaker was Miss Eliza- 
beth I. Gill, one of the leading women 
agents of the Kee Agency, who told how 
effectively she carries the message of 
life insurance to women. 

E. B. Edgerton, a consistently effective 
producer, had an active part in the pro- 
gram not only as the leader of the sing- 
ing but in a talk stressing the value of 
insurance for young men and boys. Mr. 
Edgerton has done good work in devel- 
oping Father and Son programs. 





daughter or son. 


memorable anniversary. 


50 UNION SQUARE 










MORE and more do we see the modern man of business 

applying the acid test of permanence to his Christmas 
giving —and deciding upon life insurance as the ideal re- 
membrance for his employees, for his wife or mother, 


With or without consideration of additional new 
insurance, the Guardian policy contract is notable in that 
it may be conveniently supplemented in its terms of settle- 
ment so as to devote any desired portion of its proceeds 
to a permanent observance of Christmas, or of any other 


THE GUARDIAN LIFE INSURANCE COMPANY 
of AMERICA 
“The Company that Guards and Serves” 


A Gift 
that 
ENDURES 








PTTITTITVITILIL . 


NEW YORK CITY 
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R. H. DENNY TRANSFERRED 





Agency Manager National Life of Ver- 
mont in New York, Appointed to 
Cleveland Office 

Robert H. Denny, who for the past 
year has been agency manager and in- 
structor for Wells, Meissel & Peyser, 
Inc., general agents for the National Life 
of Vermont in New York at 117 Liberty 
street, has been appointed to the Cleve- 
land office of that company. 

Mr. Denny has achieved an enviable 
reputation as organizer and trainer of 
agents. During the past year he has 
been outstandingly successful in turning 
cut a number of men new to the business 
as important producers for his organiza- 
tion, in addition to which he has found 
time to take care of a very considerable 
personal production. 

In joining the Cleveland agency of the 
National Life, Mr. Denny becomes asso- 
ciated with the largest agency of that 
company and his many friends in New 
York wish him much success in his new 
undertaking. The Wells, Meissel & 
Peyser Agency has attained the position 
of second largest agency of the National 
Life. 

Seven years ago Edgar T. Wells, at 
that time connected with the L. A. Cerf 
agency of the Mutual Benefit, employed 
Mr. Denny, and for six years they 
worked together in that organization and 
when the firm of Wells, Meissel & Pey- 
ser, Inc., was organized in January, 1928, 
Mr. Denny left the Mutual Benefit to 
come with the new firm. 





J. CARLTON WARD DEAD 


Father of Diederich H. Ward; Was 
Former President of Life Under- 
writers Association Here 
J. Carlton Ward, long a well-known 
life insurance man and former president 
of the Life Underwriters Association of 
New York, died last week at his home 
in this city after a sudden attack. of 
pneumonia. He placed business with the 
Mutual Life, the Northwestern Mutual 

and the Union Central. 

Mr. Ward’s son, Diederich H. Ward, 
of the Union Central, is also a promi- 
nent agent and active life underwriter, 
whose wife is one of the best known of 
the wives of life insurance men, attend- 
ing meetings and even writing articles 
for the insurance papers. She is en- 
thusiastic for her husband’s calling and 
once expressed their start in the business 
as follows: “We married on a prospect 
list and a barrel of optimism.” 

J. Carlton Ward was born in Albany 
but gained prominence as a life under- 
writer in this city. In addition to being 
honored by election to the presidency 
of the local underwriters’ association, he 
was at one time president of the Agents 
Association of the Northwestern Mutual 
Life. Burial took place in the Albany 
Rural Cemetery, Albany, last Saturday. 





ARTHUR J. REEVES DEAD 





New England Mutual General Agent at 
St. Paul Passes Away 
Age 69 

Arthur J. Reeves, general agent of the 
New England Mutual Life at St. Paul, 
died December 18, of heart disease. Mr. 
Reeves was born in Wisconsin and lived 
practically all his life in St. Paul. More 
than fifty years ago the New England 
Mutual began business in Minnesota, and 
appointed Mr. Reeves general agent for 
the state in 1902. He completed his 
twenty-fifth year in the service of the 
company in 1927. He was sixty-nine 
years old. 





HOME LIFE DIVIDENDS 
President E. I. Low of the Home Life 
has informed the company’s field organi- 
zation that the dividends on the pre- 
ferred whole life policy will be increased 
as of the first of the year. 
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Life Insurance Really 
An Investment Trust 


HAS ALL OF ITS FEATURES 





Albert G. Borden in His Latest Book 
Points Out Advantages of Insurance 
As Trust 





When a policyholder purchases life in- 
surance he is really investing in one of 
the greatest investment trusts says Al- 
bert G. Borden, second vice-president of 
the Equitable Life Assurance Society, in 
his latest book, “The Investment Trust 
Service of Life Insurance,” published by 
F. S. Crofts & Co. New York. The 
book is primarily for the successful life 
underwriter but is presented in such 
clear concrete form that it would also 
make an excellent document for the 
client. 

In discussing this investment 
idea Mr. Borden says in his book: | 

“Most life insurance companies issue 
annually for the information of policy- 
holders a booklet listing in detail the se- 
curities owned by them. These lists are 
a valuable reflection of the investment 
trend of the company, and many policy- 
holders use such information as a guide 
in their own personal investments. Re- 
cently a gentleman in looking over such 
a list of one of the larger companies, 
asked the representative which of the 
investments he would suggest he buy. It 
so happened that the prospect was being 
solicited by the underwriter for the pur- 
chase of an annuity in the particular 
company, and his immediate come-back 
was: ‘Why not buy the whole list?’ And 
then of course went on to explain that 
in the purchase of an annuity, the an- 
nuity contract had back of it an actual 
participation in all of the many assets 
of the company. To the same degree 
is this true of the after-death financial 
service of the company as presented in 
this chapter, for, after all, where a pol- 
icyholder utilizes this after-death serv- 
ice, he does, in a sense, buy the whole 
list.” 

Results Under Life Insurance 

“Let’s see the practical application of 
the investment trust idea as related to a 
life insurance estate. How does life in- 
surance function in this connection? We 
perhaps can get a clearer picture of it 
all if we take an actual case for illus- 
tration. Take a recent case therefore 
of a man owning $100,000 of life insur- 
ance who expressed a desire to utilize 
the after-death financial service of the 
life insurance company, by which his 
"widow would receive the benefit of a 
permanent income, in this case for life. 
Upon the death of the insured the life 
insurance company will hand the widow 
a Participation Certificate—or ‘Certificate 
of Deposit’ as it is sometimes called— 
instead of a check, the Certificate of De- 
posit acknowledging that the amount in 
question is on deposit, on which inter- 
est is to be paid regularly, either an- 
nually, semi-annually, quarterly, or in 
some cases, even monthly, and that the 
income settlement is for the lifetime of 
the beneficiary. When the widow dies 
the estate will then be intact to be 
handed to the children at that time, or 
left further on deposit, as may have 
been determined. 

The results under a life insurance plan 
are discussed by Mr. Borden as follows: 

““The interest rate paid by life insur- 
ance companies is more or less uniform; 
generally a definite minimum rate is 
guaranteed, say 3% or 3%%, and provi- 
sion is made for the interest as earned 
by the company in excess of the guar- 
anteed rate. For the most part, life in- 
surance companies pay an interest rate 
in the neighborhood of 5%—some a little 
more and some a little less; but the in- 
terest income arrangement is unique in 
respect to the fact stated, that there is 
an actual minimum guaranteed rate. In 
addition to this interest arrangement, 
there is a guarantee of principal through- 
out the duration of the contract.” 
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iends of the Company everywhere. 


Massachusetts Mutual 








FRIENDS EVERYWHERE 


Long established and consistently progressive, providing perfect protection at a 
net cost which is notably low, and rendering prompt and efficient service, the 
Massachusetts Mutual stands out as an ideal company to represent. 
of square dealing are back of every one of our agents. 


Life Insurance Company 
Springfield, Massachusetts 
, Organized 1851 
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J. D. SAGE RESOLUTIONS 





Union Central’s Board Tells of Missing 
Genial Smile and Wise Counsel 
of Former President 


In its resolutions about the late John 
D. Sage, Central, the 
board of directors said in part: 


president Union 

“He was industrious and fearless in the 
performance of his duties, but always 
kind and considerate. His kindly dispo- 
sition, his affable bearing, his advocacy 
of the times 
of stress, not only endeared him to all 


right, his discreetness in 
with whom he came in contact, but par- 
ticularly to his associates in this com- 
pany and its employes. 

“All admire in a man the ability with 
which he fills any position he may hold 


his achievements. These, however, are 
not the elements which endear him to 
the hearts of his associates. We look 
at the accomplishments of Mr. Sage 
with satisfaction and pride, yet we will 
hold him in fond remembrance most 
especially because of his kindly, court- 
eous and considerate treatment of all 
with whom he came in contact. 

“His departure makes a void that will 
be difficult to fill and his admiration is 
worthy of emulation. His genial smile 
will be missed and his wise counsel is 
gone forever, but his influence hereto- 
fore exerted over all will linger near 
and guide those who must carry on 
through the narrow channels that are al- 
ways ahead.” 





Dr. Charles W. Crankshaw, director 
of The Prudential Infirmary, has been 
elected president of the Association of 
Industrial Physicians and Surgeons of 




















in life and look with admiration upon Northern New Jersey. 

INTERESTED? 

1. POLICY PROCEEDS earn 5% interest. 

2. ACTUAL RESULTS show very low cost. 

3. ALL PERMANENT PLANS, ages 15 to 65. 

4. A PARTNERSHIP PLAN of building an agency. 

5. FREE MEDICAL EXAMINATIONS for policyholders. 

6. JUVENILE CONTRACTS, ages one day to 14 years. 

7. NO DEATH CLAIM EVER CONTESTED OR COM- 


PROMISED. 
ment. 


$5,000 and upward. 





8. SINGLE PREMIUM 2-YEAR ENDOWMENT for invest- 
9. GUARANTEED LOW COST SPECIAL, in amounts of 


10. GENERAL AGENCY opportunities in Illinois, Indiana, 
Michigan, New Jersey, Pennsylvania, Virginia, West 
Virginia, Iowa and California. 


Give full details with reference to past experience, and state 
plans and territory wanted. 


The Midland Mutual Life Insurance Co. 


COLUMBUS, OHIO 


“Its Performances Exceed Its Promises”’ 























Proceeds Payable To 
Estate Held Taxa}y{e 


COURT OF CLAIMS DECISION 





Mimnaugh Case Relied Upon Fric!- De- 
cision but Court Held Questions 
Were Dissimilar 





The United States Court of Ciy4 
has decided in the case of Mimnayo} 
United States that the proceeds 
insurance policies taken out before she 
enactment of the estate tax law a; 
able to the estate of the deced, 
properly included in the estate for 
poses of taxation. The amount the 
insurance involved was $50,000. 


The plaintiff relied wholly upon the 
decision in the Frick case but the | ourt 
of Claims held that the question 2: issue 
was clearly distinguishable from that in- 


volved in the Frick case. On thie point 
the opinion, written by Judge Moss, 
says: 

“Plaintiff’s contention is obviously 
based upon what we conceive to be a 
misconception of the meaning of certain 
language appearing in the opinion of the 
court. in that case, to wit: 

“‘Not only are such doubts avoided by 
construing the Statute as referring only 
to transactions taking place after it was 
passed, but the general principle “that 
the laws are not to be considered as 
applying to cases which arose before 
their passage” is preserved, when to dis- 
regard it would be to impose an unex- 
pected liability that if known might 
have induced those concerned to avoid 
it and to use their money in other 
ways.’ 

“The ‘transactions taking place after 
it was passed’ obviously refer to transac- 
tions with respect to the policies after 
they were taken out. In that case it 
was sought to impose the estate tax 
upon: life insurance on the life of the 
testator, payable, either by original con- 
tract or by assignment, to the wife and 
the daughter. The testator, prior to the 
enactment of any estate tax, had di- 
vested himself and his estate of every 
vestige of interest in said policies or 
the proceeds thereof, and these are the 
transactions which the court was con- 
sidering when it used the language quot- 
ed above. In the present case the poli- 
cies were all payable to the estate of 
the decedent, and the proceeds thereof 
in the hands of his executor were, under 
the provisions of Section 402(a) of the 
Revenue Act of 1918, 40 Stat. 1057, ‘sub- 
ject to the payment of the charges 
against his estate, and the expenses of 
its administration, and * * * subject to 
distribution as part of his estate.’ The 
principle that the proceeds of life in- 
surance payablé to a decedent or his 
estate constitute assets of the estate 
seems to be well settled. It has been 
held that even when the policy is pay- 
able to a beneficiary the proceeds of such 
policy are still assets of the estate if the 
decedent has reserved the power to 
change the beneficiary.” : 





JOHN D. SAGE’S ESTATE 


John D. Sage, late president of the 
Union Central Life, who died on De- 


cember 4, left an estate valued at $230,- 
000, according to an estimate submit: 
ted to the Probate Court at Cincinnati 
in the filing of his will. The will, dated 
May 1, 1915, left the entire cstate to 
his widow, Mrs. Carmen Save, and 
named her executrix. The entire estate, 
except $30,000 in real estate, was in per- 
sonal property. In addition to the 
widow, Mr. Sage left two sons, John I 
and Randolph Sage and a ughter, 


Barbara Sage. 





NEW PITTSBURGH MANAGER 

The Connecticut General has n 
N. E. Smith as manager of its Pitts: 
burgh office. 
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AN UNUSUAL OPPORTUNITY 


In an unusual growing general agency of acknowledged merit which 


is accomplishing results, there is an unusual opportunity for a man to 
become general production manager of full time men. 


This Agency will continue to grow, even if it does not get as able a 
man as it now feels it needs. It is ambitious to grow more rapidly, which 
is the reason for this opportunity. New York City experience is preferable, 
but not essential. College education also preferred but not necessary. 


Requirements for this position include: 


(1) Past performance of at least reasonable personal production. 


(2) Past performance in inducting and developing new full time 
men who have become reasonably successful. 


(3) Ability to demonstrate salesmanship in the “other man’s” office by 
“closing” difficult cases for new men. 


(4) Ability and disposition to “get along” with people, and to bind 
men to the agency by ties of loyalty and friendship. 


(5) <A tremendous industry, capacity for long hours, dependableness, 
initiative to make plans and responsibility to execute them. 


(6) Character, integrity and financial stability. (No capital required.) 


Compensation will be made agreeable to a man whose earnings have 
been substantial, on a salary and contingency basis. Inasmuch as this 
position requires a life underwriter of the above experience and we have 
no desire to disturb present mutually satisfactory connections, it would be 
much better taste to consult your agency principals and obtain their con- 


sent before investigating this matter. Our personnel has been advised of 
this advertisement. 


Write in strict confidence to Box X, The Eastern Underwriter, 110 
Fulton Street, New York, giving full details as to age, experience in life 
insurance and previous experience, education, clubs and fraternities, past 
and present production and earnings, etc. Interviews will be arranged with 
the more satisfactory applicants. 


















































Companies See Investment 


Problem Looming In Future 





Tendency to Meet Situation by Liberalizing Legal 
Limitations; New York State, Long One of Most 
Conservative, Amends Section 100 to 
Permit More Latitude 


One of the most important legislative 
changes of the year was the amendment 
of Section 100 of the insurance law of 
New York State, liberalizing the limita- 
tions on investments by life insurance 
companies. The need for more scope 
and latitude in investing life insurance 
funds has been much discussed this year. 
The subject was quite thoroughly gone 
into in the deliberations of the financial 
section of the American Life Conven- 
tion at its recent meeting in St. Louis. 
It is held by some financial executives 
of life companies that a serious invest- 
ment problem will confront the compa- 
nies in the near future, unless greater 
freedom of investment practice is per- 
mitted by the laws. 

How New York Met Situation 


New York State has had one of the 
most conservative investment limitations 
and the amendment was sought merely 
to meet changed conditions in the in- 
vestment field. The law is still conserva- 
tive. On the subject of this change in 
the law, Frederick G. Dunham, on behalf 
of the Association of Life Insurance 
Presidents, filed with the New York In- 
surance Department a memorandum dis- 
cussing this situation and just what ef- 
fect the proposed changes would have. 
Mr. Dunham’s discussion of the subject 
follows: 

Shifting of Security Values 


“The capital received in exchange for 
the common stock of private corporations 
constitutes the fund which is primarily 
subject to the hazards of corporate en- 
terprise. On principle, life insufance 
funds should not be subjected directly 
and immediately to these risks. It is 
therefore proper that their investment in 
common stocks should not be permitted. 
In other words, these funds should be 
restricted to investments which are pro- 
tected, by a sufficient primary or basic 
capital, from the normal exigencies of 
business. 

“This restriction was accomplished in 
the present law by forbidding the in- 
vestment in the stocks of private corpo- 
rations and by limiting investment to 
mortgage bonds and collateral bonds. 
Since the adoption of these provisions, 
however, debentures, notes, preferred 
stock and guaranteed stock have to a 
considerable extent displaced mortgage 
and collateral bonds in the secondary 
financing of corporate enterprises. Many 
of such debentures, notes, preferred 
stocks and guaranteed stocks are recog- 
nized as having as great intrinsic value 
and as affording as much inherent secur- 
ity to investors as many of the bonds, 
secured by mortgage or collateral, which 
are legal for life insurance companies. 


Demand An Important Factor 


“Concurrently, the demand for secur- 
ities of every character has been enor- 
mously increased by the circumstances 
which have marked the transition of the 
United States from the position of a 
debtor nation to thet of the foremost 
creditor nation of the world. Today, 
many more classes of investors and in- 
numerably more investors than hereto- 
fore are in competition with life insur- 
ance companies for prime investments. 
Thus, at the same time that the field in 
investment has been narrowed by 
changes in methods of financing, the de- 
mand for such investments has been 
enormously increased, and the rate of 


return therefrom has been correspond- 
ingly diminished. 

“For the reasons indicated it has be- 
come desirable and is becoming increas- 
ingly necessary to broaden the field for 
the investment of life insurance funds. 
At the same time the establishment and 
maintenance of suitable restrictions, ade- 
quate to safeguard these funds from the 
speculative risks of corporate undertak- 
ings is fully recognized. 

“Subject to restrictions which will fully 
protect life insurance funds, bonds, de- 
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bentures, notes and other evidences of Notable among the 1 $3 
indebtedness, and the preferred stock or  sylvania. enti ‘grote Dab ee 
guaranteed stock of corporations are not for the purpose of advoca: ’ fie 
made legal investments for life insurance policy on the part of New Y. St - 
companies. The restrictions are, first, but to indicate, by contrast, th Bec 
that or ep rreaen ~~. oe conservation of this amendmen: _ 
or preferred stock are purchased or, m in Please 
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at least 4% upon its entire outstanding The present law limits th. amount 
capital stock; second, that not more than of stock which may be includ | in the 
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Many States More Liberal can readily be observed at the time of 
“These limitations as to demonstrated the issue of bonds or obligations thereby 
earning power are adapted from the in- Cllaterally secured, the ratio is not sub- 
vestment laws of other states, including Ject to control thereafter, and is apt to 
Connecticut, Massachusetts, and New Change with changes in the value of the 
Jersey. In fact, with this limitation, and Collateral that subsequently occur. We. 
subject to restrictions as to the ratio of thus, frequently encounter the anomaly 
the investment to the total issue and to of collateral bonds, which were legal 


the investing company’s assets, the laws 
of the states mentioned and of many 
others permit investment in the common 
stocks of well established corporations. 
Still other states make lesser restrictions 
or none, upon investments in stocks. 
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INSURANCE 
—TRUSTSs— 











Published by the NATIONAL BANK or COMMERCE & NewYork 





A *30,000 policy — 
from a client who 


“couldn't be approached” 





Case No. 58—Our representative called on 
an insurance underwriter to discuss the sub- 
ject of insurance trusts in general. 

The underwriter agreed that for some 
people insurance trusts were advantageous 
and in certain cases indispensable. 

He said, however, that since his efforts 











“Well, if you will call one of them up and 
tell him you want to talk to him about the 
insurance he already has, its a new point of 
view and he'll be interested; I’ll be glad to 
go along with you to discuss the placing of 
his insurance in trust.” 

The underwriter agreed to try this out. 
Our trust representative and the underwriter 
called on the insured. 

After some discussion the insured decided 
to trustee his insurance. He also realized he 
should have more insurance and took out 
an additional $30,000 policy to add to the 
principal amount of the trust. 


were entirely directed toward selling insur- 
ance he had no time to advocate trusts. 

Our representative pointed out that per- 
haps he was missing a big sales approach by 
such an attitude. ‘“Haven’t you any clients 
whose insurance you know to be inadequate 
but whom you can’t hope to sell again for a 
number of years? Don’t you know of some 
who sheuld have more protection but whom 
you can’t possibly approach again right now 
without antagonizing them?” 

The underwriter nodded. 








Specific instances from the day’s work show 
how life underwriters can use this trust de- 
partment to their advantage without oblija- 
tion. A practical, constructive presentation of 
the service we offer is contained in our book, 
“The Insurance Trust as a Business Pro }0- 
sition.” You will welcome the specific in) or- 
mation it contains. A copy will be sent to ny 
life underwriter on request by the Trusi /e- 
partment, National Bank of Commerce in 
New York, 31 Nassau Street, New York ( ‘y. 





little t 
tific n 


you n 
Ans 
two al 


Wh: 
boy? 
him at 
you ©) 
provid 
use, a 
tion a 
incom 
for th 


i 





et Ce nt OO Oe er 














December 28, 1928 


— 








a UNDERWRITER 2 








=——— 


Page 9 





Approach Canvassing 
As Used in New Jersey 


LINCOLN NATIONAL SALE MODEL 





How Agents Are Taught to Lead Up to 
Discussion of Home and Family 
Responsibilities of Prospects 





How:rd C. Lawrence of Newark, one 
of the cading general agents of the Lin- 
coln )ational Life, comes from an in- 
suranc’ family as his father was a gen- 
eral ant and his grandfather was also 


an insirance man. He joined the Lin- 
coln N«tional in 1921 after an extensive 
insurarice experience. The sales methods 
of the office have been attracting atten- 
tion avong general agents both by rea- 


son of ‘ngenuity and intelligent handling 





of old ‘teas. The following is a popular 
approve) canvass used by agents of the 
Lincol: National in New Jersey: 

Mr. — , have vou ever sat down 
to actually analyze what your real re- 
sponsib'lities are so far ds your family 
is concerned? In other words, have you 
ever actually figured how much monev 
they are going to need to carry on if 
you are taken away? 

“ Answer—Well, to a certain extent I 
have. 

Well, suppose you and I just take a 
little time to go into this in a real scien- 
tiic manner. You have a family, have 
you not ? ! 


Answer—Yes, a wife and a little boy 

two and one-half. 
Plans For Boy 

What had you planned to do for that 
boy? You planned to clothe him, feed 
him and educate him, did you not? Have 
you ever figured up what it costs you to 
provide for that boy? Well, suppose we 
use, as a basis for figuring, the exemp- 
tion allowed bv the government on our 
income tax. We are allowed $400 a year 
for this expense. Is that enough? As 


mem 


a matter of fact it really isn’t enough, 
but we are merely going to provide the 
necessities of life at that time and en- 
deavor to keep the wolf away from the 
door. So let us assume that $500 a year 
will be sufficient and use that figure in 
our illustration. That will be $500 for 
151% years, or a total of $7,750 that you 
are going to spend if you live. You want 
it spent if you don’t live, too, don’t you? 
Now, are you planning to send this boy 
to college? If you want to give him this 
privilege, I believe we should set aside 
at least $1,200 a year. This would mean 
that you are going to spend $4,800 for 
this purpose if you live and you want this 
taken care of, too, if you die, don’t you? 

Now, there is one thing certain. We 
are all going to die sometime and the 
government has again helped us with 
some statistics as they have averaged the 
final expenses of 20,000 white men and 
have found the average to be $2,000 per 
person. In your case it may take more 
than this amount, then again, it may take 
less, depending entirely upon the nature 
of your last illness. 

The Home 

Mr. ——,, do you own your own 

home ? 


Answer—No, I don’t. 


Then there will be no mortgage to take 
care of in this instance. But I suppose 
you are like a great many of us; we all 
have current bills. There are a number 
of little things, little bills that no one 
knows anything about. No one will ever 
know anything about them because we 
are going to pay them if we live, if 
we don’t someone else has got to pay 
them, and we are no longer here to make 
any excuses or alibis for ourselves and 
those that thought they knew us best 
might say, “Frank was a pretty fine 
chap, but ‘holy smoke,’ look what he 
left.” So, of course. we want to clean 
up all these bills. So we will call this 
the clean-up policy, which will take care 
of the butcher and grocery bills, and 








possibly the unpaid instalment on that 
automobile. 

Answer—The clean-up account woutd 
not run so big at this time; $300 would 
cover everything. 

Now, we come to one more point: 
taxes, administration expenses, probate 
costs and legal expenses. You will natu- 
rally want your will settled in accord- 
ance with the laws of the state in which 
you live. You may say that there are 
going to be no legal expenses, but the 
fact remains that you will want this set- 
tled up properly by a legal advisor. Then 
your administrator’s expenses. They 
claim that the shrinkage of an estate 
ranging from $5,000 to $50,000 is 141%~%. 
I am going to assume, however, that you 
have your affairs in pretty good condi- 
tion and that any investments you have 
are in liquid form, which will naturally 
cut down on this shrinkage and suppose 
I say that 10% will be all that your es- 
tate will shrink at that time and assum- 
ing that you have an estate of, say, $25,- 
000; that will call for $2,500 lump sum 
payment to take care of this little ex- 


pense. 
The Wife 

Now, we come to the most important 
part of the whole thing, that is your 
wife. How much will she need to pay 
the rent, to buy her own clothes, her 
own food and keep the house together so 
that your child will have the proper en- 
vironment and that biggest of all assets, 
the use of his mother’s time. What do 
you suppose she will need? Shall we 
say $150 a month or can we say $100 
a month. 

Answer—Say $150. 

All right, of course, you must remem- 
ber that the youngster’s support is taken 
care of under this item. $150 a.month? 

Answer—Yes. 

All right, $150 per month for twenty 
years will require $26,100 of insurance. 

Let us figure up now the entire amount 
necessary to carry out the plans which 
you have for your family and you hope 
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to carry them out if you live, don’t you? 
It calls for $43,450. How much do you 
now carry? 

Answer—$11,500. 

You now have $11,500 and it only calls 
for an additional $32,000 to carry out 
your entire program. It will be difficult 
for you to take $32,000 in cash and just 
set it aside, but it is not as difficult for 
you to maintain an estate of that size 
by paying a small percentage of inter- 
est on it. It is a lot easier to maintain 
it than to create it, isn’t it? 

Answer—Very much. 

Now, let me go back a bit. I know 
it is difficult for most of us to pay for 
all the insurance which we need. It is 
practically impossible, so we have got to 
find some way in which we can provide 
these needs at a smaller cost, and so I 
am going to make a suggestion that we 
provide that $150 a month, not for twen- 
ty years, but for ten years, and when 
your income increases you can increase 
the number of years which that income 
may be payable or you may increase the 
amount which may be payable per month 
or you may increase both the amount 
and the number of years, but that is 
something that you can afford to do at 
some future time. To provide this in- 
come for ten years would only require 
$15,225 instead of $26,100, or approx- 
imately $11,000 less, and then you would 
only need $21,000 additional at this time, 
and still it is a little out of your reach, 
isn’t it? 

Plan 

Answer—Yes, it is. 

Let’s see where we can cut this down 
again. Suppose we eliminate for the 
time being this college fund, because 
that is, I won’t say a luxury, but that is 
something that can also take care of it- 
self if you live and that will take off 
$4,800 more and bring your needs down 
to $16,200 of insurance. 

How old are you, Mr. ———————? 
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Mr. Duff’s specialty is Income Insurance. 


H. WALTER DUFF is a native of the Province of Quebec, 
Canada. His early training was in the commercial field and 
from there he entered Y. M. C. A. work. For many years he was 


Secretary in Brooklyn of the Bedford Branch of the Y. M. C. A. 


In 1922 he entered the life insurance business, becoming a member 


of this agency, where he has been quite successful in writing insur- 


J. ELLIOTT HALL AGENCY 


THE PENN MUTUAL LIFE INSURANCE CO. 
! 50 Church Street, New York 
What Mr. Duff has accomplished under our 


training, men of similar qualities can accomplish. 


He is, however, 


fully qualified to act as an expert adviser in all phases of life insur- 


T. H. WALTER DUFF 


See our advertisement in the New York 
Evening Post next Tuesday and Thursday. 
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Answer—36, 37 for insurance. I was 


born in April 1891. 

That would make you 37. Now, there 
are one of two forms of insurance which 
can be used to carry out this program, 
but what you are seeking at the present 
time is maximum protection at the low- 
est possible cost, and I might just inject 
a thought here, by taking a non-parti- 
cipating policy you are able to purchase 
more insurance for the same premium 
and protect your family for a greater 
amount through a non- participating pol- 
icy than you would from a participating 
one, because their premium is about $25 
to $30 more. Seeking the maximum pro- 
tection, I am going to suggest a policy 
which will cover your expectancy of life. 
If you are permitted to live out your 
expectancy you have every reason to be- 
lieve that you will accumulate enough to 
take care of these expenses. You will 
naturally pay your way as you go along. 
However, there is an even bet that you 
will or will not live and all that you want 
to know is that you are either going to 
live to have the opportunity of earning 
the amount necessary, or, if you don’t 
want it underwritten for you, I am going 
to suggest that at this time you provide 
this protection through our Life Expect- 
ancy contract and later, when your in- 
come increases, you will have the privi- 
lege, without examination, of converting 
it into an ordinary life or some more 
expensive form. 

At your age you can provide for all 
of these needs by setting aside out of 
your regular income $5 a week. If your 
salary was cut $5 a week in your present 
employment would you be able to carry 
on just the same? 

Answer—Sure, if I had to I would. 

But, look, you are used to a certain 
circle of friends at the present time, 
you are living in a manner which is 
pleasant to you and in a comfortable at- 
mosphere, aren’t you? 

Answer—Yes. 


If you should become sick and unable 
to work your income would stop and if 
you had used up that which you had 
saved it would be necessary for you to 
move into a neighborhood that you could 
afford to pay rent in. Wouldn’t it? You 
would not want to have your present liv- 
ing conditions changed and live in an 
atmosphere that would be anything but 
congenial, would you? Then, if you were 
taken away from your family and your 
income ceased to come in to them would 
not they be faced with the same condi- 
tions? Or possibly would not 
Mrs. —————— have to get out to work 
to provide for the necessities of life and 
would not that take away from your 
child the advantages that he would have 
from his mother’s care? You don’t want 
that condition to exist for you or for 
your family, either, do you? You be- 
lieve that arranging your affairs on this 
basis would solve your most vital prob- 
lems, don’t you? You believe that 
sooner that it can be done the better it 
would be for all concerned? 

Answer—Sure. 


Then, let’s do it now. 





KENTUCKY AGENT IN COURT 


The Northwestern Mutual Life has 
applied to the Federal district court at 
Frankfort, Ky., for an injunction to re- 
strain Insurance Commissioner eee 
Saufley from revoking the license of its 
agent E. N. Caldwell of Glasgow on 
charges of misrepresentation. Charges 
were first made against Agent Caldwell 
about four years ago. 





STEARNS HONORED BY STAFF 


General Agent Maurice H. Stearns of 
the Providence ordinary branch of the 
John Hancock was tendered a testi- 
monial dinner recently at the Hotel 
Biltmore by the agents and office per- 
sonnel. The event was in commemora- 


tion of the twenty-fifth anniversary of 
Mr. Stearns with the company. 


HAS A FINE RECORD 





M. H. Mitnick, Equitable Society, Has 

Inspired His Associates in Philadel- 

phia Agency to High Production 

Maurice H. Mitnick of the Equitable 
Society who was appointed assistant 
manager of the Alfred B. Levy Agency 
in Philadelphia in 1926, has had a rec- 
ord of steady, consistent production ever 
since. His unit for the first ten months 
of the year has exceeded the $1,800,000 
mark. Seventeen members of his or- 
ganization wrote this business for a total 
of four hurtdred and fifty individual 
cases. 

He has invariably exceeded his al- 
lotments, so that the figure has now been 
advanced to two and one-half millions 
for the year. A new high record was 
made in October when twenty-two mem- 
bers wrote 119 apps for a total of more 
than a million. Mitnick is a hard 
worker and has been a large personal 
producer. He has the ability to inspire 
confidence and enthusiasm in his asso- 
ciates. 





Hunter M. Painter has been appointed 
general agent at Buchanan, Va., for the 
Shenandoah Life of Roanoke. He has 
represented the cor.pany in that section. 


Investment Future 
(Continued from Page 8) 


been legal investments at the time of 
issue, frequently become ineligible under 
the statute, because of a subsequent in- 
crease in the value of the stock serving 
as collateral, notwithstanding the corre- 
sponding enhancement of the value of 
the bonds also, by reason of such in- 
crease. 


“This amendment substitutes the re- 
quirements of ‘not less than two-thirds’ 
of the required security in collateral 
other than stock for its counterpart in 
the statute: ‘not more than one-third’ in 
stock. It is self-evident that this change 
in phraseology leaves unchanged the pro- 
portion of collateral, other than stock, 
established as the minimum requirement 
at issue. At the same time it admits 
of subsequent increases in the value of 
either class of collateral without preju- 
dice to the status of the collateral bonds, 
themselves, as legal investments for life 
insurance companies. 


“It is therefore apparent that this 
change will improve the character at the 
same time that it increases the volume 
of collateral bonds available for the in- 
vestment of life insurance funds.” 








—— 


LIMITS INCREASED 


In keeping with its plans of, 
expansion, the Manhattas | jfe' 
announces the following im. 
portant changes in urder.. 
writing practices: 


1. Limit on one life, $100,500 





2. Disability Benefits on $25,010 
3. $50,000 on one examination 


The Manhattan Life Ins. Co. 


Madison Ave. at 60th Street 
New York City 


Organized 1850 
THOMAS E. LOVEJOY 


President 








$$! 











LIFE CO. OF VIRGINIA DIVIDEND 


The Life Insurance Co. of Virginia 
will pay a dividend of 3%% on its stock 
to holders of record December 31. Here- 
after dividends will be paid quarterly in- 
stead of bi-monthly. 











It Takes 


not “buy”— 


them. 


line. 


Lire - 





Most men know that Life Insurance 
offers the one best and surest solu- 
tion of their problem—but they do 
they have to be “sold.” 
And it takes a real salesman to sell 


Selling life insurance is not merely 
laying a policy before a man and 
asking for his signature on the dotted 
Life Insurance Selling is a 
profession. It requires careful prep- 


ACCIDENT ~- ~- 


A Real Salesman 
To Sell Them - - » 


VERY real, red-blooded man is interested in the future | 
welfare and protection of his family. 
have all the comforts of life with which he can surround 
them. He would like to feel assured that whatever happens to 
him they will be taken care of. 


This Company is greatly interested 

in this type of salesmanship. We 

credit a large part of our splendid 
success and rapid growth to the 
constantly increasing number of real 
salesmen in our field organization. | 
We have need for more such men. 


Operating in 40 States — Branch Offices and General Agencies 


in practically all important centers 


Rare OO eas) 


Missouri State Life Insurance Company 
HILLSMAN TAYLOR, President 


He wants them to 


aration, a thorough knowledge of 
the business, a keen understanding 
of human nature and an ability to 
quickly analyze ‘human needs. 


HOME OFFICE: 
HEALTH 


St. Louis 
GROUP 


¢ af 
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“May God, good will and good 


neighborhood be your company” 


O the insurance fraternity of New York City, 

to our field representatives, to our splendid 
insurance press, we wish to extend on the eve of 
the New Year, our sincere appreciation and 
heartfelt thanks for the wonderful co-operation 
and the many evidences of friendship and good 
will accorded this office during 1928 — its first 
year under a new administration. 


The Frank W. Pennell Agency 


State Mutual Life of Massachusetts 
220 Broadway, New York City 


HAROLD M. SHAW OSCAR H. BURRILL 
Supt. of Agents Asst. Supt. of Agents 


“An office of mutual and friendly helpfulness.” 
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When Company Takes 
Policyholder’s Note 


TWO FORMS ARE ACCEPTED 





Lien Note May Be Charged Against 
Cash Value; Extension Note Covers 
Part Premium 





In cases where the policyholder signs 
a note in payment or part payment of 
a premium, there are two forms of notes 
* which the company will accept, says an 
informing article on this subject in “The 
Jeffax,” company publication of the Jef- 
ferson Standard Life of Greensboro, N. 
C. One is called a lien note and is ac- 
cepted only when a cash value has been 


created by payment of previous pre- 
miums. If this note is not paid, it is 
charged against the cash value of the 
policy, and deducted with interest from 
the amount paid when the policy be- 
comes a claim or matured endowment. 

The other note is a premium or ex- 
tension note and can be accepted for only 
a part of a premium. No days of grace 
are allowed for payment of this note and 
unless a satisfactory settlement is re- 
ceived on or before the due date of the 
note the policy is lapsed. 

In the note division a record is kept 
of the indebtedness against any policy on 
which a loan has been made, a lien or 
premium note given, and policies against 
which premiums have been charged as an 
automatic premium loan. 

All renewal reports, both home office 
and branch office, are passed through 
this division so that the clerks may make 
the proper entries on the note and loan 
cards. When a payment is made on a 
note this is credited. If a note is paid 
in full, the card is properly marked and 
transferred to a “Paid” file. 

Incomplete lapses are also sent to this 
division so that any existing indebted- 
ness may be recorded on the lapse jack- 
ets. When lapses are sent through as 
completed, all indebtedness cards, loan 
cettificates, lien notes, and automatic 
premium loans, if any, are placed in the 
jackets. 

Lien notes must be approved by the 
note division before they may be report- 
ed. After the notes have been reported, 
they are held in a not file until two 
weeks before the due date. At that time 
the notes are sent to the proper branch 
office for collection. A notice is sent 
to the insured at the same time. 

All notes sent out for collection are 
charged to the branch office by means 
of a note list. The original list is sent 
with the notes and a duplicate is retained 
by this division. The branch office cash- 
ier is held responsible for the notes un- 
til they are reported paid or returned 
unpaid. 





INSURES THEM IN OXFORD 


One of the best producers in the cen- 
tral New York territory of the Equitable 
Society is A. S. Burchard who comes 
from Oxford, N. Y. He makes this 
town of 1,600 inhabitants his headquar- 
ters, covering the surrounding territory 
in which he has insured a number of 
lives. He had placed policies on the 
lives of more than 350 persons since he 
joined the company in 1923, averaging 
more than one a week. He stands high 
on the Equitable Honor Roll for num- 
ber of paid cases. 





HONORED BY PRESIDENT LOOMIS 


Among the employes honored recently 
by President James Lee Loomis of the 
Connecticut Mutual Life, at a meeting 
in the company’s auditorium, was George 
W. Sanford, who has served the com- 
pany for more than forty years. Presi- 
dent Loomis expressed his appreciation 
of the loyal service of its employes and 
then awarded the company’s service 
medallion to the deserving ones. 
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Nylic Friends 


Gg National advertising grows because retail 
merchants have learned that it is much easier 
to sell goods that are well known to the public. 


Nylic Agents do not find it necessary to 
“introduce” their Company, which now has 


Two Million Policyholders insured for nearly 7 
Billion Dollars. 


Since organization, Nylic has paid to living 
Policyholders and to beneficiaries over 2 


Billion 600 Million Dollars. It is now distribut- 


ing over 50 Millions a year in dividends. 


q Through 84 years of investing, New York Life 

has been of incalculable service to the nation, 
to business and to individuals. Today its assets 
of over | Billion 400 Million Dollars are largely 
used to finance public works, railroads, public 
utilities, business buildings, homes and farms. 








So, wherever the Nylic agent 
goes, he finds Nylic friends 
—policyholders, benefici- 
aries and borrowers 
—who are grateful 
to the Company 
for its service 
to them. 








~NEW YORK 
LIFE INSURANCE 
COMPANY 


MADISON SQUARE, NEW YORK 
DARWIN P. KINGSLEY 


President 


New Home Office Building 
on the site of the famous old 
Madison Square Garden. 
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Question Inve! yeq 
SUPREME COURT TO p>: 








IDE 
Revenue Collector Appeals Case voly- 
ing Deferred Dividend Pol; 
Valuation 

The Supreme Court has cons: od to 
review a decision of the lower © «rt in- 
volving the proper method for a: rtain-- 
ing taxable gain on participating © ‘erred 
dividend life insurance policies i. seq jn 
1899 and surrendered upon ma‘ ity in 
1919, in the case of Robert I! Lucas, 


collected of Internal Revenue zainst 
A. J. A. Alexander. On June =, 1399 
Mr. Alexander obtained two policies of 
life insurance from the New Yo:\ Life 
The face value of each policy yas $50. 
000 and each was a participating . ferred 
dividend policy called an “Insura:ice bond 
with guaranteed interest.” The accumy- 
lation period of each was twenty years 
These policies were fully paid up in 18 

The policies provided for certain pay- 
ments in the event of the death of the 
insured during the accumulation period 
and for certain accumulation guarantees 
and benefits, if the insured lived to the 
end of the period. They contained pro- 
visions that the “Insurance Bond” should 
Participate in surplus, but that no diyi- 
dends should be apportioned to it before 
the end of the accumulation period; that 
the accumulation period ended in May, 
1919; and that if the insured was still 
living and if all the premiums had been 
duly paid, then the company would ap- 
portion a dividend to the insured. The 
insurance company guaranteed that the 
entire cash value of each “insurance 
bond” at the end of the accumulation 
period shall be $50,000, plus the cash 
dividend then apportioned by the com- 


pany. 

In 1919 Mr. Alexander received $120,- 
797, the cash surrender value of the pol- 
icies, plus the dividends. He reported 
some $17,000 as gain, claiming that the 
remaining $103,550 represented the 
March 1, 1913, value of the policies. The 
Commissioner of Internal Revenue found 
that the taxable gain was $43,000, the 
difference between the sum received and 
the amount Mr. Alexander actually paid 
as premiums. This resulted in a defi- 
ciency tax of $11,300. After paying part 
of the amount assessed, he brought suit 
in the Federal Court in Louisville, Ky, 
to recover the amount. 

The District Court sustained the plain- 
tiff’s contention that the taxable gain 
was the difference between the value of 
the policies upon their surrender and the 
March 1, 1913, value of the policies. This 
was sustained by the Circuit Court of 
Appeals for the Sixth Circuit, and the 
collector then petitioned the Supreme 
Court to review the case. 





TO LIQUIDATE CHICAGO CO. 


The Illinois Insurance Department has 
applied for authority to take over the 
assets and to liquidate the Guaranteed 
Equity Life of Chicago, which was found 
to have a deficit of approximately $49,000 
in a recent examination by the depart- 
ment. The deficit was largely due to 
the payment of $41,500 to E. J. Sweeney, 
a bond broker, who is now under arrest 
in connection with selling to (ie com- 
pany bonds alleged to have be: stolen 
from a finance company of /.\timore. 





M. L. LANE’S LATES* 

Some of the cleverest letters -ent out 
by insurance people are those f Mer- 
vin L. Lane agency manager ‘or the 
Equitable Society in the midtow section 
of New York. His latest tabula: 5 in the 
letter an actual case of prograr ned in 
surance giving the full details wh name 
omitted, of course. It is the kin | of let: 
ter that the recipient would look «t twice 
before consigning to the wast _basket 
and would most likely hold for ». erence: 
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LIVE HINTS FOR BUSINESS 








/ 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 


Dewey Mason, 





Mason general agent for the 
On Aetna Life, gives 
Prospecting some suggestions on 


prospecting in a cur- 
rent number of the “Aetna-izer,” Says 
Mr. Mason: “It is not the providing of 
the names of prospects, but the ability to 
recognize a lead when you see one. It 
may be an envelope dropped on the floor 
by a prosperous looking man, the en- 
yelope bearing his name and_ business 
address, and the incident providing an 
excellent opportunity to make a call; 
itmay be the speaking acquaintance with 
an elevator starter who gives informa- 
tion of the changes in the building from 
time to time; it may be a casual ac- 
quaintance across a luncheon table, lead- 
ing to the exchange of cards.” 

~ ¢ 


Does the use of 

W. H. Sullivan the birthday card pay 

Finds Birthday the life insurance 

Cards Pay salesman? W. 
Sullivan, agency 
manager for the Bankers of Iowa at 
Syracuse, N. Y., says it decidedly does 
and adds that the birthday card has in- 
creased good will for the company in 
his territory. 

The following letter, written by an of- 
fier of a New York trust company to 
Mr. Sullivan, is, one of many such 
friendly letters that the latter has re- 
ceived. It shows how much policy hold- 
ers appreciate the thoughtfulness sym- 
bolized in birthday cards. This is the 
letter: “Thank you for your birthday 
greetings. It indicates that both your 
company and you are on the job and are 
ever mindful of your policy holders.” 

+ "= -# 


“Seeing the people 


Seeing is the only way to 
The sell insurance,” says 
People the New’ England 


; Pilot, official publica- 
tion of the New England Mutual Life. 
“Not the best way, nor the easiest way; 
it is the only way. If that is so, it is 
not impertinent to ask: How many peo- 
ple are you seeing daily? How many 
have you seen today? How many did 
you see yesterday? The day before? 
“Di! you ever collect the data that 


would answer these questions? Note 
that these answers are not merely inter- 
oe they are vital. They give the 
ey to 


‘he normal possibilities to be ex- 
Pecte! Irom your work. 
Dur'ng the past few weeks one of our 


larges: agencies has been conducting just 
such ©» investigation of the work of its 
own aconts. They have now determined 
that ‘>. fifteen men who stand at the 
head ©! their list, the poorest of whom 
are doing fairly well, while the better 
grad “re doing satisfactorily, even when 
judge’ by a fairly high standard—appear 
to be making on the average almost ex- 
actly ‘ne interview a day. 

Now, remember that ‘interviews’ are 
the oly things that count—a dozen 
_ mean nothing as regards paid-busi- 

s 


\nd admitting the frightful nerve 


strain of this one interview a day, surely 
the exhaustion from it is not so great 
that two interviews would bring you 
within the shadow of the psychopathic 
hospital.” 
vow * 
Vice - President 
Tells His Men Walter T. Shepard, 
To Sell More of the Lincoln Na- 
Prospects tional Life, said re- 
cently in addressing 
his agent: “There are two ways to sell 
more insurance; one is to sell more pol- 
icies and the other is to sell larger ones. 
I have talked to you a great deal about 
selling larger policies, yet I cannot let 
this opportunity pass to urge you to sell 
more prospects. In order to sell more 
prospects, see more prospects. In or- 
der to sell more, tell more and tell it 
more intelligently. 

“There isn’t a man in my ‘gang’ who 
couldn’t add two or three more sales 
a month, with but a little bit of extra 
effort and planning. During this week 
you can set the pace for yourself that 
will mark you as a big producer. 

“T have great faith in you, yet I do 
not believe that more than 20% of you 
are doing yourselves justice. You are 
qualified by ability, and personality, and 
knowledge, and resources, for a front 
seat among insurance producers, yet 
some of you content yourselves with a 
place among the also rans! Why? 
Don’t you want more sales? Do you 
fail to give yourself credit for the ability 
and leadership qualities that you have? 
Surely you do not lack for sales cour- 





AlcHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Kansas City 
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PARTICIPATING INSURANCE | 
ON ALL FORMS 


First year dividends (con- 
tingent on payment of second 
year premium.) 


Low Net Cost 
For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 


H. W. JONES, Mgr. 














110 William Street 
New York City 
| Beekman 5058—6691 | 
ee wench 











Gerard S. Nollen, President 








Forty-four Per Cent on Policy Holders | 


The Bankers Life Company established two records in 
October, 1928, “Policy Holders’ Month.” 

The paid-for production of $17,708,649 was the greatest 
October total, and the second greatest total for any 
month, in the Company’s history. 

More than 44 per cent. of the October production was 


written on Bankers Life policy holders—another 
Onward March record. 


PUPAE IIE 


BANKERS LIFE COMPANY 


THE ONWARD MARCH COMPANY 


Established 1879 


DES MOINES, IOWA 

















age, for persistence, for industry—I can- 
not imagine members of my ‘gang’ lack- 
ing in these fundamental qualities. I 
believe all that you need to do is to 
make up your mind to get more business. 
If you will do that I will gamble on the 
result, for I know you.” 





MADE SUPERINTENDENT 

Jacob Moscow has been promoted to 
superintendent, according to an an- 
nouncement made by The Prudential, 
and placed in charge of Brooklyn dis- 
trict No.9. He has been connected with 
the company since 1902, starting as an 
agent in Bayonne, N. J. With the ex- 
ception of a few months in the New 


Jersey town, he has been located in 
Brooklyn. 





“WHEEZER” INSURED 

Bobby Hutchins, who is better known 
under the nickname of “Wheezer,” one 
of the gang in Hal Roach’s “Our Gang” 
comedies is a policyholder in the Lin- 
coln National Life. Wheezer has a 
twenty year endowment policy. Like 
other motion picture stars, he reccives a 
large salary for one so young. He is 
only three years old. At present he is 
under a five year contract. 


BACK IN INDIANAPOLIS 


Donald B. Singleton, whom the insur- 
ance fraternity of Indianapolis will re- 
member as having been home office 
group representative in 1923 of the P. 
W. Simpson general agency of the Aetna 
Life Insurance Company of Hartford, 
Conn., and who for the last five years 
has been doing similar work in San 
Francisco and Detroit, has returned to 
Indianapolis. While at Detroit he pro- 
duced the company’s second largest vol- 
ume of group insurance. He will re- 
associate himself with the Simpson 
agency. The agency handles life, acci- 
dent, health, group life and group disa- 
bility insurance. Each department is 
supervised by an expert in his particular 
line. Mr. Singleton. will be at the head 
of the group department. 





PRUDENTIAL CHANGES 

Work in the bureau of information of 
The Prudential has been reallocated, 
Manager W. F. King looking after in- 
dustrial cases; Manager John Terry di- 
recting ordinary inquiries; and Man- 
ager W. T. Jacobus being transferred 
from group insurance records to regional 
manager of group sales. 








in America then and there. 


are invited to apply to 


DAVID F. HOUSTON 
President 





34 Nassau Street 


"ele nner 


Years of Life Insur- 
ance Ideals and Service e 


N IDEAL became a reality when, on February Ist, 1843, 
A “The Mutual Life of New York” issued its first policy. 
The business of life insurance on the mutual plan started 


Priority in its field is not the Company’s claim to greatness 
—age in itself is no great distinction. 
with high ideals of business conduct, which still prevail. It aims 
at quality and to be highly honorable in all its dealings. 


The Mutual Life began 


In its relations with policyholders and their representatives 
The Mutual Life has an outstanding record. 


Those who contemplate life insurance soliciting as a career 


The Mutual Life Insurance Company 


of New York 


GEORGE K. SARGENT 


2nd Vice- President and Manager of Agencies 


New York, N. Y. 
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Puts Agency Limit At 
$50,000,000 Annually 


MAXIMUM 





FOR EFFICIENCY 





Hugh D. Hart Tells Executives That 
Agencies Producing Under $5,000,000 
Will Disappear 





Speaking before the Life Presidents’ 
Association at the Hotel Astor last week, 
Hugh D. Hart, vice-president of the Penn 
Mutual Life, told the executives that 
there was a point beyond which a life 
insurance company should not permit its 
agency units to extend and he gave it as 
his opinion that around $50,000,000 an- 
nual production is about as large as any 
individual agency should properly grow. 

“IT have had the experience of partici- 
pating in the management of an agency 
that exceeded-$60,000,000 annual volume,” 
said Mr. Hart, “and this experience con- 
firms my view that $50,000,000 or there- 
about, should be the extreme limit and 
that decentralization should take place 
when that deadline is exceeded.” 

On the other hand, he gave it as his 
judgment that the agency unit of less 
than $5,000,000 annual production will 
gradually disappear. 

Continuing, he said: “The very small 
agency unit still dominates the field in 
both general agency and branch office 
companies. The duplications and super- 
vision requirements which these innum- 
erable small agencies necessitate can be 
minimized by building up larger aver- 
age agencies. It is the mission of effi- 
cient distribution to bring the factors of 
volume and cost into proper relation- 
ship. Here life insurance seems to dif- 
fer from industry, merchandising, trans- 
portation and other important branches 
of business. Maximizing volume of pro- 
duction in other types of business tends 
to reflect corresponding savings in man- 
agement expense. In life insurance, this 
economic law seems to operate only toa 
limited degree. The total volume of busi- 
ness done by a life insurance company 
does not indicate its per thousand ac- 
quisition and service costs. What does 
appear to be important in the life in- 
surance business is to establish sound 
bases of acquisition and maintenance, 
then, first, to bring the total volume of 
business into symmetrical relationship 
with the size and structure of the com- 
pany as a whole; and, second, to build 
up agency units of sufficient size to keep 
down duplications and supervision costs. 


Some Other Advantages 


“Economy is by means the only ad- 
vantage to be obtained from the large 
agency unit. The collateral advantages 
of the large unit over the small are more 
important even than the economies that 
result. The larger the unit, the higher 
the calibre of man required to handle 
it; the higher the calibre of leader, the 
finer the type of agents he will attract. 
The large agency not only enables the 
life insurance company to obtain excep- 
tional leadership because of the magni- 
tude of the opportunity thus afforded, 
but a leader who is himself a star will 
be able to surround himself with a better 
grade of sub-agents than could a medi- 
ocre leader—and the benefits flowing to 
a life insurance company from superior 
man-power are incalculable. Another im- 
portant advantage of the big agency is 
that it has the financial resources to pro- 
vide for better training and supervision 
facilities than the small agency. Also, 


there inheres in a big and successful con- 
cern an atmosphere of optimism and 
progress that inspires agents to great ac- 
complishment.” 

Mr. Hart said that utilization of scien- 
tific research has proved indispensable 
to commerce and industry but life in- 
surance was just beginning to realize its 
possibilities. 

“We are accustomed to think of life 
insurance distribution as having perform- 
ed great miracles,” he said. “In the light 
of its deficiencies, we stand appalled, 
however, for the amount of insurance 
carried by » tHe citizens of America is 
equal to about one year’s total income, 
whereas five years’ income is generally 
considered the minimum that should be 
carried by an individual. It has been 
authoritatively estimated that. the per- 
ishable human wealth of the United 
States totals the incredible sum of two 
trillion dollars, an asset which is cov- 
ered by less than one hundred billion 
dollars of life insurance. 

“Since the war, we have been enjoy- 
ing what might be termed a ‘bull mar- 
ket’ in the purchase of life insurance. 
Each year, during the past decade, the 
life insurance companies have, almost 
without exception, rolled up a new rec- 
ord of production, and the aggregate pro- 
duction of all the companies has ascend- 
ed year by year to stupendous heights. 
We have grown accustomed to assume 
that this life insurance bull market will 
continue indefinitely. Sober reflection 
teaches us, however, that an unbroken 
economic trend would be an unparalleled 
exception to the rule. Moreover, com- 
petition in all lines is shifting from the 
strife for business within a given indus- 
try to the larger conflict between differ- 
ent industries for a greater share of the 
nation’s dollar. Under this so-called 
‘new competition,’ life insurance compa- 
nies will not only continue to compete 
with one another for business but they 
will be required to compete against wash- 
ing machines, radios, baking powder, 
soap, investment trusts and a thousand 
outside contenders for the buying power 
of America.” 

Need For Trained Force 

On the subject of training, Mr. Hart 
said: “The life insurance institution in 
its earlier stages in this country permit- 
ted its representatives to go abroad with- 
out having been trained for their work. 
This situation has not entirely been cor- 
rected. We have no right to force un- 
trained agents upon the public. If we 
persist in doing so, we cannot expect 
to win and maintain for life insurance 
that respect which its value to society 
merits. But, aside from the obligation 
to distribute life insurance through com- 
petently prepared representatives, train- 
ing increases the production of the agents 











Underwriting Methods 


that are 


Sound—Liberal— Modern 


New England Mutual Life Insurance Co. 


87 Milk Street, Boston 








who receive it, and it thereby becomes 
a most important factor in promoting dis- 
tribution. In one company where care- 
ful records were kept, it was found that 
at the end of the first year, the trained 
men had sold 23% more business per 
man than the untrained; furthermore, 
with increasing experience the volume 
of business of the trained men was in- 
creasing much faster than was true of 
the untrained men. In another company, 


RT LT = 


where the importance of training was es- 
pecially emphasized, surveys made at 
various times showed that the percentage 
of production superiority of trained men 
over untrained, during their first year, 
ranged from about 35% to 65%. We can 
do little more than has already been 
accomplished to increase life insurance 
sales by actuarial improvements in ex- 
isting policies, or by the invention of 
new forms. We cannot, like the automo- 











per $1,000. 
Income—Non-Medical. 


Are you Interested in an agency? 
you all about it. 


Concord, New Hampshire 








A POLICY YOU CAN SELL! 


Our Company offers complete protection. 


$5,000 
ALL IN ONE POLICY 
Any natural death............ 
Any accidental death......... 
Certain accidental deaths...... 
‘Accident Benefits $50. per WEEK for fifty- two weeks 


$25. per WEEK thereafter 
JNon-cancellable) 


Disability Income, Waiver of Premiums, etc. 
Also $5,000 ‘‘Preferred Risk’? Policy—high value— low premiums; age 35, $19.91 
Endowment age 85—Juveniles age 10 years and upward—Monthly 


Insures and assures your client’s future and yours 


Our Vice-President, Eugene E. Reed, will tell 
Write him direct—and directly. 


UNITED LIFE 
and ACCIDENT INSURANCE COMPANY 
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1851 


BERKSHIRE LIFE INSURANCE COMPANY 


In establishing connections with a life insurance company, the personal 
equation of its official family is of paramount importance to the prospective 
The Berkshire Life Insurance Company of Pittsfield, Massachusetts, 
has a well-earned reputation for a co-operative spirit between the Home 
Office and the Field Force that is of inestimable value to the success and 


agent. 


happiness of its representatives. 


“Ask any Berkshire Agent” 
BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 


PittsGield, Massachusetts 


1928 


FRED. H. RHODES, President 














George T. Smith, Vice-President 








Chas. F. Nettleship, 2nd Vice-President 
Home Office—Jersey City, N. J. 


The Colonial Life Insurance Company of America 


Insurance in Force 
Over ONE HUNDRED MILLION DOLLARS 


A strong and progressive Company, affording agents unusual money-makin4 
opportunities through a wide variety of Industrial and Ordinary policies adapted 


to the insurance needs of the whole family. 


OFFICERS 
E. J. Heppenheimer, President 


S. R. Brown, Secretary 
E. C. Wise, Treasurer 
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bile distributors, stimulate sales by bring- 
ing out new models each year; but we 
can train our men so that they may 
demonstrate more intelligently new uses 
for life insurance through the applica- 
tion of existing plans to ever-expanding 
life insurance needs, thus enlarging the 
yolume of our business by enlarging the 
cap acity of our agents. 

‘\ training program which does not 
begin by training the managers or gen- 
eral agents for their job, is based upon 
a inistaken theory. We are gradually 
recognizing the fact that agency organi- 
zaton and management is a function 
separate and apart from that of person- 
al \ife insurance selling; that combining 
the two in one man, is not the efficient 
way to carry out either job. It is far 
easier to produce an efficient agency 
personnel through trained leaders than 
through untrained leaders, and the fact 
that a man holds a high record for per- 
sonal selling does not necessarily mean 
that he is equipped for the work of or- 
gan izing and managing an agency. 

“The solution of the problem of life 
insurance distribution lies in an intel- 
ligent selection, training and supervision 
of man-power, and the key to man-power 
organization lies in proper leadership. 
Here is where we have most signally 
failed in the past: we have not paid 
enough attention to the type of agency 
leaders we have chosen, nor have we 
adequately trained our leaders for their 
important managerial functions. 

“The life insurance company which 
stresses man-power, rather than volume, 
which insists upon a trained leadership 
heading an adequately prepared agency 
personnel; the company with a definite 
program for recruiting, instructing and 
supervising its agency force and with 
the ideal of supplanting high pressure 
by high capacity—this is the life insur- 
ance company which will best serve Am- 
erica in the distribution of life insurance 
benefits; for this will be the company 
which is building its future on the gran- 
ite foundation of superior man-power.” 


Insuring Key Men 
(Continued from Page 1) 


the burdens of the real business of the 
municipality. These are the ones who 
should be insured. ; 

Important engineering and construc- 
tion undertakings are other opportuni- 
ties for insuring the chiefs that are not 
now cultivated. It will be recalled that 
the young engineer Holland after whom 
the tunnel under the Hudson River to 
New Jersey is named, died while the 
work was in its early stages and as he 
was the originator of some of the fea- 
tures used in the method of boring 
through the river bottom a serious situa- 
tion might have resulted as the conse- 
quence of his sudden death. 








AETNA TO REDUCE PAR VALUE 

The Aetna Life and affiliated compa- 
nies will apply to the Connecticut legis- 
lature for permission to reduce the par 
value of the stock of the company in 
accordance with a state law which re- 
quires special sanction for such action in 
the case of a corporation chartered in 
Connecticut. 

fhe step is regarded as a progressive 
one and is commended by financiers in 
touch with the company as.a wider dis- 
tribution of the stock than would be 
possible at high market prices, 





PRUDENTIAL INSTITUTE 

Another term of The Prudential In- 
stitute is announced to begin Thursday, 
February 7. Eight prominent speakers 
are scheduled to address the gatherings, 
Which are to convene each Thursday 
during February and March, late in the 
atte-‘noon, in the assembly hall of The 
Prulential building. 

The purpose of the institute is best 
explained by one of the assistant heads 
Who stated that the past meetings show 
Clearly the almost endless ramifications 
of the life insurance business, and yet, 
they hardly scratch the surface. 














Pennsylvania 





Provident Mutual 


Life Insurance Company of Philadelphia 





Since premiums were much reduced January 1, 
1927, the average premium per policy has been 
increased owing to a larger average polic 


The new dividend scale, in effect January 1, 1928, 
shows on the average a greatly reduced cost to the 
policyholder, which should enable the Provident 
agent still further to increase his production and 
the size of the policy sold. 


Founded 1865 











W. B. O’CONNOR RESIGNS 





General Agent of John Hancock, San 
Francisco, To Enter Investment 
Banking Business in East 
William B. O’Connor, former associate 
general agent of the John Hancock in 
Boston, and for several years general 
agent in San Francisco, has resigned. He 
is now in New York City and will enter 
the investment banking business, the an- 
nouncement to be made later. 





H. F. TYRRELL’S STORY 

Henry F. Tyrrell, legislative counsel 
of the Northwestern Mutual Life, has 
made his annual survey of the business 
of the year and makes optimistic pre- 
dictions for 1929. He points out that 
only 3% of the total annual income of 
the country goes for life insurance pre- 
miums and this pays for an amount of 
insurance about equal to the income of 
the country for fifteen months. 


NEW AGENCY SUPERVISOR 

Albert J. Starner, formerly assistant 
manager of the Brooklyn branch of the 
Travelers, will become associated -with 
Sisley & Brinckerhoff, Inc., on January 
1 in the capacity of agency supervisor. 

For the past six years Mr. Starner has 
served the Travelers in the Brooklyn 
branch and in the group department at 
55 John street, during which time he be- 
came well known to many brokers and 
agents in New York City. 





U. S. LIFE TO MOVE 

Henry Moir, president of the United 
States Life, has announced that the com- 
pany will occupy new offices after the 
middle of January in the Presbyterian 
building at 156 Fifth avenue, New York 
City. The present offices at 105 Fifth 
avenue have been the home of the com- 
pany for the last eight years. 








Group Insurance 
Leads This Year 


Group insurance is making proportion- 
ally greater gains than any other form of 


life insurance. 


Are you in touch with any concerns 


still without it? 


Why not get this profitable business 
while it is still to be had? 


Call upon our local offices for prospectus 
giving the necessary information and for 
the services of a group specialist. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


Fiske and Sargeant 
O.K. Beha’s Sec. 97 Stand 


THEIR LETTERS MADE PUBLIC 





Proposed Amendments Show Intelligent 
Grasp of Difficulties, Says President 
of Metropolitan Life 





Upon the eve of his retirement from 
office Superintendent Beha made public 
this week two more letters from life 
presidents endorsing his position in fa- 
vor of amending Section 97 and affiliated 
sections of the New York insurance code. 
The two new letters came from President 
Fiske of the Metropolitan Life and Presi- 
dent Sargeant of the Massachusetts Mu- 
tual. 

Mr. Fiske wrote as follows: 

“Now that the final draft of the pro- 
posed amendments to Sections 84, 85, 96, 
96a and 97 of the New York Law have 
been completed, permit me to congratu- 
late you upon the thoroughness with 
which the problems have been treated. 

“The proposed laws show an intelli- 
gent grasp of the difficulties resulting 
from the application of the old laws to 
modern conditions and offer a solution 
of these difficulties which is at once prac- 
tical, easy of application and in harmony 
with the underlying principles as laid 
down by the Armstrong laws.” 

This is a copy of Mr. Sargeant'‘s let- 
ter to the superintendent: 

“I was pleased, indeed, for the oppor- 
tunity which my visit to New York last 
week afforded of making your acquaint- 
ance, and I only regret that I could not 
have had a bit more of your time to have 
discussed with you the proposed changes 
in Section 97 of your state’s insurance 
laws. Our company is in hearty accord 
with your views as to the need for this 
legislation. Your proposals are of a con- 
structive nature and we earnestly hope 
they will meet with the approval of your 
state legislators. I am sorry that, as a 
result of your resignation as superin- 
tendent of insurance, the proposals will 
not have your official backing at the time 
the legislative hearings take place.” 

Committee Returns to Fray 

The committee of the New York State 
Life Underwriters’ Association has sent 
another letter to Superintendent Beha 
réstating its position of objecting to any 
radical change in the law. It maintains 
that while the proposed laws do not re- 
quire low gross premiums for participat- 
ing companies, they do remove restric- 
tions which not only make it easier to 
reduce gross premiums but rather invites 
such a course. 

“Lower gross premiums mean a lower 
standard of compensation to the agent, 
and, some believe, a lower scale of com- 
missions,” says the committee. “The 
agents’ compensation is a reasonable one 
on the present basis. In spite of the ris- 
ing cost of living and increase salary 
standards commission scales to life 
agents have not changed in twenty-two 
years.” 





CONTINENTAL TO ISSUE STOCK 


The Continental Life of St. Louis has 
declared a stock dividend of 3314%, giv- 
ing each of the 600 stockholders the 
right to subscribe to one additional share 
for each three held. 

President Mays announces that the 
company has had an excellent year and 
its life insurance in force amounts to 
$96,000,000. The mortality record is un- 
usually low, the November experience 
being the best in the company’s history. 





SCULLY TO SPEAK 

C. Alison Scully, vice-president of the 
National Bank of Commerce, will be the 
speaker at the January 17th meeting of 
the business life insurance course that is 
being conducted by the University Life 
Underwriters’ Association. He will dis- 
cuss trusts in relation to business life 
insurance, 
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Tontine Practices in 
European Countries 


HOW IT WORKS IN GERMANY 





Only Future Will Tell Whether It Will 
Succeed; Popular in Holland 


and France 





The Reich Control Office for Private 
Insurance in Germany has issued a rul- 
ing to the effect that tontines can only 
be issued with the understanding that 
life insurance goes with them. In this 
way the Control Office intends to pro- 
vide for the survivors of those who spec- 
ulate in tontines. The face amount of 
the life insurance must be one and a 
half to about two times as high as the 
amount of the tontine. 

Tontines as practiced in earlier years 
and even today in France and Holland 
have nothing in common with insurance; 
it is a system established with the pur- 
pose of getting the highest interest pos- 
sible for a certain amount invested and 
based on the speculation that most of 
the participants of a particular group die 
early, and the vested interest of the sur- 
vivors increases correspondingly. 

The system of the so-called “tontine 
insurance,” as practicel in Germany at 
the present time, is arranged as follows: 
all those buying this insurance within 
ene calendar year make up one group or 
“tontine.” Every member of the tontine 
may agree to buy an amount divisible 
by 1,000 up to 50,000 marks. The amount 
assumed by one member must be paid in 
ten equal annual instalments (payments 
of quarterly and semi-annual instalments 
can also be arranged). The total in- 
vested capital then remains with the in- 
surance company for three more years. 

After the expiration of thirteen years 
the payment of tontines begins for all 
surviving members of the _ individual 
groups. The funds which are distributed 
consist of the invested capital, compound 
interest, net profits from various shares 
and stocks bought with the invested 
money and finally the amounts originally 
contributed by those participants who 
died within the thirteen year period. The 
companies must report annually the 
funds of every individual group. The 
tontine funds are considered a reserve in 
the sense of Section 56 of the Insurance 
Supervisory Law of 1901. On the sup- 
position that mortality is normal and in- 
terest is based on 8% per annum the 
invested amounts of the survivors are ex- 
pected to be almost double after that pe- 
riod. The expense for the accompanying 
life insurance is relatively small (at age 
35 for instance 14.40 per 1,000). 

The following reasons are offered to 
justify the tontine system: Small ad- 
ministration expenses, fixed at the be- 
ginning, about .77% of the invested 
amount per annum; which would add up 
within 13 years to about 10% and would 
be covered entirely by the first annual 
instalment; no dividends for stockhold- 
ers. 

According to the promises made by the 
company, this seems quite an inviting 
prospect. The future will tell us whether 
or not the tontine system will succeed 
in Germany. In Holland and France, 
tontines are rather popular; but there 
they are issued without additional life 
insurance. Since “tontine insurance” is 
practiced in Germany with additional life 
insurance a selection of risks necessarily 
takes place and if higher amounts are 
concerned, medical examination is re- 
quested. The selection of risks is natu- 
rally to the disadvantage of the pure 
tontine-system. The age distribution of 
the members of one group is a very im- 
portant .factor which influences the 
amount of the tontine profit for surviv- 


ors. For instance, there may be one 
group. the majority of whose members 
are of a more advanced age and which 


may therefore have a higher mortality 
and therefore higher tontines. A con- 
trary experience may prevail with a 
group where the majority of the par- 


ticipants are of younger ages. The as- 
sumed interest rate of 8% per annum 
may hold true for the present time and 
perhaps for one of two more years, but 
according to the “Reich” Control Office 
the interest rate should be 6% per an- 
num. 
Future Uncertain 

According to “Der Versicherungsyer- 
treter,” of Berlin, the future will teach 
us whether or not speculation on the 
death of others under such conditions 
will be a success. The tontine plan was 
said to have-been invented by Leonardo 
Tonti toward the end of the seventeenth 
century; but, in fact, it has a more an- 
cient lineage. Tontines were specifially 
prohibited in the Basilicon of Basil and 
Leo, ninth century A. D. The Basilicon 
was the code of Basil I, who adopted it 
from Justinian’s Digest. 





NEW FACES! 

Don’t let your debit grow stale! 

Every debit needs continual “freshen- 
ing up” by writing business in new fam- 
ilies, bringing “new faces” into the pic- 
ture. 

Lapses, some of them 
changes of residence, 
tend to continually 
and the agent, in order to maintain it 
and secure increase is apt to yield to 
the temptation of over-insuring in fam- 
ilies where he finds it easy to sell, in- 
stead of vigorously canvassing for new 
families in the territory in which he is 
working. 

Get after that “new” business and see 
that every week shows some applications 
—if only two or three, from families you 
have never insured before. 

It keeps your debit in a healthy con- 
dition and brings better earnings to 
yourself.—Colonial News. 


due to death, 
all these things 
reduce the debit, 





NEGRO COMPANIES MERGED 

Consolidation of the Community Mu- 
tual Life of Indiana with the Mammoth 
Life and Accident of Kentucky, both 
Negro owned and operated companies, 
was completed in Indianapolis, according 
to E. Louis Moore, president of the In- 
diana company. The Indiana company 
was organized in July, 1927, but had not 
received a license to operate although 
plans were under way to obtain one when 
the merger was completed. Approxi- 
mately $200,000 worth of business had 
been written, Moore said. The company 
maintained an office in the Walter Thea- 
ter Building. Moore will be associated 
with the new company in a legal ca- 
pacity. The Kentucky company recent- 
ly was licensed to operate in Indiana. 
It is a stock company and has been in 
operation for about fifteen years. 





CRITICIZES AGENTS 


Speaking before the largest gathering 
ever to attend a dinner meeting of the 
Philadelphia Association of Life Under- 
writers, Arthur H. Motley, of the Crom- 
well Publishing Co., declared that most 
life insurance men either did not know 
their subjects or, if they did, lacked prop- 
er salesmanship methods. He declared 
that he had kept a tab of all the life 
insurance agents who had sought to sell 
him a policy. Four hundred and thirty- 
two of them failed. The four hundred 
and thirty-third agent sold him. 


Rules For Arranging 
Income Settlements 


WHAT INFORMATION IS NEEDED 


Questions Involving Change Of Bene- 
ficiary And Disposition Of Pro- 
ceeds At Death 





A set of rules to be followed when 
formulating requests for income settle- 
ments has been prepared by the Mutuai 
Benefit Life and published in the com- 
pany’s paper “The Pelican.” The rules 
are as follows: 


1. Settlement option desired must be 
specified. 

2. Specify whether payments are to be 
made monthly, quarter-annually, semi- 
annually or annually. 

3. If the right of "aeehidcanial is to be 
withheld under Option A, say so. If it 
is to be granted either in whole or in 
part give full details. 

4. The instructions should state wheth- 
er the right of commutation is to be 
withheld or granted under Option B or 


5. The relationship of all beneficiaries 
to the insured should be given. If not 
closely related furnish evidence of insur- 
able interest, and state what pecuniary 
loss beneficiary would suffer by reason 
of insured’s death. 

6. Indicate what disposition is to be 
made of proceeds at insured’s death, in 
case he survives beneficiaries; also at 
the death of each beneficiary who sur- 
vives the insured. 

7. As a rule the only kind of institu- 
tions which can be nominated as bene- 
ficiary are incorporated institutions. As- 
surance to this effect must accompany 
the instructions, and the instittuion’s 
correct corporate title given. 

8. If the right to change the bene- 
ficiary has not been reserved, state 
whether insured wishes this right restor- 
ed, modified or relinquished. A _ relin- 
quishment of this right in cases where 
minor beneficiaries are nominated cannot 
be complied with until we have your 
assurance that the policyholder clearly 
understands that it is almost impossible 
to secure a satisfactory release of the 
interests of the minor beneficiaries. 
Usually the insured’s right to make cash 
loans, surrender the policy or exercise 
settlement options should be modified to 
harmonize with any restriction of his 
right to change the beneficiary. While 
the modification or relinquishment of 
such rights may possibly protect the 
policy from attachment by the insured’s 
creditors, it should not be forgotten that 
an embarrassing situation may result in 
case the beneficiary becomes incompe- 
tent. 

9. Form 564 should be used only where 
the policy is payable to one beneficiary. 

10. Your instructions should always re- 
fer to any other correspondence with 
other departments of the home office. 
We can then prepare our papers so that 
they may not be affected by any change 
which is being handled by any other 
department and we will be able to send 
all papers so that they reach your office 
simultaneously. 

11. Where it is proposed to place new 
insurance under an income agreement 
three methods of requesting same may 
be followed. 
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Exceptional opportunity 
character and ability. 








The Columbian National Life Insurance Company 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Columbian National Agents can offer the best in 


Columbian National Policies make selling easier. 


Policies backed by one of the very strongest companies in the country, having ample 
capital, surplus and highest standard of reserves. 





HEALTH INSURANCE 








ts offered to salesmen of 


Communicate at once with 
Agency Department, 77 Franklin Street, Boston. 








(a) Policy issued with copy of ag 
ment attached, original to be signed 
fore policy is delivered or premium re- 
ported. This is the “Subject to Amend- 
ment” method. 

(b) Policy issued payable in one sm, 
the income agreement to accompany «l- 
icy. If agreement is satisfactory it nay 
be signed and returned with the po icy 
so that the policy may be properly \, it- 
ten. This is the “Amendment to ac- 
company Policy” method. The Pa; 1 
should contain no reference to the jro- 
posed income settlement. The reporting 
of the premium, the delivery of the pol- 
icy and the release of the agent’s com- 
mission is not held up pending the ¢xe- 
cution of the income agreement. 

(c) Policy may be issued payable in 
one sum to a designated beneficiary, and 
after it is delivered the question of in- 
come agreement then taken up. 

12. When requesting income scttle- 
ment on insurance already in force the 
date of last premium paid should always 
be supplied. 





DON’T TALK $1,000 POLICIES 





President R. W. Stevens of Illinois Life, 
Calls It Injustice to 
Policyholder 
President R. W. Stevens of the Illi- 
nois Life, says that writing $1,000 poli- 
cies is only a habit and that it is an 
injustice to the prospect and to the 
agent. The purpose of life insurance, he 
says, is to provide a sufficient amount 
of money to make up in a measure for 
the loss of income by the death of the 

breadwinner. President Stevens says: 

“Surely no life insurance salesman 
having well in his mind the object of 
life insurance, would make a practice of 
talking $1,000 policies, or would let one 
cf his prospects or policyholders rest 
under only $1,000 of insurance if he 
had ever seriously and thoughtfully fig- 
ured out in his own mind to just what 
extent such an amount of insurance 
would take the place of a wage-earner 
whose income was only as much as $600 
a year. 

“Even though the beneficiary under 
such a policy were able to invest this 
money securely at 6%, the income de- 
rived therefrom would be only one- 
tenth of the income formerly enjoyed, 
and it is not possible to conceive of a 
situation where the man’s living ex- 
penses are nine-tenths of that of the 
entire family.” 





HAS GOOD DEBIT RECORD 


Arthur B. Fleischer, agent, of the New 
York No. 7 district, The Prudential, is 
from all indications master of his debit. 
Fleischer, controlling a debit of almost 
$350, has been able to keep his account 
condition in an ideal state, and his 
achievements in production are consist- 
ent. He is maintaining an average above 
the company’s figure in all branches of 
the business. 





INTERESTED IN AD PLAN 
From far off Australia comes an in- 
quiry to the Republic National Bank, 
of Dallas, asking for information con- 








cerning the Co- Operative advertising 
plan of the Texas Life insurance com- 
panies. The writer indicated that there 
is a plan afoot to run a similar cam- 
paign in Australia. The inquiry came 
as the result of a Dallas newspaper find- 
ing its way to Australia. 
HANLEY APPOINTMENT 
William S. Hanley, formerly agency 
secretary of the Old Line Life of \mer!- 
ca, has been appointed agency director 
of the Pacific Department, headquarters 
Seattle. 
TALKS WITH COOLIDGE 
Vash Young, well known life insurance 


salesman of the Equitable Sociciy, Te 


cently visited Washington and ca!ied on 
President Coolidge. He reports that he 
had an enjoyable conversation with the 


President. ° 
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Being Helpful Won 
Case in Competition 


BETTER THAN SALES ARGUMENT 





Clever Agent Decided to Win On Good 
Will Bases and Got Entire 


Line 





How much more effective doing helpful 
things for a client may be than resorting 
to arzument, or sales pressure, is strik- 
ingly illustrated in an experience of 
Frani: E. Walker of Decatur, IIl., rep- 
resen'ing the Connecticut Mutual Life. 
The incident is told in the company’s 
paper, “Commutopics.” 

Mr. Walker heard of a change in own- 
ership and reorganization of a corpora- 
tion ‘n his town and called upon Mr. 
Doe the president. He was told frankly 
that there would be $100,000 business in- 
surance needed but that it would go to 
an agent who was a personal friend. In 
telling the incident at this point Mr. 
Walker says: 

“I changed the subject at once. Here 
was a man going to buy a big block of 
insurance and I was not the friend. I 
knew that if I got even a part of it 
I would have to do something to make 
him want to give it to me. 

“l visited with him for quite awhile, 
taking golf, his business, and best of 
all, his family—for I could see he was 
wrapped up in his family. He told me 
of his boy, twenty years of age, in IIli- 
nois University, taking a course in com- 
merce and finance. That boy was the 
apple of his Dad’s eye. Here was my 
cue. I possibly could do something for 
his boy. 

“His son David came home for a va- 
cation at the end of the month and I 
made it a point to get acquainted with 
him. In our conversation I learned he 
was to write a thesis on group insurance, 
this being a part of his course.” 

Mr. Walker got together some group 
life literature and wrote out a lot of in- 
formation on the subject which he gave 
to the boy. The latter wrote his thesis 
from this and won a high mark for it. 
The father was so pleased that he de- 
cided to give Mr. Walker half the insur- 
ance, 

In talking with Mr. Doe about the in- 
surance Walker found he had an impair- 
ment. The prospect was making a trip 
to New York and Walker asked him to 
tin up to Hartford and talk to the med- 
ial director as there was some doubt 
about the company accepting the case. 
This was done and a slight operation was 
suggested to correct the impairment. This 
was carried out and the risk was found 
acceptable by the company. While Mr. 
Doe was in ‘the hospital Agent Walker 
called several times and got well ac- 
quainted with him and his family. 

When the examination was made the 
doctor showed Walker the medical and it 
read not $50,000, but $100,000. When 
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tire line. He answered thus: “How the 
devil could I give it to anyone else. You 
have done so much for me and my family 
that you are entitled to it!” 

Concluding his story, Mr. Walker said: 
“Before the thirty days were up, I sold 
him $25,000 additional insurance, putting 
it on an interest income agreement and 
he was glad to get it.” 





CELEBRATE 30TH ANNIVERSARY 


Agents Dale and Lawlor Reach Period; 
Superintendent Charles M. Rankin 
Transferred to Muncie 

Agent John E. Dale of the Philadel- 
phia No. 8 district, is receiving con- 
gratulations from his fellow workers on 
his successful completion of thirty years’ 
service with The Prudential. Agent 
John Lawlor of the Shenandoah, Pa., dis- 
trict, has also completed thirty years of 
service with the company. 

It was just like “coming home” for 
Superintendent Charles M. Rankin, 
when he was transferred to Division G, 
the Muncie, Ind., district, succeeding 
Superintendent E. W. Barrett, who had 
been placed on the company’s retire- 
ment list. 

Mr. Rankin began his Prudential ca- 
reer in Louisville as an agent on July 
24, 1909. He was promoted to assistant 
superintendent in Connersville, Ind., on 
October 24, 1910, and on February 20, 
1915, he was transferred in the same ca- 
pacity back to his old Louisville dis- 
trict. On April 16, 1921, he was promot- 
ed to superintendent of the Richmond, 
Va., district and on July 30, of the cur- 
rent year, he was transferred as super- 
intendent of the Muncie district. 





INTEREST IN POLICYHOLDERS 





Writer for “Colonial News” Gives Views 
on the Proper Attitude of Mind 
For Debit Man 


“The agent who succeeds with his pol- 
icyholders is the man who shows a keen 
interest in their affairs, who shows him- 
self alive to everything affecting their 
welfare,” says a writer for the current 
number of “Colonial News.” He con- 
tinues: 

“The popular industrial insurance 
agent makes himself an interested party 
to every important move ™m that home. 
He learns when the children are sick; 
how little Johnny is getting on at school; 
how business is going with the head of 
the family. In short, he ‘takes an in- 
terest? and makes that interest felt so 
that he becomes more than ‘just the in- 
surance agent’; he becomes the friend of 
the family and in proportion to his own 
ability and experience, a trusted advisor 
in its affairs. This helps to keep his 
business in force, for it leads the family 
to understand and respect his efforts for 
their benefit.” 





GOODING TAKES PARTNER 

O. L. Gooding, general agent of the 
Northwestern Mutual in Newark, on 
January 1 will take as partner W. 
Everett Rowley, who has been with the 
company as its Jersey City representa- 
tive since 1916. The new firm will be 
known as Gooding & Rowley. Mr. 
Gooding has been connected with the 
company as general agent in Newark 
since 1902, except for a few years spent 
in New York City as a personal pro- 
ducer. Mr. Rowley has been with the 
company since 1911. Staten Island has 
been added to the new firm’s territory. 





ISSUES NEW ORGAN 


The “Clubman,” the new magazine for 
the agency force of the Lincoln Nation- 
al Life, of Fort Wayne, has just been 
put in the hands of the fieldmen. The 
issue contains an editorial, all the club 
statistics, and two pages of personals 
about the clubmen themselves. It has 
been well received by the men in the 
field as an unusual and interesting meth- 
od of handling statistics. 


Insurance Legislation 





Coming Up At Albany 


WOULD CLARIFY SECTION 100 





Effort Will Be Made Again to Liberalize 
Group Life Limitation 
of Law 





Among the matters that will come be- 
fore the legislature at Albany in addi- 
tion to the proposed amendments to Sec- 
tion 97 and related sections of the in- 
surance law which have been much dis- 
cussed during the past year, will be an 
amendment to Section 100 to clarify the 
investment amendment made at the last 
session of the legislature. The confusion 
in the language of this section has been 
pointed out frequently. 

Last year an attempt was made to so 
amend the insurance law that a company 
engaged in the writing of group insur- 
ance would not be limited by the spe- 
cific groups now mentioned in the law, 
but might write such insurance on any 
given number of persons, regardless of 
occupation, in the discretion of the com- 
pany. This amendment failed of pas- 
sage. The same amendment, it is said, 
will be introduced again at the coming 
session of the legislature, as well as an 
amendment to permit the writing of 
group life insurance on the employes of 
banks, and an amendment to permit the 
writing of group insurance on certain 
state employes, notably employes of the 
department of correction. 

The idea of allowing the insurance 
company, discretionary power to write 
any number of persons engaged in a 
particular occupation under the group 
plan is not so far fetched as it might 
seem. Some years ago, before the in- 
surance investigation in New York state, 
a leading New York state life insurance 
company agreed to write insurance upon 
the lives of the graduates of West Point 
Military Academy under certain speci- 
fied limited payment contracts, in 
amounts not to exceed $5,000 per risk, 
without physical examination provided a 
substantial majority of the class availed 
themselves of the privilege. 





CHANGES IN PERSONNEL 
Some Promotions to Assistants in the 
Bethlehem and Shamokin Districts 
of Pennsylvania 
Robert P. Seaman, an agent for The 
Prudential at the Bethlehem, Pa., dis- 
trict, has been promoted to the posi- 
tion of assistant superintendent of that 
office, effective October 24. Lawrence P. 
Cleaver, agent in the Shamokin, Pa., dis- 
trict, recently assumed charge of an as- 
sistancy in the same district following a 

promotion. 

The. following men were recently ad- 
mitted to class “A” of the Prudential 
Old Guard: Oscar E. Hanson, assistant 
superintendent, St. Paul No. 1; Mag- 
dalen A. Kaufman, district clerk, Osh- 
kosh and William J. Ellison, agent at 
Racine. Agent Paul F. Oelke of the 
Winona district, was recently admitted 
to class “B” of the Prudential Old 
Guard. Sidney J. Straus, formerly an 
agent in Richmond Hill, L. I., district, 
has been promoted to position of assis- 
tant superintendent in the same district. 





NEW GROUP COVERAGE 

Seven business firms in various parts 
of the country have taken out group in- 
surance through The Prudential for a 
total coverage of $2,926,858, and cover- 
ing 2,373 employes. Six of the group 
policies are of the contributory type and 
one non-contributory. The firms taking 
out stich insurance include the Willys- 
Morrow Co., Inc., Elmira, N. Y.; the 
Cleveland Public Library, Cleveland; 
Vernon Potteries, Vernon, Calif.; D. J. 
Healy Shops, Detroit, Mich.; American 
Scale Co. Kansas City, Mo.; Utica 
Motor Car Co., Utica, N. Y., and Gerosa 
Haulage & Warehouse Corp., New York 
City. 
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KEEPING A GOOD DEBIT 





John Hancock Superintendent Gives 
Views on Subject in the Latest 
Issue of the “Field” 

Harry Rogan, superintendent of No. 
3 branch office of the John Hancock, 
writes in the agency publication of the 
company the advantages of 
ing a good condition of debit. 
in part: 

Heavy arrears mean heavy lapses, just 
as surely as night follows day. As the 
arrears increase, the lapse percentage 
will also increase. Every man entering 
our business should do so with a de- 
termination to be a success and not a 
failure. 

An agent should keep his debit in 
good condition, because in doing so he 
gains confidence in himself and takes 
pride in the fact that he can successfully 
master the position assigned to him, The 
man who has confidence in himself will 
be successful, and most assuredly will 
advance in this company’s service. 

We all desire to be efficient in our 
chosen work. An agent who is handling 
a debit with low arrears, say 30% or 
35%, and advances of at least 175%, is 
free from worry. His work becomes a 
pleasure. He will produce a satisfactory 
record, and will not be anxious about 
lapses. He will command the respect of 
his policyholders because he is rendering 
real service, and they will gladly rec- 
ommend him to others. 

As it is discouraging to an agent to 
be carrying heavy arrears on his debit, 
so also it has a depressing effect on the 
policyholder who is in arrears. It is 
not an easy matter writing additional in- 
surance where this condition exists, es- 
pecially if those insured have any inten- 
tion of some day paying their premiums 
in advance. 

To the agent who has neglected his 
debit in the past, has not been methodi- 
cal in his collections and has not met 
with the success he had anticipated: 
Don’t be discouraged. All men make 
mistakes, but wise men profit by them. 
Start in now by putting your debit in 
shape. It will lessen your work, lighten 
your worries, reduce your lapses, im- 
prove your record, increase your income 
and restore your confidence in youself— 
and confidence begets success. 


maintain- 
He says 


CELEBRATES 55TH ANNIVERSARY 


Charles O. Winter of the actuarial de- 
partment in the home office of the Aetna 
Life celebrated his fifty-fifth anniversary 
of continuous service with the company 
on November 3. On that occasion he 
found his desk banked with flowers and 
received congratulations from his co- 
workers, officials of the company and 
from many friends. Mr. Winter entered 
the employ of the company as a clerk in 
1873 and was assigned to the actuarial 
department, where he has remained ever 
since. 
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THE GROWTH OF GROUP LIFE 

Group life insurance made history in 
1928. It is conceivable that the results 
have amazed even some home office ex- 
ecutives. Certainly the future of group 
life tests the best foresight of the busi- 
ness. Speaking before the Association 
of Life Insurance Presidents recently 
James E. Kavanagh, second vice-presi- 
dent of the Metropolitan Life said: 

“Tt must be remembered that American 
big business has not confined itself to 
the United States. It is in Europe to- 
day; in South America; in Asia—stretch- 
ing out to every part of the world. The 
American dollar has become a wonder- 
ful power. If American group insurance 
is to keep pace with big business, it may 
be that it will have to follow big busi- 
ness in its world travels. If it does, it is 
just possible that the influence of group 
insurance, which has had such an im- 
portant influence here in the 
United States, may become similarly ef- 
fective in other parts of the world.” 

The economic necessities of modern 
industrialism are forcing business into 
larger and larger concentrated, integrat- 
ed units. When a life insurance agent 
closes a group contract with one of these 
industrial units many thousands of indi- 
viduals and their families are affected 
and millions, even hundreds of millions 


social 


of life and disability insurance protec- 
tion may be created. If group insurance 
is to grow with big business—and no 
voice is raised to say that it will not— 
its social significance and influence in 
the future challenges the imagination. 





A FINE CONSTRUCTIVE MOVE 

Ever took the 
initiative of adopting a compulsory auto- 
mobile liability insurance law there has 
been a rapidly increasing storm of criti- 
cism directed against it. This storm 
reached its height this year with the 
very evident failure of the act in the Bay 
State and insurance interests there were 
plunged into pessimism by lowered com- 
missions and rising damage suits. 

Now comes a ray of light with the 
introduction of a Safety-Responsibility 
bill by the American Automobile Asso- 
ciation which is to be submitted to the 
various states during the new year so as 
to counteract proposed compulsory acts. 
The bill is looked upon so favorably by 
insurance leaders that one of them, E. C. 
Stone of Boston, refers to it this week 
as a fine, constructive move, approaching 
a difficult problem from the proper angle. 


since Massachusetts 


The authors of this measure, a special 
committee of seventeen in the American 
Automobile Association, headed by Owen 
E. Augspurger of Buffalo, showed good 
judgment when they decided that some- 
thing more than stubborn opposition to 
compulsory insurance needed to 
meet the situation. Mere speech making 
savored too much of a futile gesture, the 
weight of which with legislatures, deter- 
mined to enact some sort of financial re- 
sponsibility legislation, may have little 
consequence. But a Safety-Responsibil- 
ity bill requiring that two specific classes 
of motorists shall be required to furnish 
security and with all others to be a vol- 
untary proposition, is not only going to 
quiet the cry for insurance by compul- 
sion, but will have the whoe-hearted ap- 
proval of the millions of automobile driv- 
ers in the United States. 


Albert Conway Made 
N. Y. Insurance Sup’t. 


was 








Governor-elect Franklin D. Roosevelt 


of New York this week announced the 
appointment of Albert Conway of 
3rooklyn to succeed James A. Beha as 
insurance supcrintendent of New York 
State. Mr. Beha is retiring December 
31 to become chairman of the board ot 
the International Germanic Trust Co. 

In making this appointment Mr. 
Roosevelt revealed his high regard for 
Mr. Conway, whose political career and 
record as a lawyer have won the Gover- 
nor-elect’s admiration. 

Mr. Conway was the nominee for at- 
torney general of New York State on 
the Democratic ticket this last fall. He 
was for several years assistant district 
attorney of Kings County and is asso- 
ciated with the John H. McCooey or- 
ganization. As a lawyer Mr. Conway is 
a member of the law firm of Richards, 
Smyth & Conway of 32 Court street, 
Brooklyn. He has been a member of 
the Kings County Bar for nearly eigh- 
teen years. Born thirty-nine years ago 
in Brooklyn Mr. Conway was educated 
at the Boys’ High School and St. John’s 
College, Brooklyn, and was graduated 
from Fordham University in 1910. For 
two years he was professor of equity in 
the Brooklyn Law School. He is mar- 
ried and has four children. 





T. E. BRANIFF COMPANIES 

The T. E. Braniff Co. of Oklahoma 
City, in its new Union status, will start 
with the following general agency com- 
panies: The Prudential Fire of Okla- 
homa City, New Brunswick Fire, the 
Halifax Fire of Providencé, Rhode 
Island and the Employers’ Fire of Bos- 
ton. Other companies will be added from 
time to time as conditions justify. 
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The Human Side of Insurance 











HAROLD M. HESS 


ROBERT W. WATT 








Harold M. Hess, now actuary of the 
National Board of Fire Underwriters, is 
the new manager of the New York Fire 
Insurance Exchange. He will take over 
his new post within a short time. He 
has lately been associated closely with 
the investigation being conducted by a 
legislative committee in Virginia into the 
reasonableness of stock fire insurance 
rates. Mr. Hess has appeared on the 
stand on several occasions to defend the 
present rating formulas. 

* * 


E. Walter Helm, Jr., is the new Phila- 
delphia manager for the Southern Surety 
of New York, having resigned as branch 
manager of the Zurich in Philadelphia 
to take this post. Mr. Helm has been 
in the business for more than twenty 
vears, having started his career with the 
Philadelphia Casualty. When that com- 
pany was taken over by the Fidelity & 
Deposit he went to its home office in 
Baltimore and became assistant superin- 
tendent of the claims department. His 
next step was to the American Fidelity 
of Vermont where he managed its claim 
work in Chicago. He joined the Zurich 
in New York when the Vermont com- 
pany retired from the liability business, 
first as claim man and later as superin- 
tendent of agents for the Eastern depart- 
ment. He went to Philadelphia for the 
company in 1925. Roy Paynter, at pres- 
ent vice-president and manager of the 
Southern’s Philadelphia office, who is 
succeeded by Mr. Helm, will continue in 
the company and will be advanced to 
an executive position, the title and du- 
ties of which will be made known later. 


Hugh A. Foster, assistant manager in 
China for the American Foreign Insur- 
ance Association with headquarters at 
Shanghai, had the unusual experience 
recently of being aboard a vessel when 
it was attacked bv a horde of pirates off 
Tea Island near Foochow. according to 
information received by his father, Fred 
H. Powell, business man of Richmond, 
Va. 

* * * 

George A. Clarke, former secretary of 
the Continental and of the Home, and 
one of the best known insurance men in 
the city, has taken over the Clarke & 
Howe agencv at 80 Maiden Lane. Mr. 
Clarke has had a great deal of experi- 
ence in the insurance business, including 
writing of some life insurance. 

x * 


Kelley Graham, president of the First 
National Bank of Jersey City, has been 
elected a director of the Colonial Life. 


Robert W. Watt, superintendent of 
agents of the Royal Indemnity, has been 
elected second vice-president of the com- 
pany. Mr. Watt returned this week from 
a seven weeks’ trip to the Coast. Mr. 
Watt started with the company four 
years ago as a handy man around the 
nead otnce departments and after a period 
of apprenticeship in the field he was 
brought into the home office as super- 
intendent of agents. Before entering the 
insurance business he was graduate man- 
ager of athletics at Columbia University 
and had been a professional as well as 
a college ball player. He worked his way 
through college. 

a ae 

Mrs. C. E. Smith, 79-year-old mother 
of the late Harry A. Smith, president of 
the National Fire of Hartford, made a 
seven and one-half hour flight by air- 
plane from Raleigh, N. C., to Hartford, 
to attend the funeral of her son last 
Thursday. Only two stops for fuel were 
made en route and Mrs. Smith went 
without food during the whole day, 
Wednesday, December 19. Mrs. Smith, 
who is forced to walk with the aid of 
a crutch because of ill-health, was in St 
Petersburg, Fla., when news of her sons 
death reached her. She flew by plane 
to Jacksonville, caught a train to Ra- 
leigh, where she boarded the plane, with 
George M. Keightley as pilot, for the 
last and longest part of her journey. The 
plane was forced down near Hartford 
after dark. During much of the trip the 
weather was foggy. Mrs. Smith’s cour- 
age in making this trip was commented 
upon in the daily press throughout this 
section of the country, and is typical ot 


the spirit that her son displayed so often. | 


* * * 

Dr. Frederick L. Hoffman, statisticia!l 
of The Prudential, who is principally en 
gaged at the present time in studying 
aviation casualties, and who has flown 


10,000 miles in 1928, told The ‘astern 
Underwriter this week that he in‘cnds to 
fly another 10,000 miles in 1929 and will 
go by air to West Indies among other 
places. He regards flying at the pres 


ent time as safe as railroadi¢ Ww 
twenty years ago. He personally knows 
large numbers of aviation manufacturers, 
flyers, mechanics and others connected 
with the industry. He has also visite¢ 
all the American airports. 

* * x 


W. J. Williams, 
Western and Southern Life Insurance 
Co., is spending the Christmas !olidays 
with his son’s family in St. Petersburé, 
Fla. 


president of the 
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New York Life In New Historical 
Background 


“There is no other one place 
so completely identified with the 
growth of the city as this beauti- 
ful pleasance (Madison Square 
Park.) It is doubtful if there ts 
any place in the world where the 
fin de siecle civilization in its full- 
est development be seen to 
greater advantage than in this very 
Madison Square. It has all the 
gayety and brightness of the fa- 
mous Place de la Concorde in Paris, 
without tts sad reminiscences. Like 
Trafalgar Square in London, it has 
its memorials to great national 
heroes. The history of Madison 
Square is indeed the history of 
New York City itself.’—Meriden 
Brittania Co. monograph, 1894. 


0) F the glory that was Madison 
Square in the fin de siecle, there 
remains today but one exhibit intact 
aside from the Square itself—the build- 
ing just across the street from the New 
York Life Building at Twenty-sixth 
street and Madison avenue, now the 
of the Manhattan Club. When 
“elegant residences” lined Madison 
Square on the east and north, homes of 
the Burdens, the Schieffelins, the Ap- 
pletons, the Frank Works and others 
equally prominent, this building was the 
residence of Leonard Jerome, wit, club- 
man, whose entertainments were front 
page stuff in newspaper offices. It was 
turned over intact to the Union League 
Club, which occupied it until the pres- 
tit house was built at Thirty-eighth 
street and Fifth avenue. Then the 
University Club moved in until it erected 
the fine club house at Fifth-fourth 
street and Fifth avenue. For a time 
the Turf Club occupied the building and 
then the Manhattan Club took posses- 
sion to keep alive the fast dimming 
memories of the “elegant eighties” in 
Madison Square. 
In Its Days Of Grandeur 

A colorful feature of the life in Madi- 
son Square at its pinnacle, was the 
Coaching Club and Gentlemen’s Driving 
Club. They made headquarters at the 
Brunswick Hotel just north of the 
Square. The recherche Brunswick was 
the favorite hostelry of English visitors. 
It had the breath of London about it. 
On coaching days, the famous coach 
‘Tally Ho” and four, loaded with high 
life, would pull away from in front of 


can 


home 

















the Brunswick to the blare of the long 
brass bugle, much jangling of harness 
chains and_ scurrying of red-coated 
grooms to regain their perches on the 
tail; with Col. Delancey Kane as whip, 
in bottle green cutaway with brass but- 
tons and high white topper—the club 
dress for members. 

From the earliest times the section 
was notable for its hotels, or taverns. 
The Bloomingdale Road, or Albany Post 
Road and the Old Boston Post Road 
met here, the latter cutting across Madi- 
son Square Park and running through 
the plot on which the New York Life 
Building now stands. The stage coach 
lines to the North and South made this 
their terminus and “Thompson Cottage,” 
a tavern which stood where the Fifth 
Avenue Hotel later was built, was 
abustle with the activity of arriving and 
departing passengers and _ changing 
horses. 

The famous white marble Fifth Avenue 
Hotel housed the notables of its time 
and made the corner of Fifth Avenue 
and Twenty-third Street conspicuous in 
the news of the day. It opened in 1859 
with the first passenger elevator used in 
this country. Presidents, ambassadors 
and distinguished foreign visitors, in- 
cluding the Prince of Wales in 1860, trod 
its corridors. In later years it was the 
meeting place of political leaders of the 
Republican party and one part of the 
lobby where there were some small set- 
tees, became historic as “The 
Corner.” 

Another notable hotel of the Square 
was the Hoffman House, built on the 
estate of the Hoffman family just north 
of the Fifth Avenue Hotel. 
prominent as the 


Amen 


It was 
rendezvous of the 
leaders of the Democratic party and 
sports followers. The bar room on the 
Twenty-fourth street side was famed 
throughout the country for its art gal- 
lery. These were “ladies’ nights” when 
members of the fair sex might penetrate 
the mysteries of the Hoffman bar and 
view the works of art, which included 
some statuary. The most famous of its 
paintings were Bouguereau’s “Nymphs 
and Satyrs,” and “Narcissus,” by Cor- 
regio. we 

The reserved and exclusive Albemarle 
and the Bartholdi were others that added 
to the hotel fame of Madison Square; 
and the stately Victoria Hotel of French 
architecture, favorite stopping place of 
President Cleveland. 

Two of the most far-famed restaurants 


in the country were in the Madison 
Square section. Delmonico’s, at Fifth 
avenue and Twenty-sixth street, has 
been called the most famous restaurant 
in the United States. It was a center 
for social functions; the Patriarchs’ 
Ball, belles’ debuts, cotillions. Mou- 
quin’s, at Twenty-sixth street and 
Broadway, notable for its wines and 
delectable dishes, was a gathering place 
for journalists, actors, and others pro- 
fessionally in the public eye. 

When, half a century ago, William 
Allen Butler wrote his poem, “Nothing to 
Wear,” satirizing the vanities of. the 
fashionable set of the period, he desig- 
nated his heroine “Miss Flora McFlim- 
sey of Madison Square” which definitely 
stamped her social position. The im- 
petus that started the east side of Madi- 
son Square on its development as an ex- 
clusive residence section is credited to 
the Central Presbyterian Church of 
Broome Street, which in 1853 established 
itself in a new church edifice at the cor- 
ner of Twenty-fourth street and Madi- 
son avenue and took the name Madison 
Square Presbyterian Church. This 
quickly set the tone for the neighbor- 
hood and the east and north sides of 
the Square were soon lined with the 
residences of the socially prominent, the 
only rival to the Square being Fifth 
Avenue. Gas lamp posts were first set 
up in the park in 1852. 

From his house on Twenty-third 
street, James B. Colgate took a picture 
ene Sunday morning of Madison avenue 
looking north toward the New York Life 
Building site. The picture is one of 
gentele tranquility. At the curb wait- 
ing for the congregation to come out of 
the church was a row of private equi- 
pages, for the Madison Square Church 
drew a “carriage trade,’ as the shop 
keepers used to call it. 





It is interesting to note that when New 
York was the national capitol President 
and Mrs. Washington daily drove the 
“14 Mile Tour’—north on Bloomingdale 
Road, east to Harlem Ferry, and south 
along the Old Boston Post Road. 

Caspar Semler had acquired title to 
his farm from Samuel Nicoll in 1790, and 
died in 1810 still in possession. The 
property descended to his issue. 

The Actors’ Fair filled the arena in 
1892, with temporary replicas of all the 
famous theatres. And that same year 
Adelina Patti used it for her concert to 
an overflowing house. In 1893 the Col- 
umbus Celebration Ball transformed the 
Garden into an enormous ballroom, and 
a year later the arena was used for the 
famous Musical Festival. In 1924 the 
National Democratic Convention was 
held in the Garden, and it was here that 
John W. Davis was nominated to run 
against President Coolidge. 

In 1912 the Garden was sold to a hold- 
ing company for a nominal consideration 
and the New York Life Insurance Co. 
purchased from the New York Title and 
Mortgage Co. a mortgage loan of $2,- 
200,000. This mortgage was foreclosed 
in 1916-17, and the site then became the 
property of the New York Life at a 
book cost of $2,356,132.54. In the latter 
years the company entered into a con- 
tract to sell the property to the Garden 
Tower Corporation for $2,400,000 but 
this contract was ultimately abandoned. 


Madison Square and vicinity is essen- 
tially connected with the maximum de- 
velopment of the horse as a means of 
transportation.. Conveniently situated at 
the junction of the Albany and Boston 
Post Roads, it necessarily became the 
terminus for the stage lines from Boston 
and Albany and the starting point for 
the local buses entering the city to the 
south. Corporal Thompson’s Madison 
Cottage, the New York & Harlem Rail- 
road car barns, the “Bull’s’ Head Vil- 
lage,” the St. Germain and Fifth Avenue 
and Brunswick Hotels, were all the re- 
sult of a natural growth. 

But when mechanical engines began 
to replace the horse, the city moved 
northward and new centers of develop- 
ment arose at Thirty-fourth, Forty-sec- 
ond and Fifty-ninth streets successively, 
in step with the improvement of me- 
chanical motive power. This left to 
Madison Square only its sentimental as- 
sociations, and now that our four-legged 
friend has almost disappeared from the 
metropolitan streets, it is difficult today 
to visualize that Park as a center of the 
spirit of the horse. 

* © 
The Efficacy of Prayer 

The principal job of Robert Purvall is 
looking after janitorial duties in the 
home office of the Virginia Fire & Ma- 
rine. Spreading the gospel with the aid 
of a Ford and bringing the wayward to 
repentance is his side line. Now it so 
happened recently that his car was re- 
duced almost to sack cloth and ashes 
when some thoughtless person tossed a 
cigarette stub into the machine, Forth- 
with he offered up earnest prayers that 
the gospel wagon might be repaired so 
that the spreading of the Word might 
not be abated. That the prayers of the 
righteous availeth much is evidenced by 
the fact that the members of the home 
office, to a man, went down into their 
jeans and worthily subscribed a sum suf- 
ficient for necessary repairs. 

The following resolution, drafted by 
B. C. Lewis, Jr., secretary of the com- 
pany, was unanimously adopted when the 
subscriptions were pledged: 

Whereas, it was foreordained and pre- 
destined by the Almighty that the fires 
of hell should destroy the gospel car of 
one Dr. Robert Purvall, and 

Whereas, this calamity which has be- 
fallen the aforesaid reverend doctor is 
rendering futile the spreading of the 
Word throughout the remote sections of 
this commonwealth, and 

Whereas, the said reverend doctor has 
indulged in earnest prayers that the 
aforesaid gospel wagon be repaired in 
order that his work may be forwarded, 

Therefore, be it resolved that we, the 
undersigned, will contribute to this 
worthy cause with the following proviso: 

First, That all of the said contribu- 
tions shall be used on the aforementioned 
gospel wagon. 

Second, That the aforesaid gospel 
wagon be continued in its use of spread- 
ing the Word in this commonwealth. 

Third, That we recommend to the rev- 
erend doctor to preach a sermon of pre- 


destination and ascertain after he has 
finished if he is not in reality a Pres- 
byterian, for it was foreordained that 
the aforesaid gospel wagon should be 
left in the path of a damnable cigarette. 

Fourth, The aforementioned reverend 
doctor agrees never to let this happen 
again. 


‘ 
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F. D. Layton President 
Of The National Fire 


SUCCEEDS LATE HARRY SMITH 


Associated for Quarter of a Century 
with His Predecessor; S. T. Maxwell 
Next Ranking Officer 


Frank D. Layton, vice-president and 
National Hart- 
ford, was on Monday elected president 


director of the Fire of 
of the company by the board of direc- 
the late 
Smith, who died last week. 


tors to succeed Harry A. 
For more 
than a quarter of a century Mr. Layton 
Mr. Smith 


amply qualified to assume the post of 
leadership of this large Hartford fire 
insurance company. The new president 
will carry on the sound policies which 
characterized the administration of the 
late president. He is popular among in- 
surance executives in the East and his 
advancement is a fitting reward for long 
years of service. 

~ Sidney T. Maxwell, vice-president and 
secretary of the National, is now the 
only vice-president so that he becomes 
the next ranking officer to Mr. Layton. 
No other official changes were made by 
the directors at the Monday meeting. 
Upon receiving the congratulations of 
his associates on his elevation to the 
presidency Colonel Layton said in reply: 


was associated with and is 


Layton Issues Statement 

“No man can assume the leadership of 
an organization like that of the National 
Fire without feeling a deep sense of re- 
sponsibility, especially when succeeding 
to the place of so able and beloved an 
executive as my late friend and chief, 
Mr. H. A. Smith. However, I regard my 
selection by the board of directors as 
not merely a personal compliment and 
an indication of trust in me, but as an 
expression of confidence in our entire 
organization, built up under the auspices 
and inspiration of our late president. 
We have a wonderful organization of 
loyal, competent and well-seasoned men, 
headed by Vice-President Maxwell, who 
now becomes the next ranking executive. 
The action of our directors in bestowing 
this confidence upon the present man- 
agement is indeed gratifying and we are 
looking forward to the future growth 
and development of the company, not- 
withstanding our great loss, for we shall 
have always the inspiration of the lead- 
ership and achievement of our late presi- 
dent.” 

President Layton is an active worker 
in the numerous fire insurance organiza- 
tions. He was prominent in the for- 
mation of the Suburban Fire Insurance 
Exchange of New York and subsequent- 
ly served two terms as president. He 
also served as president of the Eastern 
Tornado Insurance Association. At the 
present time he is chairman of the ex- 
ecutive committee of the Factory Insur- 
ance Association and also chairman of 
the committee on public relations of the 

. National Board of Fire Underwriters. In 
addition he is on several important com- 
mittees of the Eastern Underwriters As- 
sociation and other underwriting and rat- 
ing organizations in the East. 

Career of New President 


Mr. Layton was born in December, 
forty-nine years ago, in South Norwalk. 
He gained his early insurance ex- 
perience in the local agency of his father, 
J. M. Layton, which he joined in 1897 
and subsequently operated with his 
father under the name of J. M. Layton 
& Co., Inc. This agency is still in ex- 
istence and represented at that time and 
still represents the National of Hart- 


ford. It was through this connection 
that Mr. Layton entered the service of 
the National Fire under the immediate 
supervision of its late president, Harry 
A. Smith, who was then assistant sec- 
retary of the company. 

Mr. Layton was appointed special 
agent of the National in 1902 and served 
in that capacity for the National in west- 
ern New England and in New York state 
until 1907 when he was appointed a gen- 
eral agent and transferred to the home 
office. He was consecutively — elec- 
ed to the positions of assistant secre- 
tary and secretary. In February, 1919, 
he was elected vice-president and in 
February, 1921, he became a director of 
the company. 

He is a trustee of the Dime Savings 
3ank and a director of the First Na- 
tional bank, of the South Norwalk Sav- 
ings bank and of J. M. Layton & 
Go., dic: 

National Guard Service 

Mr. Lavton rose to the rank of lieu- 
tenant-colonel in the Connecticut Na- 
tional Guard. He served successively as 
private, corporal, captain and finally was 
appointed to the staff of Brigadier-Gen- 
eral Russell Frost, as brigade inspector, 
with the rank of major, in which posi- 
tion he served until the brigade organi- 
zation was mustered out. At that 
time he was breveted lieutenant-colonel. 

In addition to being heretofore vice- 
president and director of the National: 
Fire he has been also vice-president and 
director of the affiliated companies of the 
National Fire. including the Transconti- 
nental, the Franklin Nation-l of New 
York, and the Mechanics & Traders of 
New Orleans. 

Colonel Layton is president of the 
Farmineton Country Club and is a mem- 
ber of the Hartford Club: he is also a 
member of the Armv and Navy Club 
and of the Bankers Club of America. 





J. C. BLAINEY’S NEW POST 
James C. Blainey. special agent for the 
National Vihertv for western Pennsvl- 
vania and West Virginia, with headanar- 
ters in Pittsburgh. resigns next Mon- 
day to join the Corroon & Reynolds 
group as state agent for the western 
Pennsvlvania field. He will represent the 
American Equitable, New York Fire, 
3rooklvn Fire, Merchants & M>nufac- 
turers and the Svlvania. He is the son 
of James A. Blainev, vice-president of 
the Cosinepolitan Fire. 





AT MOFFATT FUNERAL 

At the funeral last Friday in East 
Orange of John Dav Moffatt, nineteen 
year old son of Thomas C. Moffatt, 
prominent agent of Newark, N. J., the 
National Association of Insurance 
Agents was represented by Former 
President Fred. T. Cox of Perth Ambov, 
N. J., and Seeretary-Counsel Walter H. 
Bennett. 
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NASSAU COUNTY AGENTS MEET 

The Nassau County Insurance Agents’ 
Association, meeting last week -at Val- 
ley Stream, L. I, appointed President 
A. Kuhirt of Freeport; vice- 
president, Richard Downing of Oyster 
Bay; and secretary, Florence H. Davis 
of Freeport, a committee to co-operate 
with the officers of the other county as- 


sociations in the New York suburban 
field on the central committee represent- 
ing these associations. The next meet- 
ing of the Nassau County Association 
will be held at the Wheatley Hills Golf 
Club on Tuesday, January 15, at 12:30 
p. m., and in the latter part of Janu- 
ary a regional meeting is to be held 
under the auspices of the New York 
State Association of Local Agents, Inc. 


George 





N. Y. BLUE GOOSE DINNER 
The New York Pond of the Blue Goose 
will have a dinner early in January, it 


is announced by Most Loyal Gander W. 
V. A. Keeler. 











Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 





United States Fire Branch: 80 John Street, New York 


J. A. KELSEY, General Agent 


GEORGE Z. DAY, Ass’t General Agent 





U. S.—Statement December 31, 1927 


ASSETS 


$9,771,118.88 
2,238,740.65 
875,414.78 
6,656,963.45 
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~—— JOHN HANCOCK SERIES 


BRINGING HOME the 
LESSON of THRIFT 


7. HE thrift idea comes forward with special 
emphasis during January, from the 17th to 
the 23rd—a period nationally designated as 


Five years ago the John Hancock Mutual Life 
Insurance Company, as part of its contribution 
to the Thrift movement and to aid in implanting 
the Thrift Idea, introduced a Home Budget 


The wide distribution of this sheet, in fostering 
a more intelligent division of income, has been an 
important factor in bringing home the lesson of 


Your copy will be sent free on request—2c. for 


LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


Thrift is the result of a well organized plan. 
The budget is the plan. 


OVER SIXTY-FIVE YEARS IN BUSINESS 


German Brokers Open 

















Boston, Mass. 


Branch in New York 


FIRM OF JAUCH & HUEBENER 





One of the Leading Brokerage Concern 
On European Continent Has De- 
veloped in Nine Years 





With offices at 84 William street, the 
firm of Jauch & Huebener, Inc., insur 
ance and reinsurance brokers, has been 


established as branch office of Jauch & 
Huebener, insurance brokers of Han- 
burg, Germany, and Willis, Faber & 
Huebener, of Hamburg. 

It is well known that Willis, Faber & 
Co. control their own companies, for it- 
stance the Cornhill Insurance (o., anf 
others. Willis, Faber & Co. through 
Willis, Faber & Huebener G.m.b.I1., have 
also acquired a large part of the shares 
of the Deutscher Lloyd Versicherungs 
A.G., an important Berlin company, até 
are consequently represented on ther 
board of directors. Jauch & Huebenet 
also have large holdings in other Cot 
tinental insurance companies. 

The manager of the New York branch 
office is Robert F. Schlesinger, vice 
president of Jauch & Hueben:r, Ine 
Both his father and grandfather have 


been prominent in European jn -urante. 
Mr. Schlesinger’s father is mana ing 
rector of the Phoenix & Vienna « Pio 
dentia United Insurance Compan’ °s, with 
a large number of affiliated o ices if 
Germany, Czechoslovakia, } ungary 


Italy and Turkey. Robert F. Sch 1 


ger has had a thorough training in se” 
eral lines of insurance, and has hid prac: 
tical business experience in near v evel! 
country of Europe. He was ec nected 
for some time with the Allianz \ ersic 
erungs A.G., and later on acted as 


rector of Willis, Faber & Hucebene 


G.m.b.H. and assisted Mr. Huebe-er, ‘4 
- (Continued on Page 26) 
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Besiiees Defend 
National Board Stand 


REACTION TO AGENTS’ MEET 


Feel Board Has No Authority to Ar- 
range Conference Without Consent 
of All Companies 








Fire insurance executives do not be- 
lieve that the National Board of Fire 
Underwriters has in any way broken 
faith with the National Association of 
Insurance Agents because of the fail- 
ure of committees of the two organi- 
zations to come to an agreement on the 
Ponca City, Okla., bank agency matter. 
The agents’ association, on the other 
hand, is somewhat put out over the ac- 
tion of the National Board in refusing to 
authorize a conference committee to 
meet with the agents. 

The so-called conference agreement 
between the National Board and the Na- 
tional Association is not obligatory upon 
anybody, company men say. It is mere- 
ly an expression of opinion, indicating 
the attitude of a large number of indi- 
vidual company members of the National 
3oard but not of the board itself offi- 
cially. The agents and representatives 
of the National Board came to an under- 
standing over four principles of the busi- 
ness, the anti-bank agency principle 
being one of them. While the National 
Association has declared itself as an or- 
ganization in favor of these. principles, 
the National Board attitude has been 
that adherence to these same principles 
must be by action of each.company and 
that the National Board is not vested 
with authority to force any of its mem- 
bers to take a position on these prin- 
ciples. 

In the current controversy, one of the 
companies complained of by the Ponca 
City local board is the Niagara, which 
company is not a signatory to the con- 
ference agreement. The fact that one 
of the companies involved in the diffi- 
culty with the agents declined to favor 
such a conference as the agents sought 
with the National Board conference com- 
mittee, was sufficient in the opinion of 
company executives, to cancel any steps 
taken toward the holding of a joint 
meeting. The National Board attitude 
is that if every company against which 
complaint has been made by the agents’ 
association, agrees to discuss facts of 
the case in an agents’-company confer- 
ence, then the National Board will use 
what facilities it has to further media- 
tion and settlement of the trouble. But 
when one company declines to attend 
such a meeting, then the National Board 
has gone as far as it is permitted, and 
the differences must be ironed out by 
direct contact between the various 
agents’ bodies and the offending com- 
pany or companies. 

It is proper for the National Board to 
lend its prestige and influence toward 
furthering harmonious relations between 
agents and companies and fostering the 
idea of conference and co-operation, 
company officials told- The Eastern Un- 
derwriter. But it is not the function of 
the Board or any of its committees to 
Pass upon the agency appointments of 
one or more of its companies without 
the express authority and wish of those 
companies to so act. President George 
G. Bulkley of the National Board has 
long been recognized as a friend of the 
local agents of this country and it is felt 
in company circles that he would go as 
far as any executive in giving full and 
friendly consideration to the problems 
of the local agency forces. 





GOVE WITH J. W. DEMOTT 

\ferbert B. Gove has resigned as 
Brooklyn underwriter for the North 
British & Mercantile group to go with 
J. W. DeMott & Son, a large local 
agency. Mr. Gove has been with the 


Noth British group for the last sixteen 
years, 


Agents Stand Firm On 
Arbitration Principle 


BENNETT’S LETTER TO STATES 





National Ass’n. Secretary Says It Will 
Stand By Common Justice And In- 
tegrity Of Covenants 





One of the leading principles of the 
National Association of Insurance Agents 
cannot be disposed of by a mere ipse 
dixit of the National Board of Fire Un- 
derwriters that it will not participate in 
a confernce on a given complaint says 
Secretary Walter H. Bennett, of the Na- 
tional Association, in a communication 
to all state association leaders with ref- 
erence to the failure of the attempted 
conference with the National Board on 
a bank agency case. 

It may be necessary, says Mr. Bennett, 
for the National Association to recast 
its lines and revise its method of opera- 
tion. Meanwhile the leaders are now 
confronted with the necessity of “doing 
some straight thinking and square shoot- 
ing in the interest of common justice and 
the integrity of covenants. The leaders 
of the National Association can do no 
finer service for the institution of insur- 
ance than to give calm judicious study 
to the current trend to the end that 
we may act wisely, fairly, and, above 
all, justly to all men.” 

The agents have received somewhat of 
a jolt as a result of the failure to se- 
cure a conference with the National 
Board representatives on the question of 
defining a bank agency and taking action 
thereupon and they wonder just what 
value the phrase “conference and co- 
operation” now has. In his letter, Mr. 
Bennett said also: 


Text of Bennett’s Letter 


“A very peculiar condition has arisen 
under the conference agreement because 
the National Board of Fire Underwriters 
declines to act under the co-operating 
clause set forth in Section 2 of the agree- 
ment. This astounding revelation came 
to the surface last week when an at- 
tempt was made by the National As- 
sociation to bring to a hearing a com- 
plaint filed by the Ponca City, Oklahoma, 
board against the companies named, and 
one other, the Great American, which 
subsequently withdrew its appointment 
in the interest of peace and harmony 
for making an alleged bank agency ap- 
pointment. 

“Obviously, a principle of the National 
Association, agreed to by over two hun- 
dred fire insurance companies, cannot 
be disposed of by a mere ipse dixit of 
the National Board that it will not par- 
ticipate in a conference on a given com- 
plaint. 

“We are not here discussing the merits 
of the complaint. They are unimportant 
as compared to the greater factor of set- 
tling differences by conference and ar- 
bitrator. For ten years the fire insur- 
ance fraternity has been surfeited with 
the rallying cry ‘let us settle our differ- 
ences within the business by conference 
and co-operation. The changes have 
been rung on this euphoneous phrase by 
company executives and agency leaders 
almost ad infinitum. On the part of the 
agents there has been a deep rooted be- 
lief that such a procedure was not only 
desirable but possible. It is therefore 
somewhat of a shock to learn that this 
conference theory has some very re- 
markable and far-reaching limitations.” 





NO LENIENCY FOR ARSON 


Isadore Auslander was sentenced last 
week in the Bronx County Court to not 
less than five years and not more than 
fifteen years in jail after he had pleaded 
guilty to a charge of arson in the third 
degree. Agents of the National Board 
of Fire Underwriters were instrumental 
in digging up the facts of the case. Clem- 
ency was asked for the defendant be- 
cause he has six children but Judge Cohn 
imposed the sentence as a warning to 
others who may contemplate arson. 




















THE AETNA FIRE GROUP 


Three Strong Companies 
Providing Dependable Insurance 
in FIRE and ALLIED LINES 
andin CASUALTYand SURETY ; 
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L. & L. & G. Promotes 
Six Executive Officers 


TWO MADE ASS’T. U.S. MANAGERS 





Nottingham and Cartlidge Advanced to 
That Post; Purdin Eastern Manager; 
Careers of Other Officers 





Following the recent visit of Hugh 
Lewis, general manager, to America, 
Harold Warner, United States manager 
of the Liverpool & London & Globe an- 
nounces the appointment of H. T. Cart- 
lidge and C. A. Nottingham as assistant 
United States managers. 

Mr. Cartlidge has had an extended ex- 
perience both in field and executive 
work, which well fits him for the im- 
portant post to which he is now ap- 
pointed. Prior to his affiliation with the 
Liverpool he served as assistant man- 
ager of the Western department of the 
National Fire until he resigned in 1922 
to become manager of the Western de- 
partment of the Liverpool at Chicago. 
Since the removal of that department to 
the East, occurring in August last, he 
has been located in New York. As man- 
ager of the Western department Mr. 
Cartlidge rendered valuable service and 
achieved notable success. 

Mr. Nottingham has been in the serv- 
ice of the company for many years, hav- 
ing begun his insurance career in the 
office of the Central, which company is 
now controlled by the Liverpool. Prior 
to coming to the United States in 1921 
to accept the managership of the East- 
ern department, Mr. Nottingham was 
manager of the company’s Birmingham 
office in England, one of its most im- 
portant branches in that country. 

Changes in Departmental Executives 

The following changes are also an- 
nounced in the departmental executive 
staff of the company at New York: 

C. L. Purdin, deputy manager, has 
been appointed manager of the Eastern 
department. 

M: H. Grannatt, assistant manager, has 
been appointed manager of the West- 
ern department. 

M. S. Reeves, assistant manager, has 
been appointed manager of the South- 
eastern department. 

E. S. Waggaman, 
has been appointed 
Southern department. 

Mr. Purdin has had a wide experience 
in the insurance business. Before be- 
coming associated with the Liverpool he 
was agency superintendent of the Nord 
Deutsche, and prior to that he served 
for many years with the Commercial 
Union in various capacities. 

Mr. Grannatt first came with the Liv- 
erpool in 1923 as assistant manager of the 
Western department. Previous to that 
he was executive special agent for the 
New York Underwriters covering the en- 
tire Western territory. He has a wide 
acquaintance with the company’s repre- 
sentatives throughout the West, and 
with an unusually broad training both in 
the field and in the office is enabled to 
render most valuable service. 

Career of M. S. Reeves 

Mr. Reeves has had various positions 
both in the field and in the office. His 
first insurance experience was gained 
with the engineering department of the 
Continental. After becoming associated 
with the Liverpool he was appointed 
state agent in New Jersey, which posi- 
tion he held until called to the Eastern 
department office at New York in 1924, 
where latterly he has served as assis- 
tant manager. 

Until the removal of the Southern de- 
partment of the company to New York, 
Mr. Waggaman was deputy assistant 
manager at New Orleans. With the con- 
solidation in 1927, he was appointed as- 
sistant manager, and following closely 
comes this advancement to the position 
of manager of the Southern department. 
Mr. Waggaman has spent his entire 
business career in the service of the Liv- 
erpool, having entered its employ when 
only a boy. 


assistant manager, 
manager of the 


Two years ago, the L. & L. & G. and 
affiliated companies, the Star and Fed- 
eral Union, after an exhaustive survey 
of country-wide conditions, determined 
that through centralization these com- 
panies could better serve their large 
corps of agents throughout practically all 
of the United States. In 1927 the 
Southern department was transferred 
from New Orleans to New York, fol- 
lowed in August of this year by that 
of the Western department, formerly lo- 
cated at Chicago. At both New Orleans 
and Chicago the companies still maintain 
important branch offices. 

Over 90% of the business of these com- 
panies is now reported to the one of- 
fice, which has supervision of the entire 
territory of the United States, with the 
exception of that under the jurisdiction 
of the Pacific Coast department, in 
charge of Manager Thomas H. Ander- 
son at San Francisco. 





CONTINENTAL DIVIDEND 


The semi-annual dividend of 10%, or 
$1 a share, has been declared by the 
board of directors of the Continental 
payable January 10 to stockholders of 
record at the close of business Decem- 
ber 31. 


HINE BUREAU FIRE RECORDS 





Will Be Taken Over by National Board; 
Agreement Also Reached About Moral 
Hazard Reports With Leading Mer- 
cantile Agencies 

The special committee on commercial 
reports of the National Board (Paul L. 
Haid chairman) made two important an- 
nouncements to companies this week. 

One of these is to the effect that the 
Underwriters and Credit Bureau, Inc. 
(C. G. Hine) will on February 1, 1929, 
cease as a reporting agency and the work 
heretofore carried on, in so far as the 
fire records are concerned, will be trans- 
ferred to the National Board as part of 
the loss information service of the Na- 
tional Board. 

The other announcement is that the 
committee has reached an agreement 
with the mercantile reporting agencies 
with the result that a new blank has 
been gotten up which will give special- 
ized information enabling companies bet- 
ter to judge moral hazard. This is in- 
formation as to antecedents, financial 
condition and character. The reporting 
agencies with which the National Board’s 
committee has been in conference are 
Dun, Bradstreets, Retail Credit Co. and 
Hooper-Holmes Bureau. 


——__, 


ILLINOIS TAX CASE WON 





Supreme Court There Holds Section 39 
of State Law Void and 
Unconstitutional 

Section 30 of the Illinois law has been 
declared void and unconstitutional b»- the 
Supreme Court of that State, according 
to a telegram received on Saturday by 
W. E. Mallalieu, general manager ©: the 
National Board of Fire Underwriters 
from R. J. Folonie, counsel for the com. 
panies at Chicago. Whether the eci- 
sion that this section is unconstitutional 
will make it possible for companies to re- 
cover these taxes paid in the past is a 
question. 

Section 30 reads in part as follows: 

“Every agent of any insurance com- 
pany, incorporated by the authority of 
any other state government, shall return 
to the proper officer of the county, town 
or municipality in which the agency is 
established, in the month of May, an- 
nually, the amount of net receipts of 
such agency for the preceding year, 
which shall be entered on the tax lists 
of the county, town or municipality and 
and subject to the same rate of taxation, 
for all purposes—state, county, town and 
municipal—that other personal property 
is subject to at the place where located,” 





















through the years. 


tunity for you. 
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passing of another year. 


1929 is just over the grade. 





he FRANKLIN FIRE INSURANCE COMPANY 
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LOOKING BACK BUT 
KEEPING UP 











The Franklin Fire Insurance Company has available 
for its agents folders and other advertising material to 
help boost your 1929 sales. They’ll do it, too, if you send 
for them and use them. 


OF PHILADELPHIA 


ORGANIZED APRIL 1829 





CASH CAPITAL $1,000,000 


And to Franklin representa- 


Old Father Time is just about ready to top another hill in his endless walk 
Are you with him? 


Of course you’re going along with the years, tearing off the old calendar and 
hanging up a new one marked 1929. But are you really keeping up? 


It is a good thing to look back as you near the crest of the hill marking the 
Look back at what you have accomplished—where you 
progressed—perhaps where you may have slipped a step. 


And it’s the slips that are most important in your march through next year. 
They show what you should have done—they are Experience. 


It holds three hundred sixty-five days of oppor- 
It can bring you prosperity, more business, many of the things 
you desire—if you make it. 


One of your backers in this march of time is your Company. Its financial 
strength, its years of growth are at your service. 
tives this strength is unquestioned while the age of the, Company is, like the 
coming of a new year, just approaching the century mark. 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 


NEAL BASSETT, President JOHN KAY, Vice-President 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President 


JANUARY IST, 1928, STATEMENTS 





and Treasurer 





ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY 


OF NEWARK, NEW JERSEY 


SURPLUS 
ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 


$40,000,136.83 $19,459,279.01 $7,500,000.00 $13,040,857.82 $20,540,857.82 





ORGANIZED 1853 


THE GIRARD F. & M. INSURANCE COMPANY 
OF PHILADELPHIA, PA. 
$6,000,966.28 $2,930,594.84 $1,000,000.00 $2,070,371.44 $3,070,371.44 





ORGANIZED 1854 


MECHANICS INSURANCE CO. 
OF PHILADELPHIA, PA. 
$4,828,245.29 $2,820,808.68 $600,000.00 $1,407,436.61 $2,607,436.61 





ORGANIZED 1866 


NATIONAL-BEN FRANKLIN FIRE INS. CO. 
OF PITTSBURGH, PA. 
$4,907,721.63 $2,557,216.60 $1,000,000.00 $1,350,505.03 $2,350,505.03 





ORGANIZED 1871 


SUPERIOR FIRE INSURANCE CO. 
OF PITTSBURGH, PA. 
$4,835,369.35 $2,520,317.56 $1,000,000.00 $1,315,051.79 $2,315,051.79 





ORGANIZED 1870 


CONCORDIA FIRE INSURANCE CO. 
OF MILWAUKEE, WIS. 
$5,250,424.26 $2,567,447.92 $1,000,000.00 $1,682,976.34 $2,682,976.34 





ORGANIZED 1886 


CAPITAL FIRE INSURANCE CO. 
OF CONCORD, N. 








$760,298.04 $375.00 $300,000.00 $459,923.04 $759,923.04 
TOTAL PREMIUM RESERVE TOTAL NET PREMIUMS 
$27 ,594,166.15 ee — $25,684,495.78 
WESTERN DEPARTMENT aaainens a raat PACIFIC DEPARTMENT 
ae CANADIAN DEPARTMENT dita 
Chicago, Illinois ee i ee San Francisco, Californi 
H. A. CLARK, Manager Toronto, Canada 4 ™ 
rer —oos MASSIE. & RENWICK, Limited, W. W. & E. G. POTTER, 
JAMES SMITH... —s JOHN R. COONEY Managers Managers 
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Great American Buys 
County Fire of Phila. 


COMPANIES 





NINE IN GROUP 





New Hampshire, Former Owner of the 
County, to Increase Capital of the 
Granite State 





Interests identified with the Great Am- 
erican the purchase 
from the New Hampshire Security Co., a 
subsidiary of the New Hampshire Fire, 
all of the outstanding capital stock of the 
County Fire of Philadelphia. The latter 
company will start operations as a mem- 
ber of the Great American group on 
january 1, 1929. 

The New Hampshire proposes imme- 
diately to increase the financial strength 
of the Granite State Fire by increasing 
the capital of the Granite State to $1,- 
000,000 and the surplus to $1,000,000 or 
more, believing that the two companies 
similarly named would be more valuable 
to the New Hampshire office than the 
three were formerly. 

The County Fire has been in business 
for almost a century, having been organ- 
ized under a perpetual charter in 1832 
and commenced business in 1833 with a 
paid-in capital of $100,000. The company 
has been in continuous business since 
then and has enjoyed a creditable repu- 
tation. Its capital has been increased 
since then to $500,000 and the company 
has aggregate assets of approx:~atelv 
$2,500,000. 

Under the new arrangement the 
County Fire agents will have the advan- 
tage of increased facilities as to lines 
and extensive organization and plant of 
the Great American group. For the 
present all agents in the Eastern and 
Southern territory will report to New 
York, and in the Middle Western States 
will report to Chicago. 

The Great American group, with the 
addition of the County Fire, will be com- 
posed of nine fire companies and one cas- 
ualty-surety company, and will have com- 
bined capital of $23,400,000 and agegre- 
gate assets of approximately $96,000,000. 
The companies of this group are as fol- 
lows: Great American, Great American 
Indemnity, American Alliance, Roches- 
ter American, North Carolina Home, 
American National of Ohio, Massachu- 
setts Fire & Marine, County Fire of 
Philadelphia, Mount Royal of Montreal 
and the Associated Reinsurance. 


have arranged 





TWO BIG LOCAL LOSSES 
Local fire underwriters have seen some 
of their roseate dreams, formed about 
December 1, badly bent as the result of 


the heavy fires which have occurred in: 


this district since then. The fire which 
swept the Riverside Drive church last 
Friday evening is expected to result in 
a loss of about $1,000,000 on the $3,200,- 
000 insurance carried under a builders’ 
risk form. The largest lines, exceeding 
$300,000 each, on this church, are held by 
the Benjamin Franklin, Phoenix of Lon- 
don, Liverpool & London & Globe and 
the Merchants of New York. The loss 
on December 20 as a result of the fire at 
139 to 143 Fifth avenue, is expected, also, 
to be about $1,000,000. The terrific heat, 
plus the opening of nearly 200 sprinkler 
heads, caused very heavy damage. 





CASES SETTLED OUT OF COURT 

The suits involving something like 
$160,000 which the Producers & Refiners 
Corporation brought against the York- 
shire and the Importers & Exporters, 
arising over the fire aid explosion at the 
Parco, Wyoming plant of the oil com- 
pany on April 6, 1927, in which seven- 
teen lives were snuffed out, was settled 
out of court December 11. The suits 
were brought about when the oil firm 
and the insurance concerns could not 


agree upon the difference between a loss 
by fire per se and a loss due to an ex- 
plosion. 


VIRGINIA HEARING RESUMED 





Companies Seek to Establish Fairness of 
Their Rate Making Methods; H. M. 
Hess on Stand Again 
The companies had practically com- 
pleted the presentation of their evidence 
in the Virginia fire rate inquiry when 
the hearing before the state corporation 
commission was adjourned over last Fri- 
day until January 29. Before the hear- 
ing is resumed, Braden Vandeventer, 
Norfolk attorney, representing the peo- 
ple in the case, will undertake to make 
a study of the transcript of the record 
embodying the evidence already given. 
It is anticipated that he will cross-ex- 
amine several of the companies’ witnesses 
when the probe gets under way again. 

Testifying last week, George L. 
Doscher, certified public accountant, as- 
sociated with the firm of Joseph Frog- 
gart & Co., of New York, explained the 
figures in the schedule filed by the com- 
panies and what they meant. Harold 
M. Hess, actuary of the National Board, 
recalled to the stand gave concrete ex- 
amples of the coinsurance and three- 
fourths value clauses, telling how they 
were applied and worked from actual 
experience. Oliver J. Sands, Richmond 
banker, was questioned as to what was 
the proper charge for handling securi- 
ties of the companies. He regarded one- 
eighth of 1% as a reasonable charge. 
Thus far the hearing has been largely 
a battle of figures, with the companies 
seeking to establish the fairness and rea- 
sonableness of their rate-making method 
and their policies in regard to handling 
investment business. 





ROLAND LLOYD HARRIS DEAD 

Roland L. Harris of the Pacific Coast 
general agency of Harris & Spear, Inc., 
died last week. He went to San Francis- 
co in 1905 from the Northwestern Na- 
tional. In 1921 he formed the Los An- 
geles local agency of Labry & Harris 
with W. E. Labry. Chas. R. Watson 
joined the firm in 1923 and three years 
later on the death of Mr. Watson, F. A. 
Spear became a member of the firm, 
which has since been known as Harris 
& Spear, Inc. Mr. Harris was 47 years 
of age. Funeral services were held in 
San Francisco on Monday. 





TWO AGENCIES INCORPORATE 


The Mathis-Davis Co. conducting a 
general insurance agency at Toms River, 
N. J., has been incorporated with a capi- 
tal of $25,000. The incorporators in- 
clude Thomas A. Mathis, James Mercer 
Davis, Edwin F. Spencer and John 
Stuart, all of Toms River. Another 
agency to incorporate last week was the 
Hudson Agency at Weehawken, N. J. 
The incorporators were given as Emilio 
de Guzman, Littleton Fox and Byron 
Clark, Jr. The office of the agency is 
located at 732 Park avenue. 





BRONX FIRE IN VA. 


The Bronx Fire of New York, one of 
the Corroon & Reynolds group, has been 
admitted to Virginia to write general 
fire lines. It will have principal office 
in Suffolk in charge of F. W. and H. A. 
Jones. 





B. W. DOUGLAS’S FATHER DIES 


George Bernham Douglas, father of 
Bernham Wood Douglas, an insurance 
agent of Newark, died last week at his 
home in Nutley, N. J. 


Hundreds Sing Carols 
In Maiden Lane Dist. 


LUNCHEON FOLLOWS- EVENT 





Fourth Year of Insurance Society’s Holi- 
day Festivities Brings Out Big Crowd; 
Company Executives Attend 





The singing of Christmas carols each 
year in Maiden Lane, under the auspices 
of the Insurance Society of New York, 
has been a holiday feature in the insur- 
ance district ever since it was started 
about four years ago. This event has 


become increasingly popular among 
workers in the insurance business, so 
that the large attendance last Friday 


when the carols were again sung came 
as no surprise. 

A big crowd gathered shortly after 
noon in front of the temporary plat- 
form which had been erected near the 
Continental’s building at 80 Maiden Lane 
for the convenience of the members of 
the Choral Society. By the time the 
overture was being played by the trum- 
peter, the crowd had increased consid- 
erably. People in all walks of life 
rubbed elbows in that vast throng: they 


seemed genuinely imbued with the spirit. 


of the occasion and sang the beautiful 
Christmas hymns with much fervor. 
Some of the hymns were: “O Come, All 
Ye Faithful’; “Hark, the Herald 
Angels Sing”; “Silent Night”; “The First 
Noel,” and Phillips Brooks’ beautiful 
“O Little Town of Bethlehem.” 

Following the singing of the carols 
many of the insurance people, including 
the singers, went to the offices of the 
Insurance Society at 110 William street 
where a buffet luncheon was served. A 
large Christmas cake was cut by F. H. 
Cauty, United States manager of the 
Thames & Mersey. 

Some Prominent Guests 

Among the, guests were Henry Moir, 
president of the United States Life; E. 
R. Hardy, secretary of the Insurance So- 
ciety; George E. Hayes of the Choral 
Society and a well known insurance 
man; William D. Winter, president of 
the Insurance Society and Mrs. Flor- 
ence Clarendon, publicity manager of the 
United States Life and author of insur- 
ance articles for financial papers. 

The rooms of the society were suitably 
decorated for the occasion with Christ- 
mas greens. The hostesses were Miss 
Maude Inch, assistant secretary, and 
Miss Mabel Swerig, librarian. 





NEW BROOKLYN AGENCY 


The Stanz Underwriting Co., Inc., has 
been formed in Brooklyn by William F. 
Stanz, president, and James E. Donovan, 
treasurer. The new agency starts with 
the representation of the London Assur- 
ance for Brooklyn and the suburban 
field, the Security of New Haven for 
Brooklyn and the Queensland of Australia 
for automobile lines. Mr. Stanz was for- 
merly with J. W. DeMott & Son, the 
Irving Underwriting Co., the Hartford 
Fire brokerage department and with J. 
Lehrenkrauss’ Sons, Inc. 





OWEN JONES DIES 


Owen Jones, secretary of the Sea In- 
surance Co., died in Liverpool recently 
in his fifty-ninth year. He had been as- 
sociated with the Sea for more than 
thirty vears. 





New York Boston Detroit 





ANALYZED EXPERIENCE 


All Manner of Statistics 


Promptly — Accurately — Economically tabulated 


Classification reserves, current outstanding data, unearned 
premiums, agency distributions, current and annual reports 


Recording & Statistical Bureau, Inc. 


75 Maiden Lane, New York City 


Chicago Toronto 





Montreal 























There never is a time of year that 


brings such all around good cheer 
as Christmas with its joy and 
It brings Good Will and 
Peace to earth. And then comes 
New Year—brings to man a time 
most opportune to plan the things 
he’ll do the coming year. 


mirth. 


Now 
And that 
means you will have a chance to 
help man with life’s song and dance 
—to aid man to forestall the grief 
that comes through loss—to bring 


January first is near. 


relief when these are caused by fire 
Help 
rescind financial loss and worri- 
ment, and in their place to bring 


or wind or such misfortune. 


content. That is your opportunity. 
The safeguard is a policy against 
the loss that fire may bring—or 
windstorm—or some other thing 
that is insurable. And so, it’s yours 
to make your prospects know the 
the whys and wherefores to insure. 
New Brunswick agents can procure 
suggestions that will help them 
sell. Write in today. And when 
you tell the merits of your policy, 
one selling point’s this Company. 





Oe 


New Brunswick 
FIRE INSURANCE COMPANY 
59 Maiden Lane 
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CASH 
CAPITAL 
TEN 
MILLION 
DOLLARS 








“Gosh .. 
What a Dream” 


“What a nightmare to see your factory burn 
before your eyes—to suddenly realize that 
your insurance does not begin to cover the 
loss —that the stopping of production at your 
busiest season would spell ruin! 


“It was only a dream but it taught me a lesson. 
Now I am completely insured not only against 
damage to my buildings but also the losses 
due to interrupted production.” 


If any of your clients are not adequately 
insured tell them now. Do not wait until 
they have a nightmare—or worse, a loss. 


FIDELIT Y~PHENIX 
FIRE INSURANCE, COMPANY 
EIGHTY MAIDEN LANE, NEW YORK,N.Y. 








“AMERICA FORE” 


ERNEST STURM, Chairman of the Board 
PAUL L. HAID, President 


NEW YORK. 

. CHICAGO 
DALLAS 
SAN FRANCISCO 
MONTREAL 
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Decision Rendered 
On Betterment Case 


TENANT 





IS HELD THE OWNER 





Appellate Term Affirms Judgment 
Against Fire Company; Insurable 
Interest Held Present 





The Appellate Term of the Supreme 
Court of New York has affirmed the 
judgment of the Municipal Court, ren- 
dered in favor of Modern Music Shop, 
Inc., plaintiff, against the Concordia Fire, 
defendant. 

An interesting question concerning a 
tenant’s insurable interest in betterments 
and improvements to a building was in- 
volved in the case. The plaintiff occu- 
pied a store and basement under a lease, 
during the term of which it requested of 
its landlord the right to improve the 
basement and convert the same from a 
rough storage space to a show-room for 
the sale of musical instruments. This 
permission was given upon the express 
understanding that the landlord was to 
be free of all responsibility with reter- 
ence to the improvements; that the 
plaintiff was to bear all the expense; that 
the improvements were to be the sole 
property of the plaintiff; and that the 
basement was to be restored at the end 
of the term in the same condition in 
which it existed prior to the improve- 
ment. The show-room was completed 
uder this arrangement. 

Shortly prior to the expiration of the 
lease a fire occurred in plaintiff's prem- 
ises and caused considerable damage to 
the bettermcnts and improvements made 
in the basement. Claim was made on 
the defendant’s policy for the loss. The 
insurance company defended upon the 
ground that the assured had no insurable 
interest in the betterments and improve- 
ments, and that its damage was limited 
to the value of the use of the improve- 
ments, and not to the value of the im- 
provements. In an interesting opinion, 
Mr. Justice Eder, after trial, stated his 
reasons for his decision in favor of the 
plaintiff. Therein he found that the 
plaintiff was at all times the absolute 
owner of the improvements, and that 
the plaintiff had more than a mere right 
in the improvements than the use there- 


The affirmance in the Appellate Term 
(Justices Bijur, Levy and Crain sitting) 
was unanimous. No opinion was ren- 
dered. 

The plaintiff was represented by 
George X. Levine, of the firm of Alfred 
B. Nathan & S. Howard Imbrey, and the 
defendant was represented by Louis Be- 
vier, of the firm of Denman, Bevier & 
Scotti. 





E. C. THRALL & CO. TO MOVE 

E. C. Thrall & Co., Inc., general agents 
at Miami, Fla., will move their head- 
quarters to Jacksonville, Fla., early in 
January. This agency is state agent for 
the Brooklyn Fire, the New York Fire 
and the Metropolitan Assurance Under- 
writers, and general agents of the Re- 
public Fire of Pittsburgh and the Em- 
pire Fire of Brooklyn. Joseph F. Cum- 
mings, for the last seven years with 
the agency of Henry W. Brown & Co. of 
Philadelphia, on January 1 joins the 
Thrall organization, 





FIDELITY-PHENIX DIVIDEND 

The Fidelity-Phenix directors have 
declared a semi-annual dividend of 10%, 
or $1 a share, on the stock of the com- 
pany, payable January 10 to stockholders 


of record at the close of business on 
December 31. 





FRANKLIN FIRE DIVIDEND 
Directors of the Franklin Fire of 


Philadelphia on December 13 declared 
the regular quarterly dividend of $2 a 
share payable January 2, 1929, to stock- 
holders of record December 20, 1928. 


BRITISH AMERICA CHANGE 
The British America Assurance is 
leaving the Fred S. James & Co. office 
as regards New York City business. This 
change is in keeping with the arrange- 
ment made at the time the James office 
took over the representation of the Brit- 
ish America by its absorption of D. M. 
Darby, Inc. It is understood that the 
British America will enter the office of 
W. L. Perrin & Son to replace the Dela- 
ware, which is going out because it is 
being absorbed by the Westchester Fire, 
which like the British America, is a 

member of the Crum & Forster fleet. 





ARNER COMMONWEALTH AGENT 


The Commonwealth of the North 
British & Mercantile group has appoint- 
ed Nathan R. Arner Co., 1014 Gates 
avenue, Brooklyn, as agent for that bor- 
ough to take the place of Lewis & Gen- 
dar, Inc. Harold W. Drescher, for years 
with the Continental in Brooklyn, is now 
counterman and chief clerk for Nathan 
R. Arner Co. 





German Brokers 


(Continued from Page 20) 

head of the firm, in establishing and su- 
pervising branch offices and agencies. 

Messrs. Jauch & Huebener have fot 
some time past maintained relations with 
several prominent New York brokers and 
companies and the further development 
of their business here will be followed 
with interest. 

Firm Formed in 1919 

In August, 1919, Otto Huebener and 
Walter Jauch, both insurance men with 
experience acquired in Germany, Swit- 
zerland and England, formed the part- 
nership of Jauch & Huebener, which in 
years was to become a leading brokerage 
concern on the Continent of Europe. 

The Hamburg main office had been in 
existence for about a year when the 
first branch office w7s established in the 
Free and Hanseatic City of Danzig. Soon 
another one followed: Jauch, Huebener 
& Co., at Berlin. Another partner was 
taken into the firm: Dr. J. Britschgi, for- 
merly secretary and legal adviser of the 
German Marine Insurance Union. Other 
branch offices have formed since then. 


FIREMEN’S STOCK OFFER 


Stockholders of the Milwaukee Me- 
chanics have received from President 
Charies H. Yunker a circular letter set- 
ting forth an offer from the New Jersey 
Investment Co. for not more than one- 
third of the shares of Firemen’s of New- 
ark, which they will receive in exchange 
for their Milwaukee Mechanics shares 
if they avail themselves of the offer of 
the Firemen’s when it recently acquired 
contrel of the Milwaukee Mechanics. 
When the Firemen’s offer was made its 
stock was quoted over the counter in 
New York at 46 bid and $48 asked. The 
New Jersey Investment Co. offers $56 
for each Firemen’s share which it takes 
under this offer, payable not later than 


Juiy 16, 1929. 





LEAVE VIRGINIA AGENCY 

Besides the American Eagle which 
recently withdrew from the L. C. Hollis 
agency at Winchester, Va., after the 
Public Fire had entered the agency, two 
other companies have also’ withdrawn. 
These are the California and the Cale- 
donian. 





STOOP DEPUTY MANAGER 

William H. Stoop has been made dep- 
uty manager of the suburban division of 
the New York Fire Insurance Rating 
Organization. For 20 years he has been 
superintendent of the stamping depart- 
ment of the Suburban Fire Insurance 
Exchange. 





BUSWELL MARINE MANAGER 

Howard N. Buswell has been named 
marine branch manager at Chicago for 
the Home. The Home is issuing new 
floater policies through its marine depart- 
ment 





SCOTTISH UNION PROMOTIONS 

kenneth M. Vreeland and Raymond 
Underwood have been appointed assist- 
ant secretaries of the Scottish Union & 
National. Both have been with the com- 
pany for several years. 





Lansing, Mich., insurance men were 
surprised and pleased last week to dis- 
cover that the new building code adopted 
by the Lansing city council at its regu- 
lar weekly session contained a most sat- 
isfactory anti-shingle provision. 
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DESIRABLE | 


FLOORS anp OFFICES 
TO RENT | 


Beautiful Fireproof | 
LEHIGH BUILDING | 


In the Heart of the Insurance District 


106-108 S. 4th St., Philadelphia, Pa. | 
per ard _—_ te, Excellent Janitor 
ervice, 
ua eo 
$1.50 Per Square Foot | 


Fourth Floor has 1500 Square Ft. Altered to 

Suit Te ant—Entire First and Second Floor | 

Available—Rent Sent on Application—First 

Floor has 1294 Ft.—Second Floor has 1273 Ft. 
(Not Including Private Vault) 

First and Second Floors Have Private Stair. 

ways, Also Private Toilet and Storage Room. 


GEO. S. CUMMINGS 
60 Park Place - Newark, N. J. 

















GERMANIC FIRE LICENSED 

The Germanic Fire has been licensed 
by the New York State Insurance De- 
partment and will begin writing on Janu- 
ary 2. The executive offices will be lo- 
cated at 26 Broadway with the other 
companies of the Germanic group and a 
branch office will be established in the 
Chanin building, at Forty-second street 
and Lexington avenue. The capital and 


surplus of the Germanic, amounting to 
$2,600,000, has been fully paid in. 





A. E. JENSEN PROMOTED 


Arthur E. Jensen has been made su- 
perintendent of agents of the Firemen’s 
group at the Chicago office. He suc- 
ceeds Fred W. Sullivan, recently appoint- 
ed assistant manager of the western de- 
partment. Mr. Jensen has been in the 
loss department since his promotion from 


the field. 





ERIE HAZARDS MODERATE 
Fire hazards in Erie, Pa., are fairly 
moderate according to engineers of the 
National Board of Fire Underwriters. 
Structural congestion is not bad, there 
are several wide streets and fire protec- 
tion is called good. 








175 West Jackson Blvd. 
Chicago 








British Dominions 
Insurance Company Limited 


149 William Street 


Underwriting Service Throughout The United States 


WESTERN DEPARTMENT PACIFIC COAST DEPARTMENT 





of Dondorn, England 


It believes in maintaining the splendid traditions of the old English fire insurance 
companies in this country for the prompt payment of losses, be they small or large. 


It believes in modern present day underwriting methods and ideas. 
It believes in the local agent and considers him the bulwark of the business. 
And it practices what it believes in. 


FRED S. JAMES & CO. 


United States Managers 


New York, N. Y. 


108 Sansome Street 
San Francisco 
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i _ “ 
| AMERICAN EQUITABLE ASSURANCE COMPANY OF NEW YORK 
| July 1, 1928 statement 
POLICY- 
VOLUNTARY HOLDERS 
| ASSETS LIABILITIES CAPITAL RESERVE SURPLUS 
_ $8,506,689.00 $3,980,598.46 $2,000,000.00 $1,009,000.00 _ $4,526,090.54 
| BRONX FIRE INSURANCE COMPANY OF THE CITY OF NEW YORK 
| July 6, 1928 statement 
| $4,278,800.00 $1,778,800.00 $1,000,000.00 $1,227,500.00 $2,500,090.00 
| BROOKLYN FIRE INSURANCE COMPANY 
June 30, 1928 statement 
$4,813,680.24 $2,313,680.24 $1,000,000.00 $ 946,275.96 $2,500,009.00 
GLOBE INSURANCE COMPANY OF AMERICA 
PITTSBURGH, PA. 
(INCORPORATED 1862) 
July 1, 1928 statement 
| $1,404,028.52 $ 683,072.90 S BORGeRee 8 —«=_=_—_ a he ce eeces $720,955.62 
KNICKERBOCKER INSURANCE COMPANY OF NEW YORK 
July 1, 1928 statement 
$3,656,053.13 $1,670,514.41 $1,000,000.00 $ 150,000.00 $1,985,538.72 
MERCHANTS AND MANUFACTURERS FIRE INSURANCE COMPANY 
NEWARK, N. J. 
(CHARTERED 1849) 
June 30, 1928 statement 
$4,783,781.48 $2,283,781.48 $1,000,000.00 $ 914,170.20 $2,500,000.00 
NEW YORK FIRE INSURANCE COMPANY 
(INCORPORATED 1832) 
June 30, 1928 statement 
$1,997,043.45 $ 217,135.13 eee er ere $1,779,908.32 
REPUBLIC FIRE INSURANCE COMPANY 
PITTSBURGH, PA. 
(INCORPORATED 1871) 
June 30, 1928 statement 
$2,489,293.27 $ 963,897.61 $ 610,000.00 $ 100,000.00 $1,525,395.66 
SYLVANIA INSURANCE COMPANY OF PHILADELPHIA, PA. 
July 1, 1928 statement 
| $4,788,572.60 $1,788,572.60 $1,500,000.00 $1,199,877.04 $3,009,000.00 
| | Classes of Insurance Written 
{ FIRE, AUTOMOBILE, EXPLOSION, RIOT, CIVIL COMMOTION, TORNADO AND WINDSTORM, SPRINKLER E 
LEAKAGE, USE AND OCCUPANCY, PROFITS, LEASEHOLD AND GENERAL MERCHANDIZE FLOATERS 
SOUND—PROGRESSIVE—EQUITABLE 
These Are Our Keynotes 
We welcome and invite this class of agency representation. 
CORROON & REYNOLDS, Inc. 
| Manager 
_ 92 William Street New York City, N. Y 
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Sees Susi For iii 
In Insurance Business 


VIEWS 





OF RAY C. DREHER 





Would Save Time in Covering Field; 
Get To Catastrophes Quicker, And 
Have Decided Advertising Value 





Among the men in the insurance busi- 
ness as students who are following de- 
velopments closely in aviation insurance 
is R. C. Dreher, advertising manager of 
the Boston and the Old Colony. Because 
of his career his interest in this rapidly 
developing line of insurance is natural. 
During the war he left the insurance 
business to enlist in the aviation corps, 
and after ground school at Princeton and 
training at Love Field, Dallas, he was 
commissioned and recommended as pur- 
suit pilot and instructor. He was then 
transferred to the instrtiction school at 
3rooks Field, Texas, finished the course 
and went to the Taylor Field, Alabama, 
as instructor in flying. 

In discussing the growth of aviation 
and uses of aviation in this country, Mr. 
Dreher said to The Eastern Underwriter 
this week: 

“The commercial value of the acro- 
plane and how it can be applied to every- 
day advantage are widely evident. The 
Texas Oil Co. owns planes which are 
used by its executives and sales man- 
ager for covering territories. The Stand- 
ard Oil Co. of California has a fleet in 
constant use, cutting down time on travel 
schedules. The Royal Typewriter Co., 
the United Cigar Co. and the Shaw Pub- 
lishing Co. are a few of the companies 
owning and using aeroplanes in their 
daily business. 

Travel Safety 


“Statistics show that safety of travel 


by air has been established to a point 
where the risk is no greater than rail- 
road transportation. There is no com- 


parison between the modern aeroplane 
and the planes used during the war. The 
inherent stability today is greater. In 


the old days of army flying the pilot 
had to keep busy working his aerlons 
and rudder. Today the aviator sets his 


stabilator, which automatically keeps the 
ship on even keel and has no more dif- 
ficulty steering than the driver of a car. 
Wires have been streamlined, metal fuse- 
lage has replaced wood; landing speed 
has been reduced, and the scientific 
building of the ship in every detail shows 
greater advancement than the automo- 
bile did in a like period. 

“Aeroplane motors today are a joy 
to the pilot. The old army power plant 
ten years ago was apt to shed a rocker 
arm or burst an oil pipe connection in 
the flight. Fifty hours was rated good 
performance before overhauling. Motors 
today show the same dependability as 
the rest of the ship. 

“All principal cities now have landing 


fields and the smaller towns have de- 
signed. emergency areas for landing. 
Population centers are plainly marked 


and routes for 
nated with 
guidance 
Insurance Companies As 
Asked how the plane 
in the 
said: 
“Of course, the big advantage of the 
use of aeroplanes in business is the sav- 
ing of time. Its*use by insurance com- 
panies would make possible closer co- 
operation between departments. Execu- 
tives would so reduce time allowéd in 
their travel schedules and be available 
for more calls, and could, with greater 
facility, visit local agents off the regular 
lines. Another important use of the 
aeroplane by insurance companies could 
be.made in the event of any catastrophe, 
such as the Florida hurricane or the St. 
Louis tornado. At’ such a time acro- 
planes are at a premium. They are 
chartered by newspapers, photographic 
service bureaus, etc., so quickly that it 
is almost impossible to obtain a private- 
ly owned plane. An insurance company 


night flying are illumi- 
powerful beacons for the 
of aviators.” 

Plane Users 


can be 
insurance business, Mr. 


utilized 
Dreher 
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PROTEST COLOMBIA RATES 





German Insurance Circles Feel Risks 

Are Accepted at Wholly Inadequate 

Premium Rates 
“Versicherungs Presse” comes 
an interesting report by an eye witness 
which casts light upon conditions to 
which export goods are subject before 
they reach the interior of Colombia. 
Underwriters should have had more than 
sufficient experience it would seem, but 
again and agdin risks are accepted at 
premiums which are absolutely inade- 
quate. 

“In spite of heavy losses underwriters 
have paid on shipments to the interior 
of Colombia it seems that a majority 
of companies still do not realize the full 
extent of the difficulties encountered 
with, on the trip from Barranquilla to 
Bogota, which are bound to cause some 
more or less important damage to al- 
most every shipment. 

“This is partly due to the fact that 
the goods are delayed on the way in 
inadequate vessels on the Rio Magda- 
lena on account of low water, waiting till 
rain starts and again renders the river 
navigable. During this period the goods 
are open to any interference and are 
not only pilfered by the crew but some- 
times even thrown overboard to lighten 
the vessels. 

“Then there is the transportation by 
rail around that part of the river which 
is not navigable, then from Beltran the 
second trip on the river and finally the 
railroad journey from the river up to 
Bogota. Native companies do not charge 
less than 10% premium for such voy- 
ages. This is the reason why the Colom- 
bians insure their merchandise with 
European or American companies.” 


From 





INCREASE AUTO COMMISSIONS 
Two Philadelphia fire companies, the 
Insurance Company of North America 
and the Franklin Fire, have increased 
brokerage commission automobile fire, 
theft and collision premiums from 20 to 


25%. This step is taken to meet com- 
petitive conditions. Under Conference 
rules the prevailing commissions to 


agents have been 30% and to brokers 
20%. The steps taken by these two 
company underwriters favoring higher 
commissions to agents and brokers in 
order that the non-conference companies 
may not continue to make serious in- 
roads upon the business of those belong- 
ing to the Conference. 





CANDIDATE TO SUCCEED HYDE 


It is reported in Missouri that Joseph 
B. Thompson of Kansas City, who was 
secretary to Arthur M. Hyde when the 
latter was governor of the state, may 
succeed Ben C. Hyde as insurance super- 
intendent on June 1, 1929. On account 
of ill health Mr. Hyde will not seek re- 
appointment. Mr. Thompson is now 
engaged in insurance work. 





TRAVELERS FIRE CHANGE 


The Travelers Fire has withdrawn 
from the W. Taylor Johnson agency in 
Norfolk and planted with George W. 
Dey & Son. 








with its own plane could be the first 
on the ground with their adjustors just 
to take care of their business involved 
in the disaster. 

“Another advantage of the acroplane, 
today, in the insurance business is its 
advertising value. For instance, the sales 
manager or advertising manager of a 
company desiring to build up premium 
incomes in certain lines of coverage could 
make his calls by plane. The _ local 
agents would benefit by the publicity and 
favorable attention would be attracted 
to the line. The plane, too, is a sym- 


bol of quick service and a visible proof 
that the companies employing it com- 
mercially are awake to the progress of 
our times.” 


NEW NORFOLK AGENCY 


William R. Howard, member of the 
Baldwin Bros. agency in Norfolk, Va., 
is leaving that firm January 1 to open 
an agency of his own there. He has 
already arranged to take on the Michi- 
gan Fire & Marine. He was a Virginia 
special agent for the North British and 
Mercantile before becoming associated 
with Baldwin Bros. 





Auto Conference Meets 


(Continued from Page 1) 


ner. Many company executives would 
like to see the Conferences as all em- 
bracing in automobile insurance as the 
Eastern Underwriters Association is in 
fire insurance. The obvious reason why 
many companies remain out of the auto- 
mobile conferences is their belief. that 
they can offer insurance at less cost to 
the public or offer higher commissions to 
agents or do both. And that they have 
been successful in this is obvious, judg- 
ing by the moves of the Conferences in 
the direction of their competitors. 

The success of the Conferences in se- 
curing additional members by making °* 
rate and commission concessions appears 
brighter when one considers that the 
Eastern Underwriters Association has 
the power to assume control over auto- 
mobile commissions and practices. How- 
ever, the E. U. A. has no jurisdiction 
over rates and it likewise naturally hesi- 
tates to act arbitrarily on commis- 
sions until the Conference and non-con- 
ference companies that are members of 
the E. U. A. have attempted to get-to- 
gether amicably. That there will be an 
harmonious meeting of minds of the two 
groups appears more likely than a com- 
mission or rate war or an ultimate dis- 
solution of the automobile conference in 
the East. 

The action of the Insurance Co. of 
North America and the Franklin in in- 
creasing brokerage commissions on auto- 
mobile business in Philadelphia fore- 
shadows fairly definitely commission in- 
creases by the Eastern Conference even 
though last week’s meeting made no an- 
nouncement to that effect. 


GERMANIC FIRE AGENTS 
The Germanic Fire has appointed Hall 
& Henshaw as New York agents. This 
office is one of the best in the city and 


does an annual fire business in excess of 
$1,000,000. 














J. Campbell Haywood 
ADJUSTER 
for STATE of CONNECTICUT 
Wide Experience Prompt Service 
oderate Charges 
Tel. 221-4 Washington 
Warren, Conn. Cornwall Bridge P. O. 
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218TH YEAR 


SUN 


FOUNDED 1710 
UNITED STATES BRANCH 
55 Fifth Ave New York 
Western Department 
Wrigley Bldg., 410 N. Michigan Ave. 
Chicago 
Pacific Department 


N. W. Cor. Sansome and Sacramento Sts. 
San Francisco, Cal. 














INSURANCE 
HARRY C. FRY, Jr., President 
307 FOURTH AVENUE PITTSBURGH 


LOGUE BROS. & CO., Inc. 




















INSURANCE STOCKS 


PTE ee 


FRANK L. BROKAW & CO. 


Incorporated 


Frank L. Brokaw Walter J. Nichols 
Howard C. Hill Stockton Cranmer 


149 BROADWAY, NEW YORK 
Hanover 1176 














THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 


Charles W. Higley, President 


HOME OFFICE 
Hanover Building, 
34 Pine St., 
New York City 
' Howie, Jarvis & Wright, Inc., 
General Agents 
Metropolitan District 
99 John Street, New York 
































O. J. PRIOR, President 








INCORPORATED 1868 


Che Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secretary 
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Royal Exchange Assurance 
THE STATE ASSURANCE CO. Ltd. 
PROVIDENT FIRE INS. CO. 


New Hampshire Corporation) 
CAR & GENERAL INS. CORP., Ltd. 
The First Company Organized to Insure Automobiles 
95 Maiden Lane, New York 


1720 


1891 
1924 


1903 

















Re 


rates 
been 
tion 
annu 
sc cia 
tions 
has 
in tk 
Th 


mirlit 
dwel 


redu 


redu 
sumr 
10%, 
coml 
16-2/ 
store 
redu 
newé 
and 
Im 
also 
effec 








December 28, 1928 








Page 25 








Rate Reductions For 
. District of Columbia 


RUN AS HIGH AS 33 PER CENT. 





Schedule Rates Cut On Sprinkler Risks, 
Garages, Churches, Mercantile And 
Office Buildings 





Reductions in annual fire insurance 
rates ranging as high as 33-1/3% have 
been made by the Underwriters Associa- 
tion of the District of Columbia at its 
annual meeting. The action of the as- 
sociation was based upon recommenda- 
tions by the board of governors, which 
has been studying the insurance rates 
in the District over a long period. 

The largest rate reduction is on the 
mitiimum rated risks and affects all brick 
dwelling houses in the District, being a 
reduction from fifteen cents to ten cents 
per $100, a cut of 33-1/3% in annual 
premiums. Contents rates in this class 
are reduced from twenty-five cents to 
eighteen cents per $100, a reduction of 
28%. Annual premiums on frame dwell- 
ings and contents are also reduced 28%, 
while on combination brick stores and 
dwellings the reduction is 16-2/3% and 
10% on contents. The percentages of 
reductions on three-year policies are 
summarized as follows: Brick dwellings, 
10%, frame dwellings and contents, 10%; 
combination brick stores and dwellings, 
16-2/3% ; contents of combination brick 
stores and dwellings, 9%. The foregoing 
reductions will apply to all new and re- 
newal policies effective January 1, 1929, 
and thereafter. 

Important reduction in schedule rates 
also are announced. The largest changes 
effected in percentage are in what is 
known as the minimum rated risks, this 
class being the one which has produced 
the greatest margin between premiums 
and losses. 

The changes in schedule effected by 
the board of governors, based upon ex- 
perience statistics covering the period 
in which the rating bureau has been op- 
erating, will result in reductions ranging 
approximately as follows: Sprinkler 
schedule—building percentage reduction 
average, 17.8%; contents, 17.7%. Garage 
schedule—building percentage reduction 
average, 13.9%; contents, 7.7%. Fire re- 
sisting schedule (office buildings)—build- 
ing percentage reduction average, 11.8%; 
contents, 4.19%. Fire resisting schedule 
(mercantile)—building percentage reduc- 
tion average, 12.8%; contents, 4.8%. Or- 
dinary schedule—building percentage re- 
duction average, 16%; contents, 7.4%. 
Church schedule—building percentage re- 
duction average, 6.4%; contents, 5%. 





HOHLOCH HEADS SQUARE CLUB 


The Insurance Square Club of New 
York met last week and elected the 
following officers: president, Fred W. 
Hohloch; first vice-president, George 
A. Hamilton; second vice-president, 
Leonard M. Plotkin; treasurer, George 
W. Graham; general secretary, Stuart H. 
Richardson; recording secretary, Freder- 
ick Wrenn; financial secretary, Edward 
C. Hamilton; trustees, John P. Reeve 
and Arthur H. Larson. Retiring Presi- 
dent Larson was presented with a hand- 
some gold watch by the members. 





NO MAJOR LAKE ACCIDENT 


The last grain cargo reached Buffalo 
Thursday, closing navigation for this 
season on the Great Lakes and tribu- 
taries. There was not a single marine 
accident of any major character in the 
entire month of December, usually the 
season of heavy losses resulting from 
gales and freezing of channels. The en- 
tire season was free from major disas- 
ters and marine underwriters are openly 
ple:sed with their earnings for the year 
192. They still have painful memories 
of 1927, however, when an early freeze 
an’ bad weather caused damage to or 
destruction of more than a score of 
ste mers which loaded at the head of the 
akes in December but failed to get 
through the ice until spring. 








Wishing You Happiness 
and Prosperity for 
The Year 1929 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 


75 Maiden Lane, New York 
HART DARLINGTON, Manager 


EAGLE FIRE COMPANY 


of New York 


Incorporated 1806 
HART DARLINGTON, President 


75 Maiden Lane, New York 
The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 
H. P. JACKSON, President 


In NORWICH UNION there is strength 
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Adjustment Bureau 
Holds Annual Meeting 


BUSINESS SHOWS AN INCREASE 





Bureau Handled 37,500 Losses in Year 
Ending November 30, Involving 
$56,860,000 
mane 
The twenty-third annual meeting of 
the stockholders of General Adjustment 
Bureau was held last week at the of- 
fice of the Bureau in New York. The 
reports of the general manager and 
treasurer indicated substantial increases 
in the amount of business done as com- 


pared with previous years, the year end- 
ed November 30 being the largest year 
in the history of the Bureau. The Bu- 
reau handled 37,479 losses, involving an 
aggregate loss of $56,857,513, as compared 
with 33,126 losses, involving a loss of 
$55,322,081 in 1927. The representation 
averaged 82.7%, practically the same as 
last year. The staff of the Bureau com- 
prises thirty-six officers and a total of 
about 250 employes. 

The stockholders voted to amend the 
charter increasing the number of direc- 
tors from fifteen to twenty-one. The 
following were re-elected directors for 
the term of three years: C. D. Dunlop, 
C. F. Shallcross, J. Lynn Truscott, Wm. 
Mackintosh and Frank C. Hatfied. The 
following were elected new directors: C. 
W. Bailey, Robert P. Barbour, Charles 
C. Hannah, Wm. H. Koop and Henry J. 
Wyatt. 

At the directors’ meeting immediately 
following the stockholders’ meeting C. 
F. Shallcross was re-elected president 
and C. A. Ludlum was elected vice-presi- 
dent. W. J. Greer was also elected a 
vice-president, consolidating that office 
with the position of general manager, 
which Mr. Greer has filled for the past 
twenty-three years. The usual dividend 
to stockholders of record November 30, 
1928, was declared. 





ROCKEFELLER FIRE GIFT 


John D. Rockefeller, Jr. who is 
financing the restoration of the historic 
town of Williamsburg, Va., to its Colo- 
nial state, has offered to provide the 
town with a $30,000 fire house and to 
purchase adequate equipment for it, 
provided the town will agree to pay the 
running expenses of the fire department 
and to hire two permanent firemen to 
augment the present volunteer force. 
The offer was made through Robert 
Lecky, Jr., well known Richmond local 
agent, who is handling most of the in- 
surance on buildines included in the 
restoration plan. Property values in- 
volved in the plan are said to amount 
to several million dollars. 





TOBACCO RISKS IMPROVED 


With tobacco bringing the highest 
prices in nine years the situation in cen- 
tral and western Kentucky tobacco 
growing districts has improved material- 
ly. Agents report collections much bet- 
ter, and general business improving. To- 
bacco which in 1926 averaged about thir- 
teen cents, is averaging around thirty 
cents today, with some of the central 
Kentucky markets reporting daily aver- 
ages from thirty-two to thirty-six cents, 
and many entire crops selling at forty 
cents a pound or better, which means 
that a great deal of money is rolling 
into the state, and that the farmers and 
agricultural communities will be quite 
prosperous over the winter and spring. 





F. B. PARKER OPENS AGENCY 

F. B. Parker, former secretary of the 
Genesee County Agriculture Society, 
has opened an office in the Hamilton 
Hotel Building, Batavia, N. Y., for spe- 
cialization in automobile fire, theft and 
liability insurance. Mr. Parker hvs just 
been elected secretary of the Batavia 
Automobile Club. 
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Aetna Fire Has New 
Registered Mail Cover 


EFFECTIVE ON JANUARY 1 





Contains Seven Extensions and Advan- 
tages Not Heretofore Incorporated 
in Company’s Policy 





In order that its agents may be 
equipped to give full and complete regis- 
tered mail insurance service, the Aetna 
(Fire) and the World Fire & Marine, 
announce that arrangements have been 
made to issue on January 1 a new regis- 
tered mail policy with the coverage con- 
siderably broadened over the present 
form. 

The principal extensions made and the 
advantages incorporated in the new pol- 
icy may be listed as follows: 

1. The basic policy covers express 
shipments without the necessity for a 
special rider to cover such movements 
(a warranty providing for a 10% declara- 
tion of value to the express company). 

2. Door to door coverage is included 
in the basic form. 

3. The sealing of packages is no 
longer restricted to wax or lead seals; 
the assured need only comply with the 
requirements of the postmaster general. 

4. Omission of the requirement that 
shipments be insured for not less than 
their market value. 


Broaden Security Coverage 


5. Elimination of the package limit on 
shipments of ‘securities. 

6. Alteration of the limit of $2,500,000 
on the aggregate of all shipments to any 
one addressee, to any one address, dur- 
ing any one day so that now shipments 
aggregating in excess of such amount 
will be covered providing they be decared 
to the company in the specified manner. 

Extension of the territorial limits 
so that the policy now covers not only 
within and between Continental United 
States, Dominion of Canada or New 
foundland, but also from points in such 
countries or ports and places anywhere 
in the world. 

All of the foregoing changes are self- 
explanatory except numbers 2 and 5, 
which need some elaboration. 

Regarding Change No. 2, it may be 
said that the former basic policy covered 
while the insured property was in the 
custody of the postal authorities; it did 
not cover from the assured’s place of 
business to the post office except by spe- 
cial endorsement. In cases of competi- 
tion the policy was thus endorsed when 
necessary. However, the present basic 
form reads, “This insurance attaches 
from the time of leaving the office of the 
consignor until delivered at the place of 
address.” 

Change No. 5. Formerly the value of 
securities or of securities and currency 
combined contained in a single package 
could not exceed $1,000,000. Under the 
present form there is no package limit 
on securities. A package limit of $100,- 
000 does apply on currency. 





ACCOUNTANTS ELECT OFFICERS 


The Insurance Accountants’ Associa- 
tion held its annual meeting last week 
and elected the following officers: Presi- 
dent, W. N. Titcomb, Springfield Fire & 
Marine; first vice-president, Eric Peter- 
sen, Liverpool & London & Globe; sec- 
ond vice-president, H. N. Morgan, Hud- 
son; secretary, Everard P. Smith, Nor- 
wich Union Fire, and treasurer, F. W. 
Massen, Royal. D. R. Ackerman of the 
Great American, and Hugh Thompson, 
retiring president, were elected members 
of the executive committee for three 
years. 





TO BECOME SPECIAL AGENT 


George G. Jefferson has resigned as 
special agent for the Virginia Insurance 
Rating Bureau, effective January 1, in 
order to accept a special agency with a 
fire company in Virginia. 

















Specialists in the Securities of the 


FIRE INSURANCE COMPANIES 


under the management of 


CORROON & REYNOLDS, INC. 





We recommend for investment and price 
enhancement the stocks of this progressive 
group of companies at present market levels: 


American Equitable Assurance Company 
of NEW YORK 








Capital - $2,000,000 





Brooklyn Fire Insurance Company 
Capital - $1,000,000 





Bronx Fire Insurance Company 
of the CITY OF NEW YORK 
Capital - $1,000,000 





Knickerbocker Insurance Company 
of NEW YORK 
Capital - $1,000,000 





Merchants & Manufacturers Fire Insurance Company 
of NEWARK (1849) 
Capita! - $1,000,000 





New York Fire Insurance Company (1832) 








Capital - $1,000,000 











Sylvania Insurance Company, 
PHILADE“PHIA, PA. 


Capital - $1,500,000 | 





Republic Fire Insurance Company, 
PITTSBURGH, PA. (1871) 
Capital - $600,000 





BOUGHT—SOLD—QUOTED 


Information and Circulars Upon Request 


AMERICAN INSURANSTOCKS CORPORATION 


W. WALLACE LYON, President 
51 East 42d Street New York 
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Wreaks Marine Head 
Of Aetna in Chicago 


FORMERLY WITH THE HOME 





J A. Aitken Will Be Associated With 
Him as Underwriter; Tinsley Marine 
Field Supervisor 





Appointment of F. B. Wreaks 2 
perintendent of the marine departm:: 
its Western department at Chica 
announced today by the Aetna o! the 
Aetna Fire group. Mr. Wreaks co 


su- 
it at 


mes 
to the Aetna with some eight years’ ex. 
perience in marine insurance sellin~. un- 


derwriting and claim adjusting. He de- 
termined upon insurance as a career im- 
mediately after completing his education 
in 1917. His first position was in the 
ocean cargo claims department of \\jll- 
cox, Peck & Hughes of New York. A 
short time later he enlisted in the Nayal 
Auxiliary Reserves, where he served un- 
til the beginning of 1919. He then went 
to Shanghai, China, to spend a year in 
the marine department of the Yangtze 
Insurance Association, Ltd., later return- 
ing to the firm of Willcox, Peck & 
Hughes in their San Francisco office. 

In 1924 Mr. Wreaks returned to New 
York and became marine special agent 
for the Home. In this capacity he was 
stationed at Indianapolis and traveled the 
states of Indiana, Illinois, Ohio, Ken- 
tucky and Tennessee. In 1925 he was 
promoted to the position of marine man- 
ager at Chicago, where he had jurisdic- 
tion over the marine business originating 
in ten middle western states. 

Mr. Wreaks will begin his duties at 
the Western department of the Actna 
Fire group on January 2. Associated 
with him in that department will be J. A. 
Aitken, as underwriter, Mr. Aitken hay- 
ing been with the Aetna for a number of 
years, and J. H. Corbett, marine special 
agent. 

E. W. Tinsley will also join the Aetna’s 
Western marine department on January 
2 in the capacity of marine field super- 
visor. Mr. Tinsley is familiar with the 
Actna’s western field, having at one time 
been special agent in Iowa and Ohio, pre- 
viously having traveled the states of 
Minnesota, Wisconsin, Indiana, Illinois 
and Missouri for the Standard of Hart- 
ford. More recently he has been con- 
nected with the Aetna home office as 
superintendent of production. 





NEW BUFFALO AGENCY 


Incorporated with a capital of $50,000 
and a personnel of officers of prominence 
in Buffalo’s business life, the Germony 
Service Co. has opened offices in the 
Huyler building, Delaware avenue, that 
city, to do a general insurance and in- 
vestment banking business. It will serve 
as general agent of the Security Mutual 
Life. Two of its directors, A. EF. Ger- 
mony and Joseph J. Spillman, the latter 
president of the new corporation, was 
formerly manager and assistant manager, 
respectively, of the Security’s [uffalo 
cfice. In addition to its life depart- 
ment the new company will sell all forms 
of liability, automobile, compensation, 
fire, theft, plate glass and burglary in- 
surance. Arthur J. Germony is secre- 
tary of the company. 





GEORGE S. KAUSLER DIES 

George S. Kausler of New (ileans, 
president of George S. Kausler, Lt«., one 
of the leading fire and marine agencies 
in that city, died last Friday at 6! years 
of age. In addition to local agency con- 
nections the agency acts as state agent 
in Louisiana for the Tokio Marine 
Fire. Mrs. Kausler survives the de- 
ceased. 





ELECT NEW DIRECTOR 
Merril P. Callaway, vice-pre: ident, 
Guaranty Trust Co., New York, he been 
elected a director of the Public Fire. 
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Globe & Rutgers 


FIRE INSURANCE COMPANY 
111 William St., New York City 


Le CD 2) 


JANUARY Ist, 1928 





ASSETS 
Bonds and Mortgages........................ $ 149,834.90 
U.S. Liberty Bonds 519,200.00 
Government, City, Railroad and 
other Bonds and Stocks................ 67,965,477.50 
Cash in Banks and Offfice.................. 3,052,132.11 


Premiums in Course of Collection... 8,309,190.10 











Interest Accrued 143,939.12 

Reinsurance Recoverable on Paid 
Losses 53,964.94 
$80,193,738.67 


Surplus to Policy Holders 


LIABILITIES 
NERS ee Tene any 2 $3,500,000.00 
ETE er eee 29,514,599.03 
Reinsurance Reserve ...............--...---- 21,794,727.64 
Losses in Course of Adjustment...... 9,905,412.00 
Commissions and other Items.......... 6,974,000.00 


Reserve for Taxes and Depreciation 8,505,000.00 





$80,193,738.67 


$33,014,599.03 


Losses seitled and paid since organization over $225,000,000 Losses settled and paid 1927 . . $21,408,822.82 


| iyi! ur 1 il" "| \" 


ISSUES POLICIES AGAINST 


Fire, Marine, Tornado, Earthquake, Flood, Hail, Explosion, Riot and Civil Commotion, 
Sprinkler Leakage, Inland Marine Transportation, Parcel Post, Automobile 


Agents in Canada, Manila, Shanghai, London and Principal European Cities 








E. C. Jameson, President 


Lyman Candee, Vice-President 

W. H. Paulison, Vice-President 

J. H. Mulvehill, Vice-Pres. and Secy. 
J. D. Lester, Vice-President 


A. H. Witthohn, Secretary 

A. G. Cassin, Assistant Secretary 
J. L. Hahn, Assistant Secretary 
M. J. Volkmann, Local Secretary 








Progress since Consolidation in 1899 








Dec. 31, 1899 
Dec. 31, 1910 
Dec. 31, 1920 
Dec. 31, 1925 


Dec 











. 31, 1927 





Assets 


$529,282.59 
5,255,362.12 
42,765,374.55 
67,922,096.58 
80,193,738.67 


Reserves 


$26,832.54 
1,936,224.86 
16,593,764.16 
20,265,572.73 
21,794,727.64 


Surplus 


$3,038.94 
2,365,363.37 
11,361,311.89 
24,161,943.85 
29,514,599.03 
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Wideawake Agency 
In a Small City 


FEATURES WINDOW DISPLAYS 





Wm. E. Hodnett Agency at Lincoln, IIl., 
Makes Newspaper Ads Pay Big 
Returns in Premiums 





The Wm. E. Hodnett Agency of Lin- 
coln, Ill., which was second prize in the 
insurance advertising contest at the Na- 
tional Association of Insurance Agents’ 
meeting this fall at West Baden, Ind., is 
the subject of an interesting article in 
the December issue of the “News from 
Home,” the monthly publication of the 
Home of New York. Although Lincoln 
has a population of only 10,000 persons 
the Hodnett agency turns out $80,000 in 
premiums annually. Ninety per cent. of 
the dwelling business written is combined 
fire, windstorm and hail. Miss N. E. 
Hodnett is in charge of the advertising 
of the agency and it was her creative 
ideas that carried the agency’s publicity 
to second place in the contest mentioned. 

About 90% of the dwelling and house- 
hold goods business written by this 
agency is on a one-year basis only, says 
“News From Home.” 

Mr. Hodnett has a theory of his own 
on this. He believes that insurance pre- 
miums are classified by the property 
owner with other annual expenses and 
carrying charges of property, and has 
proved for himself that the purchaser 
will carry a better percentage to value if 
written on a yearly basis, because of the 
lesser current cost. He has always con- 
sidered insurance as much a profession 
as the lawyer’s or doctor’s. 

“Brains are the prerequisite of the 
real insurance man. (We agree with 
him.) That insurance companies are en- 
titled to both application of thought and 
energetic work in an agency, and that 
the agent who works both vigorously and 
conscientiously is worthy of the best 
companies he can find, are two of his 
most earnest convictions. 

“As we might have guessed, the busi- 
est corner in town proudly presents the 
Hodnott Building. And two windows in 
that handsome building help pay the 
rent! Miss Hodnett says these windows 
give them individuality; people identify 
their office as ‘the one with the attrac- 
tive window displays.’ She is constantly 
endeavoring to drive home a _ homely 
message as often as possible in an at- 
tractive setting. That is an ideal worthy 
of any advertiser or window display ex- 
pert. People stop to admire and often 
stay to read and study. And, we venture 
to add, often wander inside to learn 
more and are subsequently sold. 

“Here are shown three more windows, 
.wo on automobile insurance which are 
most unusual and attention compelling, 
and the third a general insurance one. 
The arc behind the house, car and poli- 
cies is a rainbow. On the card at’ the 
left reads, ‘Like a rainbow after the 
storm, insurance is the bright spot after 
the loss. Make your own rainbow by 
insuring today.’ Simple, homely even, 
just as Miss Hodnett says, yet it draws 
the people of Lincoln to their windows, 
which are changed every two weeks. 

“Letters, folders and post cards make 
up their direct mail repertory. Clean 
and crisp off their own multigraph and 
sent out by their own addressograph to 
their mailing list, excluding those already 
carrying the coverage in question, these 
letters must have proved decidedly re- 
sultful. 

“The newspapers are not neglected. 
The copy is exceptionally good and note 
the line, ‘Mr. Faster, in Charge of In- 
surance’ on this and every other piece of 
their advertising. It is the constant 
building up of a personality that helps 
sell such a product as insurance. In ad- 


dition to straight newspaper advertising 
Miss Hodnett keeps the public aware of 
their agency through publicity in the 
news columns. Also by prearranged 
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LONDON SEATTLE MONTREAL 
WINNIPEG DETROIT DULUTH 
PITTSBURGH CLEVELAND BUFFALO 

| PHOENIX COLUMBUS PORTLAND 


MARSH & McLENNAN 
INSURANCE 
FIRE LIABILITY MARINE 


164 W. Jackson Boulevard, Chicago. 


NEW YORK SAN FRANCISCO 
MINNEAPOLIS RICHMOND 

















GROWING BRONX AGENCY 





Fred W. Herbertz & Son, Metropolitan 
Agents for Trinity Fire, Found- 
ed in Year 1880 : 

One of the growing insurance agencies 
in Bronx County, New York City, is 
that of Fred W. Herbertz & Son, 
Charles Herbertz opened the office in 
1880 and later his son, red, joined him. 
In 1904 the agency was appointed as 
branch manager for the Sun and the 
North River. Soon after that the elder 
Mr. Herbert passed away and his son 
took over the business. Since then nu- 
merous companies have been represent- 
ed, including the Germania Fire, Com- 
mercial Assurance, London & Lanca- 
shire and the Norwich Union Fire. In 
recent years the agency has written for 
the New York Underwriters for fire 
lines and the New Amsterdam for cas- 
ualty. The Philadelphia Fire & Marine 
came in for automobile lines. 

The firm name became Fred W. Her- 
bertz & Son when Charles Herbertz was 
admitted to partnership. Early this year 
the agency was appointed metropolitan 
agent for the Trinity Fire of the Cor- 
roon & Reynolds group. This territory 
includes all of Greater New York City 
and Nassau, Suffolk, Putnam and West- 
chester counties in addition. The agen- 
ey is located at 391 East 149th street. 





WHARTON WITH CALEDONIAN 


John C. Wharton, who had been with 
the farm and survey department of the 
Henry Clay, will on January 1, go with 
the Caledonian, succeeding R. T. 
Sweeney as special agent, the latter 
going to the home office, as recently an- 
nounced. 








agreement with their newspapers, all sto- 
ries of fires have immediately following 
them a short squib of the Hodnett 
Agency.” 


ST. LOUIS AGENCY MERGER 





General Agencies of Muckerman & 
Cushman and the Many-Bland 
Office Consolidate 
_ What in many respects is the largest 
and most important merger of general 


insurance agencies consummated in St. 
Louis, Mo., has been announced by the 
participating offices—the Muckerman & 
Cushman Insurance Agency and _ the 
Many-Bland Insurance Agency. -The 
consolidated office will have a premium 
income well in excess of $1,000,000 an- 
nually and may rank as the third largest 
office in the St. Louis district. The name 
of the firm will be changed, effective on 
January 1, to General Insurors, Inc., a 
name more in keeping with the present 
important position of the agency in the 
insurance world. The old corporate 
charter of the Muckerman & Cushman 
Agency will be maintained, however, the 
name simply being changed. 

The directors of the new concern are 
Henry Cushman, Christ J. Muckerman, 
Edgar Jennings, L. H. Trout, Nelson 
Many, Eugene G. Monnig and Jerome G. 
Meyer. The companies in the office are: 
Standard Accident, Northern of London, 
National Union, Home Fire & Marine, 
National Ben Franklin, Transcontinental, 
American Equitable, Mohawk, Safe: 
guard, United Firemen, Metropolitan 
Fire, Manhattan Fire, New England, 
Birmingham, Fidelity Union, North Am- 
erica, California, Commercial Union, In- 
dependence Fire, Missouri State Life, 
Prudential Life, Stuyvesant and Tokio. 





INSURE A BIG MAP 


An enormous relief map of the Boul- 
der Dam and Colorado River regions, 
made by the Los Angeles Water Depart- 
ment, has been insured by the Fireman’s 
Fund. There are always new and un- 
usual covers to those agents who watch 
their chances. 








115 Broad Street 








REINSURANCE 
FIRE AND CASUALTY 


ROSSIA INSURANCE COMPANY : 
of America 


THE FIRE REASSURANCE COMPANY 
of New York 


| AMERICAN RESERVE INSURANCE COMPANY 
| of New York 


LINCOLN FIRE INSURANCE COMPANY 
of New York 


THE FIRST REINSURANCE COMPANY 
of Hartford 


‘Drop in 1928 Fire 








Hartford, Cenn. 














Losses in N. J. Town 


DECREASE OF OVER _ $110,009 
E. Orange Fire Chief Says Prevextion 
Propaganda Had Much to Do With 
Reduction 








Fire prevention efforts have resulted 
this year in the lowest fire loss since 
1915 in East Orange, N. J., and the ‘third 
lowest since the paid fire department 
was organized in 1907. 

Figures compiled. by Fire Chief A. Mc- 
Ginley show a loss so far this year of 
$23,571, or 34 cents per capita. In 1915 
there was a !oss of $12,160 or 286 cents 
per capita. The lowest mark set in the 
city is $7,308 for an average of 21.3 cents 
per capita. At that time there were 
fewer buildings in the city and the total 
population numbered only 34,371, whereas 
there are now approximately. 68,000 resi- 
dents. 

Last year the actual loss was $125,528, 
The low loss this year is attributed by 
the chief to the large number of inspec- 
tions of buildings, thus removing fire 
hazards that might have existed and 
caused greater damage. 

Three hundred and fifty buildings were 
removed or torn down during the past 
year because they were fire hazards, 
Smoke pipes and faulty electrical wiring 
were corrected in a great many cases, 
Propaganda during Fire Prevention 
Week had much to do with the reduc- 
tion in this year’s loss, the report states. 


Public Co-Operated 


In conclusion the report states that 
public co-operation was another reason 
for the great reduction in losses. The 
school children and those at home are 
beginning to uriderstand that fire pre- 
vention is to their advantage as well as 
to their neighbor. The rubbish hazard 
among the dwellers has been to a certain 
extent eliminated and at no time has the 
fire department been compelled to resort 
to the courts to compel a resident to cor- 
rect a fire hazard. 

The oil-burner system is still some- 
what of a problem, the chief states, but 
the system seems to be advancing to a 
stage where much of the heretofore haz- 
ard is being removed. The greatest dan- 
gers of these systems lie in their instal- 
lation in apartment houses. 





BANK PRESSURE RAPPED 





Realtor’s Association Szys Some Banks 
Openly Use Position To Control 
Placing of Insurance 
Real assistance for the California As- 
sociation of Insurance Agents in its cam- 
paign against financial institutions that 
demand the handling of insurance on 
property which they control through 
loans is indicated by the comment in the 
Southwest Realtors’ Bulletin, the official 
organ of the Los Angeles Realty Board. 
This paper calls the criticized practice 
pernicious and describes the inroads 
which the mortgage companies have 
made on the incomes of real estate-m- 
surance men by dictating the placing 
of insurance. The Bulletin says in part: 
“Tt is the practice of certain banks 
and mortgage companies to hold up deals 
unless they are allowed to write the i- 
surance involved. By that means these 
financial institutions have been «ble ™ 
many instances to-drive the realtc: away 
from that business. Rather tha. hold 


up to the deal, he would allow ‘he it- 
surance to be switched and lose th com 
pensation that he had earned by writ 


ing the business.” 





MUTUAL MANAGER ON 7UR 


Carl Sturm, sales manager of ‘¢ Ex 
change Mutual Insurance Co. of | uffalo, 
Y., accompanied by Frede: ck T 


Turner of the sales department, hs been 
calling at the company’s New Yo°« state 
local agencies during the past two weeks 
in a stafe wide tour. 
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AVIATION INSURANCE DATA 





List of Information Articles and Pamph- 
lets Which Have Appeared 
Within Recent Months 


For the benefit of those interested in 
ayiat'on insurance the following is -a list 
of some of the leading articles and 
pamphlets on the subject issued in re- 
cent inonths: 


Int-rnational co-operation concerning classifi- 
cation of aircraft. Holborn letter on Foreign 
Insurance, New York, September 15, ad Oc- 
tober 17, 1927. A translation from an article 
by Herr Bruders in “Neuman’s Zeitscrift fur 
Versicherungswesen.” 

New Spanish aviation insurance pool. 
born Letter on Foreign Insurance. 
15, 1928. 2p. mimeo. 

Pioneer of aviation now underwriter. In 
The astern Underwriter: Auto Insurance Sell- 
ing Edition May 4, 1928, pp. 7-8. Horatio. Bar- 
ber, New York aviation insurance expert, piloted 
frst British passenger plane; taught flying in 
war; owned fleet of aircraft, Discusses world- 
wide aviation insurance, 

The Problem of aviation insurance. 
H. Babos. 
1709-11. 


Hol- 
September 


Henry 
In Aviation, June 11, 1928, pp. 1680; 
A survey of available forms of cover- 


age. 

sSuestion of agents about aviation cover an- 
swered. In The Eastern Underwriter, August 
13, 1926. pp. 15-16. Gives questions and an- 
swers relative to fire and casualty aviation cov- 
erages which are being written by the Inde- 
pendence companies. 

Rate reduced to cover flying hazard—Barber 
& Baldwin statement. In The Eastern Under- 
writer June 8, 1928, p. 11. Announces the re- 
duction of 40 to 50% in the extra premium 
heretofore added to the regular premium on life 
policies to cover the flying hazard. 

Reducing the cost of fire insurance. W. Par- 
ker. In Aviation, May 28, 1928, p. 1521. The 
savings affected by the Swallow Co. by changes 
in their building. 


Relation of aviation to insurance. Harry C. 
Fry. In the United States Review. June 7, 
1928. p. 7. 

Sidelights on aviation insurance. W. Eugene 


Roesch. In Spectator May 12, 1927, pp. 39; 41. 
Simple rules for guidance of agents and 
brokers when submitting aviation insurance lines. 
In Weekly Und. & Ins. Press, July 16, 1927. 
pp. 124-125; 127,129. Policy forms available 
and rates for various covers. Furnished by 
Barber & Baldwin and the Independence Com- 
panies. 
Why Europe leads in aerial insurance. Scan- 
dinavian countries make progressive move. In 
Weekly Und., February 7, 1920. pp. 233. De- 
scribes the Northern Pool for Aviation Insur- 
ance. 





BRITISH LOSSES GREATER 


On the basis of the London “Times” 
monthly estimates, the total cost of the 
principal fires in Great Britain and Ire- 
land during the first eleven months of 
this year amounted to $24,884,000, com- 
pared with $18,272,000, an increase of 
$6,112,000. Allowing an addition of 50% 
in respect of the fires costing less than 
£1,000, the total cost of all the fires in 
Great Britain and Ireland during the 
last eleven months amounts to £7,465, 
200, as compared with £5,481,600 in the 
same period of last year, representing 
an increase of £1,983,600. The total for 
the last eleven months of £7,465,200 com- 
pares with total estimated losses for the 
whole of 1927 of £6,495,000, so that the 
figures for the last eleven months ex- 


ceed those for the whole of 1927 by 
£970,200, 





NEW “DEPRECIATION” FORM 


The Fonciere Fire Ins. Co. has brought 
out 2 new policy form for this type of 
Msurance which is to reimburse the as- 
Sure in case of fire for the difference 
between actual cash value and new val- 
ue, according to “La Reassurance.” The 
Policy of the Fonciere has been de- 
signed as a “happy medium” between 
the (:erman and English forms for this 
type of coverage. 





ESQUERRE WITH EMPIRE FIRE 
Henri P. Esquerre, formerly with the 
New York and Chicago marine offices 
of the Insurance Co. of North America, 
as Leen appointed assistant inland ma- 
Yo eet of the Empire Fire of New 
ork 


G. & R. JOINS AIR POOL 





Becomes Ninth Member of the United 
States Aviation Underwriters; Adds 
Large Facilities 
The Globe & Rutgers has joined the 
United States Aviation Underwriters, 
Inc., composed heretofore of four fire 
and four casualty companies, under the 
control of David C. Beebe, president. The 
addition of this powerful company en- 
hances considerably the facilities of the 
pool. Mr. Beebe, who has been presi- 
dent of the group since its inception, is 
a former air service pilot and for the 
last eight years has been engaged in in- 
surance in New York. The technical end 
of the business is under the control of 

Reed M. Chambers, vice-president. 

Those companies now belonging to the 
group are the National Union Fire, 
North River, Pacific Fire, United States 
Fire, Maryland Casualty, New Amster- 
dam, New York Indemnity and U. S. 
Fidelity & Guaranty. 





INSTITUTE ALTERS CLAUSE 


The Institute of London Underwriters 
has announced that Clause (g) of the 
Institute Ten Per Cent Disbursements 
Clause will be amended from January 1, 
1929, to read: 

(g) “Excess liabilities in the terms of 
the Institute Clause and other excess 
collision liabilities;” the Technical and 
Clauses Committee having made a rec- 
ommendation to this effect. 

_The exact text of this clause after pro- 
viding that amounts insured p.p.i. or 
“full interest admitted,” shall not ex- 
ceed 10% of the values of the hull and 
machinery, proceeds to impose upon the 
assured certain restrictions in regard to 
insurances on premiums, freight, time 
charter and other interest, amongst 
these being “excess liabilities in the 
terms of the Institute Clause only,” this 
being Clause (g), which is now amended. 


COSMOPOLITAN DIRECTORS 

The Cosmopolitan Fire board of di- 
rectors on Tuesday elected the three fol- 
lowing additional directors: Willis F. 
Fitch, vice-president of F. L. Putnam & 
Co., Inc.. of Boston; W. Wallace Lyon 
of W. Wallace Lyon & Co. of New York. 
and Robert Van Iderstine, president of 


the Guardian Fire Assurance of New 
York. 








ALBERT W. HULL IS DEAD 
Albert W. Hull, who had been with 
the London Assurance for thirty-five 
years, died last week at his home in 
Paterson, N. J. He joined the New 
York office of the company in 1893 and 
was promoted to successively higher po- 
sitions until he became superintendent of 

agencies of the Western department. 





ACOA Ae ten NN 


GERMAN FIRE REINSURANCE 


Vast Improvement Shown in 1927 Over 
1926, But Losses on Direct Risks 
Are Large in 1928 


Fire reinsurance in Germany, the most 
important of reinsurance lines, showed 
a vast improvement in comparison with 
the results of 1926. Reinsurers made 


an underwriting profit of 2,405,000 RM. 
as against a loss of 1,714,000 for the pre- 
ceding year. Gross premiums were 147,- 
000,000 Marks as against 146,000,6v0 in 
1926. 

Direct fire business in Germany was 
even better in 1927, bringing an under- 
writing profit of 7,327,000 RM. whereas 
in 1926 the profit was only 1,756,000. 
Gross premiums, just as for reinsurance 
business, have not changed much, nor 
have the premiums retained for own ac- 
count. American companies which are 
underwriting a very considerable amount 
of German fire reinsurance business will 
also have benefited by the general trend 
in this line. 

The general tendencies are irregular 
at present and it remains to be seen what 
the reinsurance results of 1928 will show. 
Losses in the direct business according 
to preliminary figures show a consider- 
able increase for this year. 





DRY HIDES FOR RIVER PLATE 


Letters of indemnity and clean bills of 
lading, safeguarding of industries pro- 
cedure, and the inferior condition of dry 
hides on arrival at Liverpool from the 
River Plate were among the matters dis- 
cussed at the monthly council meeting 
of the Liverpool Chamber of Commerce 
recently. The representative of the 
Underwriters’ Association agreed that 
in many instances the bills of lading 
were unnecessarily claused, but stated 
that as underwriters, they were entire- 
ly opposed to letters of indemnity. 

It was reported that the attention of 
British Chambers of Commerce at 
Montevideo and Buenos Aires had been 
called to the inferior condition in which 
dry hides (particularly of the Ameri- 
.can type) have been arriving at Liver- 
pool during the last and commencement 
of this season, and it had been pointed 
out that if they continued to arrive in 
the same condition it would militate con- 
siderably against this business. The 
Chambers of Commerce at Montevideo 
and Buenos Aires had been asked to 
bring the matter to the notice of their 
members with a view to securing that 
future shipments of hides might be re- 
lied upon to be landed in a good dry 
condition. 





COMPREHENSIVE AUTO POLICY 
The Tariff Association of Automobile 
Underwriters in England has broadened 
the general policy conditions and has 
also introduced a comprehensive auto- 
mobile policy, under which fire, theft, 
collision, accident and liability are cov- 
ered. 











APPLETON & COX, Inc. © 


8 South William Street, New York 








AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co., New York 
Admited Assets, $6,034,982.98 
Tokio Marine and Fire Insurance Co., Ltd., Tokio | 
Admitted Assets, $9,771,118.88 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,363,929.39 
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FIRE-MARINE ON SAME RISKS 
British Underwriters Ask Who Ought to 
Pay for Fire on Goods 
While in Storage 
Under the above caption the Commer- 
cial of Manchester says that a very dif- 
ficult situation is frequently created by 
the double insurance of fire risks under 
marine policies and fire policies on the 
same cargo. The question is at pres- 
ent being examined by a sub-commit- 
tee of the International Marine Insur- 
ance Union. Many policies, contain a 
condition that cover against fire be- 
comes inoperative in the event of an- 
other insurance against fire being in ex- 
istence. If both his marine policy and 
his fire policy contain similar clauses, 
an assured merchant might easily find 
himself in a very awkward situation. His 
excess of provision would appear to can- 
cel itself out, leaving him with a curi- 

ous embarras de richesse. 

The view of marine underwriters, says 
the Commercial, is that since they do 
not usually obtain any special premium 
for covering fire risk during the cur- 
rency of their policies, it is unfair on 
the part of fire offices to seek to avoid 
their risk during the temporary cur- 
rency of a marine policy. This does not 
appear to be an unreasonable view, but 
it is one that marine underwriters are 
finding extreme difficulty in persuading 
fire offices to accept. As a matter of 
principle, marine underwriters take the 
view that they ought to cover only tran- 
sit risks, leaving storage risks while 
goods are in port to fire underwriters, 
and it would certainly appear inequitable 
for the whole of a fire loss on goods 
in port to be recoverable from marine 
underwriters, while a fire policy on the 
same goods escaped liability altogether. 





SILVER SERVICE TO LLOYD’S 





Brokers Present Gift Saying Their In- 
terests Are Identical With Those 
of Underwriters 
A service of silver, together with an 
address, has been presented by the 
brokers of Lloyd’s to Lloyd’s Corpora- 
tion to mark the latter’s establishment in 
the new building in Leadenhall street 
which was opened by King George last 
March. The presentation ceremony took 
place in the library in the presence of 
a large gathering of underwriters and 
brokers. H. J. F. Dumas presented the 
gift, which was accepted by Sir Percy 
Mackinnon, chairman of Lloyd’s, on be- 
half of the Corporation. The silver serv- 
ice was displayed in the library, and 
after the ceremony was inspected by 

those present. 

Mr. Dumas read the address, which 
follows: 

“Lloyd’s brokers, whose names are 
here inscribed, desire to signalize their 
unity with Lloyd’s as it enters for the 
first time a home of its own, after nearly 
two centuries and a half of intimate and 
honorable association with commercial 
development in all countries, and espe- 
cially in the British Commonwealth of 
Nations. 

“Primarily a society of underwriters, 
Lloyd’s is nevertheless indissolubly asso- 
ciated with brokers. Perhaps the great- 
est name in its history is that of Anger- 
stein, who was broker as well as under- 
writer. The great movement, character- 
istic of the last half-century, devoted to 
making a Lloyd’s policy unquestionably 
secure, was carried to success by the 
efforts of brokers as well as of under- 
writers, and brokers are glad to remem- 
ber that when critical events have oc- 
curred they have been allowed to join 
with underwriters in work for the com- 
mon good. Superficially the interests of 
broker and underwriter may appear to 
be opposed, but fundamentally they are 
identical. 
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a In Limelight As 
Leaders Size “Up “Che Year 


‘ 


Compulsory Fiasco There Expected to Discourage Idea Elesewhere; 
United Front Needed to Cope with Bay State Commission 
Situation; Faith in National Bureau Expressed; 

1929 Outlook Encouraging 


The year 1928 is going down into in- 
surance history as one of unusual de- 
velopments during which an increasing 
number of new companies were born and 
many executive changes were made. On 
the whole it may be said that it has been 
reasonably satisfactory from a casualty 
and surety underwriting standpoint. 
Outstanding among the happenings of 
the year has been the evident failure of 
the compulsory automobile liability law 
in Massachusetts, resulting in a tangled 
commission situation, and wiping out 
with a resounding finality the possibility 
of any underwriting profit. 

In spite of this state o1 affairs, many 
executives take a constructive, evcn opii- 
mistic, viewpoint of the situation in that 
it will prevent similar experiments else- 
where. Though the Bay state automo- 
bile underwriting loss this year is ex- 
pected to be worse than in 1927, the 
teeling in some quarters is that the loss 
will be well worth the price if it will 
discourage the spread ot insurance by 
compulsion. 

3ecause of the keen interest aroused 
by this and other problems faced during 
the year, The Eastern Underwriter this 
week presents the results of a nation- 
wide questionnaire conducted with the 
idea of bringing’ out the opinions of 
some of the best minds in the business. 
The answers given to the following ques- 
tions are intended to show with what 
degree of optimism or otherwise the year 
1928 is regarded and what the outlook 
for the new year will be. 

Seven Questions Asked 

1. Do you believe that the aggregate 
figures of casualty and surety companies 
will show a net underwriting profit on this 
year’s business? If so, is the result due 
to a general improvement in underwriting 
conditions affecting all lines or may it be 
attributed to profit in certain lines? 

2. How does 1929 shape up as to an 
increase in volume and possibility of un- 
derwriting profit? 

3. IWhat development during 1928 do 
you consider as the most constructive 
from the standpoint of the good of the 
business? 

4. In your own experience will auto- 
mobile liability show an improvement this 
year or wil it continue to show up in 
red figures as has been the case for the 
past two years? If improvement ts noted, 
what have been the contributing factors? 

5. Inasmuch as the cut ix top commis- 
sions in Massachusetts from 17.2% to 
12% on automobile business puts the pro- 
ducers’ compensation at a point where 
they cannot afford to handle the business 
profitably, what. effect will this situation 
have on the agency system? 

6. In the light of recent developments, 
what ts your prediction as to the future 
of the National Bureau of Casualty & 
Surety Underwriters? 

7. How do you regard the growing 
tendency toward the group idea in casu- 
alty compantes? Do you predict that the 
experience of fire companies wii! be re- 
peated in the field of casualty insurance? 

An Analysis 

An analysis of the responses received 
from such a questionnaire is always in- 
teresting in that it points to a diversity 





of opinion. In the first question asked, 
for example, it was thought by some that 
an underwriting profit, even though 
small, would be shown on 1928 business. 
But the predominance of opinion is that 
the companies generally will report un- 
derwriting losses. “The improvcment, if 
any,” said one executive, “will be mainly 
because of better rate conditions in the 
automobile and workmen’s compensation 
fields.” 

All indications point to increased busi- 
ness in the new year, with the prediction 
that the competition will be keener be- 
cause of the new companies in the field. 
It is quite obvious that the older com- 
panies will find it increasingly difficult 
to keep up their volume due to this situa- 
tion. The mature judgment of Charles 
R. Miller, president, Fidelity & Deposit, 
is that the surety business is now fac- 
ing an increasing ratio of capital and 
surplus with a declining ratio of total 
volume. He feels that although the situ- 
ation is a little disturbing it will not be 
the occasion for alarm if all the compa- 
nies will observe proper practices and se- 
cure fair rates. 

The majority of the answers to the 
third question pointed to the failure of 
the compulsory law in Massachusetts as 
the 1928 development which is most con- 
structive from the standpoint of the 
good of the business. It was tersely put, 
however, by F. J. O'Neill, president, 
Royal Indemnity, that the past twelve 
months had shown confusion rather than 
corfstruction. 


Bay State Commission Situation 
Unfortunate 

Some of the executives were optimis- 
tic that the automobile liability line 
would show an improvement and among 
the reasons given for this were: (a) in- 
creased rates; (b) better claim service; 
(c) improvement in traffic regulation; 
and (d) various ambulance chasing in- 
vestigations. Other replies received in- 
dicated, however, that there was nothing 
about the automobile liability business 
which would give any encouragement to 
expect other than red figures. 

The whole Massachusetts situation, 
arising out of the new auto liability rates 
for 1929, is an unfortunate one in the 
opinion of the leaders. Apparently 
those questioned did not care to go deep- 
ly into the effect on the agency system 
of the cut in agents’ commissions under 
the 1929 schedule, hut the thought was 
well expressed bv H. P. Jackson, presi- 
dent, Norwich Union Indemnity, that 
such a crisis should awaken the neces- 
sity of close co-operation and the for- 
mation of a united front on the part of 
agents and brokers so as to protect their 
own interests in the future. 

The reaction to the question relative 
to the future of the National Bureau of 
Casualty & Surety Underwriters in the 
light of recent developments was thot it 
will emerge “bigger and stronger than 
ever.” 

Meany interesting responses were re- 
ceived as to the tendency toward the 
group idea in the casualty business but 
it was generally felt that it would not 
be to the same extent as it has devel- 
oped with the fire companies. 

In order to give individual replies re- 
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ceived the publicity they deserve The 
Eastern Underwriter has grouped below 
the opinions of the various executives 
and the companies they represent. 


cA> Duncan Reid 


President, Globe Indemnity 


1. The aggregate figures of casualty 
and surety companies will probably ap- 
proach an underwriting profit this year 
to a greater degree than in preceding 
years. 

2. There will undoubtedly be some- 
what of an increase in volume during 
1929, but the percentage will not be as 
great as in preceding years. The prob- 
ability of underwriting profit will con- 
tinue to be uncertain. 

3. Probably the most constructive ef- 
fort that has been put forth for the good 
of the business as a whole during the 
year 1928 was that pertaining to the 
standardization of acquisition cost. 

4. The experience on automobile lia- 
bility will show an improvement this 
year as compared with 1927, due to in- 
creased rates. 

5. The problem arising out of the 
compulsory automobile conditions in 
Massachusetts makes it very difficult for 
the producing agents generally. I do not 
regard such a condition, however, as one 
that will have any permanent effect on 
the agency system. It is to be hoped 
that it will direct the attention and ef- 
forts of the agents to the miscellaneous 
lines. 

6. I predict that the National Bureau 
of Casualty & Surety Underwriters will 
continue indefinitely and become in- 
creasingly more efficient and more neces- 
sary to the casualty and surety business 
as a whole. 

There will probably be an increas- 
ing tendency toward the group idea in 
casualty business, but not to the same 
extent as it has developed with the fire 
companies. 


GJ. M. Haines 


Assistant U. S. Manager, 
London Guarantee & Accident 


1. My impression is that those com- 
panies that conduct their business along 
sound lines will have a reasonably sat- 
isfactory year in 1928. When their 
statements are combined with those of 
the other companies, however, the prob- 
abilities are that on the casualty busi- 
ness as a whole not much better than 
an even break will be shown. The im- 
provement, if any, will be mainly be- 
cause of better rate conditions in the 
automobile and workmen’s compensation 
fields. 

2. If the increase in industrial activity 
noted in 1928 is maintained the total 
volume of casualty business should be 
increased materially in 1929 but because 
of the new companies now in the field 
with greater writing power, the older 
companies will probably have some dif- 
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ficulty in securing their share of the in- 
crease. The possibility of underwriting 
profit is as doubtful as it has been for 
some years past since at the best the 
margin in the casualty business is so 
small as to make it increasingly diffi- 
cult for any company to come out on 
the right side of the ledger. 

3. Apparently we are to have a con- 
structive program for the handling of the 
problem caused by the demand for finan- 
cial responsibility for automobile acci- 
dents which can be supported whole- 
heartedly by the companies and others 
interested. If present prospects are 
realized this in my opinion will have 
been the most constructive development 
in 1928 from the standpoint of the good 
of the business. 


4. If there has been any underwrit- 
ing loss on automobile liability business 
in 1928, I believe it will have been be- 
cause of three things: (a) The effect of 
the high loss ratio on the compulsory 
Massachusetts business; (b) Failure to 
recognize in previous years that liability 
claims cost more to settle with the re- 
sult that inadequate reserves were set 
up; (c) Improper practices in the writ- 
ing of automobile fleets. 

The increased rates applying through- 
out 1928 and the beneficial results of the 
ambulance chasing investigations should 
have put the automobile liability busi- 
ness on the right side by a small mar- 
gin, other things being equal. 


Necessity for National Bureau 


5. I cannot yet bring myself to be- 
lieve that a fair remuneration will be 
denied those Massachusetts agents and 
brokers whose services to the insuring 
public and to the companies are more 
necessary than ever under the compul- 
sory automobile insurance act. If such 
a rank injustice prevails the effect upon 
the agency system will be disastrous but 
not less so than upon the companies 
themselves. : 

6. Scientific rating, state regulation ot 
rates and small profit margins preclude 
the underwriting of casualty insurance 
on “hunches” or on the theory thiat the 
rates charged shall be whatever the tral- 
fic will bear. Under such circumstances 


it is difficult to see how the business can 
exist without the National Bureau ol 
Casualty & Surety Underwriters or some 
similar rating bureau. To have a few 
companies outside the National /)ureat 


is one thing but not to have any cen- 


tral rate-making authority could only re- 
sult in chaos. 
7. Since there is still no rea! neces- 


sity for an agent representing more than 
one casualty company it is not likely that 
developments in the fire field will be 
repeated in the casualty biisiness. The 


purpose underlying the organiz@iion ol 
casualty companies in groups is to [aP 
new sources of production by de “lopins 
separate agency plants and to gun this 
end such companies will try to maintain 


their identity as far as possible w th pet 
haps only the executive contr 
The result 
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same as in the case of any new com- 
pany that secures its agency plant at the 
expense Of the older companies. 


M. &. Cornelius 


Vice-President, Continental Casualty 


1. I believe that the aggregate figures 
for miscellaneous casualty lines exclud- 
ing surety will show an underwriting 
Joss on this year’s business. Compensa- 
tion is as bad as ever and there will 
probably be an underwriting loss of not 
less than 7% on this line. The auto- 
mobile public business has gotten worse, 
due {0 increasing accident frequency and 
increasing average cost of claims. The 
situation has been aggravated by the 
very heavy underwriting loss the compa- 
nies have incurred on Massachusetts 
compulsory business. 

It is reasonably certain that the com- 
panics will suffer an underwriting loss 
on their automobile public liability busi- 
ness. The underwriting loss on the two 
major casualty lines, compensation and 
attomobile public liability will be con- 
siderably larger than the underwriting 
profit on the remaining miscellaneous 
lines such as burglary, plate glass, mis- 
cellanecous public, etc. The year has 
been satisfactory from a surety stand- 
point and there should be a substantial 
underwriting profit on surety lines so 
that on the casualty lines over all in- 
cluding surety the companies may come 
close to breaking even. My guess is 
there will be a slight underwriting loss 
over all. 

2. It looks to me as if 1929 from an 
underwriting standpoint will be largely 
a repetition of 1928. There should be 
an increase in volume in the aggregate 
for all companies but because of the 
great number of new casualty compa- 
nies which have been organized the old 
established companies will have difficulty 
in making any substantial increases. 

3. The 1928 development which is 
most hopeful from the standpoint of 
casualty insurance is the Massachusetts 
compulsory automobile insurance fiasco 
which has demonstrated pretty conclu- 
sively the fallacy of this type of compul- 
sory automobile insurance. It seems to 
me that this development should pre- 
vent similar experiments elsewhere and 
if so it has been well worth the price 
which the companies will have to pay 
in the way of underwriting loss on 
Massachusetts business. 

4. My opinion as to this query has 
already been expressed. There has 
been no improvement in the automobile 
liability line, and at least to the extent 
of the serious Massachusetts underwrit- 
ing loss the situation is worse. 

Puts General Agent Out of Running 

5. The effect of the recent action in 
Massachusetts, limiting acquisition to a 
maximum of 12%, has been to put the 
general agent out of business in so far 
as that line is concerned. It is of course 
a local situation, confined only to one 
line and hence in and of itself will not 
materially affect the agency system. The 
whole Massachusetts situation both from 
the standpoint of companies and agents 
is impossible and presumably will have 
to be corrected. I do not believe that 
similar mistakes will be made elsewhere 
but if they are the effect on both the 
companies and the agents will be dis- 
astrous and in the long run the situa- 
tion would be almost as bad from the 
Stan‘point of the public, because eventu- 
ally an almost prohibitive premium 
would have to be charged. 

6. In my opinion recent developments 
will have no substantial or permanent 
effect upon the future of the National 
Bureau of Casualty & Surety Under- 


Writers. The differences of opinion 
which have brought about such develop- 
men's will undoubtedly be ironed out 


and ‘he bureau will go on as heretofore. 
Such a bureau is absolutely indispens- 
able to the welfare of casualty insurance 
and ‘f anything should happen to it the 
companies would soon be obliged to form 
another bureau. Similar situations, some 
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of them much more serious than the 
present one, have occurred in the past 
without materially affecting the gener] 
functions of the bureau and history will 
repeat itself. 

7. There is undoubtedly a trend to- 
ward the group idea in casualty insur- 
ance and t® a certain extent the experi- 
ence of the fire companies will be re- 
peated in the field of casualty insurance. 
In my opinion this tendency is not ob- 
jectionable but rather the reverse and 
I expect a slow, but none the Icss defi- 
nite, development along these lines. 


F. Highland Burns 


President, Maryland Casualty 


1. JI am unable‘to say as I have not 
heard from the other companies. 

2. Most promising. 

3. Failure of compulsory automobile 
plen in Massachusetts. 

4. Yes, the contributing factor being 
better claim service. 

5. None, except in Massachusetts. 

6. Will become better and stronger. 

7. Most harmful to agents and of no 
benefit to companies. No. 


F. Gf. ONeill 


President, Royal Indemnity 


1. Have no means of knowing, except 
that this company will return an under- 
writing profit. 

2. Would expect a modest increase in 
volume generally, although there are 
plenty of companies to absorb whatever 
increase there may be. 

3. Have seen no such development. It 
has been a year of confusion rather than 
of construction. 

4. I believe the automobile liability 
business will show an improvement for 
1928, as the result of three conditions: 
(a) Rates; (b) Improvement in traffic 
regulation; (c) Various ambulance chas- 
ing investigations. 

5. I believe the cut in top commis- 
sions in Massachusetts from 17.2% to 
12% on automobile business appears to 
be unjust. TI would not care at this time 
to discuss what effect it might have upon 
the future of the agencv system. 

6. I believe the National Bureau of 
Casualty & Surety Underwriters to be a 
strong factor for good of the business. 
Tn view of that I believe it will prevail. 
I don’t think any single company is 
greater than the business itself. 


HH. L. Jackson 


President, Norwich Union Indemnity 


1. The aggregate figures of the cas- 
ualty and surety companies, members of 
the National Bureau, show a net under- 
writing loss for the past five years and 
IT see no reason to anticipate any dif- 
ferent result for the calendar year 1928 

2. The total volume of casualty busi 
ness has increased materially and stead- 
ilv for the past five years and I expect 
1929 to show a further increase bv rea- 
son of natural increase in insurable in- 
terests attendant unon the commercial 
and industrial growth of the country and 
the further intensifving of production 
effort by agents and brokers. It does 
not appear to me that 1929 holds out 
any possibility of an underwriting 


profit in the aggregate results, bearing 
in mind the unfavorable results of re- 
cent past years and the present situa- 
tion respecting rate levels and competi- 
tion in the production field. 

3. I believe the most constructive de- 
velopment during 1928, from the stand- 
point of the good of the business, is the 
events which have transpired in Massa- 
chusetts respecting the compulsory auto- 
mobile law in force in that state. It 
seems to me that the results have con- 
clusively proved that the type of law 
which Massachusetts has for the purpose 
of providing financial responsibilities on 
the part of motor vehicle operators is 
unsatisfactory. While the experiment 
has been costly and annoying to many 
individuals and companies, there has 
been fought out on that battle-ground 
what otherwise might have been experi- 
mented with in other important states 
with a multiplication of expense and 
general disturbance. 

Sees Group Idea Forthcoming 

4. Our automobile liability business 
will show a loss this year although there 
is an improvement over the results of 
last year attributable, I believe, to rate 
increases and territorial corrections. 

5. One effect of the commission situ- 
ation in Massachusetts should be to 
awaken the agents to the necessity of 
close co-operation and the formation of 
a united front looking to the protection 
of their own interests in the matter of 
public relations and departmental regu- 
lation. 

6. I have faith in the future of the 
National Bureau of Casualty & Surety 
Underwriters. 

7. Bearing in mind increasing ex- 
pense factors, it seems logical that the 
theory of “mass production” as ex- 
emplified in present-day manufacturing, 
is applicable to and points the way to 
the future of sound company operation, 
having equal regard for the welfare of 
the policyholders, the stockholders, and 
the producers. It would seem that the 
casualty business must of necessity fol- 
low modern business trend and we can 
regard the “group idea” as forthcom- 


ing. 
F. SG. Morris 


President, 
Standard Surety @ Casualty 


1. It is my belicf that the ageregate 
figures of casualty and surety companies 
will not show a net underwriting profit 
on the 1928 calendar year business. 

2. I look for a continuance of the 
prosperity of the country and would not 
be surprised to find, as a whole, some in- 
crease in the volume of casualty and 
surety business to the companies and 
with a possibility of a small underwrit- 
ing profit. 

3. The answer to this question is my 
basis for the answer I have given to 
question 2. The change in the method 
of rating the so-called small compensa- 
tion risk and the computing of the mini- 
mum premiums on such risks which has 
been adopted for the state of New York 
and will likely be introduced and adopted 
elsewhere throughout the country, will 
have a needed and beneficent effect upon 
the premium volume and net underwrit- 
ine result. The investigation that was 
recently concluded in New York and 
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Brooklyn in the matter of exposing am- 
bulance chasing lawyers and the making 
of fraudulent claims will certainly have a 
marked effect on general liability and 
automobile business in favor of the in- 
surance carriers. These two situations 
I regard as the most outstanding con- 
structive work that has been accom- 
plished in 1928 from the standpoint of 
the good of the business and the result 
will be more markedin 1929 than during 
this calendar year. 


4. There is nothing about the auto- 
mobile liability business as far as I can 
see which gives any encouragement this 
year to expect a black figure. 

5. The Massachusetts automobile sit- 
uation presents many discouraging an- 
gles, company-wise as well as agency- 
wise, and I would personally not wish to 
attempt to gauge the effect that the re- 
duction in commission will have on the 
agency svstem. The whole picture is an 
unfortunate one. 


6. The National Bureau of Casualty 
& Surety Underwriters as such seems to 
be a very necessary medium for the com- 
panies. I do not regard the present dis- 
turbances as being permanent in charac- 
ter. When a suitable remedy is applied 
I believe the bureau will function in a 
way expected of it. 

7. I do not look for any amalgama- 
tion of the casualty interests as we have 
seen in the fire field and IT do not regard 
the late happenings as a growing ten- 
dency in that direction. 


GC. R. Miller 


President, Fidelity & Deposit 


Note—The replies of Charles R. 
Miller, president, Fidelity & Deposit, 
were confined to one or two points sug- 
gested in The Eastern Underwriter 
questionnaire inasmuch as the F. & D. 
writes only in the fidelity and surety 
field. He has the following to say: 

It has been and will continue to be 
quite difficult for the old surety com- 
panies to keep up their volume due to 
the increasing number of companies en- 
tering that particular field. A compila- 
tion of the figures will I think show that 
during the last two or three years the 
aggregate volume of fidelity and surety 
business written by all the stock com- 
panies has increased very little, so we 
are facing an increasing ratio of capital 
and surplus in the business with a de- 
clining ratio of total volume. The situa- 
tion although a little disturbing will not 
be the occasion for alarm if all the com- 
panies will observe proper practices and 
secure fair rates. 

The year 1928 will, I think, vield a 
small underwriting profit on fidelity and 
surety business, but that profit, al- 
though it may show a fair percentage 
or the premium receipts, bears a very 
small percentage to the aggregate 
smount of risks assumed. 

tT am hopeful that there are coming 
into the business no disturbing factors, 
but with the present situation confront- 
ng us I would not care to make any 
»redictions as to 1929 and subsequent 
years. 





F. E. B. SCOTT MAKES CHANGE 


Made Vice-President and General Man- 
ager of Mayflower Casualty, Newark; 
Has Had Wide Experience 

Tt has been announced by the May- 
flower Fidelity & Casualty of Newark, 
that Frederick FE. B. Scott, resident 
vice-president of the Hudson Casualty 
of Jersey City, has been elected vice- 
president and general manager of the 
company, effective on January 1. 

Mr. Scott has had a long and varied 
experience in casualty underwriting, hav- 
ing been associated with the Ocean Ac- 
cident. Globe Indemnity, Zurich, and the 
Norwich Union Indemnity. Last July 
he was elected resident vice-president of 
the Hudson Casualty. 
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The Development of the Law ia Master and Servant 


The legal system of the United States 
and of the several “states, with the ex- 
ception of Louisiana, is a common law 
system which we have inherited from 
England. Common law is that system 
of law or form of the science of juris- 
prudence which has prevailed in England 
and in the United States in contradis- 
tinction to other great systems, such as 
the civil law, which is the Roman system 
and which prevails on the continent of 
Europe and in those newer countries 
which were settled by people from the 
continental countries, and—to a modified 
, degree—in Louisiana where it is a part 
of the heritage of the French Settlement. 

The most promine nt characteristic of 
the common law is its elasticity. ‘Under 
the common law neither the stiff rule 
of long antiquity on the one hand nor, 
on the other, the sudden changes of a 
present arbitrary power, are allowed as- 
cendancy. But under the sanction of 
constitutional government each of these 
is set off against the other. 

In theory, the common law is merely 
natural law, and it is as much the crea- 
tion of God as are the laws of nature, 
and when we say that the common law 
is created by decided cases, we speak in- 
accurately, because decided cases do not 
create; they only declare what the law 
is and always has been. 


Original Decision in 1837 


The law of master and servant, as a 
branch of the common law, of course 
has always existed and there were statu- 
tory enactments both in England under 
the common law, and in Rome and in 
Continental Europe under the civil law, 
affecting the rights and obligations of 
master and servant. But apparently 
under the common law, at least, the right 
of the servant to recover from his mas- 
ter for personal injury was not estab- 
lished until 1837. There is no decision 
either in England or in the United 
States upon this topic until that date. 
The reason for this is perfectly obvious. 
Prior to that time, the law was most 
concerned with the extent of the master’s 
authority over the servant, and his prop- 
erty rights in the servant who, in many 
instances, was a slave, and probably in 
most instances was not more than half 
free; and the social and economic con- 
dition of the servant was considered only 
in connection with his remuneration and 
condition of living. 

From the time of the original decision 
in 1837, affecting the right of a servant 
to recover for personal injury, down to 
the later years of the last century, there 
was built up in this country and in Eng- 
land a great body of decisions, dealing 
with the rights and liabilities of master 
and servant. In the latter part of the 
last century, common law decisions be- 
gan to be modified by legislative enact- 
ments which are generally termed’ “em- 
ployers’ liability acts” which, in turn, 
have been further modified during the 
last fourteen years in this country, and 
prior to that time in England and Ger- 
many, by legislative enactments known 
as the “workmen’s compensation acts.” 

All servants of a common master, en- 
gaged in a common service, are divided 
into two classes: fellow servants and 
vice-principals. Fellow servants include 
all servants engaged by a common mas- 
ter in a common enterprise in a purely 
Operative capacity. Vice-principals in- 
clude all servants to whom are delegated 
administrative authority. It is possible 
for the same employe to be both a fel- 
low servant and a vice-principal, but not 
at the same time. It is the nature of 
Welsby’s reports. The earliest Ameri- 


By EDWARD I. TAYLOR 
Vice-President, Century Indemnity Company 


the act being performed, or to be per- 
formed, at the time the injury occurs, 
which is controlling on the question as 
to whether the servant is a fellow serv- 
ant or a vice-principal. This is the gen- 
eral rule. 


Fellow Servant Rule 


A master is always liable for the acts 
of his servants, generally speaking, with- 
in the scope of their authority. But 
there is one very important exception 
and that exception is known as the “fel- 
low servant rule,” which was declared 
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by the earliest decided cases and which 
has continued in one form or another to 
be the law down to the time of the en- 
actment of the workmen’s compensation 
acts. It was modified in a substantial 
degree by the employers’ liability acts, 
as we shall see hereafter. Briefly stated, 
the rule is that a master is not liable 
for injuries caused to his servant by the 
negligence of a fellow servant employed 
in the same common service. This rule 
in turn is modified by two important ex- 
ceptions. The first exception is that the 
master shall be liable if the fellow serv- 
ant at the time of his negligence is act- 
ing as vice-principal; and the second 
modification is that the master shall be 
liable if the fellow servant whose negli- 
gent act caused the injury was incom- 
petent to do the work for which he was 
hired at the time he was hired, or has 
become incompetent since the hiring. 
The last exception, strictly speaking, 
has nothing to do with the fellow serv- 
ant rule, and it is not an exception to 
the fellow servant rule. The master is 
held liable under such circumstances, not 
because of the negligence of tthe fellow 
servant, but because of his own negli- 
gence in selecting or retaining an incom- 
petent servant; so that it really falls 
within the division of the law of the 
master and servant, which makes the 
master liable for his own negligence. The 
first exception likewise is not, strictly 
speaking, an exception to the fellow 
servant rule because a vice-principal is 
in the eyes of the law the master him- 
self, and the negligence of the vice-prin- 
cipal is the negligence of the master. 
The pioneer of master and servant 
cases, involving actions for personal in- 
juries, and the first case in which the 
fellow servant rule was suggested is 
Priestly vs. Fowler, an English case 
which will be found in three Meeson & 


can decision was in 1841, Murray vs. 
South Carolina Railroad Co. (36 Ameri- 
can Decisions 268, 1 McMullan’s Reports 
385), and the leading American case was 
decided in 1842, Farwell vs. Boston & 
Worcester Railroad Co. (38 American 
Decisions 339, 45 Mass. 49). 


Vice-Principal Exceptions 


We now come to the vice-principal ex- 
ception. This exception is based upon 
the proposition that a master owes to his 
servants certain duties for the proper 
performance of which he always remains 
liable, irrespective of whether he per- 
forms them in person or thromgh a rep- 
resentative. The master is bound to use 
due care to provide and maintain a suffi- 
cient number of competent servants— 
suitable instrumentalities, including a safe 
place to work, and safe tools and appli- 
ances—suitable inspection of said instru- 
mentalities—suitable general rules and 
regulations for the government of his 
servants—suitable special orders neces- 
sary for the safety of his servants— 
suitable warning of any unusual risk and 
suitable supervision of the work in gen- 
eral. These duties the master cannot 
delegate so as to escape liability for 
their negligent performance or the neg- 
ligent omission to perform, and any serv- 
ant, whatever his grade or rank, to whom 
the master delegated the performance of 
any of these duties is a vice-principal 
while engaged in such performance, al- 
though in the performance of his other 
duties he might be a fellow servant. 

With the exceptions noted in the dis- 
cussion of the fellow servant rule, a mas- 


ter is always liable for injuries to his 
servants due to his negligence. 

The degree of care required of a ».s- 
ter is the same degree of care reqi'red 
of every other human being i in his ©ela- 
tion to his fellows—that is, the cure 
which a reasonably prudent man would 
exercise in like circumstances. 


Assumption of Risk 


Along with the defense of the fellow 
servant rule at common law, the master 
had another defense which was based 
on the same logic as the fellow ser vant 
rule—that i is, the defense of “assum)) tion 
of risk.” Assumption of risk is the auto- 
matic assumption by a person, volun- 
tarily and uncomplainingly entering an 
employment, of all the risks and hazards 
ordinarily and usually incident to such 
employment, and those incident to all 
dangers and defects of the employment 
which, to a person of his experience and 
understanding, are or ought to be patent 
and obvious, or which have been pointed 
out to him and not complained of by him. 
This does not include the risks incident 
to latent defects and dangers of which 
he has no knowledge and of which he is 
not warned, nor does it include those 
created by the neglirence of the master 
or his vice-principal. (20 American and 
English Encyclopaedia of Law, second 
edition, 109-134), (162 Kentucky 373), 
(159 Kentucky 687.) 

At common law there was another de- 
fense available to the master that was 
available to every defendant in court: 
contributory negligence. It is only 
touched on here because it is one of the 
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defenses which is removed in actions 
between master. and servant by the work- 
men's compensation act. 

While these doctrines of the common 
law were in the process of formulation, 
an iidustrial revolution occurred, marked 
by tie inception of the factory system. 
The sudden and radical changes in the 
soci’ Order, made necessary radical 
chanzes in the rules of the common law 
whic: could not be accomplished by the 
ordinary and historical method. While 
the -ommon law was elastic, it was not 
able to expand as suddenly as_ the 
chanzes in the social, economic and po- 
litica! life of the country demanded. Un- 
ques‘ onably the common law would have 
acco: plished the same results which 
were astaailind by legislation, but it 
woul have taken too long a period for 
the ‘ecisions of courts, whose members 
had been trained in the pre-existins or- 
der, ‘0 catch up with the rapid change 
in public opinion and in the mode of 
life in the community. 

To meet the injustice caused by this 
condition, the legislatures of the several 
se s began passing laws modifying the 
rules of the common law affecting the 
righis of servants to recover for personal 
injury. These laws were generally 
known as “employers’ liability laws,” and 
they still retained the fundamental con- 
ception of the common law system based 
upon negligence of the parties involved, 
and merely attempted to modify some 
of the doctrines of the common law. 

To meet the injustice caused by this 
condition, the legislatures of the several 
states began passing laws modifying the 
tules of the common law affecting the 
rights of servants to recover for per- 
sonal injury. These laws were generally 
known as “employers’ liability laws,” and 
they still retained the fundamental con- 
ception of the common law system based 
upon negligence of the parties involved, 
and merely attempted to modify some of 
the doctrines of the common law. 

The first employers’ liability act was 
passed in England in 1880 and was modi- 
fied from time to time by subsequent acts 
of Parliament. The first employers’ lia- 
bility act in the United States was en- 
acted in Alabama in 1885, followed short- 
ly after by the Massachusetts act of 
1887. Other states followed, but the laws 
did not become general throughout the 
majority of the states up to the time the 
system inaugurated by the employers’ 
liability acts was again changed by the 
enactment of compensation laws. So 
that in the majority of the states the 
administration of the rights of servants 
with regard to personal injuries went di- 
rectly from the common law to the work- 
men’s compensation act; but in the prin- 
cipal industrial centers, employers’ liabil- 
ity acts in some form were generally 
— in the period between 1885 and 
Biggest Feature of Employers’ Liability 

Acts 

The outstanding feature of the employ- 
ers’ liability acts, as a general proposi- 
tion, was that they increased the fre- 
quency and circumstances under which 
the master should be held liable for in- 
Jurics to his servants, resulting from the 
negligence of one who at common law 
would have been a fellow servant but 
who, under the acts, became a vice-prin- 
cipal. They also modified the defense 


that the injury was due to the negligence 
: « fellow servant by providing that 
ther 


should not be a defense (1) where 
the injury was caused by any defect in 
vays, works and machinery of the 
emp'oyer, or (2) by the negligence of any 
Person engaged as a_ superintendent, 
r ver, foreman, or exercising super- 
Intendence, or (3) through the negli- 
of any person in charge of or di- 
recting the particular work, or (4) the 


Negiizence of any person whose orders 
the «mploye was bound to perform, or 
(5) ‘he act of any fellow servant done 
mM obedience to rules, instructions or or- 
. given by the master or any other 
er 


1 who had authority to direct or 
superintendent the work. 
‘ere were many reasons why the sys- 


tem created by the employers’ liability 
act was unsatisfactory, but the principal 
one was that any system of compensat- 
ing the servant for injuries created by 
the hazard of his employment, which was 
based upon the old common law doctrine 
of negligence, was illogical and unde- 
fensible on economic and _ political 
grounds. Gradually there was evolved 
the doctrine that industry should bear 
the burden of restoring its injured serv- 
ants to economic independence just as it 


_ bore the burden of keeping its machinery 


and plant in repair without regard to 
who was at fault in causing the injury. 

The basis, of course, of this proposi- 
tion was that most personal injuries un- 
der modern industrial conditions were 
due to the hazards of the industry, and 
only a small percentage of them due to 
absolute negligence of either the master 
or the servant. The old system was also 
economically unsound because of the tre- 
mendous expense both upon the individ- 
ual litigants and upon the state, the 
courts of which were loaded with suits 
for personal injuries by employes to such 
an extent that in the larger industrial 
centers it took anywhere from three to 
five years for a case to be tried. 


From the point of view of the injured 
employe, this long period of waiting was 
discouraging and resulted in either his 
being an object of charity, pending the 
trial of the case, or in his making a set- 
tlement for a very nominal amount com- 
pared with the injury received, in order 
to get some ready cash. If he was suc- 
cessful in prosecuting his suit, his ex- 
penses for attorneys, doctors and expert 
witnesses were such that if an employe 
recovered a judgment of $5,000 and if he 
was able to collect it, in a great many 
cases he would not receive over $1,500 
or $2,000 as his share. From the em- 
ployer’s point of view, it was expensive 
to defend these suits, and unless he was 
adequately covered by i insurance a single 
serious injury might result in a verdict 
large enough to put him in bankruptcy. 





Out of this unsatisfactory situation, and 
based upon the doctrine previously 
stated, grew the workmen’s compensa- 
tion acts. ’ 

Advantage of Compensation Act 

The workmen’s compensation act sub- 
stituted for the pre-existing systems a 
method of indemnifying the injured em- 
ploye without expensive litigation, so 
that he received benefits fixed in ad- 
vance by the schedule of the act. In 
exchange for the cumbersome old pro- 
cedure, there was inaugurated the sim- 
ple procedure of the compensation acts, 
whereby most cases are disposed of and 
prompt -settlement is made under the 
provisions of the acts by the insurer, and 
in the comparatively few cases in which 
there is a dispute as to whether the in- 
jured employe is entitled to compensa- 
tion, the matter is quickly and most sum- 
marily determined by a_ semi-judicial 
board created for the purpose of admin- 
istering the act. 

The first compensation law, in any 
form, was adopted in Germany in 1884. 
This did not cover all industries, but it 
was amended from time to time and 
finally in 1911 the original law, with all 
its amendments, was brought together 
and codified. Austria passed a compen- 
sation law in 1887, Hungary in 1891, Nor- 
way in 1894, Finland in 1895 and Great 
Britain in 1897. The first compensation 
laws in the United States were enacted 
in Maryland in 1902, to be applied only to 
certain named industries. In 1908 Con- 
gress enacted a workmen’s compensa- 
tion law, providing for a limited schedule 
of compensation for certain employes of 
the Government. This was followed by 
a voluntary compensation law in Massa- 
chusetts in 1908, which, however, was in- 
effective because neither employe nor 
employer took any interest in it. 

A law was enacted in 1909 in Montana, 
providing compensation for miners and 
laborers in coal mines. This was a con- 
tributory law, payments to be made out 
of a fund to be established by contribu- 
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tions from employers and employes: for 
employers on the basis of the amount of 
coal mined, and for the employes in pro- 
portion to their monthly earnings. The 
employe, however, was permitted to elect 
after the injury whether he would accept 
compensation or pursue his remedy un- 
der the employers’ liability act. This law 
proved ineffective and was declared un- 
constitutional in the first case in which 
it was brought before the court. (Cun- 
ningham vs. Northwestern Improvement 
Co., 44 Montana 180). In 1910 Maryland 
adopted a compensation law limited to 
coal and clay miners. 

The law being optional, was of no prac- 
tical effect. In 1910 New York legisla- 
ture enacted two workmen’s compensa- 
tion laws, one of which was a compulsory 
law applyi ing to certain specific hazard- 
ous employments. This law also permit- 
ted the employe to elect, after the acci- 
dent, whether to accept compensation or 
sue under the employers’ liability act. 
The second law provided for voluntary 
compensation agreements. The volun- 
tary law was a failure because of the 
lack of interest of both employer and 


employe, and the compulsory law was 
declared unconstitutional in Ives vs. 
South Buffalo Railway Co., decided 


March 2, 1911, 201 N. Y. 271). The first 
effective compensation law was passed 
in New Jersey and was followed rapidly 
by similar legislative enactments in other 
states. 

(Note: New Jersey Law held constitu- 
tional, Sexton vs. North District Tele- 
graph Company, 8&4 New Jersey 835.) 





TO SPLIT STOCK 





American Surety Trustees Take Action 
to Amend Charter; Declare Quar- 
terly and Extra Dividends 
The board of trustees of the American 
Surety voted at its meeting last week 
to recommend to the stockholders of the 
company at their annual meeting on 
January 8, the adoption of an amend- 
ment of the company’s charter so as to 
provide that the amount of its capital 
stock of $5,000,000 shall be divided into 
200,000 shares of $25 each instead of only 
100,000 of $50 each as at present. The 
proposed amendment has been consented 
to by the Superintendent of Insurance 
of the State of New York, and upon its 
adoption two shares of the capital stock 
of the company of the par value of $25 
each will be exchanged for one share of 
the present par value of $50 without, 
however, any change in the total amount 

of the capital stock of the company. 

The regular quarterly dividend of 5% 
($2.50 per share) was also declared, as 
well as an extra dividend of 4% ($2 per 
share), payable December 31 to stock- 
holders of record December 22. 





COMMONWEALTH CAS. CHANGES 





E. A. Keller Made Sup’t. of Underwrit- 
ing; Pharach City Secretary; Bor- 
tin Ass’t. Claim Supervisor 

The Commonwealth Casualty has made 
a number of important appointments 
lately including FE. A. Keller as super- 
intendent of its underwriting depart- 
ment; John D. Pharach, 2nd, as its new 
secretary, and R. B. Bortin as as- 
sistant supervisor in charge of 
southern New Jersey. 

Mr. Keller had previously spent eight 
years with the Massachusetts Bonding 
and was later connected with the United 
States F. & G., the Independence In- 
demnity and Constitution Indemity. Mr. 
Pharach was formerly manager in Phil- 
adelphia for the New Amsterdam Cas- 
ualtv. He is a past president of the 
Philadelphia Casualty Underwriters As- 
sociation and treasurer of the Insurance 
Federation of Pennsylvania for a number 
of years. Mr. Bortin was previously as- 
sistant claim manager of the Travelers 
in its Camden branch office. 
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Says “Gold Rush” Days 
Are Far From Passe 


KENDRICK’S TALK AT READING 





Commonwealth Casualty Head Sees As 
Much Need for Prospecting Today As 
in 1849; Would Watch Renewals 





W. Freeland Kendrick, president of the 

Commonwealth Casualty of Philadelphia, 
recently addressed the semi-annual meet- 
ing of the Berks’ County Insurance Fed- 
eration at Reading, Pa., on insurance 
prospecting. About one hundsed and 
fifty agents attended the meeting. His 
remarks, which revealed some solid ideas 
on the subject, follow in part: 
..“The days of the covered wagon back 
in 1849 are generally considered as the 
‘Gold Rush’ era and the prospectors were 
many. I believe you will agree with me, 
however, that the ‘Gold Rush’ is far from 
over and that 1928 finds us in an equally 
mad scramble for material possessions. 
About the only difference I can see be- 
tween prospecting in insurance and pros- 
pecting in gold mines is that today pros- 
pecting for.gold is done in a verv much 
improved fashion over that of the cov- 
ered wagon days, while insurance con- 
tinues to be sold on the same ‘basis of 
approach in so far as I am able to see, 
and the machinery is scarcely any dif- 
ferent than it was twenty-five years ago. 
The reasons for insurance may have 
changed somewhat with relation to haz- 
ard, but fundamentally nothing has 
changed. 

“Prospects, or ‘leads,’ as many of us 
know them, is the one thing vital to 
every insurance agencv. Without pros- 
pects, business would be at a standstill 
in any line and the future of our insur- 
ance agencies would be far from encour- 
aging. Funk & Wagnalls’ Dictionarv 
gives a definition for prospect as ‘A 
future probability based on present indi- 
cations.’ Starting, then, with a num- 


ber of prospects as our base from which 
to work, let us see just how much good 
a prospect is to us and what may be ex- 
pected from him. 


Sell Him on Needs 

“First of all be sure to expect noth- 
ing from a prospect unless you have 
done your part to convince him that the 
thing you have to sell is what he needs. 
And always remember, in insurance you 
are dealing with future possibilities. You 
are selling protection against possibilities, 
whether that future possibilities come ten 
minutes or-ten months after the sale is 
made. Your prospect is absolutely 
worthless to you unless you see him and 
having seen him, tell him your story in 
a definite, understandable and convincing 
way. ‘ 

“Many of us consider that once we get 
the business on the books we feel as- 
sured of the renewals; little else is nec- 
essary other than to renew the policy at 
expiration, send out the bill, collect the 
premium and cash in on our commis- 
sions. This is the way it was done by 
everybody twenty-five years ago, but to- 
day it is different. Every good prospec- 
tor knows the pay dirt in a gold mine 
may suddenly cease when he _ gets 
through the vein, but the gold miner who 
varies his course a little and follows 
the vein in a number of directions, is 
reasonably assured of a considerable pro- 
duction for a long time. 

“As I see it, the insurance man of to- 
day is exactly in the same predicament. 
He may not consider it a predicament 
but it really is. If you have had a policy 
on vour books for ten years and vou 
suddenly discover at its expiration that 
one of vour competitors has obtained the 
renewal, you are in a predicament so 
far as that particular risk is concerned; 
are you not? 

Why Treat Renewals Lightly? 

It rather surprised me, when I first be- 
came actively engaged in this great busi- 
ness of insurance, to find many insurance 
men treating renewals so lightly. The 


question is often asked, ‘To whom do the 
renewals belong?’ A friend of mine gives 
what I consider a very good answer to 
this question, he says: ‘The renewal be- 
longs to the fellow who can get the order 
to renew. It seems to be that while 
an agent may reasonably assume that the 
expiration of a policy which he original- 
ly placed should be given to him, yet 
there is a certain obligation incumbent 
upon the agent which he should fulfill in 
order to clinch his assumption. 

“These obligations are, first, giving the 
assured plenty of notice before the pol- 
icy expires; secondly, to figure out with 
the assured, in ample time to determine 
that the coverage on the policy expiring, 
properly fits the assured’s need for the 
coming period and at the same time 
check the rate and amount of coverage 
and adjust the whole matter to fit the 
case. 

“A large insurance producer tells me 
that over a period of fifteen years he 
has been able to definitely trace 714% 
of all new business written by him to the 
fact that he keeps constantly in touch 
with every policyholder he has on his 
books. Over such a long period of years 
this is a splendid record and should prove 
conclusively to you that the effort made 
in following up your policv holders regu- 
larly is well worth while.” 





Cc. A. BARKIE RESIGNS 


C. A. Barkie has resigned as assistant 
secretary of the Norwich Union Indem- 
nity to become a partner in the insur- 
ance brokerage house of P. A. Post & 
Co., Inc., of New York City. Mr. Barkie 
has been responsible for the accident 
and health department in the Norwich 
Indemnity. His post of assistant secre- 
tary will not be filed, according to Presi- 
dent Tackson. 





The Continental Underwriters Finance 
Corporation of Denver has been incor- 
porated with a capitalization of $50,000. 
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REMOVAL NOTICE 
FRANK G. TURNER 


Councellor at Law 
Formerly of Jersey City, N. J 
(Specializing in casualty, neg’. 
gence and_ general _insuran.- 
litigation) will be located aft... 
December 1, 1928, at 
Federal Trust Bldg. (7th Floo:} 
20 Clinton St. Newark, N. |. 


Tel. 3146 Market 
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CHRISTMAS PARTY A SUCCESS 








Large Turnout For Annual Affz:r of 
Casualty & Surety Club at Hotel 
Astor; No Speeches 
One of the most successful social af- 
fairs of the season was the Christmas 
party given last night by the Casualty 
& Surety Club of New York at the Ho- 
tel Astor, New York. The spirit of the 
holidays _was uppermost as prominent 
metropolitan executives joined together 
to participate in the activities arranged 
by the entertainment committee and to 
enjoy the good fellowship of their friend- 
ly competitors. There were no speeches, 

One of the features of the evening was 
the presentation of Christmas presents 
to a number of the executives present. 





CHAS. H. SPORCK PROMOTED 


Charles H. Sporck, who organized 
agency representation in western Penn- 
sylvania for the Pennsylvania Indemnity 
Fire and the Pennsylvania Indemnity 
Corporation, has been transferred to 
Philadelphia and appointed assistant su- 
pervisor of agency to co-ordinate the 
entire agency organization of the two 
companies in the Philadelphia territory. 






































CASUALTY FIDELITY 
AND 


SURETY REINSURANCE 


GENERAL REINSURANCE CORPORATION 


J. G. WHITE, Chairman of the Board 
E. H. BOLES, President 


80 John Street 


New York, N. Y. 
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Human Relationship 
In Fiduciary Bonds 


DESCRIBED BY R. B. HAMILTON 





American Surety Underwriter In Insur- 
ance Society Lecture Shows How 
Surety Protects Estates 





One of the interesting lectures before 
the surety students in the Insurance So- 
ciety course this season was given by 
R. B. Hamilton, manager, court and pro- 
bate bond department, American Surety, 
when he described the drama and heart- 
throbs connected with the underwriting 
of fiiuciary bonds. Gleaned from his re- 
marks as follows is a picture of the hu- 
man relationship between the surety 
company and the fiduciary: 


Surety Pays When Tragedy Occurs 

“Every bond written by a surety com- 
pany arises out of a human relationship. 
It is therefore possible to picture each 
application for suretyship as an incident 
ina drama. The most farseeing under- 
writer cannot always foresee the out- 
come. The scene shifts unexpectedly; 
new characters appear upon the stage 
and, in the development of the plot, he- 
roes often become villians, and supposed 
villains are transformed into heroes. The 
fate of the surety hangs in the balance 
until the final curtain. The happy end- 
ing is the termination of the trust and 
the cancellation of the bond. Tragedy 
may lead to the total loss of the estate 
and the downfall, if not the disgrace of 
the principal. Then in the language of 
the old melodrama, it is the surety that 
pays and pays. 

Mr. Hamilton depicted the fiduciary 
as one to whom is intrusted the prop- 
erty of another to be dealt with under 
the watchful eye of the court. And in 
the eyes of the law the fiduciary has 
the legal title to the estate. “He can 
do many things with the property that 
he can do with his own,” said Mr. Ham- 
ilton. “But he is always acting on be- 
half of another who is said to have the 
equitable title or the beneficial interest. 
We call that one the beneficiary. When 
the fiduciary’s duties are over, the prop- 
erty, freed from the trust, is to pass 
to the beneficiary or to someone else 
called the remainderman.” 

The speaker discussed in detail the 
dutics of the fiduciary, roughly dividing 
his obligations into two classes, those 
in which the duty of the fiduciary is to 
collect and distribute the assets, and 
those in which his duty is to preserve 
and invest the assets and pay over the 
income. 


Legal Investments and Trust Funds 

Speaking on the subject of legal in- 
alee for trust funds, Mr. Hamilton 
said : 

“First, see what the will or deed has to 
say on the subject if the trust is cre- 
ated by will or deed; then see if there 
is a statute of the state on the subject. 
The law varies greatly. In some states 
_ will find a list of legal investments. 

others a more or less clear descrip- 
tion of the classes of investments that 
are legal. In some states you will find 
little of any value on the subject. 

The general law is that the fiduciary 
is not allowed to borrow the funds him- 
self or to lend them without security. 
He is allowed to invest in U. S. bonds 
and in good state, county and municipal 
ons. Loans secured by mortgage on 
Teal estate to the extent of 50% of its 
appraised value, and certain railroad 
bonds are also allowed. The subject 
is too large to be dealt with at length 
in this paper.” 

‘Capital is always desirable but not 
iiecys available,” said Mr. Hamilton. 
A surety company likes to have its 
agrcement of indemnity supported by the 
thines of this world. In many cases 
this is taken care of by the applicant’s 
inter est in the estate. When that is not 
sufficient to set the underwriting mind 
at rest the aid of joint control is im- 
Practicable and the applicant is without 


means or interest in the estate, consider 

carefully whether character and capacity 

can save the day. No applicant may be 

country lawyer, honored in his commun- 

ity, thoroughly competent, honest as 

Abe Lincoln but without a dollar.” 
Indebtedness 


Referring to the effect of the indebt- 
edness of the trustee to the estate, Mr. 
Hamilton said: “It is customary for 
surety companies to inquire whether the 
applicant for a fiduciary bond is indebted 
to the estate. What is the object of 
this? It is a fiduciary’s duty to collect 
what is owing to the estate. When he 
himself is indebted to it what is the ef- 
fect? In old days it was held that by 
naming his debtor as executor the tes- 
tator forgave the debt. Today the law 
varies. Some states hold that he must 
— due diligence to collect from him- 
self. 

“Obviously it is a little hard to measure 
the diligence with which a man pursues 
himself. So some states hold that, if 
he is indebted and undertakes to act as 
fiduciary, he will be charged in his ac- 
counts with what he owes the estate. 
Some hold that if he is insolvent when 
he becomes fiduciary and remains in- 
solvent throughout the administration of 
the estate, he will be excused. This is 
of little help because a surety might 
not know that he was insolvent and if 
it did would not be very enthusiastic 
about bonding him. But suppose he does 
owe the estate but that it can’t be seen 
that he is entitled to a share of the es- 
tate larger than his indebtedness to it. 
In that event he can offset the debt 
with his distributive share. Each case 
must be considered on its merits.” 





MAY FORCE TAXIS TO INSURE 

An ordinance is before the city council 
of Richmond, Va., compelling taxicabs 
and other for-hire cars to carry liability 
insurance for the protection of persons 
who may be injured through the opera- 
tion of such carriers. 


PREPARE TO FIGHT BILLS 





Pennsylvania Insurance Men Plan To 
Defeat A Compulsory Auto Measure 
And Law Association Legislation 

As the next session of the Pennsylva- 
nia Legislature gets under way right 
after the first of the new year, two bills 
are expected to be introduced early in 


the session. The first of these is ex- 
pected to be a move in the direction of 
compulsory automobile legislation. The 
second is the legislation suggested by 
the Committee of Censors of the Phila- 
delphia Law Association for the creation 
of a board similar to the Workmen’s 
Compensation Board to settle automobile 
accident claims. It is expected that local 
insurance men will fight these two bills. 

Insurance men are opposed to both of 
these proposed legislative moves and will 
fight them to the last ditch. However, 
despite the fiasco the compulsory insur- 
ance legislation has proved to be in 
Massachusetts, public opinion in the 
state seems strong for compulsory in- 
surance legislation and insurance men 
are afraid that, despite all their lobbying 
efforts, this bill will pass in the legisla- 
ture. 

Their opposition to the legislation pro- 
posed by the Law Association seems to 
come from an instinctive fear of any- 
thing bearing on the line of the Work- 
men’s Compensation Board. Insurance 
men agree with the report of the com- 
mittee of censors that the companies pay 
numbers of small fake claims which 
should never be paid. But they feel that 
the experience in the workmen’s com- 
pensation line since the creation of the 
board has been so disastrous from a loss 
ratio standpoint, that the same will be 
true of automobile insurance should the 
proposed legislation pass. 





Success is attained not by lying awake 
at night but by keeping awake in the 
daytime. 

















The agent who represents 

the Great American knows 

he has an alert, enthusiastic 

and cooperative organiza- 
tion behind him 


Great American 
Indemnity Company 
New Pork 


HOME OFFICE, ONE LIBERTY STREET 
NEW YORK CITY 





























Hew Insurance Man 
Turned Story Writer 


WAS GIVEN TEN I DAYS TO LIVE 





C. F. Coe, Former Boston Manager of 
Hartford Accident & Indemnity, Had 
Collasped on Golf Links 


The Hartford “Courant” recently car- 
ried a good human interest story about 
Charles Francis Coe, well-known author, 
who was at one time general manager 
of the Hartford Accident & Indemnity in 
Boston. Coe has published several books, 
including the popular novel, “Me, Gang- 
ster,” and is also a contributor to the 
“Saturday Evening Post” and other mag- 
azines. 

It was when Coe was on the very 
threshold of death that his mind turned 
in the direction of fiction writing. One 
day in May, 1926, while playing golf in 
Boston, he suddenly collapsed and was 
taken to a nearby hospital. Coe consult- 
ed a physician as to the seriousness of 
his condition and was told that he had 
but ten days to live. He accepted the 
situation and immediately proceded to 
convert everything he owned into money. 
There was nothing for him to do except 
to await the fatal tenth day. The tenth 
day came and Coe was still alive. It 
was at this moment that Ben Ames Wil- 
liams, author, suggested to him that he 
take a trip with him and his wife into 
the woods, saying that if he was going 
to die anyway, he might as well do so 
gallantly, in good company and under 
pleasant surroundings. 

Goes On Trip 

Coe accompanied Williams and his wife 
on a trip to New Hampshire and there 
Coe found health and also decided to 
become an author. Another thing that 
confirmed Coe in his desire to be a writer 
was the encouragement he had received 
from Robert H. Davis, editor of “Mun- 
sey’s,” at the time he was an insurance 
man in Boston. Davis believed that let- 
had written to “Mun- 





ters which Coe 
sey’s” revealed experiences of an unusu- 
al nature and suggested to him the pos- 
sibility of an author’s career. 

Now that he had the leisure, Coe be- 
gan writing and promised himself that if 
he did not make a go of it within one 
year’s time he would quit the field of 
literature. He did make a go of it, 
however, and the checks and royalties 
are still flowing to him from the books 
and articles he has written. 





FIRST ANNUAL XMAS PARTY 





Friends and Employes of Seaboard 
Surety Have Pleasant Party With 
Pres. Livingston as Host 


The first annual Christmas party of 
the Seaboard Surety, of which E. D. Liv- 
ingston is president, was held last Sat- 
urday at the home offices of the company 
at 80 John street, New York. The holi- 
day spirit ran high as the employes and 
invited guests sat down to a buffet lunch- 
eon with Mr. Livingston as the host. A 
pleasing touch to the affair was the pres- 
ence of Mrs. Livingston and Eleanor 
Livingston. 

Howard M. Frost and Harold W. Ru- 
dolph, respectively vice-president and 
general counsel of the company, joined 
in the festivities and while no set pro- 
gram was followed the party was a suc- 
cess in that it indicated the good fel- 
lowship and loyalty which prevails 
throughout the office. 





PLEASANT CHRISTMAS PARTY 


One of the pleasant Christmas parties 
held last week was the tenth annual af- 
fair of the American Surety, given at 
its 100 Broadway, N. Y., building and 
attended by all the officers and employes. 
Dancing and bridge were the attractions. 





CINCINNATI APPOINTMENT 
The Eagle Indemnity has named the 
Midland Insurance Agency Co., of Cin- 
cinnati as its general agents. 
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Safety-Responsibility 
Bill Drafted by A.A.A. 


RESULT OF NATIONWIDE STUDY 





Its Four Cardinal Principles Seek to 
Place Direct Blame for Accidconts 
On Reckless Car Drivers 





After a nation-wide study of the com- 
pulsory automobile liability situation, the 
American Automobile Association has 
come out with a sound and constructive 
measure, called the Safety-Responsibility 
Law, which is designed to protect all 
users of the highways against the reck- 
iess, incompetent and __ irresponsible 
driver. This bill, drafted by a special 
National Committee of Seventeen and 
the Executive Committee of the A. A. A., 
is not submitted with the recommenda- 
tion that its proposals shall be adopted 
in or by every state in the Union, inas- 
much as it is recognized that there are 
states where no problem of this kind ex- 
ists. 

It is the opinion of the A. A. A. Spe- 
cial Committee of Seventeen, however, 
that the suggested bill will serve the pub- 
lic interest in a practical manner and 
place a direct responsibility where it 
should be placed without forcing upon a 
large proportion of the population of this 
country a financial burden which in it- 
self would not achieve the results that 
all good citizens desire. Four cardinal 
principles are embodied in the Safety- 
Responsibility law as follows: 

Suspension of License for Violations 

First, it provides for the enactment of 
the uniform motor vehicle operators’ and 
chauffers’ license act by all states that 
do not now have such a law on their 
statute books. The control of the privi- 
lege of driving rests with each state, and 
it is obvious that control is more com- 
plete in those states requiring drivers 
to secure an operator’s license. 

Second, it provides for mandatory 
suspension of the driving permits of all 
persons found guilty of serious violation 
of motor vehicle laws. In addition to 
whatever penalties the state laws provide 
for these offenders, the Safety-Responsi- 
bility law definitely bars them from the 
road until they have established satisfac- 
tory proof of their financial responsibil- 
ity against future injuries to persons or 
property. 

Third, it provides for the suspension of 
the driving rights of all persons against 
whom a final judgment establishing the 
driver’s negligence has been legally ren- 
dered and who have failed to meet the 
judgment. This suspension is to remain 
in effect until the judgment has been sat- 
isfied and until a future guarantee of fi- 
nancial responsibility has been estab- 
lished. While this provision does not 
absolutely guarantee the payment of a 
final judgment, the prospect of perma- 
nent expulsion from the road is such a 
compelling alternative that it will inevit- 
ably tend to secure the essential payment 
of such in time to reduce unpaid judg- 
ments to the vanishing point. 

Fourth, it provides for the insertion in 
the driver’s license law of every state 
of a proviso which will forbid the issu- 
ance of a permit to any person whose 
right to drive is at that time suspended 
in any other state because of failure to 
respond in damages or because of other 
serious violations of motor vehicle laws. 
This, in effect, provides for inter-ex- 
change of suspension rulings, as between 
the states, and would render the disabil- 
ity nationally reciprocal. 

Aimed at Small Minority 

Throughout the long study of the 
situation, especially as it relates’to the 
Massachusetts compulsory law, the Spe- 
cial Committee of Seventeen has gone on 
the assumption that mere opposition to 
compulsory insurance really gets one no- 
where. It was constantly borne in mind 
that the large mass of law-abiding, care- 
ful drivers should be permitted the 
streets and highways which are public 
assets without having to be subject: to 


unreasonable burdens, financial or other- 
wise. For this reason the Safety-Re- 
sponsibility Law is frankly directed at 
the small minority of reckless and irre- 
sponsible motor car drivers to whom are 
chargeable the mounting toll of loss of 
life and injuries to persons and property. 

Always Opposed to Compulsory Law 

The American Automobile Association 
as a body has been and still is opposed 
to compulsory liability laws. And the 
report of its special committee bears out 
this opposition, the unanimous conclu- 
sion being’ that it is manifestly unneces- 
sary and unfair to compel the over- 
whelming majority of motorists to carry 
insurance to protect the community 
against the damage caused by the small 
minority. ‘ 

It is also felt that the same unfairness 
would result from the proposal for the 
state to enter the insurance business and 
compel all motorists to contribute to a 
state fund. 

The committee believes that this bill is 
subject to none of the serious objections 
to radical compulsory insurance or state 
fund legislation and that it will tend to 
accomplish indirectly that which such 
legislation seeks to accomplish directly. 

The chairman of the Special Commit- 
tee of Seventeen of the A. A. A. is Owen 
B. Augspurger, who is president of the 
Guardian Casualty and its affiliated com- 
panies. 





NEW POST FOR MAYNARD 





Former N. Y. Indemnity Man Starts On 
February 1 As Sup’t of Agencies of 
Standard Surety & Casualty 

Stanley Maynard, connected up until 
November with the New York Indem- 
nity, has joined the Standard Surety & 
Casualty as superintendent of agencies 
effective February 1. Before taking up 
his new work he will make a trip abroad. 

Mr. Maynard has had an interesting 
career on the production “firing line,” 
first with the National Surety as assist- 
ant general manager for the entire 
United States in its forgery bond divi- 
sion and, since January 1, 1927, with the 
New York Indemnity. His production 
work with the parent company was so 
satisfactory that he was transferred to 
develop specialty lines for the New York 
Indemnity. Later he took over the pro- 
duction in all casualty nad surety lines. 

In the early part of 1928 he was put 
in charge of the company’s entire East- 
ern agency force but almost immediately 
thereafter he was made western manager 
of seventeen states, making his head- 
quarters in Chicago. After the closing 
of the western department Mr. Maynard 
returned east as an agency official to 
develop production at the head office un- 
til he resigned during the month of No- 
vember. 

Mr. Maynard has many friends in 
agency ranks throughout the country 
and bears some distinction as a speaker 
at conventions and insurance gatherings. 
Not the least of his accomplishments is 
his ability to express himself cleverly in 
print. He is the author of “Sales 
Thoughts” and “Rough Notes on Smooth 
Personalities.” 





ATTACK H. U. BAILEY 





Head of Illinois Department Criticized 
for Work as Liquidator of Bull Dog 
Auto Insurance Association 
Attacks upon the Illinois Insurance 

Department continue. 

The latest is a threatened inquiry into 
settlement of claims of the defunct Bull 
Dog Auto Insurance Association of 
Washington, Ill. On January 20, 1927, 
a petition to force it into liquidation was 
filed and H. U. Bailey, director of trade 
and commerce (in which division is the 
state insurance department) was named 
liquidator. The trouble had started as a 
result of inquiry made by the Texas and 
Pennsylvania departments. 

The charge against Liquidator Bailey 
is that he settled claims against the Bull 
Dog at only a third of their estimated 
total. 


E. C. Stone Endorses 
A.A.A. New Auto Bill 


STEP IN’ RIGHT DIRECTION 





Shares Committee’s Conclusion That 
Mere Opposition to Compulsory 
Laws Gets One Nowhere 





The opinion was expressed this week 
by Edward C. Stone, United States man- 
ager of the Employers’ Liability, that the 
proposed Safety-Responsibility Law of 
the American Automobile Association 
bids well to be one of the most construc- 
tive developments of the new year. Mr. 
Stone, who has always been most force- 
fully opposed to compulsory automobile 


E. C. STONE 


insurance, heartily agrees with the con- 
clusion of the Special Committee of Sev- 
enteen of the A. A. A., that mere opposi- 
tion to compulsory insurance really gets 
one nowhere. “Merely pointing out the 
many arguments against it,” he empha- 
sizes, “has little effect against the heart- 
rending story that can be told by many 
people, bread winners, severely injured, 
but made destitute because of the finan- 
cial irresponsibility of the motorist caus- 
ing their injuries.” 

Furthermore, Mr. Stone believes that 
the American Automobile Association is 
approaching this problem from the right 
angle. He says: “Instead of taking a 
sudden plunge into the icy stream, as 
was done in Massachusetts, the associa- 
tion has guided its action on the sound 
principle of making haste slowly. To put 
the matter another way, they believe the 
first thing in the erection of a house is 
to have a good cellar and a good foun- 
dation, and that such should be con- 
structed so as to support a good house 
to be erected later. Rather than build 
all at once the three story house they 
content themselves with erecting a sub- 
stantial cellar. 

Fallacy of Doing Too Much 

“This is just as it should be. Trying 
to do too much, as was done in Massa- 
chusetts, has the rfost dire consequences. 
The Massachusetts experience shows 
conclusively that the compulsory law 
there is not a safety measure. Accidents 
have increased; injuries and deaths have 
increased. Along with the act have come 
abuses almost as dire in their conse- 
quences as the evils which the act is in- 
tended to remedy. Suits have piled up 
to such an extent that the Judicial Couri- 
cil of the state has been forced to sug- 
gest some drastic changes regarding the 
handling of litigation arising out of auto- 
mobile accidents. 

“Court action has been necessary in 
connection with the rates when the prob- 
lem which deals solely with mathematics 
was attempted to be solved upon prin- 
ciples of political expediency. Commis- 





sions have been drastically cut, yet the 
work which the agent has been called 
upon to do has increased. With this ex. 
perience definitely in mind obviously the 
course of the American Automobile As. 
sociation must appeal to everybody. 

“They start off with a simple proposj- 
tion—that at least two kinds of motorists 
should be required to furnish security, 
With all others, it still must be a volun. 
tary proposition. The two kinds of mo. 
torists thus to be called upon to furnish 
security are those (1) who have been 
found guilty of some criminal offense 
with regard to the automobile law, and 
(2) those who by the due process of Jaw 
have been found guilty of civil neglizence 
in the operation of their automobiles, 

“This is certainly a good start. It js 
an approach to the subject from the 
proper angle, and upon this solid, syb- 
stantial foundation can be erected, as 
time may prove its necessity, a real sy- 
perstructure which may include, for ex. 
ample, the full extent of the Connecticnt 
law, or the full extent of the Stone Plan 
or New Hampshire act; or combinations 
of them both. But no state need be 
ashamed if its citizens demand _ that 
something shall be done to make the 
start this way and then let experience 
determine the extent to which they shall 
go. 





WILL MOVE TO NEW OFFICES 

The Ocean Accident and its running 
mate, the Columbia, will move to larger 
offices in the Industrial building, New- 
ark, the first part of next week. Lind- 
say H. Rudd will continue to supervise 
the branch offices. His title after the 
first of the year will be resident man- 
ager. The companies are at present lo- 
cated in the Essex building. 





LICENSED IN MARYLAND 
The Hudson Casualty has been li- 
censed to do business in Maryland and 


will write all casualty lines including 
bonds. 
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deas That Mean 
More Business 


ANY MEN have writ. 

ten the rules for success 
in business. Simple rules that 
it would seem anyone could 
follow. But the real secret 
lies in individual application 
of the general rules. 


The home office of the 
United States Fidelity and 
Guaranty Company co-oper’ 
ates with its agents to meet 
the problems that result from 
ever growing competition. 


UNITED STATES FIDELITY 
AND GUARANTY 
COMPANY 


Home Office: 
BALTIMORE MARYLAND 





FIDELITY SURETY CASUALTY BURGLARY 
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“Service at Cost” Plan 
For Mass. Motorists 


BILL FILED IN LEGISLATURE 





A Compromise Between State and 
Private Ownership; State Auto Ins. 
Co. Would Be Created 





Automobile liability insurance under a 
“seryice-at-cost” plan, which is a com- 
promise between state and private own- 
ership, is called for in a bill filed in the 
Massachusetts legislature by Representa- 
tive Martin Hays of Brighton. Repre- 
sentative Hays was chairman of the com- 
mittee which reported the original com- 
pulsory automobile law. 

The bill would create the Massachu- 
setts State Automobile Insurance Co., 
which would be managed by five trustees 
appointed by the Governor for terms of 
ten years. 

Rates would be fixed by a board con- 
sisting of the insurance commissioner, 
the registrar of motor vehicles and an 
assistant attorney general. They would 
be uniform throughout the state and a 
statutory limitation upon them is pro- 
vided. In accordance with horsepower, 
pleasure vehicles would be insured at 
from $10 to $25; trucks $50 to $100, taxis, 
$100 to $200. 

$5,000 Salary for Each Trustee 


Insurance would be issued at the office 
of the registrar of motor vehicles at the 
time of registration and would be for 
personal injuries, fire and theft coverage. 
The public trustees would receive sala- 
ries of $5,000 each, and all salaries in 
excess of $2,500 would have to be ap- 
proved by the Governor and council. 

An annual report of all settlements 
would be made to the insurance com- 
missioner and the legislature. In the 
event of fraudulent claims the trustees 
would report attorneys concerned to the 
Bar Association and physicians to the 
state board of registration in medicine 
for action. No dividends would be paid 
and the company would be exempt from 
taxation. 

In a statement concerning the bill, 
Representative Hays said: ‘As chairman 
of the committee on the judiciary which 
reported the compulsory automobile lia- 
bility insurance act and as the legisla- 
tor who bore the burden of the fight, I 
am outraged because of the high insur- 
ance now being charged. 


Believes Present Rates Too High 

“Having in mind the responsibility of 
the commonwealth which compels own- 
ers of motor vehicles to insure, its duty 
to the public is to establish rates at the 
lowest possible figure consistent with 
solvency. I share in the general opinion 
that rates now charged are too high. 
“Some, in desperation, lean towards 
state insurance. This, theoretically, may 
be a solution, but if the state engages 
In motor vehicle insurance there may be 
in the future no valid argument against 
It engaging in every other branch of in- 
surance or any other business. To that 
I seriously object. 
“The bill I have filed is a compromise 
etween private and state ownership. 
Under this plan, motor vehicle liability 
msurance will be sold at cost. All un- 
necessary charges are eliminated and, 
while the company is a private one, it 
1S operated on the mutual plan and en- 
tirely under state supervision. 


Savings 

“The savings to the policyholder would 
be at least 20% and possibly as high as 
0% on the rates now charged. The 
Immediate apparent saving would be 10% 
= commissions, 2%4% on _ dividends, 
2%2% on taxes, substantial savings in 
Printing and no duplication of overhead, 
a minimum of 5%, because there would 
© no exorbitant salaries. Issuance of 
the policies at the office of the registry 
0 motor vehicles would eliminate a tre- 
mencous amount of clerical work and the 
necessity of issuing a separate policy, as 


Important Changes Jn 
New A. & H. Manual 


SUMMARIZED 





BY GOODWIN 





Approximately 20% Increase in Rates 
On Occupations Affected by Use of 
Auto Due to High Loss Ratio 





After more than a year’s work on the 
revision of the standard manual of the 
Bureau of Personal Accident & Health 
Underwriters, the committee in charge of 
this important assignment, headed by 
George Goodwin of the Connecticut Gen- 
eral, has concluded its work and the new 
manual is expected to become effective 
gencrally among the member companies 
of the bureau by January 1 or not later 
than February 1. The new rates promul- 
gated call for approximately a 20% in- 
crease on those occupations affected by 
the use of the automobile. This increase 
is felt to be justified in view of the in- 
creasing loss ratio in automobile insur- 
ance. Further changes made have been 
summarized this week by Mr. Goodwin 
as follows: 


Industry Section Abandoned 


The industry section, a part of the 
earlier edition, has been abandoned and 
it is believed by the bureau that this 
will make a distinct improvement. 

In the present manual all occupations 
with the exception of railroad risks are 
listed alphabetically in the body of the 
book. A separate railroad section is 
placed at the end of the book. 

Another important change consists of 
the use of important schedules, as for 
instance a schedule for agents, clerks, 
merchants, wood workers and metal 
workers as well as others listed on the 
first page of the manual. This, it is be- 
lieved. will simplify the locating of oc- 
cunations for the agent in the field. 

Still another move is the abandonment 
of the old definition of classification— 
“select,” “preferred,” etc., and the adop- 
tion of the alphabetical system, “A,” 
“BY” “C.” etc. “Ordinary” rate risks 
will be designated as “D” or “D*.” Some 
companies restrict their better form of 
policies to risks classed from “A” to “D*” 
inclusive, preparing a somewhat restrict- 
ed form for risks rated “D” and higher. 
Not all companies make this distinction, 
but those who do will find the new man- 
ual helpful in this respect. . 

Heretofore the basic rate for risks 
classed either “select” or “preferred” has 
been the same. In the new manual it is 
proposed to differentiate, and it is rec- 
ommended that the basic rate for risks 
classed “A” shall be $5 and for risks 
classed “B” $6. This “B” rate is estab- 
lished for certain occupations where the 
automobile hazard is an important part 
and 215 occupations have been so listed. 
The “A” classifications number 335, “C” 
139, “D*” 353 and “D” 478. 

Says Mr. Goodwin: “A good many of 
the accident companies intend to put the 
new manual into effect on January 1, but 
owing to the fact that orders have ex- 
ceeded all anticipations, necessitating a 
second edition, it will probably not be 
possible for all the companies to secure 
their manuals in time to put them into 
effect at this date. It is hoped, however, 
that they will be in general use among 
substantially all of the bureau companies 
not later than February 1.” 





MT. VERNON APPOINTMENT 

The Metropolitan Casualty has ap- 
pointed the Philip S. Buglione Agency of 
Mount Vernon, N. Y., as its general 
agent for casualty and surety lines. 








the fact that the registrant had paid his 
insurance could be stamped on the cer- 
tificate of registration. 

“The company should secure a vast 
preponderance of the motor vehicle in- 
surance business, and the more business 
it received the lower the cost would be, 
surpluses to be applied to the reduction 
of rates.” 


RYAN & GRAVES, INC., FORMED 
Starts in Albany on January 1; To Have 
New York Office Also; Careers 
of Its Principals 


John J. Ryan, who retired last week 
as vice-president of Rose & Kiernan, 
Inc., of Albany, has formed a new in- 
surance corporation called Ryan & 
Graves, Inc., with George B. Graves, for 
thirty-six years in the service of New 
York State, who more recently has been 
secretary and assistant to retiring Gov- 
ernor Alfred E. Smith. 

Ryan & Graves will specialize on 
surety business and will begin function- 
ing on January 1, having headquarters 
in the Colonial building, opposite the 
State capitol in Albany. It will also 
have an office in New York city. 

Mr. Graves has served in various ca- 
pacities under fourteen governors in 
his long term of state service. He is 
president of the Graves Holding Co. of 
New York city and will continue to serve 
in that capacity. 

Mr. Ryan has been associated with 
Rese & Kiernan, Inc., for over twenty 
vears, during which time he has had a 
large share in the building up of this 
well known agency. He is widely known 
for his specialization in contract surety 
business, having acquired a reputation 
throughout the country for his work be- 
fore the various contractors’ organiza- 
tions. His acquaintance among the 
agency forces and the company officials 
is nation-wide. 





SENTENCED TO WORKHOUSE 





John Mandel, It Is Alleged, Failed to 
Account for Insurance Premiums 
on Taxicab Business 


On complaint of Superintendent of In- 
surance James A. Beha, John Mandel, 
formerly of 1841 Broadway, New York 
City, was recently sentenced to three 
months in the workhouse by the Court 
of Special Sessions for violation of Sec- 
tion 143 of the Insurance Law. 

Mandel solicited and procured insur- 
ance from various taxicab owners in this 
city without a certificate of authority 
from the Superintendent of Insurance to 
act as an insurance broker or agent. 

It was also alleged that Mandel failed 
to account for insurance premiums which 
he collected in the sum of $1,114 to the 
Taxicab Independent Owners Auto Mu- 
tual Casualty of New York City, in which 
company the insurance was placed. 





LIVE STOCK PLANS EMBRYONIC 
The Indemnity Insurance Co. of North 
America, which recently amended its 
charter to permit the writing of live 
stock insurance, made known this week 
that it will write this business only in 
conjunction with the marine department 
of the Insurance Co. of North America 
and that its plans were still in an em- 
bryonic stage pending the formulation of 
plans for writing this coverage by the 
parent company. 





AHEAD ON AUTO VOLUME 

During the first ten months of this 
year, the Richmond branch office of the 
United States F. & G., which covers Vir- 
ginia and North Carolina, wrote $10,000 
more automobile liability business than 
it wrote during the twelve months of 
1927, according to B. Conway Taylor, 
branch manager. 





NEW INSURANCE FIRM 

The firm of Bovnton Bros. & Co. has 
been formed and incorporated with a 
capital of $25,000, with offices in the Cit- 
izens National Bank building. New 
Brunswick, N. J. The firm will do a 
general surety, indemnity and fire insur- 
ance business. They will represent the 
Royal Indemnity, Liberty Surety, Har- 
monia, Homestead and Commonwealth. 


ADMITTED TO VIRGINIA 
The Guardian Casualtv of New York 
has been admitted to Virginia. It will 
have its principal office at Clarendon in 
charge of E, N. Hosmer. 





Agency Mob Calls Cut 
Police and Fire Dept’s 


NEW ROCHELLE GETS EXCITED 





Agency Distributed Circulars From 
Aeroplane and Those Collecting Full 
Set Were Offered Prizes 





The New Rochelle Agency of New 
Rochelle, N. Y., one of the largest news- 
paper advertisers in the country, a few 
days ago caused more excitement in New 
Rochelle than has happened in that town 
in some time. The agency decided to let 
the town know that it had reached the 
$500,000 mark in annual premium volume 
and sent up an aeroplane equipped with 
three different sets of handbills telling 
about the agency. 

Also, the agency took page ads to an- 
nounce that the first persons to pick up 
a complete set of the handbills would 
be given a cash prize. The situation was 
further complicated by the fact that the 
police announced that the bills could not 
descend from on high to the streets. This 
did not deter Arthur J. Dealy, vice- 
president of the agency, from deciding to 
have the plane used. 

The circulars came down and the hunt 
to match the set was on. More than a 
hundred persons succeeded in getting 
the complete set in a short time and de- 
scended upon the office of the New Ro- 
chelle agency to collect the money. In 
the meantime, the congestion about the 
agency grew until the fire department 
was called out. Dealy was arrested, but 
took it calmly as he regarded the inci- 
dent an advertisement for the agency. 





BEGAN WITH $100 CASH 
Frank J. Censella Building Up A Gen- 


eral Insurance Business In Bronx 
Territory, N. Y. City 

One of the diligent insurance men in 
the Bronx is Frank J. Censella whose 
office is at 355 East 149th street. Cen- 
sella handles casualty and life lines and 
has been in the insurance business since 
June, 1926. 

Censella started in the insurance busi- 
ness a few years ago with $100, and, 
after paying for office furniture and 
other things, he had a $15 capital left. 
He worked day and night to build up a 
business and today he has on his list of 
policyholders some of the largest build- 
ers in the Bronx. The first year he 
wrote about $250,000 in life business and 
about $25,000 premiums in casualty. So 
far this vear he has written about $40,000 
of casualty premiums. He uses blotters 
and letters and follows this up with per- 
sonal calls. 





ADVERTISE TIRE BONDS 

The American Surety is writing bonds 
on Dunlop tires guaranteeing the repair 
or replacement of tires that fail in the 
first year by the tire company. The bond 
is given with the tire in place of the 
usual guarantee. Newspaper ads pub- 
lished by the tire people recently ad- 
vertised the fact. 





INDUSTRIAL DEATHS LOWER 


Death claims with the New York State 
Industrial Commission under the provi- 
sions of the workmen’s compensation law 
during November were 122, according to 
Industrial Commissioner James A. Ham- 
ilton. This is the lowest number of 
claims filed during any month this year. 





CHANGE IN LECTURER 

The Insurance Society’s lecture on ac- 
counting which was to have been given 
to the intermediate suretyship students 
by Edward C. Kuhn, resident treasurer 
of the Union Indemnity, will now be de- 
livered by F. S. Perryman, actuary of 
the Royal Indemnity, on January 10. 





GETS MARYLAND LICENSE 


The Hudson Casualty has just been li- 
censed in the state of Maryland. 
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Preliminary Report On 
Status of W. Va. Fund 


SHOWS ANALYSIS OF DEFICIT 





Commissioner Heaberlin Has Effected 
General Reorganization; Also Made 
Rate Increases 





A general reorganization of the West 
Virginia workmen’s compensation fund 
is indicated in the recent official prelim- 
inary report of C. L. Heaberlin, state 
compensation commissioner, in his report 
to Howard M. Gore, governor of the 
state, covering the fiscal year beginning 
in July, 1927, and ending June 30, 1928. 
Probably the most interesting part of the 
report is the réference made by Com- 
missioner Heaberlin to the financial con- 
dition of the fund. He said that upon 
assuming office he found many conflict- 
ing reports current as to the exact status 
of the fund, and also as to the sufficiency 
of the premium rates. 

Inasmuch as major differences were 
shown by the so-called Watson audit as 
against’ that of the report issued by the 
joint committee of the senate and house 
of the West Virginia legislature, it was 
deemed necessary by the new commis- 
sioner to make a careful, comprehensive 
and detailed examination of the fund in 
order that the new administration might 
be reasonably sure what change, if any, 
should be made in the basic rate of the 
various schedules of classifications mak- 
ing up the fund. 

No Rate Changes in 1927 

Commissioner Heaberlin has the fol- 
lowing to say on this situation: 

“Finding it impossible on account of 
the short space of time between July 1, 
1927, and October 1, 1927, to analyze in 
any degree the loss ratio of the depart- 
ment, we made no change in the basis 
rates for that year. In making a com- 
plete survey, it was necessary to value 
all claims, and in view of the fact that 
the department’s principal source of in- 
come is the premium derived from the 
various classifications approved for West 
Virginia, a study of the loss ratio over 
the past five-year average of each classi- 
fication was necessary. 

“This operation would indicate whether 
or not the manual rate in effect was 
sufficient to pay all claims to maturity, 
and, at the same time, each manual rate 
could be so adjusted that the various 
classifications would bear their propor- 
tionate share of the total liability of the 
department. Such a study is necessary 
each year if the department is to main- 
tain at all times a solvent condition. 

Indeterminate Claims 


“In valuing claims, it is necessary to 
divide them into the following classes: 
fatals, permanent totals, permanent par- 
tials, temporary, medical and funeral ex- 
pense, and indeterminate. An indeter- 
minate claim is one in which no award 
for permanent disability has been made, 
but from the facts on file, the indica- 
tions are that a permanent rating will 
likely be necessary after the medical and 
hospital services have exhausted their 
efforts in treatment to prevent perma- 
nent. disability, which in many cases ex- 
tends over the period of from twelve to 
fifteen months before an intelligent and 
correct award based on medical evidence 
of the condition of the claimant can be 
had. 

“Such claims, therefore, constitute 
what is commonly called the concealed 
liability of an insurance or compensation 
organization, and it would be a vital and 
hazardous error in the calculation of sol- 
vency to fail to take into account a 
proper charge, which in an organization 
the size of the West Virginia compensa- 
tion fund, such indeterminate liability 
will run into millions of dollars. 

“Temporary, medical and _ funeral 
claims are those that have been closed 
at the end of the fiscal period involved, 
and there will be very little, if any, out- 
standing liability. On the other hand, 





fatal, permanent total and permanent 
partial claims are types that have long 
periods of future payments, such as 
widows for life, children to the age of 
sixteen years, permanent totals for life, 
and permanent partials many times run- 
ning as much as 70% to 85% disability, 
or a period of weekly payments extend- 
ing over five to six years. 
Remarriage Experience 

“The amount paid is combined with 
the amount outstanding in arriving at the 
incurred liabiilty or total cost of a claim. 
The remarriage factor has proven quite 
a problem in determining our premium 
rates. The remarriage experience in 
West Virginia is not sufficient in itself 
to develop an accurate remarriage rate. 
This insufficiency is due to the fact that 
most of the widows reported to the de- 
partment come within the age group of 
18 to 30 years, and we have no conse- 
quential experience of the exposure of 
ages 31 to 60. 

“After determining the incurred liabil- 
ity of the department as outlined above, 
it was found that the actual deficit out- 
standing as of June 30, 1927, was $5,067,- 
667.82. This deficit has all practically 
accrued since July 1, 1923, at which time, 
you will recall, the legislature increased 
the benefits payable by the fund to a 
large degree: widows from $20 to $30 per 
month; age limit of children from fifteen 
to sixteen years, and the maximum rate 
of compensation to injured workmen and 
total disabilities to $16 per week, at the 
same time, increased the base of calcula- 
tion for the minimum and maximum from 
an average of 50% of the former earn- 
ings to 66 2/3% of the former earnings. 
The premium rates in effect at that time 
were not changed or increased until Oc- 
tober 1, 1926, and then in a less percent- 
age than was contained in the legisla- 
tive increase of benefits. 

Base Rate of 64 Classes Increased 


“The survey that we have completed 
shows the department with ninety-four 
classifications, five of which are obsolete. 
To project the manual rates in effect 
July 1, 1927, to the present level of bene- 
fits paid, it was necessary to increase the 
base rate of sixty-four classifications, the 
increase varying from 10c in one clas- 
sification to $3.50 as the maximum in- 
crease in another. At the same time, the 
analyzation shows that a decrease should 
be made in eight classifications, carying 
from 5c in one classification to 40c in an- 
other. These manual rate changes will 
not reduce the deficit but are calculated 
as sufficient to take care of all liability 
incurred by the department beginning 
October 1, 1928, at which time. they are 
effective.” 

Approaching the question, “Why the 
deficit?” Commissioner Heaberlin em- 
phasized that the fund has, at all times, 
a tremendous amount of undetermined 
liability for the simple reason that the 
time required for the maximum recovery 
from a serious injury, assuming that the 
injured one has the best of medical and 
hospital attention, ranges from six to 
twelve months. “Therefore,” he said, “it 
is impossible by any method of actuarial 
calculations to determine the exact liabil- 
ity of the fund at the close of any fiscal 
year. Continuing he remarked: 

“We are forced under these conditions, 
therefore, to set up what in the judg- 
ment of the actuary and those responsi- 
ble represents a fair estimate as unde- 
termined liabiilty, classed in the reports 
as indeterminates. All other items of 
liability, the department can and has 
definitely and: correctly ascertained. 

Has Deficit of $5,067,667 

“We find on July 1, 1927, that we have 
2,215 widows, 5,537 children, 282 perma- 
nently disabled, 279 dependent parents, 
and others; 2,090 permanently maimed 
claimants, known as permanent partial 
disabilities, that the commuted value of 
these claims as of July 1, 1927, amounts 
to $16,074,978. The fund as of that date 
had total liabilities as follows: 

Reserve for fatal claims with which 


to pay the future liability to 
widows and children...........$11,478,961.00 


Permanent total reserve liability 
with which to pay the permanent 
totals for the remainder of their 
ORE ee ee Pee ee 

Permanent partial claim reserve.. 

Indeterminate liabilities 


2,834,399.00 
1,761,618.00 
3,284,455.00 


Medical claims outstanding....... 50,000.00 
Advanced deposits on employer’s 

acceunt or premium guarantee.. 545,685.00 
Uncancelled and outstanding com- 

pensation claim vouchers....... 38,830.35 


tat TA ies sassscccae $19,993,948.35 
“We find on July 1, 1927, the assets 
of the Compensation Fund made up of 
the following items: 
Cash balance 749,185.85 
Invested in securities............ 13,817,900.00 


PACER FEET ESE oo 6 050 :60010'6 0:0 3 s1008 280,567.00 
Furniture and equipment......... 42,873.50 
Supplies and stationery .......... 5,332.38 
Past: Que’ PFOMINM 66 os des csccee 30,421.80 

TO ME a ik cc nacaeseaune $14,926,280.53 
leaving a deficit balance of...... $ 5,067,667.82 


“T desire to emphasize the fact that 
the impression is all too common that be- 
cause of the various statements sent out 
over the state to the effect that the 
workmen’s compensation fund has mil- 
lions of dollars in invested funds that 
this money is a surplus. I have been 
utterly surprised to find numbers of the 
large subscribers to the fund who seem 
to have this impression, when, as a mat- 
ter of fact, each year’s premium income 
must be sufficient to pay for all lost time 
injuries occurring within the year, and, 
at the same time, set aside in the re- 
serve fund a sufficient amount to take 
care of the total future payments of all 
cases, fatal, permanent total and other- 
wise, occurring within the same year pe- 
riod that reaches far into the future, in 
many instances as much as forty years 
hence. 

“Another fact that 1 wish to empha- 
size is that the ability and purpose of 
the workmen’s compensation fund to 
properly function and carry on in the 
discharge of its true obligation to sub- 
scriber, claimants and dependents is not 
impaired, for the reason that the deficit 
heretofore recited can be recovered over 
a period of years by a minor increase 
in the general rate schedule and will be 
brought into line in advance of the date 
its use will be imperative to pay our fu- 
ture obligations. The fund is fortunate 
in that a deficit as above described does 
not demand immediate payment in order 
to prevent financial disaster, as it would 
in the case of a bank or of joint stock 
insurance companies or other financial 
institutions. 

“In the face of the fact that the past 
loss ratio of the department made a 
general increase in rates necessary, the 
department still stands in the undisputed 
position of furnishing workmen’s com- 
pensation insurance to the industries of 
West Virginia at a net cost in premiums 
far below that which it would be neces- 
sary for them to pay if the same pro- 
tection were furnished through any other 
insurance carrier. 

“The department has long since justi- 
fied its organization and its operation by 
a saving to the industries of West Vir- 
ginia, from its organization in 1913 up 
to the present time, of at least twenty 
millions of dollars in insurance pre- 
miums, by reason of the fact that it has 
always operated at a premium cost of 
approximately 50% less than insurance 
company carriers were charging for the 
same class of protection.” 





BRUNET LEAVING NEWARK 

Charles D. Brunet who has been su- 
perintendent of accounts for about a 
year of the Newark branch of the Met- 
ropolitan Casualty, will leave that com- 
pany on January 1 and become cashier 
and superintendent of accounts of the 
Southern Surety of New York and will 
have full charge of the eastern territory 
of the company. Mr. Brunet, who is.a 
graduate of the accounting school of the 
New York University, entered the insur- 
ance business as traveling auditor for 
the Aetna in 1920. He held this position 
for about three years when he resigned 
and left the insurance field but re- 
entered the business about three years 
later and joined the Metropolitan Cas- 
ualty in Newark. 


—=—= 


GOOD WILL PARTY TO ENGLISH 





Metropolitan Casualty Officials Present 
Him With Grandfather’s Clock at 
Hotel Biltmore Affair 

The Metropolitan Casualty said its 
“fare-you-wells” to retired New York 
manager John R. English at a testimonial 
dinner at the Hotel Biltmore, New York, 
one night last week with about sixty 
guests present. “Mr. English is now in- 
stalled in his new post as vice-president 
of the Standard Surety & Casualty. 

This good will affair was sponsored by 
the officers of the Metropolitan in ap. 
preciation of the constructive service 
rendered by Mr. English during the four 
year period that the company’s down- 
tewn office has been under his direction, 

President J. Scofield Rowe opened the 
program with some apt remarks relative 
to the career of Mr. English with the 
company. 

He then introduced Edmund J. Done- 
gan, first vice-president and senior coun- 
sel of the company, as toastmaster. The 
other official speakers were: Carl J. 
Stephan, the new manager of the Met- 
ropolitan’s New York branch office; 
Henry J. Reardon, manager of the New- 
ark branch; James C. Heyer, vice-presi- 
dent, and John Barnaby. 

During the course of the evening the 
guest of honor acknowledged his pleas- 
ant associations with the Metropolitan 
and the personal regret with which he 
goes to new fields. At the conclusion 
of these remarks, Mr. English was pre- 
sented with a very beautiful tribute in 
the form of a Herschede grandfather's 
clock. The affair was built mainly on 
hilarious lines. Fake telegrams from 
celebraties were delivered to and read 
aloud by the toastmaster at frequent in- 
tervals and absurd songs, written espe- 
cially for the occasion were sung. 





VERMONT AGREEMENT 





National Bureau Companies Will Make 
Refunds to Insureds in That State 
As in New Hampshire 

The stock company members of the 
National Bureau of Casualty & Surety 
Companies have agreed with the Ver- 
mont Commissioner of Banking and In- 
surance, Robert C. Clark, to refund the 
difference between the rates for automo- 
bile liability insurance in effect prior to 
December 12, 1927, and the higher rates 
which were put into effect on that date. 

This in effect will give the policyholders 
in these companies their insurance at the 
1927 rates. The companies have also 
agreed to restore the 1927 rates as soon 
as practicable. It is expected that the 
persons entitled to receive a refund will 
also receive interest at 4% on the amount 
to which they are entitled from date of 
payment to date it is returned. 

The companies concerned agreed to 
follow the course in Vermont at the re- 
quest of Commissioner Clark after the 
matter of increased rates was carried to 
the courts by Commissioner Sullivan ot 
New Hampshire, both parties being will- 
ing to permit the decision in the New 
Hampshire courts to determine the 
course to be pursued in Vermont. As 
the New Hampshire decision was ad- 
verse to the companies, they are now to 
make refunds to policyholders in Ver- 
mont as well. 





SPLIT-UP OF STOCK VOTED 

It has been recommended by the Mas- 
sachusetts Bonding & Insurance Co., a 
a recent directors’ meeting to reduce the 
par value of the stock from $100 to $2 
and to increase the capitalization of the 
company from 40,000 shares: to 140,000 
shares. This is equivalent to a four-for- 
one split-up. =: 

The finance committee voted to recom- 
mend to the full board for action at the 
January meeting an increase in the divi- 
dend on the old stock from $14, to $16 
per annum through the declaration of @ 
quarterly dividend of $4 a share. It '8 


understood that at the April meeting ° 
directors the new $25 par stock will be 
placed on a dividend basis of #. 
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FOR YOUR SERIOUS 
CONSIDERATION 


The New York Indemnity Company is not so big that the 
chief executives lack time to meet and know its individual agents 


and to work with them in the solution of the problems of their 
clients. 


Yet, we are big enough to supply adequate backing for any 
coverage we are called upon to give and, if on a Fidelity, Surety or 
Burglary undertaking it is desired, the National Surety Company 
will join with us as co-surety, thus giving us a greater carrying 
power than any other company in the world. 


We can, therefore, offer to our assured: 
First—Adequate limits of coverage. 


Second—Security and service of an organization headed by 
young, aggressive men, and backed by the experience and guidance 
of the largest Surety Company in the World. 


This Company is in a better position to serve and protect you 
than the big, old line companies, or any of the absolutely new com- 
panies that are just starting in. 


If you are interested in establishing a 

> >> real surety connection for the develop- 
ment of SURETY business on a profita- 
ble basis, write 


New York Indemnity Company 


115 BROADWAY, NEW YORK CITY 





ILLIAM B. Joyce, Chairman SPENCER WELTON, President 
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CORPORATION 
OVER A HALF CENTURY IN THE UNITED STATES 


U. S. BRANCH 
150 William Street New York City 


John H. Packard, United States Manager 
Everett W. Nourse, Assistant Manager 


PON every milestone of LONDON ASSURANCE 

history covering more than two centuries has been 
stamped utmost fairness toward agent, policyholder and 
competitor. 





It believes in high ideals in business and has given this 
heritage to the MANHATTAN FIRE AND MARINE. 


An agent of the LONDON ASSURANCE or the 
MANHATTAN FIRE AND MARINE is to be con- 
gratulated because in the minds of those of good judgment 
in the insurance world, character and the LONDON 
ASSURANCE are so closely identified as practically to 
be synonymous terms. 








Che Manhattan Hire and Marine Insurance Co. 


150 WILLIAM STREET . NEW YORK CITY 
John H. Packard, President 

Everett W. Nourse, Vice-President J. M. Mendell, Vice-President 

Frederick A. Johnston, Secretary C. D. Sheffe, Asst. Secretary 
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